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HOFFMAN ©“ 50 series 


FLOAT ond FLOAT & THERMOSTATIC TRAPS 


LOW, MEDIUM and HIGH PRESSURE 


HOFFMAN SUPPLY 
VALVE 


—— 
HOFFMAN a 
RADIATOR 


af HOFFMAN PRESSURE 
REDUCING VALVE 








STRAINER 








FEATURING: 


Integral thermostatic air by-pass 
consisting of thermal element, 
seat, and cage—factory set and 
sealed. 


Valve lever and seat assembly 
constructed of brass stampings. 
Spherical steel copper clad float. 


Stainless steel valve pin and 
valve seat—valve pin adjustable 
for positive seating. 

All working parts mounted on the 
cover for easy accessibility—no 


HOFFMAN 50 SERIES FLOAT and FLOAT & THERMOSTATIC TRAPS stig ealainatiens to tree. 
Sizes: %” to 2” Pressures: 2 Ib. to 125 Ib. 


Again Hoffman provides industry with an improved product, refined to function 
more effectively and economically in removing condensate. 

MECHANICAL FLOAT TRAP Hoffman engineers thus anticipate industrial steam heating trends that demand 

WITH EXTERNAL BY-PASS ess maintenance and operating costs. 

The new 50 Series Float and Thermostatic Trap has an integral thermostatic air 
by-pass consisting of thermal element, seat, and cage, factory set and sealed assuring 
dependable service and easy maintenance. 

The same fine Hoffman quality and precision workmanship prevails in these 
traps as in the other Hoffman heating specialties. The valve lever and seat assembly 
> a is constructed of durable brass stampings. The spherical float is copper clad steel. . 
The valve pin, adjustable for positive seating, and the valve seat are made of stain- LOW MAINTENANCE COST 
FOR PIFE COILS less steel. Sizes are available from 4" to 2”—pressure requirements of 14 lb. to 125 Ib. : 
50 Series Float and Thermostatic Traps 


if you are planning to install low, medium or high pressure Float or Float and have cover construction so designed thot 
, converters, blast all working parts of the trap are readily 


} | Thermostatic Traps on storage tank heaters, tankless heaters 
pressure steam mains of accessible. Once installed there is no 


coils, or for discharging high pressure returns into low 
E 1 or 2 pipe systems, it will pay you to ask for Hoffman’s new illustrated catalog necessity for the breaking of any pipe 
connection as all cleaning and repairing 
FOR UNIT HEATER 


sheet, available upon request. 
con be made by removing the cover 


 HOFEMANi# spECIALTD 


HOFFMAN SPECIALTY MFG. CORP. 
VALVES, TRAPS, VACUUM AND CONDENSATION PUMPS, FORCED HOT WATER HEATING SYSTEMS Sold by leading Wholesalers of Heating and Plumbing Equipment 
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BETTER CHECK UP BEFORE THE FREEZE-UP 


NOws THE — TO INSTALL 


ab) a 
} 


\APATENTED Ay 


FROST-PROOF CLOSETS & HYDRANTS 


"'Frost-Proof’’ Closets 


Cold winter months call for VOGEL “Frost-Proof” closets 
on farms, in rural homes and buildings, service stations, 
garages, warehouses, mills and factories. 


Protect your customers from inconvenience, costly 
repairs and replacements, by installing 
VOGEL “Frost-Proof” closets now. 


NOT ONE HAS EVER FROZEN! 





BALL CHECK WASTE 





"'Frost-Proof’’ Hydrants 


Install VOGEL “Frost-Proof” Hydrants. Thus, 
you will eliminate your customers’ worry about 
fire hazards on farms, in garages, service 
stations, green houses, etc. 


They provide complete fire protection by assuring 
free-running water when and where you want it... / E 
even in cold winter months. \/ 


NOT ONE HAS EVER FROZEN! 


Precision engineered of finest quality materials 
to give lasting trouble-free operation. 


Users like the VOGEL 
Hydrant because it 
never fools them. When 
they see the handle in 
an upright position 
they know the water is 
surely shut off. Any 
hydrant that does not 
i = positively shut off will 
| waste water in Summer, 
and is sure to freeze 
in Winter. 















Hydrants and Outfits are also furnished 


without Ball Check Waste. VOGEL 


DEPENDABLE — ECONOMICAL— PROFITABLE H YORANT 





JOSEPH A. VOGEL CO., WILMINGTON 99, DEL. § 


Sold only through wholesalers of Plumbing Supplies 



































DOMESTIC 
ENGINEERING 


VOL. 182, NO. 5; WHOLE NO. 2237 


NOVEMBER, 1953 





TABLE OF CONTENTS 


Features 
The High Cost of NOT Advertising................. 26 
Slogan Winners Are Named....................... 32 
Oil Heating and Oil Burner Servicing (Part I)..... 48 
Wholesalers Seek to End Unfair Competition....... 52 
Pipe Job... Ite Big, it’s Diteremt................ 64 
3-D and Your Business (16-page Special Section).... 95 


The 3rd Dimension of Your Market 
The Problem of John Smith 
(20-page Special Section)......................4-. 111 
1—-Look at Your Market, John Smith, It’s Big! 
2—Remodeling Is Like a Chain Reaction 
3—It’s not a Sin to Make a Profit! 
4—Identify Your Business as Remodeling Headquarters 
5—Make Her Your Best Remodeling Salesman 
6—Can Journeymen Really Sell? 
7—Financing .. . The Key to Modernization Business 
8—Control the Complete Job 
9—Coming Up Next Month 


Cs, ie Gaommmntion. .. . ci ccc ccc cece cacees 131 
Guided Salesmanship Plan Is Announced for 
SE Te ea Ne ee 132 
Perimeter Heating for Non-Residential Structures... 134 
Ten Reasons Why Excise Taxes Should be Repealed 137 
EE Ce Te eT fe rem 138 
New Heating Ideas Are on the Way........: cae mw ats 140 
Se a 142 
Air Conditioning Study to be Made................. 146 
Warm Air Convention Preview..................... 158 
Departments 
EE ee PT eee eT ree 10 
ee ak cae aw cages eee w ae 16 
PTE TE PETE TEC COLT TRIES 26 
a 42 
Ns caine cia edd eviebienes eo xe ables ee 44 
sn Sc peed x's 56d e kde ees 60 
eee Cas a Shad bees sensed vows 73 
Shopping with D.E. (New Products) ............... 78 
Pe EES a ks cei ccc cescccesnv sues 95 
SO RE OD viva as vies dw nen eesivs ews 150 
ERAT er ee 294 
EE 301 





Published Monthly by Domestic Engineering 
Co., 1801 Prairie Ave., Chicago 16, Ill., U.S.A 


Subscriptions: $5.00 per year. Current 
—50c each; Back copies—$1.00 —_ ie 
tered as second class matter on September 26, 
1932, at the Post Office at Chicago, Illinois, 
under the Act of —— 3, 1879. Additional 
entry Milwaukee, Wis. ee 1953, B 
Domestic te eering Co. mber Audit 








ee ae eer ooo President 
E. G. Hutchison........ Vice President 
J. A. Foxworthy...... General Manager 
oe SL ree Editorial Director 
Staff 
5, Eh. DO, co si00d Managing Editor 
EB. &. Howard. .....% Associate Editor 
J. M. Schoeph....... Assistant Editor 
R. Herlov...... Merchandising Editor 
E. P. Campbell. . Advertising Manager 
G. 1 BRRRB. 664554 Market Research 


M. J. Huxley. ...Circulation Manager 


Field Representatives 
R. V. Sawhill, A. T. Papineau, F. C. 
Murray, M. K. Swanson, R. P. Hag- 
lund, C. C. Horton, T. M. Craige, 
G. Lings, J. Untch, D. Howerter. 


Chicago address, 1801 Prairie Ave., 16; 
New York City address, 110 E. 42nd 
St., 17; Cleveland address, Citizens 
Building, 14; Los Angeles address, 
P.O. Box 345, South Pasadena, Calif.; 
San Francisco address, 400 Phelps 
Road, San Carlos, Calif. 





Novemb 


FOI 


@ We: 
—to 
added b 
building 
leaky 
baths. @ 
vitreous 
caulking 
one mat 
quick] 
Joints 
Weisw: 


to meet 
build 
installat 
of tr 





November, 1953 DOMESTIC ENGINEERING 5 


| no Kenudeling on 





— WEISWAY CABINET SHOWERS 
MEET EVERY REQUIREMENT-- 


@ Weisways are perfect for any remodeling job 
— to modernize old bathrooms and to provide 
added bath facilities. @ No special treatment of 
building walls or floor is required to install these 
leakproof, fully self-contained cabinet shower 
baths. @ No metal underpans are needed for the 
vitreous porcelain receptor — no messy mastic or 
caulking. Simply place receptor over the drain — 
one man does it easily. @ Weisways go together 
quickly — because they’re precision-built to fit. 
Joints are pressure-tight. @ There is a range of 
Weisway models for every class of construction, 
to meet every need in remodeling as well as new 






















———— 


USA building. Models for free-standing or built-in 
ent, copies installations. Weisway quality insures long years 
ly of trouble-free service — real customer satis- 
oe faction. Install Weisways — protect your 
bse Be reputation and your profits. 


HENRY WEIS MFG. CO., INC. 
1104 Weisway Bidg., Elkhart, Ind. 
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ive., 16; 
E. 42nd 
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a, Calif.; 

sia Vitreous Porcelain Receptor 


formed in one piece of enameling iron 
with glass-hard vitreous porcelain surface 
—and Foot-Grip, No-Slip floor. 


* 
Y CISWlY ... the Mark of Quality in Cabinet Showers | 






A typical modernizing job. Here’s a Weisway installation that provides an 
added bath in an existing home. 
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rut BIG NEWS rooav is KITCHENS! 


Wow «s the time to 
cach in with 


Kilcher 
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HERE’S HOW AMERICAN KITCHENS GIVES 
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YOU THE ADVANTAGE OF $1,000,000 WORTH OF FREE PUBLICIT 


Home magazines today are filled 
with stories about the new excite- 
ment about kitchens... fast turn- 
ing into the most important room 
in the house! Editorial space is 
devoted to headline stories about 
new decor, new planning, new 
living kitchens. And that’s where 
American Kitchens uses this great 
interest and publicity to cash in 
... for you! 


WEW EDITORIAL-FORMAT BOOKLET 
To take advantage of this nation- 
wide trend, American Kitchens 
has produced a new booklet in 


typical magazine format withcolor 
AMERICAN KITCHENS DIVISION 


(ALP) CONNERSVILLE, INDIANA 





pictures and helpful information 
about decorating and kitchen 
planning. 

National advertising will pro- 
mote this 24 page folder, ““New 
Designs for Living Kitchens,” and 
the inquiries will be sent directly 
to the dealers to give them a list 
of “‘red-hot”’ ‘‘ready-to-buy’”’ pros- 
pects to work from. 

Yes—now is the time to dis- 
play, promote, locally advertise 
American Kitchens. Now is the 
time to get yourself a bigger share 
of the multi-million dollar steel 
kitchen business with American! 
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CABINETS OF STEEL 
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that work for you 
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The kitchen is becoming the 
ost exciting room in the house 
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American Kitchens Division, Dept. DE-11 
AVCO Manufacturing Corp., Connersville, Indiane 


Lam interested in an American Kitchens fra nchise 
if one is available in my area. 
nearest distributor contact me. 


Please have my 
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Selects L-M Fibre Pipe For 
Lasting Freedom From Roots 


Here’s another middle-western home 
owner who won’t have any more root 
troubles in his house-to-sewer pipe. This 
owner had investigated this root prob- 
km long ago. He’d had root troubles 
with other kinds of pipe. He decided 
that, when he built his own new house, 
he was going to use L-M Fibre Pipe. 


Here are some of the things this owner 


karned about L-M Fibre Pipe: 
Easy to Install: he found that plumb- 


ing contractors like to install L-M Fibre 


Pipe because it’s easy to handle, makes 
a good job at reasonable cost, and as- 


Sures a satisfied customer. 





NE MATERIAL 


WN pe ek 5 sate Mil Wy ete ee ee 


Permanent: he learned that L-M Fibre 
Pipe is long lasting. It’s flexible enough 
so that it doesn’t crack or open up at 
the joints with soil settling. It’s tough, 
not brittle, Joints are tight, stay tight, 
don’t leak. 


Boiling - Water - Proof: even boiling 
water won’t harm L-M Fibre Pipe. Soil 
and sewage acids and alkalis don’t affect 
it. Won’t corrode, leach, chip, or crumble. 


Root-Proof: best of all, it’s perma- 
nently root-proof. Joints are tight; stay 
tight; no leaks to attract roots, They'll 


never clog L-M Fibre Pipe. 









Many Uses for L-M Fibre Pipe 


House-to-Sewer Pipe—to city sewer 
mains or septic tanks, 

Storm Drains from downspouts. No 
infiltration to overload cisterns. 
Foundation Drains: use L-M Perfo- 
rated Pipe—keeps basements dry. 
Septic Tank Filter Beds: use L-M Per« 
forated Pipe—the ideal pipe for this pur- 
pose. 

Well Casing: joints are watertight, don’t 
let in roots or surface water. Does not 
affect water—nothing to dissolve, 


Farm Irrigation, for permanent or mov- 
able installations, Light, easy to handle, 
economical to install. Joints quickly 
made, 

Farm Drainage: use L-M Perforated 
Pipe to gather water in low spots and 
to carry it away. 

Hundreds of other non-pressure uses, 


Installation Fast, Easy, 
Profitable, with L-M Pipe 
L-M Fibre Pipe comes in long lengths, 
which speeds installation. It’s tough, 
flexible, not brittle. That saves you break- 
age in transit and on the job. It’s light, 
smooth, easy for men to handle, No 
rough edges to cut hands, 


Don’t Calk lt—Just Drive It! 
With L-M tapered joints you just tap the 
joint tight, The pressure warms the pitch, 
makes a tightly welded, watertight joint. 
Complete line of fittings, couplings, adapt- 
ers, including handy 5-degree angle cou- 
plings that make it easy to go around. ob- 
structions. 


No waste—you can use short lengths, cut 
them with an ordinary wood saw, taper the 
ends with L-M’s convenient tapering tool, 


Get Full Information 

L-M Fibre Pipe is sold only through the 
plumbing trade. Ask your wholesaler for 
L-M Pipe. For infarmation write for L-M 
Fibre Pipe Bulletin and name of nearest 
wholesaler, Line Material 
Company, Milwaukee 1, Wis- 
consin (a McGraw Electric 

Company Division). 
129 





HAVE YOU SEEN THIS FILM? 
“Pipe Schemes,” an interesting, educational 16 
MM color motion picture on the use and installa- 
tion of L-M Fibre Pipe. Available, with or without 
a talk by an L-M Pipe Specialist, to trade 
groups, luncheon meetings, schools, general and 
technical groups. Drop us ao cord—tell us when 
you'd like to have your meeting. 


aco ooe cclc-za | 




















Quality control is essential to Paper Manufacturers Com- 
pany’s production of its Perfection line of specialty 
papers. A leading paper converter, PMC produces a 
first quality line of paper rolls for teletype, adding and 
calculating machines, as well as a wide variety of gummed 
and heat seal papers. 

Quality-consciousness naturally led to the specification 
of Spang CW Steel Pipe for PMC’s up-to-date Philadel- 
phia plant. There Spang CW carries the load .. . in 
heating, plumbing and air conditioning lines, plus special 
lines for processed steam, chilled water, compressed air, 
and high and low viscosity oils. 







Owner: Paper Manufacturers Company, Philadelphia, Pa. 


General Contractor: Jeseph Ney Industrial Operations, Inc., 
Indianapolis, Indiana 


Piping Contractor: irwin H, English Company, Philadelphia, Pa. 
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Srriti CW STEEL PIPE 
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In the production of Spang CW Steel Pipe, too, 
quality control plays a key role. Close temperature limits, 
rigidly adhered to . . . the most modern production 
machines and control devices . . . strict inspection during 
every operation—all contribute to Spang CW’s high 
standard of quality and reliability, make it easy to cut, 
thread and bend. Small wonder that Spang CW is con- 
sistently the first choice of quality conscious Owners, 
Architects and Engineers—and of smart contractors 
as well. 

Let quality and reliability be your guide. Don’t just ask 
for pipe . . . specify Spang CW at your distributor's. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales }ocore Pittsburgh 30, Pa. District 
Soles Offices: Atianta, Boston, Detroit, Houston ; 
los —— New York, Philadelphia, Pittsburgh, 
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Finally...a Christmas Gift fem 


sold by plumbers! 














Wall Models... 
Deck Models 


Dish- Whiz 


Cuts dishwashing Hime,’ 





s 
x 


> 
* 






Here is the 2 ae 


__Dish-Whiz ‘ Dish Whiz 



















Christmas 
Package! 


Here is the Dish-Whiz Christmas Promotion: 


ag 


Your chance to get a share of the multi-million-dollar gift sales. 


yah mm ~onbnam, yop 2} ypb 0 


_ 


Dish-Whiz is the perfect Christmas gift for the home and you'll find 
it easy to merchandise it as a gift item in its Special Christmas 


a, ‘ 


Package. It’s as simple as one, two, three . . . here’s how! . . . 


rc 


» See your jobber now. 
2 Stock Dish-Whiz in the special Xmas Gift Package. 


® Set up Dish-Whiz displays in your store and 


in your window. 










Sold through 
Plumbing 
Wholesalers 
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xy 


Precision Product 
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BRASS MANUFACTURING COMPANY 3011 HUMBOLDT STREET 
LOS ANGELES 31, CALIFORNIA 


2 & A) 
“ STaB.isneo 3% 














Bim OURSELVES 


eK HK KKK KK KKK KK KKKKKKKKEK 


A Detriment to Sales 

Three of the top industry asso- 
ciations last month launched a con- 
certed campaign to help bring an 
end to Federal excise taxes on elec- 
tric, gas and oil appliances. The 
associations, which include the Oil- 
Heat Institute of America, the Gas 
Appliance Manufacturers Assn. and 
the National Electrical Manufac- 
turers Assn., termed the taxes “un- 
fair and discriminatory” and called 
them a serious detriment to ap- 
pliance sales. 

A full report of the combined as- 
sociation plan is presented in this 
issue on page 137. 


Upturn in Big Jobs 


Noting a marked upturn in the 
market for “big” air conditioning, 
Carrier Corporation reported last 
month that its orders for central 
air conditioning and refrigeration 
systems through the end of August 
were 42 percent above those for 
the same period in 1952. 

Charles V. Fenn, vice president 
and general sales manager of Car- 
rier’s Machinery and Systems Di- 
vision, stated that this year’s rise 
in orders is nearly four times the 
average annual growth in the sale 
of such equipment since World 
War II. The yearly increase during 
the seven years following 1945 
averaged about 11 percent, he said. 


Our Changing Climate 

Seems as though we're going 
through some changes in the 
weather these days—both indoors 
and out. 

On the one hand, scientists tell 
us that the world appears to be 
entering a cycle of warmer weather. 
On the other hand, the temperature 
at which people are most comfort- 
able has dropped from about 80F 


to around 72F, with a relative hum- 
idity of 50 percent. 

Reginald F. Taylor, president of 
the American Society of Heating 
and Ventilating Engineers, says 
this lower “comfort figure” has 
been brought about by the growth 
of air conditioning and the human 
body’s resulting acclimation to 
temperature changes. 

Taylor stated that the old theory 
in air conditioning of lowering 
room temperature 10 deg below 
outside readings has been discarded 
in favor of a constant comfortable 
inside temperature which is easily 
obtainable through use of modern 
heating and cooling equipment. 


Remodeling to the Rescue 

Any of your customers having 
domestic difficulties? 

If so, they may find the solution 
to their problem in a recent divorce 
case in Stoughton, Wisconsin. 

A housewife sought a divorce on 
the grounds that her husband was 
not affectionate, The husband, in 
opposing the divorce, took the stand 





in his own behalf. 

His counsel asked his nationality 
background. 

“Norwegian,” the husband re- 
plied. 

“Isn’t it a well-known fact Scan- 
dinavians are a ‘cold’ people,” the 
counsel asked. 

“Some are and some aren’t,” an- 
swered the husband. 

“Are you affectionate,” asked the 
lawyer? 

“Yes,” stated the husband. 

“In what way?” 

“Well,” the husband answered, “I 
had a lot of remodeling done around 
the house.” 

That was affectionate enough for 
the judge, who denied the divorce. 


Baby Bonanza Brings Boom 
Americans are room hungry! 
Give ’em a couple of more years 

and they’ll be close to space starva- 
tion unless they can tack a few 
million more rooms onto their 
homes before the next generation 
moves in. 

It’s all a matter of babies, the 
Gas Appliance Manufacturers Assn. 
told Domestic ENGINEERING. Seems 
as if the nation’s population zoomed 
19,500,000 from 1940 to 1950, up to 
151,700,000, then jumped over 160,- 
000,000 in the past three years— 
mostly because of babies. 

This progeny will be joined by 15 
or more million by 1960 and a lot 
of parents will be hard pressed to 
satisfactorily house themselves and 
offspring, even with the addition 
of an estimated six million homes 

(Please turn to top of page 16) 


A LITTLE RED SCHOOLHOUSE dedicated to heating research was opened 
last month by Bell & Gossett Company in Morton Grove, Ill. Presiding at the 
opening were E. J. Gossett, president and R. E. Moore and C. E. Pullum, vice 
presidents. The school is completely equipped for modern visual educational 
methods. Mr. Moore stated that complete courses in heating and cooling will 
be available to contractors, their journeymen, engineers and architects. 
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42” De Luxe 









Another benefit fn va 
from the Eljer-Murray team-up! 


Now you can get the very finest steel cabinet sinks— 
from the same source that has supplied you with highest 
quality cast-iron and vitreous-china plumbing fixtures! 


The new Eljer 54” De Luxe (above), for example, is of 
heavier die-formed and welded steel. It features stronger, 
more rigidly anchored hinges; integral’ base; genuine 
brass runners for the drawers. It offers more usable 
top surface; visibly larger drawers; no-snag, rounded 
edges and corners; soap and detergent rack, wire 
vegetable basket, rinse spray! 


For complete specifications of the new line of Eljer 
cabinet sinks write Eljer or call your Eljer wholesaler. 








54” Standard 











| 42” Sink & Tray 
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WAN More Trips per 


























Day. Your drivers 


make more trips per day 
because filling may be done under pressure 
where tanks are built for it. ‘“Dual-Dials” 
give you this important safety feature. 


Magnetic Action Does It. 


Oil level is indicated ac- 
curately on dial through 
‘wy permanent non-electric 
magnets. Tank magnet 
is actuated by float, 
transmitting exact read- 


44 h ing to dial magnet. 


Rochester gauges have earned their 





popularity because of faithful accuracy 
over a quarter of a century. The con- 
sumer likes them because they are al- 
ways dependable and easy to read from 
a long distance. Drivers like them for 


the same reason. 


R PRESSURE 


FOR MORE TRIPS PER DAY 
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gauge mechanism can- 
not occur since dial 
chamber is completely 
sealed off from tank. 
Underwriters’ listed. 


> ¢- & ~ No Fire Hazard. 
™ The escape of fumes or 
oil leakage through 


Guaranteed Accuracy. 


Each “Dual-Dial” is in- 
dividually calibrated for 
accurate readings 
throughout the life of 
the gauge. 





Builders prefer Rochester gauges be- 
cause their plastic head and hermetic 
seal makes them completely weather- 
proof ... suitable for both inside and 
outside installations. 


BUILD YOUR BUSINESS WITH “DUAL DIALS”! 
Made for 275-gallon oil burner storage tanks 
and stocked for tank depths of 22”, 24”, 26”, 
27”, 42”, 44” and 47”; 144” and 2” pipe 
thread connections. Special lengths to order. 
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ROCHESTER MANUFACTURING CO., INC. 
19 Rockwood Street, Rochester 10, New York 


Canadian Repr ive, Hall Agencies, 
4 Manor Rd., Toronto, Ontario, Canada 











ENGINEERED INSTRUMENTS 


LIQUID LEVEL, TEMPERATURE AND PRESSURE GAUGES 


Accra 
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VALVES 
Straight and angle 


pattern valves 









Cc which positively 
'- prevent gravity cir- 
j culation when pump 
isnot running. Easily 
Seened without B & G Hydro-Flo forced hot water heating units provide the last word 
breaking pipe con- : : , 
1 nections! in automatic radiant comfort heating. You can depend upon them to 
s give more value per dollar because they are designed and built that way! 
. In the B & G plant, the most modern manufacturing methods, 
. scrupulous inspection and advanced engineering enable the company 
Bac to produce equipment of custom quality at mass production prices. 
| pce B &G Hydro-Flo Prod ucts measure up completely to the standards 
on by which every intelligent dealer judges the merchandise he recom- 
of B & G Airtrol Tank mends and sells. These standards are . . . good product . . . adequate 
and Boiler Fittings service facilities . . . manufacturing responsibility and consumer 
traps oir in the com- 
pression tank and acceptance. 
F ctatd ae Vocine A Send for catalog of B & G Hydro-Flo Products 
| genwine remedy for 
_ Gir trouble. 
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WALL HUNG are ALL HUNG 
with PLUMB-EASY CARRIERS 








Amrrican-$tandard CRANE CO. . 


The clean looking wall hung or off the floor fixture is the 
accepted installation in all public rest rooms. For sani- 
tary reasons the unobstructed floor space under the 
fixture is easy to maintain. In addition the leak proof 
connection between the fixture and the soil pipe is an- 
other sanitary advantage obtained with PLUMB-EASY 
CHAIR CARRIERS. 

For a single unit or gang installation, it pays to specify 
PLUMB-EASY COMBINED FITTINGS AND CHAIR 
CARRIERS. They’re PLUMB-EASY to install, and 
PLUMB-EASY to maintain. Write for the Jay R. Smith 
carrier guide and Catalog. It will simplify specifying for 
you. 












MFG. CO. 
Union, New Jersey 


For over two decades manufacturing Quality Drainage Products and Chair Carriers. 
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No. 1177 


Fort Recovery Industries offers highest quality 
products to the plumbing industry, whether it's 
brass or zinc die cast parts. Be 


* Gaged with standard ground thread ga 


No. 1196 
* Zinc-alloys — plated with copper, 
and chrome for lasting service 


& Brass guide arms —tested for 
strength and service : 


% 


SOME OF OUR STANDARD DIE-CAS 


Zinc Alloy Parts No. 1178 —3”-14 Drain Nut 

No. 1190—1% x 1% Slip Nut No. 1179 — Duo Strainer Nut 

No. 1191—1% x 1% Slip Nut Cast Brass Parts 

No. 1192-— 1% x 1% Slip Net. 19 1” Solid Guide Arm 

No. 1193— 1% x 1% Slip Nut No. 30 — Fit All 

No. 1194— 1% x 1% Slip Nut die 11 — Split Clamp 

Sree: 8: eae oe No. 20—1” Adjustable Arm 

No. 1196— Ballcock Slip Nut No. 40 1%” and 2” Cast Brass 
a 1 ” . aum ; 

oe OEY 7, Shower Stall Strainer with Polished 


No. 1173 — %” Lock Nut ' 
a. a i ” sor ee Brass, Aluminum or Chrome Brass Grid 


No. 1176— 2” Lock Nut Complete line of slip nuts, guide 
. 1177 — Balleock Lock Nut arms, and shower drains 





@ Attention plumbing manufacturers: you can make sub- 
stantial savings by letting us manufacture these stand- 
ard items for you with our specialized equipment. Take 
advantage of the many cost-saving features of Fort 
Recovery Products. 


FORT RECOVERY (duis INC. 


Manufacturers of Plumbing and Saddlery Hardware Since 1895... 


FORT RECOVERY, OHIO 


‘i tx Bx. 
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Between Ourselves 


(Continued from page 10) 
to be built during the next six 
years. It’s likely that at least a 
billion dollars will be spent each 
year on remodeling existing homes 
to take care of the new influx of 
youngsters. 

In other words, the next genera- 
tion is going to contribute a whale 
of a lot to continued prosperity— 
plumbing, heating and air condi- 
tioning included! 


The Outlook for Oil Heating 

“Shipments of automatic oil 
heating equipment for domestic 
use by manufacturers are 25 per- 
cent higher for the first eight 
months of 1953 than for the same 
period in 1952,” Domestic ENc1- 
NEERING was told last month by R. 
H. L. Becker, managing director of 
the Oil-Heat Institute of America. 

He added that shipments of large 
commercial and industrial oil burn- 
ers for the first eight months of 
1953 have increased 22.5 percent 
over the same period in the previ- 
ous year. 

For the first eight months of this 


year, shipments of residential oil 
heating equipment were as follows: 


Conversion burners 332,381 
up 21% 

Furnace-burner units 148,210 
up 36% 

Boiler-burner units 43,112 
up 24% 

Total up 25% 523,703 

August 1953 over July 1953 


showed increases of 15 percent for 
conversion burners; 12 percent for 
furnace-burner units; and 28 per- 
cent for boiler-burner units. 

Commercial-industrial burner 
shipments this August were 4,415, 
up 9.6 percent over July 1953. For 
the year to date, total shipments 
made were 25,883 burners. 

“All indications at this time,” said 
Becker, “are that the industry will 
enjoy another high production year 
and one of the best in its history.” 

He also announced that the in- 
dustry’s “National Indoor Comfort 
Exposition for Heating and Cool. 
ing” will be held at the Commer- 
cial Museum in Philadelphia May 
16-20 (1954) in conjunction with 


the Institute’s annual convention. 








ITt’S TOPS, HE SAYS! 
Jasper, Ind.—I’ve been a sub- 
scriber to Domestic ENGINEERING 
magazine since last November and 
believe me, it’s tops. More interest- 
ing by far than any “picture book.” 
It’s so exciting it just makes me 


want to go out and sell! 
JEROME J. SEGER 


FAIR PRICE PROGRAM 

Three Rivers, Mich—We think 
your “Fair Price Program” idea is 
excellent. However, from our ex- 
perience, it isn’t a)) the fault of the 
contracter. From our observation, 
the manufacturer is the source of 
the greatest price cutting hazard. 

Therein, we feel, lies the success 
of your program: straighten out the 
manufacturer first; then tackle the 


contractor and wholesaler. 


R. S. Canninc 
Bell Engineering & Supply Co. 


e Actually, no one is pointing a finger 
at anybody in particular because 
everybody is caught up in the same 
situation. Nor do we believe that any- 


one can solve 'the problem alone—it 
will only be solved through a program 
of cooperative education for all. That 
is the purpose of the Fair Price Pro- 
gram, See page 116.—Ed. 


MORE ON FAIR PRICES 

Cleveland — Your “Fair Price 
Program” is certainly very interest- 
ing to us. Anything Domestic 
ENGINEERING can do in this connec- 
tion wil] be of great help to the 
industry as a whole. 

Georce K. Byrp 

Byrd Plumbers’ Supply Co. 


Kansas City, Mo.—We are heart- 
ily in accord with your campaign 
for fair prices and agree that 
“cutting prices in a boom market is 
like riding to the poorhouse in a 
Cadillac;” or, as the old saying 
used to be: “profitless prosperity.” 
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We feel that considerable good 
will develop out of this campaign. 
A. H. Evans, 
president 
W. B. Young Supply Co. 


Lynchburg, Va—We are in 
whole-hearted agreement with 
your program against price-cutting. 
As a contractor-dealer, I do not 
believe Iam guilty of price-cutting. 
We are proud of our reputation 
among the general contractors of 
being the highest priced heatinz 
contractor in the city. We are never 
the low bidder; almost always the 
highest. 

I think the wholesaler is quite a 
bit to blame, although he is not 
alone. I’m afraid that too many of 
our fellow contractors are guilty of 
vicious price-cutting, too. 


J. T. Watson 
Rockford, [ll—We feel that Do- 


MESTIC ENGINEERING’S “Fair Price 
Program” is a very worthy and 
timely effort. 

Anything or everything that can 
be done to minimize the present 
tendency will be of the greatest 
service to the entire industry. 

J. H. Morr 
president 
Mott Bros. Company 


IS THIS THE ANSWER? 
Dayton, Ohio—We are very much 
in accord with your “Fair Price 
Program,” and wish to state that 
there has been a sincere and defi- 
nite effort on the part of our com- 
pany to maintain fair prices. 

As an individual wholesaler, we 
have carried this same thinking to 
our contractor-dealer customers. 
showing them that when they re- 
sort to price-cutting to build 
(Please turn to top of page 18) 
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Richmond Schenley—Single compartment, single drain- 
board with ledge-back, Size: 42” x 25”. No. 1550—Left 


Grainboard. No. 1552—Righ 


Single compartment, single jrainboard with ledge: “back. 


Size: 42” x 22”. No. 1554—Left drainboard. No. 1556— 
Right drainboard. 


aft 





Richmond Shelton No. 2115 — Double compartment, flat 
rim with ledge. Sizes: 42” x 21” and 3: 





Richmond Stratton No. 2110—Single Lompartment, flat 
rim with ledge. Sizes: 30” x 21” and 2 
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Richmond For Built-in Counters 


Flat-rim sinks with single or double compartments. 
With or without ledge for deck-type fittings. 


For base cabinets—\edge-back sinks with single or double 
compartments, single or double drainboards. 


For installations where space is at a premium—compact 


sink and tray combinations—ledge-back and flat rim. 
For economical replacements —wall-hung roll rim sinks, 
single drainboards (left or right) . 


Richmond Sinks in Rugged Enameled Cast Iron! 
Durable cast-iron base with easy-to-clean, acid-resisting 
enamel for lasting beauty. 

Richmond sinks in “ whiter-white” 

or decorator colors! 

Your choice of ‘‘whiter-white”’ or four modern pastel 


colors for cheerful, colorful kitchens. 


Richmond sinks that are sure fo satisfy! 
Richmond quality kitchen sinks assure customer 
satisfaction. Specify plumbing fixtures that 
carry the Richmond guarantee. 


DE-11 
Richmond Radiator Company 
P.0. Box 111, Metuchen, New Jersey 
Please send me more information and literature on the 
Richmond line of cast iron enameled sinks. No obligation, 
of course. 



















Address. 





City. Zone___State. 


We are [) plumbing wholesalers [) plumbing contractors 
( building contractors C) architects. 


== an oe ci ch cs ads a saa 

















Letters 





(Continued from page 16) 
volume, the results can be catas- 
trophic. The prospect isn’t going 
to rush to buy; he’s just as apt to 
wait ior still lower prices. We've 
seen this happen in other indus- 
tries. 

It is our firm opinion that we 
are entitled to a fair profit for the 
service we render in selling quality 
products. We believe also that the 
contractor-dealer is entitled to a 
fair price—and he can get it if he 
is willing to merchandise his prod- 
ucts and services. 

O. C. SWEENEY 
assistant manager 
Acme Plumbing Supply Co. 


ENLIGHTENING! 

Montreal, Canada—As subscrib- 
ers to your magazine, we'd like to 
say that we find it very enlighten- 
ing indeed. It is very much appre- 
ciated by all members of our staff 
who are concerned with many of 
the problems that Domestic EncI- 
NEERING helps solve. 


J. A. WHIPPLE 


REMODELING SALES AIDS 

Milwaukee- I have just had an 
opportunity to look over your Re- 
modeling Sales Kit and think that 
you have done a tremendous job in 
making this material available to 
contractors in this industry. 

I feel that it cannot help but be 
of extreme value to contractors 
who want to increase their 
modeling business. 

WALTER H. OLESON 

executive manager 
Heating, Piping and Air Condition- 
ing Contractors Milw. Assn. 


re- 


@ The Remodeling Sales Kit, contain- 
ing 240 promotion aids, is available to 
subscribers of Domestic Engineering 
for much less than cost ($15.00). Or- 
ders should be sent to 1801 Prairie 
Ave., Chicago 16.—Ed. 


CEASE FIRING BY HAND! 

Toronto, Ont.—A very splendid 
poster has come to our attention. 
This poster is entitled “Cease Firing 
by Hand” and we understand it is 
available from Domestic ENGINEER- 
ING as one of its services to the 
plumbing and heating industry. 

We would like very much to have 
half a dozen of these posters to help 


us promote the sale of automatic 


heating. 
A. W. KAAKE 


@ Over 30,000 copies of the “Cease 
Firing” 2-color poster have been 
distributed to date. Copies of this 
popular sales aid are available at less 
than cost (10¢) to subscribers of Do- 
MESTIC ENGINEERING.—Ed. 


SUCCESS STORY 

Atlanta, Ga—Your readers may 
be interested in a delightful experi- 
ence I had in renewing acquaint- 
ance with an old-time customer of 
mine. 

As a manufacturers’ representa- 
tive in the early 1900’s, I called 
upon a plumbing contractor in 
Wabash, Ind. He was a young man 
having a small shop in a one story 
building and doing all his own 
work. I was very much interested 
in observing that, in addition to 
his regular work, he was also 
working on several devices; at the 
time I knew nothing of their use 
or merit. 

In later years, however, I was 
interested to follow progress made 


by my former customer in the 


manufacture and marketing of 
these devices. His name, as you 
may have guessed, is M. C. Honey- 
well. The success of the Honeywell 
Company of Wabash, Ind., which 
later merged with the Minneapolis 
Regulator Co., is, of course, well 
known in industry circles. 
Recently I had the pleasure of 
a short visit with Mr. Honeywell 
and found him alert and active and 
still very young in spirit. I feel 


Credit Where Due... 


war cbways the towed Puller ter’ 


18 


that the success made by Mr. 
Honeywell is an outstanding exam- 
ple of what initiative and ability 
can accomplish under our free 
American system. 


Ciaupe W. CorNnELIus 


NEW WATER SYSTEMS MANUAL 

Chicago—It was very nice of you 
to make certain that members 
attending the annual meeting of 
the National Assn. of Domestic and 
Farm Pump Manufacturers would 
have the opportunity to read and 
discuss the excellent article in your 
October issue describing our new 
water systems manual. 


Joun Hosrorp 
assistant secretary 


e The “Manual of Water Supply and 
Equipment” covers everything con- 
tractors need to know about sizing, 
selection, installation and servicing of 
domestic water systems. Copies are 
available from the association, or from 
member companies and pump sup- 
pliers—The price, $1.50—Ed. 


SEPTIC TANK PROBLEMS 

Renfrew, Ontario—I was quite 
interested in the excellent article 
on septic tanks in a recent issue of 
D.E. It certainly covered the sub- 
ject thoroughly and_ contained 
much helpful information. The ar- 
ticle also brought to mind a prob- 
lem which confronts us frequently 
here in Renfrew. 

A great deal of our work is done 
in outlying areas where no public 
sewer systems are available and 
septic tanks provide the ideal solu- 
tion. However, most of our cus- 
tomers are unfamiliar with this 


(Please turn to top of page 21) 





New York City—We would like 
to call your attention to the fact 
that you have omitted giving the 
source of the “Jos. Q. Doakes” car- 
toon which appeared on page 80 in 
your September issue. 

I am sure you will remember this 
in connection with Lindy Heaters, 
Inc. calendars issued a couple of 
years ago to the trade. 

Otto Linpy 
Lindy Heaters, Inc. 


e Low-bidder “Jos. Q. Doakes” was 
originally introduced to the trade on 
the 1951 calendar of Lindy Heaters.— 
Ed. 























That's why it’s easy to sell 

Church Regal Seats... their quality 
is as obvious as their beauty. 

And your customers know quality 
know that, regardless of price, 
quality means lower cost per year 


of satisfactory service. 


They know Church means quality, 
too... know that the name 
“Church” on any product stamps 


it beyond question as the best. 


No. 800 
Church Regal Seat 


HE KRU 


Church \ oats 





AMERICAN STANDAR AMERICAN BLOWER HURCH SEATS & WA en ETROIT WTROLS « KEWANEE BOILER * ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 











WUtAC TUBING CO. 
marestitiO, ONO 





CELLAR 
DRAINERS |) 


i 5 
en : 
5 


oo fall, work on many new homes, or rebuilding and modernization, 
will be right at the stage where Water Systems, Plumbing Brass 
Goods, and Cellar Drainers will be needed to finish the jobs. Here's 
where you will “shine” if you stock and sell these three Barnes Leaders. 
You will find there is a Barnes Water System for every farm and home 
need. You will also find Barnes Brass Goods are without a peer. And 
Barnes has a cellar drainer that’s a “red-hot” item when it comes to 
performance and price. Check your stock of these three important items. 
Place your orders with Barnes now! It’s none too early to be sure! 
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(Continued from page 18) 
type of installation and they want 
to know all about it and have ex- 
plained to them some of the do’s 
and don’t’s, as well as the theory 
behind successful septic tank op- 
eration. We answer their questions 
as best we can but it has occurred 
to me that a short, concise booklet 
describing and explaining the op- 
eration of septic tanks and disposal 
fields, their care and maintenance, 
would be of real help to our busi- 
ness. Could you recommend any 
book which would be suitable for 
distribution to our septic tank 
customers? 

Incidentally, I have been a sub- 
scriber to Domestic ENGINEERING 
for the past eight years and I must 
say your magazine is the cream of 
the crop. I have saved every issue 
since I became a subscriber and 
wouldn’t part with them for any- 
thing. They make a_ wonderful 
reference library. 

Louis P. LESMIN 


@ Our thanks to Reader Lesmin for 
his kind words about Domestic En- 
GINEERING. Information for the layman 
on septic tanks is covered quite thor- 
oughly in a booklet issued by the U.S. 
Government Printing Office, Washing- 
ton, D.C., It’s title is “Sewage and 
Garbage Disposal on the Farm’— 
Farmers’ Bulletin No. 1950. Copies 
are available at a cost of 20 cents 
each.—Ed. 


THANK YOU, GEORGE! 

Columbus, Ohio—I thought that 
you would like to know that the 
major factor in our decision to run 
our monthly ad opposite your edi- 
torial page was in knowing that you 
put out fine editorials month after 
month. 

We are certain of the interest 
they draw among your readers. 

GeorceE M. LeEvINE 


sales manager 
Capitol Mfg. & Supply Co. 


WANTS OIL HEATING COURSE 

Camden, N. J.—I am a plumbing 
and heating contractor, and have 
been a subscriber to Domestic EN- 
GINEERING for many years. I have 
always found your articles of great 
help to me in my business, es- 


pecially the series on oil burner 
servicing. 

As this series was running in the 
magazine I clipped the articles out, 
and when it was finished I made a 
booklet for my use. This served me 
well for quite some time as a refer- 
ence manual, but recently I lost it. 

Would you please send me copies 
of these articles, or a reprint of 
the entire series. 

ARTHUR SIMONS 


MORE ON OIL HEATING 

Lac Etchemin, Quebec—Although 
my subscription to Domestic EN- 
GINEERING is only six months old, 
the more I go through these maga- 
zines the more I regret not having 
been informed a long time ago of 
the existence of such of fine book 
for the trade. 

From another of your Canadian 
readers I learned that you ran a 
series of articles on oil burner 
servicing. I would like to have 
copies of all these articles if they 
are still available. Or better still, 
send me copies of the magazine in 
which they appeared. 

Lucien GAGNON 


e A new series of articles beginning in 
this issue of Domestic Engineering will 
cover the installation, performance 
and servicing problems of all types of 
oil heating systems. Please turn to 
page 48.—Ed. 


IN COMPLETE ACCORD 

Hopkinsville, Ky.—Our com- 
pany is in complete accord with the 
fine work Domestic ENGINEERING is 
doing with its “Fair Price Cam- 
paign.” 

Beyond a doubt, the cartoon on 
the cover of your September issue 
was one of the best we have ever 
seen—and it is a true picture of 
what is happening every day in our 
industry. 

It is the hope of Cayce Mill 
Supply Co. that the plumbing and 
heating industry will cooperate to 
the fullest in your “Fair Price Pro- 
gram.” Together we can all make 
our deserved fair profit—and make 
our industry the reputable vocation 
it deserves to be. 

Rosert C. Cayce 
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GOOD READING 





Boilers for domestic use that heat 
the home and also provide hot wa- 
ter are described in two bulletins 
issued by Robot Auto-Heat. Illus- 
trations and individual specifica- 
tion sheets cover units that are de- 
signed for hot water and steam 
heating. Copy in the bulletin de- 
scribes boiler construction that 
provides maximum heating surface. 
Dimensions of the automatic units 
are also listed. 

Issued by: Robot Auto-Heat 
Corp., Newfield St., Middletown, 
Conn. 

oOo 9 

Sump pump prices are outlined 
in a new Kenco bulletin. Ilustra- 
tions and a chart show dealer and 
jobber prices for the multi-purpose 
pump equipment. The two-page 
bulletin features automatic and 
manual pumps, as well as accessor- 
ies and repair parts. 

Issued by: Kenco Inc., 1125 N. 
Ridge Rd., Lorain, Ohio. 

oOo 9 

Copper water tube uses are out- 
lined in a new Triangle 16-page 
catalog. A technical section gives 
design and installation data to aid 


Copper 
Water Tube 





in the proper selection and appli- 
cation of copper water tube, newly 
placed on the market by Triangle. 

Issued by: Triangle Conduit & 
Cable Co., Inc., Brass and Copper 
Tube Div., Jersey Ave. New 
Brunswick, N. J. 

o¢0o 9 

Industrial unit heater testing and 
rating are illustrated and outlined 

(Please turn to top of page 225) 





BLOWER TYPE 
HEATING AND 
VENTILATING UNITS 


For effective heat 
distribution over large open areas. Available in 
8 sizes .. . in suspended and floor models, with 
one and two row coils; capacities from 20,620 
to 1,632,000 Btu per hour. 


DOWN FLOW 
UNIT HEATERS 


This McQuay “ver- 
tical” unit heater, suspended near the ceiling, 
utilizes the warm air in that area and distributes 
it down to the floor level. No wasted heat, no cold 
spots. Four types of draftless diffusers available. 
Capacities from 25,400 to 500,000 Btu per hour. 


C 


AIR 


CONDITIONING e HEATING 2/ 
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When approaching cold weather gives your customers the urge to fly south 
with the “‘honkers’’, tell them to buy instead the comfort and satisfaction 
that McQuay Horizontal Unit Heaters can give them. 

McQuay Horizontal Unit Heaters are made in a wide range of capaci- 
ties, from 21,500 to 360,000 Btu per hour. Every unit has the exclusive 
Ripple Fin Coil construction . . . with these advantages: more heat transfer 
surface, greater flexible strength, cleaner operation . . . flexible copper tube 
headers to accommodate unequal expansion and contraction. Tubes 
expanded into fins having wide, smooth collars, without use of any low 
conductivity bonding agents, provide a permanent mechanical bond. 

These advantages, plus modern cabinet styling, quiet motor fan 
assembly and Test Code Ratings are your guarantee of satisfied customers— 
especially if you convince them the time to get the job done is now— before, 
not after, the heat is needed. Write for catalog. Representatives in principal 
cities. McQuay Inc., 1636 Broadway St. N.E., Minneapolis 13, Minnesota. 
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U ed in the Most Prominent Buildings 


ee ae 


of capaci- 
> exclusive Cram & Ferguson, Architects 
McCarron & Sullivan Co., Plbg. Engineers; M. Ahern & Co., Contractor 
Buerkel & Co., Heating Engineers & Contractors 








OWERS 


WATER TEMPERATURE CONTROL 


In Boston’s Famous Landmark 
S> ff 


ZL 


7 


URAVACNCOCK 


—_—y~ 
t 


MUTUAL LIFE INSURANCE COMPANY ~ 
BUILDING 


Water Heaters, six of which are shown 
below; 21 Shower Baths; 7 Dishwashers in 
the company cafeterias; Photostat Develop- 
ing Baths for two large photostat machines 

. all are regulated by various types of 
POWERS Thermostatic devices especially 
suited for their particular use. 

When problems of temperature control 
arise phone or write POWERS nearest of- 
fice. With over 60 years’ experience and a 
complete line of controls, some of which are 
shown below, we can help you find the right 
solution for your requirements. 


b 


Self-Operating 
Temperature Regulater for 
water storage heaters, hot 
water converters, dishwashers, 
fuel oil preheaters, jacket 
water cooling for air compres- 
sors, and diesel engines, etc. 


O> me! 
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Here are the ‘Big 5” in Maid-O’-Mist’s COMPLETE line of 
fully automatic air valves for hot water heating systems 


NO. 7 AND NO. 77 AUTO-VENTS 


FOR VERTICAL MOUNTING ONLY 


Self - closing, float - 
controlled valve — 
Non-ferrous metals 
— No air chamber 
required — De- 
signed for working 
pressures up to 75 


Ibs. 
a 


The No. 77 is of 


© FOR VENTING 
OVERHEAD MAINS 
OR RETURNS 


No. 7 AUTO- 
VENT Size 
4%" x 2%" 
with Ye" 1.P. 
female con- 
nection. 


No. 77 AUTO- 
_— tit has @ FOR VENTING 
opening to permit TRAPPED MAINS 
ee where AND CIRCULATING 
LINES 


Size 43%" x 
2%," with Ve” 
LP. female 
connection. 
illustrated. 


NO. 27 
AUTO-VENT 


Dependable float-operated valve— 
Non-ferrous metals—No air cham- 
No. 27 AUTO-VENT ber required—For working pres- 


Size 3” x 212" with Ye" 1-P. cures up to 50 Ibs. 
female side connection. 


NO. 67 AUTO-VENT 


Self-closing, float-operated—Com- 
pact size—Non-ferrous metals—No 
air chamber required—For working 
pressures up to 30 Ibs. ! 


@ FOR VENTING 
CONVECTORS 


@ FOR LIMITED 


@ FOR VENTING 
CONVECTORS 


No. 67 AUTO-VENT @ FOR VENTING 


Size 3-3/16" x 112", with 
¥,_” 1.P. male connection. 


NO. 72 AUTO-VENT 
Expansion and contraction confined 
to 4 vent slots only—Single compo- 
sition control disc—internal siphon 
tube—No air chamber required— 
Can be set for manual or automatic 
venting. 
No. 72 AUTO-VENT 
Size 1%" x 12" with Ve" 
1.P. male connection. 


@ FOR VENTING 
CONVECTORS 


@ FOR FREE STANDING 
RADIATORS 


Ub del F-Bais 





SPACE APPLICATIONS 





FOR VERTICAL MOUNTING ONLY 


BASEBOARD RADIATION 


ACCESSORIES 
AND REPAIR 
PARTS 


Io 


No. 777 
VALVE CORE 
Removable seif-closing 
unit 


@ FOR VENTING 
UNIT HEATER 


No. 7X 
BONNETT ASSEMBLY 
The entire Bonnett As 
sembly may be orderec 
for replacement. 


No. 7 
CONNECTOR FOR 
SAFE WASTE 


@ FOR VENTING 
CONVECTORS 





ACCESSORIES AND REPAIR PARTS 
No. 777 VALVE CORE = eye 


Removable self-closing 
unit 


No. 27X BONNETT 
ASSEMBLY 

The entire Bonnett 
Assembly may be or- 
dered for replacement 
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No. 7A CONNECTOR 
FOR SAFE WASTE 
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ACCESSORIES AND REPAIR PARTS 





No. 777 
VALVE CORE 
Removable self-closing 
unit 


pam 
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No. 7A 
CONNECTOR FOR 
SAFE WASTE 





@ FOR VENTING 
STEEL, COPPER OR CAST 
IRON BASEBOARD 


No 72 RADIATION 


© 


HUMIDIFIERS 


WATER LINE CONTROLS 


3217 


NORTH PULASKI 


ROAD. 


” * . . . AUTO-VENTS 
HEATING SPECIALTIES 


CHICAGO 4I, ILL. 
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... with plumbing and 
heating contractors and 
original equipment dealers— 
for value and reliability 


in service. 


HAMMOND BRASS WORKS 


HAMMOND, INDIANA 


HAMMOND 
BRONZE 
VALVES 
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The High Cost of NOT Advertising! 


His NAME WAS JOE JONES (for 
the purpose of this tale) and he 
owned a prosperous plumbing 
and heating store in a medium- 
sized midwestern city. He had 
started it on the proverbial shoe- 
string shortly before World War 
II, and by dint of friendliness, 
hard work, strong salesmanship 
and keeping people aware of who 
he was and what he sold, he had 
built his firm up to a point where, 
by 1949 when he sat back to take 
stock of the situation, his instal- 
lation and service volume was 
one of the two largest in his 


community. 
It's a Pleasant Thought 


All this was pleasant to con- 
sider one day, when 1949 was 
about to turn into 1950, and Joe 
Jones sat at his desk going back 
over the decade of hard work be- 
hind him. “Yep, Sam,” he said 
to his assistant as he leaned com- 
fortably back in his swivel chair, 
“nobody knew whether Joe 
Jones was a heating salesman or 
a new brand of chocolate bar 
back there in 1939. But they sure 
know now. We’ve pumped plen- 
ty of money into advertising that 
spread my name and the story of 
comfort and convenience across 
newspaper pages, outdoor bill- 
boards and over the air. We’ve 
stuffed it into thousands of mail 
boxes hundreds of times. Guess 
we can taper off that advertising 


outlay now and save a fistful of 
money in the next 10 years!” 

That was 1949. Today, little 
more than three and a half years 
afterward, is it possible to tell 
how much Joe Jones saved by 
not advertising since he fig- 
ured—rightly—that “everybody 
knows me now?” 

Not quite as many people 
know him today. For folks have 
short memories, especially for 
the names and the services of re- 
tail businessmen. Joe Jones 
“saved” about $2000.00 per year. 
That was money he had been 
spending, but stopped spending. 
However, he is not so sure any 
longer that this “saving” really 
amounts to anything at all. For 
in place of being number one 
contractor in his town, his vol- 
ume now places him back in the 
seventh or eighth rank locally. 


He Catches on Fast 


Joe is not a slow man to catch 
on when facts stare him in the 
face. For in 1953, he has reversed 
his policies of 1950 and 1951 and 
is now going back to the strong, 
hit-’em-hard-and-hit-’em - often 
mass selling of his firm’s younger 
and more vigorous days. A real- 
ist, Jones does not expect an 
overnight miracle to carry him 
back to the top. He does hope 
that within five years he will 
have arrested the downward 
trend in public recognition, and 
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consequently in the sales which 
depend upon public recognition, 
and will have regained a place 
near the sun. 

Not all businesses which make 
the mistake of believing that 
“we're so big now we don’t need 
to advertise any more” ever re- 
gain a lost place in the selling 
sun. Recently, an Eastern adver- 
tising group did some research 
on what has happened to a num- 
ber of companies which were 
once leaders in their fields, but 
lost out because they stopped 
or cut down on the advertising 
that brought them leadership. 
True, many of these are national 
rather than loca! firms like Joe 
Jones’ firm. The facts are there, 
however. What happened on a 
national or regional scale can 
(and frequently does) repeat on 
the local scale, too. 

“From an $8 million business 
to a $1 million business in three 
years,” is the reverse success 
story unearthed by one of these 
advertising studies, 


The Price They Paid 


“That's the price this company 
paid for cutting advertising,” re- 
ported the Eastern fact finders. 
“Spending $35,000 a year, this 
company decided during a very 
prosperous period to curtail its 
appropriation. In one year, they 
cut their advertising 75 percent 
and finally eliminated it entirely. 
Other sales efforts were fully 
maintained. 

“From that time on, business 
dropped steadily and didn’t re- 
cover. Competitors, on the other 
hand, continued their advertis- 
ing and made inroads into this 
company’s business from every 
angle. Where they had been top- 
notch, they lost their leadership; 
where they never feared compe- 
tition, they were forced to sur- 
render supremacy to two other 
companies. They had to give 
ground on all sides. This com- 
pany has been recently re-or- 


ganized.” 
(Please turn to top of page 255) 
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New! ... Air-Oil Fuel Unit 


a 
for low-capacity heating I N D | RAN I 


Sundstrand’s latest contribution to better 
oil heat is this remarkable new low-pres- 
sure, air-oil fuel unit designed for firing 
tates from .4 to 1.5 gph. Intended to supple- 
ment Sundstrand’s present line of high-pres- 
sure fuel units, this new low-pressure model 
is ideal for today’s compact, modern hous- 
ing. It gives you a unit that will handle 
the entire firing range (.4 to 1.5 gph) with 
only one large orifice nozzle... and un- 
tually clean starts and stops. These ad- 
vantages plus easy installation and service 


DOMESTIC ENGINEERING 







feet ae 


are brought to you in an amazingly small 
unit, which measures only 7” long by 3” in 
diameter and weighs just 7 pounds. It has 
air, lift and metering pumps, cutoff valve 
and strainer al] designed for years of satis- 
fying heating service. For more informa- 
tion, write for Bulletin 1107. 

NOTE: Burners must be designed specifically 
to use this new fuel unit. Except on manu- 
facturers’ recommendations, the unit should 
not be installed in the field for conversion of 
high-pressure to low-pressure type systems. 


»UNDSTRAND 


A name to remember in FUEL UNITS 





HIGH-PRESSURE UNITS 
MODEL “J” SINGLE STAGE... 
MODEL “H"” TWO STAGE 

For 3, 6, 10, 14 and 20 gph firing 


rates... Strainer capacities—6, 10, 
15, 20 gph. ... Solenoid Valves 


optional on factory assemblies only 


..-interchangeable with earlier 


models. 


SUNDSTRAND MACHINE TOOL CO. 
Hydraulic Division, Rockford, Illinois 
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What’s in it for you? 


Before you buy another strainer, in- Ideal products mean ease of instal- 


sist on these important advantages: lation, dependable performance, 
lasting quality. The Ideal name 


From start to packaged product, on each distinctive package is 
Ideal manufactures the products it your guarantee. 


sells. Next time you buy basket strain- 

What does this mean to you? ers and other tubular products, ' 

Good products at a fair price! insist on the best; insist on Ideal! IDEAL STRAINERS 
So fit all sinks 


|} LD) 1 ZA 


TUBULAR CORPORATION 


NINTH STREET, BROOKLYN 15, WN. 
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STRAINERS 
all sinks 
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Walworth No. 225P Globe Valve 
500 Brinell Seat and Disc 


Walworth 
No. 29 Gate Valve 


built to give 
dependable trouble-free service 
on all recommended jobs 


Walworth No. 95 Bronze Globe Valves 
(Angle Type: No. 96) are recommended 
for service where throttling is not required. 
They are rated at 150 psi working steam 
pressure, 500F; 300 psi cold water, oil or 
gas. The improved renewable disc and lock- 
on, slip-off disc holder — an original Wal- 
worth development—saves time and trouble. 
This valve can be repacked under pressure 
when fully opened. All parts are designed 
to give maximum service and strength. 
Walworth No. 29 Bronze Gate Valves are 
rated at 200 psi working steam pressure, 
550F; 400 psi cold water, oil and gas. These 
valves have rising stems and integral seats. 
Sizes 2-inch and smaller have union bon- 
nets; sizes 214 and 3-inch have bolted bon- 


— WALWORTH 


nets. Valves up to and including 34-inch 
have solid wedge discs; 1-inch and larger 
have split wedge discs. These valves can be 
repacked under pressure when fully opened. 

Walworth No. 225P Bronze Globe Valves 
(Angle Type: No. 227P) are rated at 350 
psi working steam pressure, 550F; and 
1000 psi non-shock service on cold water, 
oil and gas. The stainless steel, plug type 
seat and disc — heat treated to 500 Brinell 
— can be closed on sand, slag, scale and 
similar floatage, without injury to the seat- 
ing surfaces. They are the longest wearing, 
TOUGHEST bronze valves you can buy. 

For full information about Walworth 
Quality Bronze Valves, see your Walworth 
distributor, or write: 


CHECK 


valves and fittings 


60 EAST 42nd STREET 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 





NEW YORK 17, N. Y. 





ALABAMA 





ROBERT SANSING 

S. C. Bratton Sales Engineers, Ltd. 
405 American Life Bidg. 
Birmingham 


ARKANSAS 





J. L. BROWN 


Terminal Warehouse Bldg. 


CALIFORNIA 





A. C. PATTERSON 
The A. C. Company 


CALIFORNIA 





CHARLES M. MARTIN 
780 Natoma St. 


COLORS 90 





J. N. DOYLE 


J. N. Doyle Compony 





A. C. WILSON Little Rock 2093 Torrance Bivd., Torrance San Francisco 941 East 17th Ave. 
P.O. Box 1541 Los Angeles Denver 
Mobile 

ILLINOIS-IOWA LOUISIANA MASSACHUSETTS MICHIG..N 





WILLIAM B. SCHULER 
28 Blackhawk Hills Court 
Rock Island 

c/o George Mellerup 
2004 E. 1 4th St, 

Des Moines 





R. K. ROTHROCK 
5316 Dryades St. 
New Orleans 


MASSACHUSETTS 
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D. M. ARCHER 
D. M. Archer Co. 
143 Federal St. 
Boston 





HERVEY A. MacVICAR 
12 Ook St., Grafton 
Worcester 





R. H. McGEORGE 


Heating Equipment Co. 


19310 Schoolcraft 
Detroit 





KRITZER 


ooo ANYWHERE ......... 


representatives and you. Wherever you are there is a 
Kritzer Baseboard Heating and Panel Heating expert near 
you. He is a man of outstanding experience and ability, 
and backed by the exclusive Kritzer Certified Ratings, he 


can recommend exactly the right Kritzer Coils to meet 


every job need. 


Remember, whether it is new construction or remodel- 
ing in residential, commercial, or industrial heating, Kritzer 
men and materials enable you to do the finest work with 





the greatest speed and economy. Kritzer Radiant Coils, Inc. 
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IT’S KRITZER, 


SEE YOUR JOBBER FOR KRITZER PRODUCTS 


IT’S RIGHT, 
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Federal Supply Co. T. H. McCLUNG B. ZARITSKY C. N. RINK W. H. BATEMAN Pits 

120 E. Main St. Brod & McClung Thermal Specialties Co. C. N. Rink Co. Keystone Sales Co. ugh 

Oklahoma City 31 N. W. First Ave. 11 N. 14th St. 27 Rittenhouse Place, Ardmore 547 Lincoin Ave., Bellew). A. BAILEY 

15 West 10th St. Portland Horrisburg Philadelphia Pittsburgh N0Bowen St. 

Tulsa Charleston, W. Va. 
TEXAS TEXAS UTAH VIRGIN WASHINC 





EDWIN SNOOK 
Snook & Aderton, Inc. 





M. J. ADERTON 
Snook & Aderton, Inc. 





GEORGE W. HERLIN 
Herlin Engineering Co. 
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P. R. OMOHUNDRO 
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R. FISHES 
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420 Devon hire Place, N.W. 


pIst. © COLUMBIA 








FLORIDA 





H. L. McMURRY 
H. L. McMurry & Co. 
25 Riverside Viaduct 


GEORGIA 


F. E. BAIRD 
R. B. KITCH 
Engineered Products Co. 


ILLINOIS 





LEO POTVIN 
Fenner & Potvin, Inc. 
5029 W. Diversey 


INDIANA-KENTUCKY 





JOHN SHANK 
John Shank Heating Equipment Co. 
117 E. Washington 
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J. W. STEVENS 
J. W. Stevens Co. 


425 Erie Bivd., East 
cuse 








W. A. LEFLER 


Lefler-Wyomont Supply Co. 


234 Stapleton Bldg. 
Billings 


NORTH CAROLINA 





C. M. SETZER 

C. M. Setzer & Co. 
711 Clement Ave. 
Charlotte 





F. E. PRAWL 

Prow! Engineering Corp. 
2820 Harney St. 

Omaha 


2901 





J. BERT SLATER 
Rand Building 
Buffalo 


jeshington Jacksonville 414 Palmer Bidg. Chicago Indianapolis 
Other H. L. McMurry & Co. offices: Atlanta Other John Shank Heating Equip. 
W.R. NEWTON, Manager offices 
1101 Wheeler Ave. , MIKE ELLSWORTH, M 
Mi iNESOTA Doytona Beach MISSISSIPPI MISSOURI Route } ¢ Manager 
W. R. OUSLEY, Manager Warsow 
46 N. E. 6th St. M. F. JORDAN, Manager 
Miami 2001 Spring Dr. 
RALPH HYER, Manager Louisville 
P.O. Box 7227 
Tampa 
ae 
PHILIP R. REESE H. M. LUDLOW E. E. RALSTON 
Philip R. Reese, Inc. 836 Commerce Ave. The Ralston Co. 
403 Essex Bidg. Jackson 2201 Grand 
Minneapolis Kansas City 
SS 
MISSOURI MONTANA NEBRASKA NEW YORK NEW YORK 





PAT SAVAGE 
155 East 44th St, 
New York City 


LAWRENCE AVENUE 


CHICAGO 25, ILLINOIS 


NORTH CAROLINA 





R. A. MAUNEY 

C. M. Setzer & Co. 
Box 623 

Marion 





JOHN E. BRECHT 
John E. Brecht & Co. 
2107 Central Ave. 
Cincinnati 





OHIO 





M. M. BERGER 

M. M. Berger & Associates 
1900 Euclid Ave. 
*Cleveland 
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W. F. GEHRING 
Gehring Engineering Corp. 
2525 East Crawford 


547 Lincoln Ave., Bellevue JOHN K. MacLEAN J. B. LAMMONS J. A. HARWELL 
h 28 Cornell 1596 Madison Ave. 1123 Church 
Providence Memphis Nashville 
WASHINGTON WISCONSIN CANADA 


J. R. Stephenson & Co. 
with offices in 

1132 17th Ave., West 

Calgary 

1842 Smith St. 

Regina 

838 Notre Dame Ave. 

Winnipeg 





JOHN F. MARSHALL 

FRANK M. NEIL 

WILLIAM N. PAULEY 
Marshall, Neil & Pauley, Inc. 
3513 W. Dallas Ave. 


Houston 

Other Marshall, Neil & Pauley 
offices 

H. A. LOUGHBOROUGH, Manager 

106 Burt Bidg. 

Dallas 


C. A. COLLARD, Manager 
P.O. Box 9395 
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Ss logan Winners Are | I 


The first award goes to Pennsylvania plumbing and heating 


More THAN 500 plumbing and 
heating contractors, wholesalers, 
manufacturers and others in the 
industry have had their say 
about profitless price-cutting in 
Domestic ENGINEERING’s “Hang- 
ing Cartoon” contest, which 
closed officially Oct. 15. What 
they’ve said should make it clear 
to the price-cutter that he is 
practicing a form of self-stran- 
gulation that can lead only to 
ignominious failure. 

No one, in the opinion of the 
judges, said it better than Walter 
Ford, partner in the firm of 
Henry Ford Plumbing and Heat- 
ing, Philadelphia, who took the 
first prize of $100 in cash for his 
slogan, “Price carefully—the life 
you save may be your own.” 


lt Wasn't Easy 


The judges didn’t have an easy 
time selecting the winners. 
Every caption submitted re- 
flected vigorous thinking about 
price-cutting and indicated that 
the industry from top to bottom 
is fed up on the vicious practice 
that not only produces industry- 
chaos, but deprives some Amer- 
ican property owners of the 
quality and service in plumbing, 


heating, air conditioning and re- 
lated appliances they have every 
right to expect. 

The broad scope of the contest 
became apparent as soon as the 
judging began. Contestants 
quoted everybody from Confu- 
cius to Shakespeare and every- 
thing from Ballyhoo to the Bible. 
One caption was even submitted 
in Latin. 


What the Winner Said 


When winner Ford was 
reached by télephone after the 
judges’ decision, he said: “Nat- 
urally, I’m glad my caption won. 
I am convinced, and have been 
for a long time, that there is a 
definite need for an industry- 
wide educational program that 
will establish once and for all 
that no one benefits from price- 
cutting tactics. I believe that 
Domestic ENGINEERING’S F air 
Price Campaign is a big step in 
the right direction and am 
pleased that I have been able to 
contribute in some measure to 
its success. 

“As a matter of fact, I have 
been conducting a one-man cru- 
sade against price-cutting here 
in Philadelphia. It’s strictly an 
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individual effort, but I never 
miss an opportunity to talk it 
over with manufacturers, whole- 
salers and fellow contractors. 
It’s a tough problem, but I feel 
that if everyone cooperates we 
can lick it. The simple truth is 
that anyone in this industry who 
persists in cutting prices is dig- 
ging his own business grave.” 
The core of the price-cutting 
evil, Ford believes, is the prac- 
tice of bid shopping on the part 
of builders who seek to increase 
their own profits by forcing 
plumbing and heating contrac- 
tors to cut prices and cheapen 
quality on the two most vital 
health and comfort services of 
homes, commercial and indus- 
trial buildings, and institutions. 


Where Price Squeeze Begins 


“This price squeeze which be- 
gan in new construction work,” 
Ford said, “has spread to store 
sales, too, and has had the fur- 
ther harmful effect of leading the 
public to look for and expect 
price concessions. 

“Fortunately, however, the in- 
dividual contractor has a way 
out; he can switch emphasis to 

(Please turn to top of page 34) 
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THE CONTEST: Domestic ENGINEERING of- 
fered a first prize of $100 cash and ten addi- 
tional Remodeling Sales Kit prizes for the 
best captions for this cartoon which illustrates 
what happens to those who get their necks 
caught in the price-cutting noose. 
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First Award Winner ($100.00): 


"Price carefully—the life you save — be your own”... 
Walter Ford, Henry Ford Plumbing Co., Philadelphia. 


Ten Additional Winners (Sales Kits): 


“We aren’t making any money, but look at the business we’re 
doing”. . . John Normand, Jr., Better Plumbing and Heating, 
Lake Charles, La. 


“Price-cutting won't ring your cash register—it’ll wring your 
paar Jerome Stoltz, P. Stoltz Plumbing and Heating, Hart- 
0 nn. 


“Are we so blind, to never see, that cutting price, hangs you 
and me”, .. A. T. Bertolette, Hershey Machine and Foundry 
Co., Manheim, Pa. 


“Regardless of who is to blame, the end result is just the 
same”. .. M. M. Martin, Steven Supply Co., Baldwin, N. Y. 


“Hold tight—till death do us part”. . . John E. Callahan, Elm- 
hurst, Ill. 


“The three priceCUTeers, all for none—none for all”. . . Sam- 
uel Schnell, The Cleveland Heater Co., Cleveland. 


“I can’t bear to see which of the other fellows is causing this 
mess”. . . Jack Stulsaft, J. L. Stulsaft Co., San Francisco. 


“The Spoilers, by Wrecks Each”... Henry Schmidt, Pittsburgh 
Incinerator Co., Pittsburgh. 


“That’s funny; when I pull on your neck, it hurts me!”. . . 
S. D. Brown, Dresser Industries, Inc., Bradford, Pa. 


“Cutting prices is the crime—is the punishment worth it?”. . . 
William Howe, Howe & Bassett Co., Inc., Rochester, N. Y. 
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(Continued from page 32) 
remodeling work which is less 
competitive than new construc- 
tion. Because the remodeling 
sale is created, and almost al- 
ways involves quality products, 
he can assure himself of a reas- 
onable profit and—at the same 
time—assure his customers a fair 
and equitable price for health 
protection, comfort and _ con- 
venience through quality pro- 
ducts and careful workmanship.” 


The Result of Price Cutting 


In announcing the judges’ de- 
cision, O. T. Carson, publisher of 
Domestic ENGINEERING, said: 
“The price-cutting contractor has 
no choice but to buy and install 
inferior merchandise and equip- 
ment, or to engage in shoddy 
installation practice, or both. 
The alternative, if he attempts to 
deliver quality merchandise, is 
ultimate failure since no business 
can operate for long without a 
fair profit. 

“But there is a solution to the 
problem. Domestic ENGINEERING 
has long agreed with successful 


remodeling contractors that the 
modernization market offers 
sounder opportunities for better 
service to the public at a fair 
price. 

“A year ago, through the Bay 
City Survey, it was demonstrated 
that modernization is indeed a 
most impressive third dimension 
of the over-all market, the other 
two being repair and new con- 
struction. Remodeling, Bay City 
contractors and wholesalers have 
proven, is the field of activity for 
the contractor where he can sell 
quality products, efficient instal- 
lation, and offer guaranteed 
service, and get a fair price for 
them. 


Campaign Will Continue 
“This publication’s emphasis 
on remodeling as the effective 
remedy for irresponsible price- 
cutting will continue, as will our 
fair price campaign. It is clear, 
from our readers’ nation-wide 
acceptance of the Domestic ENn- 
GINEERING Fair Price pledge and 
their response to the ‘Hanging 
Cartoon’ contest, that depend- 


Honorable Mentions... 


With these price cuts, “Hanged if I 
do, hanged if I don’t.”—Frank Al- 
bury, Jr., Miami Springs, Fla. 


Cursed be the day, whose low de- 
scending sun, sees prices shot to 
pieces, and business done for fun— 
Clifton Anderson, Columbus Voca- 
tional School, Columbus, Ohio. 


Let all price cutters hang together, 
so he who puts value on services 
can survive—G. E. Anderson, 
Crane Co., Buffalo, N. Y. 


We only intended to squeeze a lit- 
tle, but we hung each other instead 
—J. B. Buell, plumbing inspector, 
Fulton, N. Y. 





Stop hanging yourself—Robert 
Baxter, Noland Company, Inc., Ar- 
lington, Va. 


United we stand, divided we hang 
—Lou Bickoff, Norwest Plumbing 
and Heating, Detroit. 


The tie that binds—E. H. Bier, 
Mason City, Ia. 


Hanging the neck that holds the 
head that guides the hand that 
feeds him—W. N. Bitterman, Bettis 
Corp., Houston, Tex. 


Chorus: “I don’t want to see what 
you're doing to me.”—E. S. Bobbitt, 
Alabama Pipe Co., Anniston, Ala. 
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THE WINNER: Walter Ford, a partner 
with his father in the Henry Ford 
Plumbing and Heating Co., Philadel- 
phia, submitted the winning slogan in 
Domestic Engineering’s price-cutting 
cartoon contest. Mr. Ford’s slogan is 
listed among the other winners on 
page 33, and his views on unwar- 
ranted price-cutting are given in the 
article. 


able contractors, those who have 
been in business for years and 
those who will be in business for 
years to come as a result of hon- 
est dealing and service, are now 
moving against the price-cutter, 
determined to make the public 
aware of the dangers of dealing 
with him. 

“Members of this industry can 
participate in the program for 
fair prices by sending for, and 
utilizing, the Fair Price pledge 
which is illustrated elsewhere in 
this issue (page 117).” 


Profligates’ profitless blind-man’s 
bluff—Wright Bronson, Akron, 
Ohio 


Wouldn’t it be better if we hung 
together some other way?—J. P. 
Bugg, Ft. Smith, Ark. 


The blind leading the blind—Mary 
E. Coffey, Gil-Barry Co., Detroit. 


If we could only see the end result 
we'd drop that rope pretty darn 
quick!—County Seat Supply Co.. 
White Plains, N. Y. 


Confucius say: “He who hangs 
others eventually hangs _ self’— 
John F. Curran, Jr., J. E. Loner- 
gan Co., Philadelphia. 


I'll string along with you!—Charles 
Dissinger, Disco Sales & Service, 
Harrisburg, Pa. 
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The executioner hangs—Bob Car- 
rier, Chicago. 


A long discount shortens the line 
of survival—P. A. Denk, Bailey- 
Farrell Co., Pott, Pa. 


None so blind as they who will not 
see—Jack Earnshaw, Wrightway 
Eng. Co., Chicago. 


The blind mis-leading the blind— 
Standish Favour, Tilden Tool Mfg. 
Co., San Clemente, N. Y. 


And all the while he said his lower 
prices would help me—Russell 
Fereday, Harlans Boise, Boise, 
Idaho. 


Confucius says: “He who try to cut 
other man’s throat ends up with 
small cut—E. Meldrum, Philadel- 
phia. 


Danglers, stranglers . . . six feet un- 
der ground; Rope releasers live, 
because feet are on the ground!— 
Ralph Y. Reaves, Phoenix, Ariz. 


Avoid the crisis with fair trade 
prices—George Fisher, Thos. Som- 
erville Co., Washington, D. C. 


Price was all we had to sell—B. R. 
Gale, Standard Plbg. & Supply Co., 
Minneapolis. 


Oh, boy! Am I getting the business! 
—Lewis Heyman, Danbury Plbg. 
Supply Co., Danbury, Conn. 


Those that live by the chisel be- 
come their own executioners— 
Lawton R. Moray, Lindy Heaters, 
Inc., Bronx, N. Y. 


Don’t be the one to hang us all—F. 
Armstrong, Jr., Crane Co., Macon, 
Ga. 


Let us—or let us not—all hang to- 
gether—Henry Ritz, R & R Plumb- 
ing Supply, Worcester, Mass. 


I'm hanged if I can see why my 
prices aren’t my own business— 
Joseph Rogers, III., Norristown, Pa. 


We want that business even if it 
kills us (and it positively will!)— 
John Rohan, Harrist Sons Pipe 
Supply Corp., Brooklyn. 


Hold prices—the profits you cut 
may be your own—Albert Rosen- 
thal, Elliot, Jaynes & Baruch Adv., 
Chicago. 





Dead men make no sales—Martin 
Schultz, Trenton Brass Co., Tren- 
ton, N. J. 


Pulling together to the bitter end. 
—Mrs. V. R. Stanberry, Sr., Cam- 
den, Ark. 


Self sentenced—L. J. Steele, Com- 
bustion Engineering, Inc., Kansas 
City, Mo. 


He who sells for less knows better 
than any one the value of his mer- 
chandise—Clarence Sleetman, 
Council Electric Service Co., Coun- 
cil, Ida. 


Question: Price-cutting puts whose 
neck in the noose?—W. Carroll 
Stephenson, Walter S. Chittick Co., 
Philadelphia. 


As you do unto others, expect that 
they do also unto you—Colin 
Stokes, Potomac Supply Co., Kins- 
dale, Va. 


Hang my competitors! I’m cutting 
my price!—Allen Sands, Cleveland. 


If you don’t let go and step down, 
the business you may lose will be 
your own.—Arthur Rothchild, 
Glenwood Plumbing Supply Co., 
Chicago. 


Dopey, Dippy and Daffey.—J. J. 
Ryan, Superior Metal, Niles, Ohio. 


Triple threat to fair profits—W. B. 
Stringer, Fuller, Smith & Ross, 
New York. 


Oh, how we danced on the day we 
were bled!—W. H. Stringham, Pal- 
mer Mfg. Co., Phoenix, Ariz. 


We made price concessions and 
pulled a ‘deal’ to get where we are 
today—Nelson Stuart, Jr., Com- 
bustion Engineering, Inc., Boston. 


Have mercy for we know not what 
we’ve done nor can we see the way 
—W. D. Tatum, Sr., Grenada, Miss. 


We all cut prices so we could hang 
together—Thomas Taylor, Jr., Phil- 
adelphia. 


Three triple-threat men on the 
same team, playing both ends 
against the middle—M. Tippin, 
Eagle Stove Works, Rome, Ga. 


Three blind misers—Earl] Meldrum, 
Philadelphia. 


35 





Pretium laborum non vile. Exsequi 
—T. A. Stone, Poe Hardware & 
Supply Co., Greenville, S. C. 


See no evil, see no evil and see no 
evil—Alan Lipschultz, Philadel- 
phia. 


Anyway you add it up, the pull is 
in the wrong direction—Joseph 
Liss, Burlis Products Co., Brooklyn. 


End of the repe: bankruptey—John 
Leibfritz, Johnston Water-System 
Co., Mansfield, Ohio. 


United we prosper divided we fall, 
beware of the ‘noose’ with fair 
prices for all—Arthur Keimig, Eliz- 
abeth Hardware Co., Elizabeth, N. J. 


High—and dead—hangs the goose 
in the price-cutting noose—R. M. 
King, K & M Supply Co., Austin, 
Tex. 


Cut the ropes instead of the prices 
—Paul Johnson, Pendergraphs 
Sales, Concord, N. C. 


Long discount! Quick ten count!— 
Orange County Plumbing Supply 
Co., Middleton, N. Y. 


Presiding at their own execution— 
W. Montague Pearsall, New York 
City. 


Confucius say: “Man who not keep 
prices fair, find himself up in the 
air”’—P. M. Maastricht, Waupun, 
Wis. 


The means to an end or an end to 
the means—Edward Mahnic, Vik- 
ing Air Conditioning Corp., Cleve- 
land. 


Breathtaking examplé of the blind 
leading the blind: Noose item from 
Cheaters Gazette—Charles Mason, 
Hopcraft-Keeler, Detroit. 


There but for the grace of a clear 
conscience hang I—R. D. Mc- 
Aninch, Vitreous Steel Products, 
Cleveland. 


Famous last words, let the others 
go hang—Frank McCabe, Provi- 
dence, R. I. 


Why hang ourselves or anyone else 
when we can join the profitable 
fair price program—George Mel- 
bourne, Citizens Automatic Equip- 
ment Co., Canton, Ohio. 

(Please turn to center of page 219) 
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BASEBOARD HEATING 
PANELS 


1. Nail one-piece back panel to 
wood plaster ground and studs 


TO INSTALL 


... Save you time 
2. Place elements on hanger and money on the job! 


brackets and make connections 


TWO LENGTHS AVAILABLE 


Both recessed and free standing types are avail- 
able in popular 5’ and 6’ lengths which provide 
combinations that reduce to a minimum the neces- 
sity of cutting enclosures on the job. 


PACKAGED FOR CONVENIENCE 


3. Snap one-piece front cover Conveniently packaged for stocking and handling, 

sections into place each carton contains a complete baseboard panel 
assembly including back, front, element, hanger 
brackets and one set of joiner strips. 


For complete details, write for Catalog No. 301 


4. Install joiner strips, corner 
pieces and end caps as required 
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valve design is a matter of experience 
cis ... AN" Fj 


‘TTS AUTO-THER-MATIC DESIGN 


Zu 
‘ 


poly 


@ TEST LEVER: Tamper-proof test lever for periodic checking 
to be sure that waterways are clear. 


@ SPRING: One fatigue resistant spring serves for pressure relief 
and also reseats valve after temperature relief. 


@ DIAPHRAGM SEAL: Flexible, high temperature resistant, cor- 
rosion-proof diaphragm seal isolates spring working parts from 
water during relief—prevents top leakage and provides added 
effective area of lift in extreme conditions. 


@ DISC, SEAT, ORIFICE: One disc, one seat, one orifice serves 
for both temperature and pressure relief—testing proves water- 
ways clear for both phases of operation—valve opens in 
direction of flow, aided by pressure. 


@ THERMOSTAT AND SEAT ASSEMBLY: Renewable thermostat 
and seat assembly—(a) Thermostat is factory set and sealed in 
a yoke so that field replacement can be accommodated without 
removing valve. (b) Seat located above drain outlet so water 
cannot be trapped and sediment cannot foul seat. 


® FLOW AREA: Large obstruction-free flow area. 


@ THERMOSTAT: Submerged thermostat—Watts powerful, new, 
solid wall, piston type thermostat is impervious to lime or corro- 
sion—Thermostats are located in water inlets, the only place 
where accurate temperature response is possible. 


® THERMO-BULB: Exclusive anti-heat-lag feature, available only 


in Watts extension type thermostat. 





WATTS PRINCIPLE OF PROTECTION 15 


A PROVEN PRINCIPLE OF OPERATION /O7z 
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MASSACHUSETTS 


Its Longest Momuhyocturer ofy Automatic Ts PRelieh Valves 
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will be: 


Service—tTriangle will service its 
customers through a nation-wide net- 
work of selected wholesalers. These 
wholesalers, in turn, will be serviced 
by Triangle’s twenty-five district of- 
fices and five strategically located 
warehouses. The Triangle Brass 

& Copper Tube Mill in New 


\\ \ Brunswick, New Jersey, is 
~ Pa close to all transportation 
~ : > —train, truck, ship and 
Y : = aircraft. Complete 


™~ 3 


| 





stocks of all sizes 





will be maintained 





*Chicago 
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Contractors! Wholesalers! Engineers! Architects! 


Triangle, a major factor in the wire, cable and conduit industry for over 37 
years, is entering the Brass and Copper Tube Field! 


Initial production—Types K, L and M Copper Tube. 


Product — The best that high skill and the most modern machinery in the 
industry can produce. Triangle’s directive to its employees is and always 


Lt luau Be Kijhet- 


Write for new Catalog BC I 
Address Department DN 
Triangle Conduit & Cable Co., Inc. 
Brass and Copper Tube Division 
New Brunswick, N. J. 

DISTRICT OFFICES 


(*Warehouse Cities) 


Albany Columbus Milwaukee Philadelphia 
Atlanta Detroit Minneapolis Pittsburgh 
Baltimore Houston New Brunswick Richmond 
*Boston Indianapolis New Orleans St. Louis 
Buffalo Kansas City New York *San Francisco 
*Charlotte *Los Angeles Palm Beach Seattle 










November, 1953 





ital 
. 











GLE 






















at our New Brunswick Mill and all 
warehouses, in order to assure you 
of prompt shipments. 

Triangle, long experienced in han- 
dling and drawing copper for wire 
and cable, has obtained the services 
of metallurgists and plant personnel 
who have been leaders in the Brass 
and Copper Tube Field. Utilization of 
the most modern furnaces, which em- 





ploy a newly improved heat circulat- 
ing system and the most sensitive 
controls, will result in tube uniformly 
annealed for perfect bending. 
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Coils will be packaged in 
Triangle’s easy-to-carry pan- 
cake cartons. 


The new Brass and Copper Tube Mill in New 
Brunswick, N. J. covers 130,000 square feet. ‘ 


=} ———- +—-—-—-—4——> 
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BRASS & COPPER TUBE DIVISION 


eves vot TRIANGLE CONDUIT & CABLE CO., INC. 


of TOP Quality 
NEW BRUNSWICK, N. J. 
Manufacturers of arteries for electricity, liquids and gases 
? WIRE ¢ CABLE ¢ CONDUIT « PLASTIC PIPE « BRASS AND COPPER TUBE 


Plants — New Brunswick, New Jersey: Moundsville, West Virginia: 
Wire and Cable Plant, Rod Mill, Conduit Plant; 


. Brass and Copper Tube Mill, also Factories in Toronto 
D Yluse Be Kijhet Plastic Pipe Plant and Scarborough, Ontario, Canada 





Members of 
CABRA 








40 





DOMESTIC ENGINEERING 





it pays to install 


f£ ee ° 
— Jtreantisnue_ 


all-copper plumbing 


Today, in addition to the high level of activity in new 
home construction, more and more people are rey 
modeling or expanding their present homes. Into these 
updated homes will go extra bathrooms, larger 
kitchens, new laundry facilities and recreation rooms. 
On every one of these jobs, it will pay you to install 
Streamline all-copper supply and drainage plumbing 
in the new additions and recommend it to replace old, 
outmoded plumbing throughout the house. 

Streamline copper tube and fittings are lighter and 
easier to handle. Copper is easier to cut and the uni- 
form depths of the solder cups makes it easy to 
figure the exact lengths of tubing you need. Copper 
tubing can be bent around obstacles to reduce the 
number of joints needed and the joints don’t have to 
be caulked. You will be able to handle more jobs 
because you can do each job in less time. 

Streamline solder type fittings make smooth, clean 
joints that are free from obstructions and clog re- 
sistant. Streamline copper tube and fittings are made 
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with care and accuracy to provide a tightly joined, n . 
leakproof system. And they have a highly polished stock, 
finish that makes a neat, attractive installation home to 15 
owners will be sure to appreciate. : 
Streamline copper plumbing won’t rust, and the ~—_ 
joints can’t be loosened by vibration. When you in- at 80¢ 
stall a complete Streamline system, you can be sure ls 
you are installing a permanently reliable, leakproof = 
system that will last more than a lifetime. 
Home owners today are copper conscious. They like 
the clean appearance of copper plumbing. They like 
the way it lasts under difficult service conditions. And 
your cost-minded customers can easily be shown that 
the savings in installation time plus the extra years 
of service a Streamline system gives, will actually save 
them money in the long run. You'll be giving them 
real satisfaction and creating more jobs for yourself 
when you install a complete Streamline all-copper 
plumbing system. Write today for our latest catalog 
of Streamline Products. 


MUELLER BRASS CO. port Huron 4, MICHIGAN 
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Some_ recent 


trial equipment: 


Flint, Michigan — Chevrolet 
Division, General Motors 


@ Amarillo, Texas — Pantax Ord- 
nance 


» New Orleans, La. — Jung Hotel 
@ Peoria, Ill—Methodist Hospital 


@ Jacksonville, Florida — Jackson- 
ville Power Plant #2 


@ Lansing, Mich. — Michigan State 
College 


@ Exeter, Calif. — Exeter Memorial 
Hospital 


Hundreds of other 
huge _ installations of 
BRUNER softeners and 
filters from coast to 
coast and from border 
to border include al- 
most every state in the 
Union. 


BRUNER BELIEVES WATER SOFTENER PROFITS BELONG TO THE PLUMBING TRADE 


These new improved single units now available from Bruner exclusive type automatic backwash control has 
stock, deliver 1,200,000 GR capacity with flow rate up no moving parts, guarantees no loss of mineral at high 
to 150 GPM. pressures yet assures positive cleaning of mineral bed 


Twin units provide double capacity at twice the flow Dowex Lifetime Mineral is supplied as standard. Green 
rate. Special units with up to 10,000,000 GR capacity sand or synthetic zeolite can be furnished. -Your inquiry 
at 800 gallons per minute can be supplied. 
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WATER SOFTENERS & FILTERS 
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WATER SOFTENERS 
FOR INDUSTRY 


at low pressures. 


will receive prompt attention. 
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‘*America’s Most Complete Line of 
Quality Water Softeners and 
Filters’. 


Offices in principal cities. 


West Coast Plant and Office — 
po Re Me 339 Indiana Street, El Segundo, Calif. 








BRUNER CORPORATION incisors fs. °Wisconsix 
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Heating a Swimming Pool 
To the Editor: 

The directors of our local YMCA 
wish to heat the water in the asso- 
ciation’s swimming pool. Here are 
the particulars: 

The pool is 18 ft wide by 60 ft 
long and from 9 to 3 ft deep. The 
room is 21 ft by 75 ft long by 
14 ft deep. At the present time, 
there is 200 sq ft steam radiation 
installed in the room, which has 
no exposed walls or ceilings as 
rooms on all sides are heated. 
There will be no floor loss. 

The directors want to keep the 
water temperature at 80F and the 
room at 80F. A new pump is to be 
installed that will change the wa- 
ter once every 24 hours. The 
recirculation line is 2 in. The 
water is to be circulated through 
a filter. We would like to know 
if the heating unit should be in- 
stalled before or after the filter. 
Also, the board has not decided 
whether the heating unit should be 
coal or gas fired. What would you 
recommend? 


Iowa 


I.M.S. 


To the Reader: 

Since the room in question has 
no exposed walls or ceiling, we as- 
sume that the 200 sq ft steam ra- 
diator is capable of maintaining 
the room at 80F. If the room air 
is at 80F, we further assume that 
the 80F water in the pool will not 


lose any heat to the room. Actually, 
the wall surfaces will have a mean 


effective temperature of less than 
80F but the heat absorbed by the 
walls will be negligible compared 
to the heat required to bring the 


fresh water up to the required 
temperature. 

The following method can be 
used to determine the size of heat- 
ing equipment required: 

Volume of pool = 60 x 18 x 6 
(average depth) = 6,480 cu ft. 

6,480 cu ft x 7.47 gal./cu ft 
48,300 gal. 

(Continued above, right) 


48,300 gal. in 24 hrs. = 
gal./hr. 

2,013 x 844 lbs/gal. = 16,700 lbs 
hr. 

Assuming 40 deg city water tem- 
perature, 80 deg - 40 = 40 deg rise. 

16,700 x 40 deg = 668,000 Btu/hr. 

It would then be necessary to 
have a boiler or a heat exchanger 
with a net output of at least 668,000 
Btu’s per hour in order to change 
the pool completely in a 24 hour 
period. 

The heating unit could be either 
gas, oil or coal fired. The most 
economical method would depend 
upon the local fuel rates and 
whether or not a fireman would 
be on duty to attend to a coal fired 
unit and other factors determined 


2,013 


by local decision. 

The heating unit should probably 
be installed before the filtering unit 
so that water could be recirculated 
without going through the heating 
unit at times when it is being 
serviced or repaired. 





Reader Answers Problem From October Issue 


To the Editor: 

In answer to the question raised 
by a reader from Florida in your 
October issue (p. 26), I am enclos- 
ing a diagram which I feel repre- 
sents an improvement over the 
drainage system illustrated last 
month. Here is an explanation of 
my diagram: 

(1) By imstalling a closet bend 


into the stack, a positive vent 
is established that will not 
scum over. 

The possibility of closet trap 
siphonage due to the mo- 
mentum of the waste ma- 
terials in the abrupt vertical 
drop is eliminated by the 
closet bend installation. 
(Please turn to top of page 44) 
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VENT STACK 
3” OR 4” DEPENDING 
ON STATE CODE 


‘<. 


ft 
“ 
LAVATORY 24” LONG 























TUB CLOSET 
\ DRAIN ARM 
4 
a 
—+ 
CLEANOUT TEE. SEriic TANK 
| FERRULE 4}—>}— 





This. plumbing hookup isa suggested improvement for the hookup shown 


in the diagram which appeared on page 


26 in the October issue. The reader 


(above) feels that the inspector’s criticism of the original hookup was correct. 
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How to win friends 
ancl MAKE MONEY 


Send for Publication 272 
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Baseboard Radiation 


Where other manufacturers of “baseboard” 
left off, Nesbitt began to make a really 
effective space heater with four square 

feet of radiation per lineal foot of 
corrugated fin element—adequate for 
one-wall performance in most rooms 

and housed in a beautiful slim enclosure. 
Nesbitt tooled a large factory area to 
produce this product at the lowest cost 

in standard nominal lengths of four, six 
and eight feet—with every labor-saving 
provision and needed accessory—for you! 


UWO)uen you have snapped the last front panel into 
place and have trimmed out with accessories, 

your installation of Nesbitt Baseboard Radiation 

is complete and you have accomplished four things: 
First, you have had as much fun as a kid putting 
together the fitted parts of a prefabricated toy. 
Second, with the least possible exertion and in 

record time you have provided a high capacity system 
of perimeter convector-radiation along exposed walls. 
Third, you have assured the full-zone comfort and 
contemporary beauty that makes customers friends. 
And fourth, you have made a quick profit. 


All leading makes of BASEBOARD have Aomething- 
but something is not enough when NESBITT gives you cverything. f 


MADE BY JOHN J. NESBITT, INC., PHILADELPHIA 35, PA. © SOLD EXCLUSIVELY THROUGH PLUMBING AND HEATING WHOLESALERS 





Questions and Answers 


(Continued from page 42) 

(3) Scumming over of the bath- 
tub connection is eliminated. 

(4) The cleanout has_ been 
moved to the base of the 
stack which facilitates ac- 
cess to the full length of the 
horizontal drain. 

(5) As the lavatory is within 
five ft of the stack, a revent 
is not required. However, 
the drainage arm should be 
run almost horizontal to 
eliminate the possibility of 
trap siphonage due to the 
momentum of the waste wa- 
ter. 

It is my opinion that the city in- 
spector who criticised the Florida 
contractor’s hook-up was “on the 
ball,” although local code regula- 
tions, of course, would be the de- 
termining factor. 


Ind. W.R.K. 


Stains and Corrosion Problems 

Readers often send questions to 
Domestic ENGINEERING concerning 
water supply problems involving 
discoloration of water, excessive 
scale and corrosion of piping, as 
well as staining of fixtures. 

Circumstances surrounding indi- 
vidual problems and contributing 
causes are practically limitless. Al- 
so, the solution of a problem in one 
locality will not remedy a seem- 
ingly identical problem in another 
locality. 

However, there are certain gen- 
eral principles which can be applied 
to a solution of these problems. To 
help readers faced with these prob- 
lems, Domestic ENGINEERING has 
asked John Crane, chief engineer, 
Micromet Division, Calgon, Inc., 
for his comments on this subject. 
His remarks are given below. 


To the Reader: 

Green staining and “green or 
blue water” are generally asso- 
ciated with the use of copper 
plumbing where the water is soft 
and acid and contains considerable 
dissolved carbon dioxide. 

Very low copper concentrations 
in the water—in the order of a few 
tenths of a part per million—suffice 
to cause objectionable staining of 

(Please turn to top of page 238) 











CONVENTION DATES... 
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Nov. 9-12 — AIRACE— 8th annual 
All-Industry Refrigeration and Air 
Conditioning Exposition; Public Audi- 
torium, Cleveland. 


Nov. 9-12—NEMA—National Elec- 
trical Manufacturers Assn. meeting; 
Haddon Hall, Atlantic City. 


Dec. 2-3—NWAHACA—40th annual 
convention of the National Warm Air 
Heating and Air Conditioning Assn.; 
Hotel Cleveland, Cleveland. 


Dec. 7-9—NHWA—Annual conven- 
tion of the National Heating Whole- 
salers Assn.; Conrad Hilton Hotel, 
Chicago. 


Jan. 17-19 (1954)—NARTDA—An- 
nual convention of the National Ap- 
pliance & Radio-TV Dealers Assn.; 
Conrad Hilton Hotel, Chicago. 


Jan. 24-26 (1954)—PHWNE— Winter 
meeting of the Plumbing and Heating 
Wholesalers of New England, Inc.; 
Hotel Statler, Boston. 


Jan, 25-27 (1954)—ASHVE—Annual 
convention of the American Society of 
Heating and Ventilating Engineers; 
Rice Hotel, Houston, Texas. 


Feb. 18-20 (1954)—Minnesota—An- 
nual convention of the Minnesota 
Master Plumbers Assn.; Hotel Nicollet, 
Minneapolis. 


Feb. 19-20 (1954)—Kansas—Annual 
convention of the Kansas Master 
Plumbers Assn.; Broadview Hotel, 
Wichita. 


March 5-6 (1954)—Virginia—Annual 
convention of the Virginia Associated 
Plumbing & Heating Contractors, 
Inc.; Hotel Roanoke, Roanoke. 


March 11-13 (1954)—Oklahoma— 
State convention of the Associated 
Plumbing & Heating Contractors of 
Oklahoma, Inc.; Skirvin Hotel, Okla- 
homa City. 


March 17-18 (1954)—Maine—Annual 
convention of the Maine State Assn. 
of Master Plumbers; The Eastland 
Hotel, Portland. 


March 18-20 (1954) — Louisiana — 
Annual convention of the Louisiana 
State Assn. of Master Plumbers; Hotel 
Jung, New Orleans. 


March 22-24 (1954)—Nebraska—An- 
nual convention of the Nebraska Re- 
tail Plumbers Assn.; Hotel Fontenelle, 
Omaha. 


March 25-27 (1954)—Arkansas—An- 
nual convention of the Associated 
Mechanical Contractors of Arkansas; 
Marion Hotel, Little Rock. 
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March 28-30 (1954)—MAWA—An- 
nual meeting of the Middle Atlantic 
Wholesalers Assn.; Chalfonte-Haddon 
Hotel, Atlantic City. 


April 1-2 (1954)—WCF—5ith annual 
convention of the Water Conditioning 
Foundation; Edgewater Beach Hotel, 
Chicago. 


April 7-10 (1954)—New York—An- 
nual convention of the New York State 
Assn. of Master Plumbers, Inc.; Hotel 
Commodore, New York. 


April 8-10 (1954)—New Jersey— 
53rd annual convention of the New 
Jersey State Assn. of Master Plumb- 
ers; Chalfonte Hotel, Atlantic City. 


April 19-22 (1954)—Pennsylvania— 
Annual convention of the Pennsyl- 
vania Assn. of Plumbing Contractors; 
Ben Franklir. Hotel, Philadelphia. 


April 22 (1954) — Massachusetts — 
70th annual convention of the Massa- 
chusetts State Assn. of Master Plumb- 
ers, Inc.; Sheraton Plaza Hotel, Boston. 


April 27-29 (1954)—California—53rd 
annual convention of the Associated 
Plumbing Contractors of California; 
Wilton Hotel, Long Beach. 


April 29 (1954)—New Hampshire— 
Annual convention of the New Hamp- 
shire Master Plumbers Assn.; Hotel 
Carpenter, Manchester. 


April 30-May 1 (1954)—Michigan— 
Annual convention of the Michigan 
Assn. of Master Plumbers; Hotel Stat- 
ler, Detroit. 


May 10-13 (1954)—NAPC—72nd an- 
nual convention and exposition of the 
National Assn. of Plumbing Contrac- 
tors; National Guard Armory, Wash- 
ington, D. C. 


May 17-21 (1954) — OHI — Annual 
convention and exposition of the Oil 
Heat Institute of America, Inc.; Ben- 
jamin Franklin Hotel and Commercial 
Museum, Philadelphia. 


May 19-21 (1954)—GAMA—Annual 
convention of the Gas Appliance 
Manufacturers Assn.; Drake Hotel, 
Chicago. 


May 25-28 (1954)—HPACCNA—An- 
nual convention of the Heating, Piping 
and Air Conditioning Contractors Na- 
tional Assn.; The Traymore Hotel, 
Atlantic City. 


June 10-12 (1954)—PHWNE—Spring 
meeting of the Plumbing and Heating 
Wholesalers of New England, Inc.; 
Mount Washington Hotel, Bretton 
Woods, N. H. 
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Then, for those who want 
the best, step-up for HIGH 
profit to the 


Whirlpool Supreme 
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For MORE profits, step-up to the washer with today’s great- 
est features in home laun- 
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THE NEW j954 EDITION 


of DOMESTIC ENGINEERING CATALOG DIREC- 
TORY includes buying and specifying informa- 
tion on the following products and equipment: 


* Stokers, 
Oil Burners 

* Electric 
Appliances 

* Air Conditioning 

» Fans, Blowers 

* Refrigeration 

» Specialties 

* Accessories 


Kitchen and 
Cabinets 

Domestic Laundry 
Equipment 

Frozen Food 
Cabinets 


* Heating 

© Plumbing 

* Insulation 

e Water Systems 
Gas Appliances 

» Refrigerators 





Contains over 1100 pages of manufacturers catalogs—logically grouped into 
six distinct sections—covering all products in the HEATING, PLUMBING, AIR 
CONDITIONING, REFRIGERATION, INSULATION, VENTILATION and allied 
INDUSTRIES. 


CT 


All Classified Products Listings in one section. This simplifies references to 
sources of supply on all products in the HEATING, PLUMBING, AIR CON- 
DITIONING, REFRIGERATION, INSULATION, VENTILATION and_ allied 
industries, 


A comprehensive library of engineering and technical data. Handy tables and 
easy-to-read charts are but a few of the things in the 180-page section that 
established this volume as a standard reference book. 


Frequently a Trade Name is dissociated from the Manufacturer's Name. The 
extensive list of approximately 8200 TRADE NAMES in DOMESTIC ENCI- 
NEERING CATALOG DIRECTORY gives you the most complete information 
available on this subject. 





Approximately 4500 MANUFACTURERS’ names and addresses alphabetically 
arranged . . . complete with full address. All advertisers are listed in BOLD 
FACE type and reference shows page number of their catalogs in the MANU- 
FACTURERS’ CATALOG SECTION. 
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a\/ f |) enter my order for one DOMESTIC ENGINEER- | YOUR BUSINESS 

L/ ING “CATALOG DIRECTORY at $10.00. CLASEFICATION 
(Prepaid in U.S. and Canada; foreign orders, plus | Wholesaler ......... 

postage. ¢ . . 
PONS once. iS Oo 
USE THIS COUPON (C0 Check for $10.00 attached. . : 

(C Send invoice when shipped. Engineer ............0 
Contractor .-.......,.9) 


Government Agency ..[ 


Mfrs. Representative . .0 
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The current edition was oversubscribed and we have 
already received hundreds of advance orders for 
the 1954 edition which is scheduled for publication 
about January 1, 1954. The well-known names of 
these forward-looking wholesalers, contractors, con- 
sulting, buying and specifying engineers and im- 
portant government agencies spell out SUCCESS 
in big capital letters. Each buying and specifying 
group in the plumbing, heating, air conditioning, 
and major appliance field is represented. 


When you place your advance order for the 1954 
DECD, you assure yourself of getting a copy of the 
big, orange-colored book as soon as it is delivered 
from the bindery. You will have use of it for twelve 
full months. You get the biggest value when you 
get the longest service. Don’t Wait! Order Your 
Copy Now. 


Hundreds of manufacturers have placed their cata- 
log material in the 1954 DECD, FOR YOUR 
CONVENIENCE. Their pre-filed catalogs comprise 
the greatest concentration of buying and specifying 
data you can own. The Manufacturers’ Catalog Sec- 
tions are followed by four other important sections. 
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(Anaconda’s PRE-FORMED ~anel 





G's — “Panel Grids” 


They are accurately pre-formed, 
compactly packaged radiant heat- 
ing coils ready to be installed. PG’s* 
are supplied in one standard size 
and contain 50 linear feet of % in. 
Type L AnacondA Copper Tube. 
PG’s weigh about 10 pounds and 
are packed 4 to a carton for easy 
handling or storing. 


save installation time 


They do away with the time-con- 
suming operations of forming coils 
on the job or in the shop. There’s no 
more awkward “stringing-up” of 
coiled tubing or the extra care re- 
quired in maintaining the design 
spacing and avoiding sags. 


make estimating 
and layouts easier 


Because each PG has a rated Btu 
output at various spacings—4% in., 6 
in., 74 in., 9 in. and 12 in., it is a 
simple matter, following the heat 
loss calculations, to determine the 
number of grids needed and to 
space and position them according 
to the heating requirements of each 
room or area. 





DOMESTIC ENGINEERING 








PG’s are easy to install 
When a single PG is to be installed 
at various spacings it may be laid 
out on a simple wooden frame or 
cradle at convenient working height. 
Small wire nails tacked alongside 
the tube maintain the spacing as 
measured. 


The frame and PG are lifted to 
position and held by a single prop 
while the straight and trim grid is 
quickly and securely fastened to the 
ceiling construction. 






The grids, with one tube-end ex- 
panded, are easily soldered or brazed 
in series without fittings. When only 
part of a PG is required the remain- 
ing loops can easily be hand- 
straightened and used as runouts 
to the supply or return risers or as 
connecting lines to other grids. 
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You can adapt 

or plan arrangement 
PG’s can be easily contracted or ex- 
tended by hand so that the tube 
spacing will meet all design re- 
quirements. The spacing may be 
varied from 4% in. c-c to 12 in. c-c. 
Thus a single PG may serve ceiling 
areas ranging from 22% to 60 square 
feet to obtain uniformity of heat 
distribution. 











| 
| 

















to any room size 


Want more information about °° :? 


Nationwide distribu- 
tion isn’t complete 
as yet. We are in- 
creasing production 
and getting PG’s to 
Anaconda _Distribu- 
tors just as fast as possible. You will 
want to know more about this new 
product; so send for Publication 
C-6, which shows why it is easier to 
design and faster to install a panel 
system with PG’s. Write today 
to: The American Brass Company, 
Waterbury 20, Connecticut. 371 


*Patent Applied For 
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Copper Tube 
PRE-FORMED 
Panel Grids 


tele 


For Radiant Panel Heating 





A Short Course in 


Oil Heating and 


IONIAN 


EDITOR’S NOTE: This series of articles, which will appear each 
month in Domestic ENGINEERING for the next 18 months, will cover 
the installation, performance and servicing problems of all types of 
oil heating systems. The first chapter, below, presents the funda- 
mentals of oil heating, and readers who wish to skip this and get 
right into the installation and servicing problems can do so by turn- 
ing to Chapter 2, beginning on page 51. 





Chapter 1 - The Fundamentals of Oil Heating 


AS WITH MANY OTHER factors 
in. modern living, heating is be- 
coming automatic to a greater 
degree as time goes on. Our cus- 
tomers, who were once satisfied 
to have a thermostat watching 
over their hand-fired heating sys- 
tems, simply to maintain room 
temperature within reasonable 
limits, now expect the thermo- 
stat to turn on the heat before 
the room temperature drops, and 
to turn it off before it rises. 
Thanks to heating research and 
manufacturing progress we can 
provide such conveniences. 

The petroleum product called 
fuel oil fits into this picture per- 
fectly. It is about the most com- 
pact package of energy available. 
Pound for pound, fuel oil con- 
tains more power than dynamite. 
Reckoned by volume, one cubic 
foot of No. 2 fuel oil contains 
more than one million btu. This 
is more than 900 times the num- 
ber of heat units in a cubic foot 
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of natural gas at atmospheric 
pressure. 

Fuel oil can be poured and 
pumped, and it can be measured 
easily by means of fluid meters. 
It can be metered for burning 
accurately and dependably at 
flow rates of 1 gph (gallon-per- 
hour) or 200 gph. 

Though it is completely burn- 
able and intended for burning it 
does not catch fire readily. For 
this reason it can be stored safely 
at the bulk plant or in the home. 
A small user can store a month’s 
supply in a 275 gallon basement 
tank, or he can store an entire 
season’s supply in a larger tank 
buried on his premises. 

Fuel oil is a completely auto- 
matic fuel. At its point of use it 
is fed at a metered rate from the 
supply tank to the burning place 
tightly enclosed in pipe. It moves 
only on a demand for heat by the 
room thermostat. Flow ceases 
completely and surely when the 
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Oil Burner Servicing... 


LN 


demand is satisfied, or when one 
of the safety control requires the 
burner to stop. 

Like most other combustible 
substances, fuel oil is a combina- 
tion of two elements very preva- 
lent on this earth, carbon and 
hydrogen. Carbon is familiar to 
everyone. It is solid, hard and 
black in its most recognizable 
forms—coal, coke, charcoal, pen- 
.cil-lead, ete. Hydrogen is not so 
recognizable; most people have 
never been close to it in its pure 
form, which is a gas. The light- 
est of all the elements, it must be 
kept tightly bottled, because if 
released into the open it will rise 
to the very top of the atmos- 
phere. 

These two substances get to- 
gether in many forms. Wood, for 
example, is largely carbon and 
hydrogen. So are starches and 
sugars, the fuels of human and 
animal bodies. Likewise alcohol. 

Fuel oil is a liquid, but it does 
not burn as a liquid. It is vapor- 
ized before burning. Converting 
fuel oil into a vapor requires the 
application of heat, as with other 
liquids. It differs, however, from 
liquids like water and alcohol 
which have single vaporizing 
temperatures, or boiling points. 
Oil vaporizes progressively, for 
it has an infinite number of va- 
porizing temperatures ranging 

(Please turn to top of next page) 
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@ First article of a new monthly series .. . 










































What You'll See in the Oil Heating Series: 


Chapter 1—Fundamentals of Oil Heating 


Characteristics of various burning oils that affect combus- 
tion. Combustion and air requirements. Components of an 
oil heating system. (See facing page). 


Chapter 2—Gun Type Oil Burners (Part 1) 


Application to various boiler and furnace types. Conversion 
installation techniques. Building the combustion chamber 
for conversion installations . . . materials, measurements, 
etc. (Beginning on page 51, this issue). 


Chapter 3—Gun Type Oil Burners (Part 2) 


Piping information. Tank installation data (twin tanks, in- 
side and buried tanks). Safety factors (leak prevention). 
Placement of automatic controls (including electrical 
work). (December issue). 


Chapter 4—High Pressure Gun Type Burners (Part 1) 


A general description, including construction, parts and 
operating principles. Components, including the following, 
will be covered: Nozzles, pumps, regulating valves, cut-off 
valves, ignition systems, transformers, electrodes and 
blowers and mixing devices for air processing. 


Chapter 5—High Pressure Gun Type Burners (Part 2) 


General service information (troubles, symptoms and their 
remedies). 


Chapter 6—Low Pressure Gun Type Burners 


Description of types, construction, parts, operating prin- 
ciples, etc. (There is no standardization in low pressure 
burners, as each maker uses different principles and parts 
controlling oil and air flow; therefore, various makes will 
be covered individually). 


Chapter 7—Domestic Rotary Burners (Part 1) 


Types (wall and suspension flame). Operating principles 
common to both will be presented, along with a descrip- 
tion of parts and methods of regulating. (See next page). 


- continued 





OIL HEATING AND OIL BURNER SERVICING ... continued 








(Continued from preceding page) 
over hundreds of degrees. 

Its lowest vaporizing tempera- 
ture is known as its flash point. 
This can be as low as 110 degrees, 
and with domestic burning oils it 
is generally between 110 and 200 
degrees. When oil is to be tested 
for flash point a sample is placed 
in a vessel and heated gradually. 
At intervals, while the tempera- 
ture rises, a small gas flame is 
directed across the surface mo- 
mentarily. At a certain tempera- 
ture some oil vapor will be ig- 
nited, but will be extinguished 
immediately. This temperature 
is called its flash point. 

Flash point is a safety factor in 
fuel oil. Because it does not va- 
porize at ordinary temperatures 
it can be stored safely in closed 
tanks within buildings. It is also 
a partial index to the igniting 
qualities of an oil. 


importance of Flash Point 


When the flash point is high 
the oil is likely to be hard to ig- 
nite. However, from the ignition 
standpoint a more important con- 
sideration is the percentage of 
flash elements in the oil. There 
must be enough low temperature 
vaporizing fractions to expand 
the heat of a tiny electric spark 
so that the entire sprayed mass of 
fuel particles are instantly fired 
when the burner starts. 

About 10 percent of most No. 
2 fuel oil vaporizes below 450 
degrees; 90 percent below 650 
degrees. The final unvaporized 
10 percent is sometimes referred 
to as the end-fraction. The va- 
porizing temperature of the last 
drop of liquid oil in a sample is 
called the end-point. What re- 
mains after this point is reached 
are the carbon residues of the 
oil, solids which were formerly 
dissolved or suspended in the 


Index ... continued 


Chapter 8—Domestic Rotary Burners (Part 2) 
Installation techniques for both wall flame and sus- 
pension types. General service information (troubles, 
symptoms, remedies). #2 

Chapter $—Controls for Domestic Oil Burners (Part 1) 
The how and why of combustion safety devices. 

Chapter 10—Controls for Domestic Oil Burners (Part 2) 
Thermostats and other heat anticipating devices. 
Limit controls for steam, hot water, warm air (how 
they are installed and how they work). 

Chapter 11—Controls for Domestic Oil Burners (Part 3) 
General service information (troubles, symptoms, 
remedies). 

Chapter 12—Vaporizing Oil Burners (Pot Type) 
Description, operating principles, kinds of fuel used. 
Methods of controlling vaporizing burners. 

Chapter 13—Oil Burning Boilers and Furnaces 
Types and applications. ; 

Chapter 14—Domestic Hot Water Hookups with Oil 

Heating Systems 

Methods used with steam, hot water and warm air 
systems. Tank hookups and tankless coils (internal 
and external). Control systems. 

Chapter 15—Draft in Relation to Oil Burning 
The how and why of control requirements for efficient 
combustion. 

Chapter 16—Increasing Oil Burner Efficiency 
The how and why of combustion and absorption effi- 
ciency. How to increase efficiency through use of 
proper instruments. 

Chapter 17—Burning and Piping the Heavier Fuel Oils 
Types of heavy oil and the burners needed. Preheat- 
ing methods. 


Chapter 18—Controls for Heavy Oil Burners 


Standard types, photo-electric types (and their appli- 
cations). 


Meet the Author... 


Fred Feigenbaum’s career in the automatic 
heating industry can be traced back to the Minne- 
apolis Heat Regulator Company before its merger 
with Honeywell. In those frontier days of auto- 
matic equipment, he made a hobby of trouble- 

(Please turn to center of page 196) 
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liquid state. Facts gained from 
these tests are important in de- 
termining the burning qualities 
of the oil and what equipment 
will be necessary to burn it. Car- 
bon residue is as combustible as 
the liquid parts of the oil, but 
when contained in more than a 
small percentage the fuel may 
not be used in direct-vaporizing 
burners without trouble. It is 
also a factor in stoppage of ori- 
fices, and in smoke conditions. 
Gravity, or specific gravity, is 
another measurable characteris- 
tic of fuel oil. This refers to its 
weight in relation to an equal 
volume of water. On the A.P.I. 








(American Petroleum Institute) 
scale the higher numbers refer 
to the lower-numbered grades of 
fuel. Gravity is not an index to 
the burning qualities of an oil, 
but does indicate to a large ex- 
tent the heat releasing value. The 
heavier the oil the greater the 
btu content. No. 2 oil, for exam- 
ple, is considerably lighter than 
No. 6. It contains about 9 percent 
fewer heat units than No. 6. 
From the viewpoint of auto- 
matic firing of an oil burning 
plant, viscosity is one of the most 
important characteristics of an 
oil. Viscosity is defined as the 
resistance-to-flow qualities of a 








Chapter 2 - Installation of Conversion Burners (Gun Type - Part 1) 





liquid. It is measured in the 
laboratory by its pouring rate 
through a measured orifice at a 
set temperature. The heavier oils 
(in specific gravity) are also 
those with the highest viscosity. 
For this reason viscosity and 
gravity are often confused. 
Variations in viscosity will re- 
sult in variations in flow rate, 
through a pipe, or through an 
orifice like the oil burner nozzle 
or other metering device. If vis- 
cosity variations are not kept at 
a minimum by the fuel supplier, 
there will be undesirable varia- 
tions in flame size, particularly 



















(Please turn to top of page 203) 














IN ORDER TO GET OFF to a good start in oil heating, 
the contractor can avoid trouble and protect his 
profit by getting acquainted with some of the 
proved and accepted methods of installation. 
Learning by trial and error can be costly in oil 
heating, and the cost may come a long time after 
the job is completed and the profit taken. Most 
installations are made in the summer, and they 
don’t begin to work hard until the weather gets 
cold. 

When the complaints come in they may be for a 
variety of reasons. In mid-autumn, when the win- 
dows are closed, there may be calls reporting odor 
and smoke. As time goes on there may be com- 
plaints of noise of various kinds, underheating, 
irregular heat distribution, high oil consumption, 


ASBESTOS. 
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Fig. 1: For contractors who build their own combustion 
chambers, an insulated brick chamber is recommended by 
the author for small burning rates and intermitent firing. 
Good pre-cast chambers are available, too (see article). 
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etc. A large percentage of calls of this type are 
preventable if the right steps are taken. 

This article will attempt to cover these steps as 
they apply to the gun type oil-burner. This name 
is used to describe both high- and low-pressure 
burners which spray the fuel out of a nozzle into 
a combustion chamber situated in the base of a 
furnace or boiler. The rules for good installation 
are practically the same for both types, even 
though they differ greatly in principles of opera- 
tion. 

An important early step prior to making the 
installation is to determine the rate at which the 
oil is to be fired in gallons-per-hour (gph). While 
an estimate of the heat requirement of the house 


(Please turn to top of page 190) 
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Fig. 2: A chamber for larger fires needs more protection 
at the floor and around the burner. High temperature hard 
bricks are used and floor clearance is important to pre- 
vent spray impingement and also allow for circulation. 
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Wholesalers Seek to 


Unfair business practices 

in the plumbing and heating 
industry may be on the way 
out as the result of action 
taken last month at the 
Central Supply Assn’s. 59th 


annual meeting... 

HE TRADE PRACTICE RuLES Committee of 

the Central Supply Assn., at its 59th 
annual meeting last month in Chicago, 
presented a set of tentative Trade Practice Rules 
designed to end unfair competition in the in- 
dustry. Cooperating with the C.S.A. are the 
National Heating Wholesalers Assn, the Whole- 
sale Plumbing Institute of Southern California 
and the New York Jobbers’ Credit Assn., together 
with the wholesaling divisions of American- 
Standard, Crane Co. and Grinnell Co. 

On Sept. 24, the Federal Trade Commission 
gave its tentative approval of the proposed rules 
and authorized a Trade Practice Conference, with 
the time and location still to be set. 

Since everyone in the plumbing and heating 
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industry will be affected, either directly or in- 
directly. Domestic ENGINEERING asked the rules 
committee and the association’s executive secre- 
tary, Jim Peery, a series of questions designed to 
clarify various points of the Trade Practice Rules 
program. The questions and answers follow: 


Q. Will you tell us, gentlemen, what is meant by 
the term “Trade Practice Rules?” 


A. The term merely means a set of rules for any 
given industry which is designed, in general, to 
maintain free and fair competition in that in- 
dustry. Such rules are subject to approval and 
promulgation by the Federal Trade Commission. 


Q. What prompted your committee to propose Trade 
Practice Rules at this particular time? 


A. Well, of course, the return to a buyers’ mar- 
ket with its increased competitive conditions 
makes rules more necessary than during a sellers’ 
market, such as we experienced during the war 
and post-war period. Actually, it’s sound business 
practice for any industry, ours included. 


Q. What is the basic purpose of the rules? 


A. The basic purpose of the rules is to foster and 
promote the maintenance of fair competitive con- 
ditions in the interest of protecting industry, trade 
and the public. The rules will serve as a helpful 
guide to all members of the industry in meeting 
these objectives. 
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MEMBERS of the Trade Practice Rules Commit- 
tee are (l. to r.): Ed Bettinger, president, Mutual 
Manufacturing and Supply Co., Cincinnati; 
Frank Elliott, senior vice president of sales, 
Crane Co., (wholesale branch), Chicago; Wm. 
King, attorney for C.S.A.; A. M. Vorys, president, 
Vorys Brothers, Columbus, Ohio; C. S. Rambo, 
secretary, National Heating Wholesalers Assn.; 
W. A. Reichle, vice-president, Reichle Supply 
Co., Saginaw, Mich.; R. J. Makarius, president, 


2 The Acme Plumbing Supply Co., Dayton, Ohio; 


Dr. Theodore N. Beckman, industry consultant 
on Trade Practice Rules, Ohio State University; 
E. C. Garrity, Jr., president, Garrity Co., Chi- 
cago; J. H. Peery, secretary, C.S.A. Chicago; Dr. 
Robert Miner, assistant to Dr. Beckman; H. A. 
Slane, secretary, Wholesale Plumbing Institute 
of Southern California, Los Angeles; W. A. Fitz- 
patrick, sales manager, M. J. Gibbons Supply 
Co., Dayton, Ohio. Committee members not 
shown are listed in the article. 


End Unfair Competition... 


Q. Will the entire plumbing and heating industry 
be affected by these rules? 


A. The industry for which the rules are to be 
promulgated is composed of all persons, firms, 
corporations, or other organizations engaged, as 
wholesalers or as manufacturers’ sales branches 
and sales offices as defined by the Bureau of 
Census, in the wholesale distribution or sale of 
plumbing equipment and supplies, heating equip- 
ment and supplies, pipe valves and fittings. Manu- 
facturers and contractors will, of course, be in- 
directly affected. 


Q. How will they be affected? 


A. Well, indirectly, they will also benefit from the 
Trade Practice Rules by improved business ethics 
at the wholesale level. 


Q. Will the rules make any new laws to be observed 
by wholesalers in the plumbing and heating in- 
dustry? 


A. No, they will not make new laws. They merely 
spell out in clearer language the laws governing 
(Please turn to top of page 56) 





1—Misrepresentation and Deception in General 


2—Misrepresentation As To Character of 
Business 

3—Misrepresenting Products as Conforming to 
Standard 

4—Misrepresentation of the Term “Free De- 
livery” 

5—Differentiating Between Wholesale and Retail 
Transactions 


6—Substitution of Products 
7—False Invoicing 
8—Inducing Breach of Contract 





The Committee Seeks to End These Unfair Business Practices... 


9—Commercial Bribery 
10—Push Money 
11—Prohibited Discrimination 


12—Prohibited Forms of Trade 
(Unlawful Price Fixing, Etc.) 


13—Unlawful Use of Drop-Shipment or Direct- 
Factory Shipment Prices 


14—Price Discrimination by Making Small de- 
liveries at Prices Applicable Only to Large 
Quantities 


15—Selling Below Cost 
(See page 265 for complete list of rules) 


Restraints 
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ALL NEW 


WAST 


E KING 


PULVERATOR 


WITH NEW 


BLUE SUPER 


“HUSH-CUSHIONS © 


New Customer Interest! New Customer Demand! So 
report dealers throughout the country following 


nation-wide distribution of the two all new Waste 
Kinc Pulverators with Blue Super “Hush- 


Cushions” Model $H5500 for high rough-ins, 
Model SH7000 for low rough-ins, 


Comparison proves! All new Waste Kinc gives up 
to 70% quieter, smoother operation. Noise and 
vibration absorbed at 
the two vital points. 
Exclusive Super‘‘Hush- 
Cushions” are scientif- 
ically designed to give 


quietest operationever! 





A PRODUCT BY GIVEN MFG. CO., 


BOOSTS PROFITS FOR MERCHANT PLUMBERS 


All new Waste Kinc with new, improved shred- 
ding ring offers Lifetime Grind Control of fibrous, 
bulky and hard waste particles for the full life of 


the Pulverator. 


Exclusive "Super Hush” 
WASTE KING Features! 


New Mounting Ring. Sturdier, Faster to install, 
New Built-in Dishwasher Inlet on Model SH7000. 
New Blue Splash Guard. Removable. 

New, easy-to-find motor protector re-set button, 


Super Sales Aids Available Now! Get yours from 
your plumbing jobber or write factory direct. 


ACCLAIMED THE FINEST GARBAGE DISPOSER EVER MADE! 


K UP NOW WITH THE 2 ALL NEW 


oc 
ER SALES, SUPER PROFITS ST 
meri ssie PULVERATOR “SUPER HUSH” MODELS. CONTACT YOUR 


PLUMBING JOBBER TODAY! 


\ aN 


az Waste King 
sHss00 RT” 





LOS ANGELES, CABLE, © LARGEST PRODUCER OF GARBAGE DISPOSERS IN AMERICA 
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HERE are the answers 


your MODELING 
REP OBIEMS f 


eI Sa, 
for sewage systems — 
SUBMERSIBLE 


NON-CLOG SCREENLESS SEWAGE EJECTOR 
Engineered for ONE MILLION STARTS — without attention 


designed to operate— 
e@ UNDERWATER e in LIMITED SPACE 
@ BELOW floor level e with DUST-PROOF MOTOR 





































FIG. SE-850 








3” or 4” SRKMARSE—" - %y-1-1%2 - 2-3 Horsepower 


imensions: ‘ Disch: Dia. 17; Hgt. 25” 











a Disch: Dia. 23’; Hgt. 48 







To solve installation problems ask for Bulletin SE-855 
(Sewage Ejector) and Bulletin TVC-300 (Condensate 








lot heating systems: 


LOW PRESSURE SYSTEM 


CONDENSATE PUMPS 











TV¢ 
PUMPS 





FIG. TVC-300 
@ Low Return 
. Low Speed F ingle ts — Dimensions: 10 
& Long Life gal. receiver. Dia. 21 Hgt. of 
™ return above floor 67/3”. 
® Cast Iron Receiver For duplex units — Dime 15 
° gal. receiver. Dia. 251/2''; Hgt. of 
e Low water line return above floor 7}; 


@ Capacities 500 to 
10,000 sq. ft, E.D.R. 












UNFAIR COMPETITION... continued 








(Continued from page 53) 
trade practices already passed by Congress—that 
is, those portions of the laws which are applicable 
to the plumbing and heating industry. 


Q. What are some of these existing laws governing 
trade practices? 


A. The Clayton Anti-Trust Act, the Robinson- 
Patman Act and the FTC Act are the three major 
laws governing business practices. There are 
other, minor laws which are also applicable. 


Q. How, in general, will the Trade Practice Rules 
aid in the enforcement of these existing laws? 


A. Since the rules advise, inform and interpret 
these laws in easy-to-understand language, they 
will, in effect, become the standards for everyday 
business conduct. Thus, by virtue of the fact that 
the laws are understood, they are less likely to 
be violated. 


Q. Has the industry ever-had a set of rules at any 
previous time? Bey ihy 2 


A. Yes, Trade Practice Rules for the plumbing 
and heating industry were promulgated by the 
FTC in August of 1932. However, the NRA (Na- 
tional Recovery Act) then intervened and its ulti- 
mate end had the effect of preventing much think- 
ing along the lines of competition. The war and 
the sellers’ market which followed lessened the 
necessity for rules. The present activity began in 
November of 1952. 


When Rules Will Become Effective 

Q. What is the tentative schedule for promulgation 
of the rules, or in other words putting them into 
effect? J, 


A. From this point on, the C.S.A. is merely an 
“activator” in the proceedings. The rules commit- 
tee will suggest a date, probably some time in 
January, for a Trade Conference Practice. The 
Federal Trade Commission will then set a definite 
date and select a city for the conference. The com- 
mission itself will conduct and run the confer- 
ence; they will invite industry members and com- 
mission members of their own choice to consider 
the proposed rules. The C.S.A., as such, will have 
no part in this conference; it is strictly an FTC 


deal. 


Q. What happens next? 


A. Some time after the Trade Practice Confer- 
ence, again the date is at the discretion of the 
commission, a public hearing will be held. At this 
hearing, anybody inside the industry or out, can 
have his say about the rules. After the public 
hearing has been held, the rules are promulgated, 


which simply means they are made known in open 
declaration, and are then in effect. This may take 
place about next April or May. 


Q. What procedure will be followed to assure com- 
pliance with the rules after they are in effect? 


A. The Federal Trade Commission will create an 
Industry Compliance Committee; it will also 
choose the industry members and members of the 
commission who will serve on the committee. It is 
likely that district committees for different parts 
of the country will also be appointed. 


Q. What will be the duties of these compliance 
committees? 


A. The committee, or committees, will work with 
the Federal Trade Commission in screening com- 
plaints which have been reported. 


Q. To whom should an _ individual wholesaler 
address questions of rule interpretations applying 
to his own business? 


A. He will get this information from the sub- 
committee in his district, or from the general In- 
dustry Compliance Committee. 


Q. Will the Trade Practice Rules be effective upon 
wholesalers who have only a small percentage of 
their business in plumbing or heating? 


A. Yes, the rules will apply as long as any per- 





CO-CHAIRMEN of the Central Supply Assn.’s Trade 
Practice Rules Committee are Walter Reichle, vice presi- 
dent of the Reichle Supply Co., Saginaw, Mich., and R. J. 
Makarius, president of The Acme Plumbing Supply Co., 
Dayton, Ohio. 


centage of their business is in plumbing and heat- 
ing at the wholesale level. 


Q. Upon what basis may wholesaler associations, 
other than those currently active in the program, 
take part in it? 


A. All secretaries and presidents of plumbing and 

heating wholesale associations in the United States 

are being contacted at the present time inviting 

them to appoint one, two or three of their mem- 

bers to serve on our Trade Practice Rules Com- 

mittee. Naturally, this is at the option of the in- 
(Please turn to top of page 263) 
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WOLFF & PHILLIPS 
architects 


THOMAS TAYLOR 
mechanical engineer 


F. D. REED CO. 
plumbing contractor 


CRANE CO. 
plumbing wholesaler 


* Climaxing 20 years of study of hospital problems 
relating to staff effectiveness and patient comfort, 
is the new Kaiser Foundation Medical Center. 
Sometimes termed “the hospital of innovations,” 
all rooms face balconies from which visitors enter 
patients’ rooms through sliding glass doors. The 
inner central corridor is restricted to staff traffic 
only. Other new ideas are beds that are raised and 
lowered electrically—a self-service lavatory at each 


snes mone Sinad VALVES 


are sold than all other makes combined 









wo 


HON 


KAISER FOUNDATION MEDICAL CENTER ¢ LOS ANGELES 


Photographs by WILLIAM CLINKSCALES 


THE HOSPITAL OF MANY INNOVATIONS 


Another achievement in efficiency, endurance and econ- 
omy is the sLoaNn Act-O-Matic sHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


Write for completely descriptive folder 





bedside—an individual toilet and clothes closet 
for each patient. There are no wards and no more 
than two persons to any room. In the maternity 
section a fully equipped nursery adjoins each group 
of four rooms. When a mother wants her baby she 
pulls out a steel drawer and there he is! When plan- 
ning a hospital of such high merit it is significant 
that SLOAN Quiet-Flush VALVES were selected— 
more proof of preference that explains why... 
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Frank W. Sharp, Houston, Tex. 
“There has never been anything to com- 
pare with this model home program in 
the Southwest. Paid admissions to the 
rade were Sunday 27,000, Monday 
1,000, Tuesday 17,000, Wednesday 
15,000, Thursday 15,500. Total 152,000. 
Attendance to the Better Homes and 
Gardens home between 40- and 50,000. 
a in line 1% hours to see 
ome. 


’ 


Paul Guerin, Phoenix, Arizona 
“First ten days attendance 43,000. Ex- 
cted total attendance over 100,000. 
rospective sales potential encouraging. 
meer ay merchants sales response 
onv 


excellent. inced your mode] home 
promotion more far-reaching than any 
revious attempt this area. Definitely 
interested in participating your 1954 
Program. This is the greatest model 
home promotion ever undertaken in 
Arizona.” 





Burton W. Duenke, Builder, 
Burton W. Duenke Building Co. 

St. Louis, Mo. 

“Your promotion excellent for bringing 
new housing development to public. At- 
tendance larger than previous display 
house. Very interested in 1954 Program. 
Attendance easily 35,000 first 10 days. 
Expect to reach 100,000 during Septem- 
ber. Amazed by daily pull of Five Star 


Home stories.’ 


"READ ERS' CHO 











William Trude, Trude Land Devel- 
opment Co., Arlington Heights, IIl. 

“Very excited about results of BH&G 
2309 Home. Had 7200 first Sunday, 
25,000 to date. Estimate 35,000 will see 
home. House sold after 3 weeks for 
$40,000 including air conditioning and 
all appliances. Have no doubt that we’re 
oing to sell several other 2309 Homes. 
Pub ic acceptance very good. Supplier 
reaction excellent. Inc wd fo54 
Promotion.” 


ie me in 





ecomesesrreaesnneren TY " 


canpacencn ttt 


Truett A. Bishop, Dallas, Tex. Clair Siefferr 
“House given enthusiastic reception iller, St. Pe 
approximately 12,000 people to d ‘Promotion vi 
since Sept. 6th. Liked home so m endance to de 
decided to move into it myself. Qu ve buyers. Or 
of people looking and interest shown q@pomes. We fee 
cels other model home promotions hit this area. V 
this area. Estimate total attendance §§? 1954 Prom< 
reach 20,000 for three week period. Ygexeellents sale: 
I would like to join 1954 Program.” 


John R. Wilson, Builder, Michael Stolts 

Thomas Wilson & Co., Inc., a Const: 
Raleigh, N. Carolina ; ne, Was 
‘Opening successful from standpoint ‘Readers’ Choi 

attendance and interest. Prospective si *essful. Attend: 
ossible. We would be interested in ]%igtential sales en 

Program Estimated total attendan@joming next ye: 
0 ” 


000. 











Here’s more proof that Better Homes and Gardens is America’s prime mow homes 





las, Tex. Siefferman, Siefferman & 
, St. Petersburg, Florida 
very successful. 22,000 at- 
to date. Have several prospec- 
buyers. Our first adventure in model 
erest shown We feel this is the largest to ever 
promotions it this area. We are definitely interested 
| attendance #2 1954 Promotion. Suppliers have had 
eek period. sales results. 


Program.” 


tic reception 
oe to 
ome so 


myself. 


City by city, attendance records are being 
broken— UP TO 10,000 VISITORS IN A SINGLE DAY! 


f EMP 

Dale J. Bellamah, Albuquerque, 

N. Mex. 

“The power of Better Homes & Gardens 
in Albuquerque is unbelieveable. Within 
four days after appearance of September 
issue our offices received over 1000 tele- 

hone inquiries regarding Readers’ 
Choice Home. Home to open Sept. 20. 
See aoe terrific. op to run — 
pages of newspaper ads on opening da 
oa durin ovled of pti 2 owas. 
Several sdecaien and radio programs 
arranged. 12,000 brochures of miniature 
BH&G covers being mailed next week. 
Estimate total attendance will be over 
10,000 during showing. This to be great- 
est open house promotion ever staged 
in New Mexico.” 


Floyd R. Kimbrough, President, 
Kimbrough Homes, Inc., Jackson, 
Mississippi 

‘*Readers’ Choice model home here out- 
standing success. More than 5,000 people 
passed through first two days. Coeds 
continue $250,000 custom - built home 
sales. Greatest advertising promotion 
ever experienced by us and we have had 
many previous model oe ag arene 
We are definitely interested in joining 
1954 Program. Expect 25,000 people to 
pass through this home. People are com- 
ing from more than 200 miles.” 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 
Better Homes and Gardens 
will sponsor another major 
model home promotion in 


>, Sey tole, President, 
Inc., a Construction Company, 
Spokane, Wash. 1954! Watch for announcement! 
| standpoint ‘Readers’ Choice promotion very suc- 
-ospective Attendance to date 50,000. Po- 
srested in sales encouraging. Interested in 


al atte next year’s promotion.” 


homes and everything that goes in them! 











DS NEWS 


OF THE MONTH 
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B & G Wins Report Award 

Bell & Gossett Company of Mor- 
ton Grove, IIll., has been cited by 
“Financial World” for having the 
best annual report of the stove and 
heater industry. The bronze “Os- 
car of Industry” trophy was the 
first such for Bell & Gossett. The 
survey included 5,000 annual re- 
ports in 100 industrial classifica- 
tions. 


Set Plans for OHI Show 

The name of the Oil Heat Insti- 
tute Exposition next spring is to be 
“National Indoor Comfort Exposi- 
tion—Heating . . . Cooling.” Ac- 
cording to M. J. Donahue, chairman 
of the convention-exhibition com- 
mittee, the name was selected to 
make the exposition all-inclusive 
for year-around air conditioning. 
The 32nd annual convention, as 
well as the exposition, will be held 
May 16-20, 1954, at the Commer- 
cial Museum, Philadelphia. 


Named Controls Rebuilder 

Sid Harvey, Inc., of Valley 
Stream, N. Y., has been named a 
rebuilder of Robertshaw Thermo- 
stat Division water and_ space 
heater controls. All 25 of the Sid 
Harvey stores will carry a stock 
of rebuilt controls available for ex- 
changes. 


Dearborn Stove Buys Odin 
The Dearborn Stove Company 
of Dallas has bought the Odin 
Stove Manufacturing Company of 
Erie, Pa. All promotional activities 
will be handled by Dearborn from 
1700 W. Commerce Street, Dallas. 


Fleck Opens New Office 
The Fleck Company of Lancaster, 
Pa., plumbing and heating whole- 


salers, recently opened a new show- 
room and sales office at 8010 York 
Road, Elkins Park, Pa. Office 
manager is Dave Moore, assisted by 
Paul Fleck. 


G-E Man Heads ARI Section 

George K. Iwashita of the Gen- 
eral Electric Company has been 
elected chairman of the Water 
Cooler Section of the Air-Condi- 
tioning and Refrigeration Institute. 
H. H. Ward of Frigidaire was 
named vice chairman and J. F. 
King of the Halsey W. Taylor Com- 
pany was elected treasurer. The 
group decided to get market statis- 
tics every month instead of quar- 
terly. 


Trane Opens 2 Sub-Offices 
Two new sub-offices of the 

Greensboro, N. C., sales office have 

b2en opened by The Trane Com- 


pany of La Crosse, Wis. Loy F 
Thompson is in charge of the sub- 
office at 531 Northgate Avenue, 
Charlotte, and Banks W. Clark is 
the manager of the Raleigh sub- 
office at 510 Rose Lane. 


Joins Cast Iron Group 

The Harry C. Weiskittel Co., 
Inc., Baltimore, has become a 
member of the Cast Iron Soil Pipe 
Institute. The Institute numbers 
25 companies that produce more 
than 80 percent of the cast iron soil 
pipe tonnage in the country. 


Lavin Buys Chicago 
Non-Ferrous Refiner 

The purchase of another refining 
company by R. Lavin & Sons, Inc., 
of Chicago will enable Lavin to 
serve all customers in both the 
secondary and prime non-ferrous 
metal industry. 

Morris Isaacson, Lavin vice presi- 
dent, said, “The acquisition of the 
L. A. Cohn & Bro. personnel and 
inventory will enable Lavin to do 
a much better and more complete 
job in serving consumers of non- 
ferrous metals generally.” The 
Lavin company did not buy the real 
estate of the other Chicago firm. 
Max S. Cohn and Marvin M. Cohn 
have joined the Lavin company, 
along with several other former 
Cohn personnel. 

William Lavin is president of the 
expanded company. Other officers 
are Isaacson, Norman Lavin, vice 
president, and Benjamin Lavin, 
secretary-treasurer. 

The new organization will serve 
users of brass ingot, aluminum, 

(Please turn to top of page 162) 





Clayton & Lambert Mfg. Co., Louisville, Ky., recently marked the 
50th anniversary of the manufacture of Hoffman water heaters with 
an advertising and sales promotion program held in Louisville. 
Those present included Bill Fleischer, Bill Martin, Jack Prout, 
Rollie Miller, John Henderson, Bob Burger, Pete Watts and Dell 
Calvert, of C&L, and J. S. Huff and G. W. Embry, of Farson, Huff 
& Northlich. 
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For concealed work, 
Strainers and chain 
polished. chrome, other 
parts heavy gauge brass 
















































... For Service—Ease of Installation and Dependability 


Plumbing contractors prefer Bridgeport con- performance-proved Bridgeport plumbing brass 
nected bath drain and overflow combinations for goods. They are all made from the finest ma- 
their ease of installation and the long, dependable terials produced in our own mills. Order today! 


service they give. They are made from heavy 


gauge brass throughout, all exposed parts with BRIDGEPORT BRASS COMPANY 


durable chrome finish. Bridgeport 2, Conn. @ Established 1865 
: Mills at Bridgeport, Conn. and Indianapolis, Ind. 
Be sure your stocks include these and other In Canada: Noranda Copper and Brass Limited, Montreal 





BRIDGEPORT BRASS 
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Before you buy any unit heater |... 


*: 4 


In addition to horizontal delivery models, Modine offers a new 
line of vertical units for both steam and hot water. New. im 


proved design is lighter, smaller, yet oT 7 Swe ZeltMsia-Jehi-Tamae) elelabay 


Compare rove ue | Com 


Modine’s advanced engineering is combined As the lea 
with superb styling and highest grade mate- steam and 
rials. Your assurance of long years of trouble- years, Mox 
free service. But see for yourself! Call the — unit heatin 
Modine representative listed in your phone publish he: 

- \ book, or write for Bulletin 153 on Modine ask for Bu 
Steam and Hot Water Unit Heaters. DeKoven , 
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...steam, hot water or gas... 


Mod 1 ne wr aw 


OTHERS! 

























GAS-FIRED units that 
top the field... with 
stainless stee/ heat 
exchangers and burners 





Compare 


Advanced stainless EASE OF INSTALLATION 
design makes Mo- 
dines 50% lighter in 
weight—more com- 7 
pact than the aver- } 

age of seven other | | 
leading makes. In- |} 
stallation is faster, ! 
easier — no need 
for special structural 
supports. On one 
job, it cost the heat- 
ing contractor $600 
less to install 66 
Modines than con- 
ventional units — 
savings he passed 
on to the owner. 


Modine Gas-Fired Unit Heaters are built in a full range of om are 
popular sizes 7% i tela Me. WOM. Were] =) -1aeh1-1e Mn ic] atalelitiacl Pmtiil? <-1e| 


_——_ oo 








manufactured, L.P. and L.P.-air gases \ \ \ PERFORMANCE 
| { 
Compare ALL-AROUND VALUES /, \\ py 
As the leader in the development and application of ee or ange Te 
steam and hot water unit heaters for more than 25 Not only do Modine units resist corrosion — all 


tubes heat uniformly because they're individually 
fired. Burners have elongated ports with four times 
the free area of ordinary drilled ports for maximum 
combustion efficiency. Remember: with Modines 
you are sure of getting full rated capacity. 


years, Modine brings unequalled experience to gas 
unit heating problems. It is the on/y manufacturer to 
publish heat throw data for gas-fired units. For facts, 
ask for Bulletin 653. Modine Mfg. Co., 1502 
DeKoven Avenue, Racine, Wisconsin, 


U-1202 














UNIT HEATERS 















IBR School 
Schedule Is Announced 
(see page 140) 


HIGH TEMPERATURE hot water distribution piping 
at the base is suspended from pipe T uprights and 
strung from barracks to barracks 7-ft from the 
ground. The pipe insulation has not yet been applied. 

































PIPE JOB 
t's Big, It's Different! 


World's biggest Marine base gets 
high temperature hot water system 


“Bic” AND “DIFFERENT” are overused words— 
except when you apply them to the Marine Corps 
Artillery Training Center now under construc- 
tion near Twentynine Palms, Calif. The Center 
is “big”’—covering some 585,000 arid acres of Mo- 
jave desert. It is “different”—installed with one 
of the most extensive of high temperature hot 
water systems (380-degrees F), most piping run 
above ground in a system which at the same time 
is both centralized and decentralized. 

The campsite, stretching away from Bullion 
Mountain, will house 10,000 Marines, assigned to 
learn the newest Marine Corps long-range wea- 
pons. Likely there'll be instruction on atomic 
artillery, also. 

Paul Hardeman, Inc., Los Angeles, has the $3 
million contract for heating and plumbing, under 
joint-venture contractors Ford J. Twaits Co., Mor- 
rison-Knudsen Co., Inc. and Macco Corp. Prime 
contract runs to $13 million yet unique precast 
slab construction has held overall costs—includ- 
ing roadways, sewage system plant and other fa- 
cilities—to about $11 a sq. ft. The 76 precast con- 
crete barracks (to house 96 men each), cost but 
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HEAVY INSULATED high pressure piping is essential for 
the long runs of each system. Large valves are installed 
to control volume demands on the heating plant. The 
valves are operated by a chain mounted on sprockets. 











$8.10 a sq. ft, including central heating and evap- 
orative cooling systems. All in all, the Marine’s 
Training Center shapes up as one of the most 
inexpensive of recent military construction jobs. 
The reason: the many cost-cutting plumbing and 
heating and other engineering ideas. 

The camp is laid out in a military grid arrange- 
ment, with six 1000-man mess halls serving six 
battalion areas. Incorporated in each mess hall 
is a boiler room, generating the high temperature 
hot water for barracks heating and also steam for 
kitchen use. From each mess hall, high tempera- 
ture hot water (as well as domestic cold) is dis- 
tributed to the dining hall’s assigned battalion 
area. That’s the reason the system is both cen- 
tralized and decentralized. 

There are two groups of three in-row mess halls. 
Four mess halls have one boiler in their hot-water 
section. Two house a brace of boilers, one a stand- 
by unit which can, in emergencies, take over the 
duties of mess hall boiler rooms with but one 
boiler. 

Typically, an oil-fired 25,000-lb (260 B.HLP., 
2600 sq ft surface) boiler delivers high tempera- 





TWO INDIRECT water heaters are installed to supply 
water of two different temperatures for kitchen use and 
bathing in the barracks. A recording graph (right) shows 
























how system is meeting demands of peak period in camp. 





ture hot water at 380 F under 250 psi pressure 
(to prevent water going to steam) to its assigned 
battalion area. Except under spanning roadways 
and for short-boiler-room runs, all high tempera- 
ture hot water distribution is above ground, in 
heavily insulated piping, suspended from hangers 
and expansion fittings at varying heights. These 
heights vary from 1 ft. 6 in. to 7 ft. 4 in. 

Why above ground distribution? Designers con- 
sidered the method not only functional, but econ- 
omical, The high-temperature water, in what is 

(Please turn to top of next page) 


A BOILER ROOM in each mess hall (right) supplies hot 
water for barracks heating and steam for kitchen use. 
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PIPE JOB... continued 











(Continued from preceding pages) 
essentially a closed system (in each battalion 
area) conserves water—important in an area as 
arid as the Mojave. As it is, water must be pumped 
18 miles to the camp from newly dug wells. The 
wells supply two one million gallon gravity stor- 
age tanks installed above camp. 

Some 80,000-ft of high temperature piping 
serves the various camp buildings. Each hot 
water run is suspended on expansion fittings un- 
der the concrete eaves of a barracks. The high 
temperature water enters the barracks, going to 
the heating coils in each of two copper-finned 
heating-air conditioning units. At the same time, 


ground. Insulation has not yet been applied. 


high temperature water circulates in coils of each 
barrack’s domestic water heater. This is a 430- 
gallon tank, capable of 140 F water output. A por- 
tion of the same high temperature hot water also 
goes to coils in two, 10,000-gallon, underground 
fuel oil storage tanks near the mess halls, heating 
the fuel oil. Hot water then returns to the boiler 
room. However, there is no storage facility, since 
high temperature hot water circulates continu- 
ously in the closed system, boosted by a 25 h.p. 
centrifugal pump (in the boiler room). The pump 
helps maintain the 250 psi necessary to prevent 
water going to steam. 

Water is thus continuously reused. It can also 
be seen that during the summer (when desert 
temperatures reach 120-125 F), boilers will be 
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IN REMOTE AREAS of the camp piping is run only a,few feet above 
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working at minimum, since various thermostatic 
controls by-pass all but the barracks’ hot water 
generators, returning water to the boiler room at 
nearly the same temperature as leaving. Nor 
should there be heat loss except through convec- 
tion, for heavily insulated piping limits conden- 
sation, in fact, assures against any condensation 
whatever. Anticipating controls operate summer 
and winter. If water is not needed, a three way 
modulating control valve returns it through the 
boiler. 

Because it is a closed system, and because 
water supply is hard (as is most desert water), all 

(Please turn to top of page 252) 
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WHEN YOU COME TO 
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Inside and out—everything about AllianceWare 
bathtubs and lavatories suggests the ideal sani- 
tary ware for remodeling. Here’s why: 


1. 


2. 


3. 


Lighter weight—easier handling —easier in- 
stallation. 

Formed metal construction assures exactness of 
dimensions. 

Integral wall guard around bathtubs prevents 
leaks and seepage at wall line. 


. Reinforced construction and wall-hung installa- 


tion prevent shifting and settling. 


. Porcelain-on-steel enameled by the “wet” proc- 


ess provides lifetime beauty. 


. A choice of 5 colors and white makes possible 


bathroom ensembles of fixtures matched in mod- 
ern color combinations. 


ALLIANCEWARE, INC. ¢ Alliance, Ohio 


Bathtubs « Lavatories « Closets + Sinks 
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Type CB-L: Hot water 
space heating pressure 
control. Inbuilt  by- 
pass. Bulletin #294 
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Type F-51: ASME ap- 


proved. Lets you match 
BTU cap. to boiler in- 
put. Bulletin #290 





Type A-31: Small vol- 
ume reducing and reg- 
ulating valve up to %” 
pipe size. Bulletin 
#288 


Type B: Single seated 
pressure reducing and 
regulating valve. Bul- 
letin #265 





Type RHTL: Revolv- 
ing head temp. and 
pressure valve. On the 
job settings. Bulletin 


#293 


Type E: For water in 
domestic and industrial 
installations. Other ap- 
plications. Bulletin 
#264 





Tempo: Automatic re- 
seating valve. Thermo- 
stat up out of water. 
Minimum liming. Bul- 
letin #284 


Type A-l: Hot water 
space heating pressure 
control valve. (Com- 
bination Unit). Bulle- 
tin #292 





Type S Strainer: Pro- 
tects valves from pipe 
scale and dirt. Bulletin 
#224 


Type FHTL: Dia- 
phragm pressure and 
temperature relief 
valve. AGA approved. 
Bulletin #295 


~~ ARE SOME CODES — 


& 


Econo-Therm: New 
low priced P and T 
relief valve — auto- 
matic reseating—no 
fuse plugs—no fluids 
—nothing to wear 
out. 
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VALVES 


meet @code 
specifications 


CASH ACME VALVES 
even meet specifi- 
cation for which no 
codes are written. 


When a Cash-Acme 

Valve is installed, the 

contractor relieves him- 
self of the heavy, burdensome respon- 
sibility dictated by codes. He is sure of 
lasting, safe performance when he in- 
stalls Cash-Acme. 


Cash-Acme has established strict meas- 
ures of manufacturing control in ma- 
terials, functional design, and operation 
which exceed the requirements set forth 
by any code. Cash-Acme offers you a 
complete line of pressure and tempera- 
ture relief valves, regulating valves and 
strainers. 


Protect your customers, and yourselves, 
with Cash-Acme Valves. 


Write for FREE Bulletins 
on Any Valve or Strainer 


A. W. CASH VALVE MFG. CORP. 
6661 E. Wabash Avenue e Decatur, Ill. 
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Always the BEST BOILER 
. Now the BEST Buy!" 


Thousands of top flight installations have convinced heating 
engineers and contractors of the outstanding advantages of 
the H. B. Smith “£200” and ‘‘250” series cast iron boilers. 

Now ... their modest initial cost — plus major improve- 
ments in these lines — have made them literally “the best 
buy” for the larger homes and smaller commercial buildings. 

Of prime importance is the fact that the domestic hot 
water heating capacity has been increased. Built-in tank- 
less or tank type heaters now provide the largest continuous 
hot water supply of any boilers of equivalent capacities. 

Now, more than ever, owners will benefit by ‘“‘the best 
buy” with the installation of a Smith-Mills “‘200” or ‘*250”’ 


cast iron boiler. 


SMITH-MILLS 
“200” BOILERS 


With net steam I = B =R ratings of from 
675 to 1275 sq. ft., the ‘‘200” is far and a- 
way the most practical heating plant for 
homes and small business buildings. 
Convertible to the use of fuels other than 
oil; built-in-tank or tankless domestic 
hot water heaters of high capacity are 
optional equipment. Now supplied in 
the new Anniversary Hammertone Blue 
steel jacket. 


SPECIFICALLY for larger homes with 
two or more baths and water-consuming 
appliances is the “‘2000” Boiler-Burner 
unit. Splendid for small business build- 
ings, too. Built-in tankless hot water 
heaters with capacities to eight gallons 
per minute are available. 





SMITH-MILLS 
"250" BOILERS 


Commercial or public buildings particu- 
larly benefit through the installation of 
the 250” unit. With net steam 
I=B=R ratings from 1300 to 2275 sq. 
ft., the “250” is the logical recommenda- 
tion for present needs or for future heat- 
ing requirements. Built-in-tank or 
tankless high-capacity domestic hot 
water heaters are optional equipment. 
In Anniversary Hammertone Blue steel 
jacket. 


A CENTURY IN ‘53 vo mith 


OUR YEAR OF GREATEST PROGRESS CAST IRON BOILERS 


Established 1853 THE H. B. SMITH CO., INC., WESTFIELD, MASSACHUSETTS 
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e hours on the job withne 
Trane Baseboart)6o 


1, Remove assembly from package! Basic Baseboard 
Convector unit comes assembled in one package! Just 
slip it out. No parts sorting. Cuts handling time . and-tube element hangs freely within the cabinet 


ing holes are factory drilled (on 114” centers). Fin- 


Installation instructions in carton. ...1s factory installed. 


THE NEWEST ADDITION TO THE NATION’S No. 1 LINE OF MODERN RADIATION... 


You can save labor and shave costs with this 


beautiful new TRANE} > 


MANUFACTURING ENGINEERS OF AIR CONDITIONING, HEATING AND VENTILATING EQUIPMEN 











November, 1953 DOMESTIC ENGINEERING 
mber, 1953 


Ss! Here’s how... 


3. Trim to fit any job dimensions! No complicated 4, Snap on front, joiners, corners! No special tools, 
fitting. Only two cabinet parts to measure and no sheet metal screws. Snap-on joiners, end pieces, 
cut. Back plate and front panel are roll-formed corners cover all metal edges. Even the damper 
and contoured for extra strength and beauty. snaps in. Helps cut installation time in half. 


Installs easier because it’s built better... 12 ways 


Snap-on front—no sheet metal 5) Uninterrupted outlet-—blends unit All parts roll and die-formed—to 
screws, no sheet metal drilling into wall . . . prevents dirt patterns 9) assure quick, accurate assembly 


Full-length back-to-wall rubber Reverse radius at bottom—elimi- , 

i instal- Snap-on joiner pieces—fit tightly, 
seal—prevents dirt _— 6 ) oe round, speeds instal © completely cuver joints ; 
Famous TRANE fin-and-tube— 


aluminum fin copper tube, me- Universal unit—free-standing or 1 hanger—allows f n- 
chanically bonded ue semi-recessed . . . 2 heights, 2 O on Gat oenl hed a 


capacities 


One-piece back and top—mini- oO Snap-in damper—no screws, End caps—feature snap-on fronts 
mum parts quickly installed, hinges, levers or chains for easy accessibility 
mounting holes provided 


re TRANE CONVECTORS TRANE WALL-FIN 
———T) 


For complete information on 
capacities, roughing-in dimensions, 
control diagrams, see your 
nearby TRANE office or write 
TRANE, La Crosse, Wis. 


The Trane Company, La Crosse, Wis. «© East. Mfg. Div., Scranton, Penn. + Trane Co. of Canada, Ltd., Toronto + 87 U.S. and 14 Canadian Offices 
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2nd bathroom! 






NG speci ALIST 





PLUMB! 
and turn MMASTE- oot 
3 MODERN 2D BATHRONT 
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national magazines such as 








GERBER 









Over 500 profit-conscious 
dealers are making more money 
with these Gerber Self-Selling 
Brass and Pottery displays 
—get yours NOW! 


DOMESTIC ENGINEERING 


PLUCK THE PROFITS 
Fr with GERBER’S 


Dynamic New Package Promotion . . . 






Housekeeping magaz es! keeping Guaranty Seal. Clinch the sale with the help 
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National advertising is punching across the biggest 
plumbing promotion in the industry—the ‘Gerber 
Guild of Plumbing Specialists’ —reaching the 
millions of prospects who are ripe and ready for the 
“second bathroom” sale. 

Climb aboard—tie in with the national advertising 
that features the nationally known Good House- 


of Gerber’s self-selling pottery and brass displays. 
Display your Gerber Guild decal, from the promo- 
tion packet we'll send you, on your door—it’s 
featured in and backed by this hard-selling national 
promotion, See your jobber or send us your name 
right away so we can rush you your complete Gerber 
Guild promotion pack. Do it today ! 





GERBER PLUMBING FIXTURES, DEPT. DE-.11 

| 232 N. Clark Street, Chicago 1, Illinois 

1 (7) YES, you can cut me in on BIG PROFITS with the Gerber 
Guild. Rush me the full story. 





MAIL THIS TODAY: _ Title 
Org : at, 
City PLUMBING FIXTURES 
232 NORTH CLARK ST. © CHICAGO 1, ILLINOIS Address 
EMPIRE STATE BUILDING © NEW YORK, N. Y. 
SIX GREAT FACTORIES: Delphi, Indione © !.ekemo, indiene © West Delphi, indiene City. Zone. State. 
Woedbridge, N. J. © Gedsen, Alebeme @ Ptymeuth, indiene 
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35-D 
COMES TO 
D. E. 


SLUMP TALK 
NOW A 
WHISPER 


NEW HOUSING 
STILL GOING 
STRONG 


SEEK TO END 
EXCISE TAXES 
ON APPLIANCES 


ROOM 
AIR-CONDITIONER 
SALES TO REACH 

MILLION MARK 


With this issue, 3-D makes its bow in Domestic Engineer- 
ing. Pick up your Maga-Scope glasses and turn to the special 
section beginning on page 95. 

There, you'll find the third dimension of your market, 
remodeling, depicted in fascinating 3-D. And when you've read 
the story—and the "Story of John Smith," which follows the 
special section, you'll believe, as John Smith does, that 
the plumbing and heating industry has at its fingertips one 
of the greatest business building opportunities of all time. 

Don't miss it! 





EK 


Slump jitters, so prevalent among businessmen last summer, 
have been replaced by a more optimistic outlook. 

Current sentiment indicates that these same individuals now 
consider a slow-down as "only a mild dip which our own company 
can handle easily." There are some soft spots, but consensus 
is that they merely reflect "adjustments" within certain 
industries. 

In general, businessmen are finding a silver lining in a 
new look at profit prospects, hopes of tax relief, the 
belief that prices won't slip much and the apparent change 
in government policies. 





* eR ; 

New housing activity during October rose or remained steady 
in all regions except new England, east central and Pacific 
states, according to Bureau of Labor statistics. 

These figures show private housing already has exceeded 
the three-quarter year for any period except for the peak 
hit in 1950, despite a slight drop-off in September. Public 
housing dropped off 33 percent from the 1952 level, bringing 
over-all housing somewhat short of the January-September 
1952 total. 

Total new housing starts for the year are still expected 


to reach the anticipated goal of one million units. 


KRKH 

Three national trade associations have teamed up on a program 
to end "unfair and discriminatory" federal excise taxes on 
electric, gas and oil appliances. 

At a press conference in New York last month the 0il-Heat 
Institute, the Gas Appliance Manufacturers Assn. and the 
National Electrical Manufacturers Assn. stated that excise 
taxes "are having a serious effect upon the sale of these 
appliances.*® 

You'll find the complete story on page 157. 

EK 

Room air-conditioner unit sales this year will approach the 
million mark, far exceeding preseason estimates. 

W. F. Carolan, chairman of the room air-conditioner section 
of the Air-Conditioning & Refrigeration Institute stated 
that sales are now expected to go considerably higher than the 
original estimates of 400,000 to 700,000 units. 

The estimate was determined from a survey of ACRI members. 

eee 

Slum conditions, which plague many American cities today, 
figured extensively in the three-day conference of the 
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START A 
MODERNIZATION 
WEEK IN 
YOUR TOWN 


OIL BURNER 
SERVICING 


INVENTORY 
PICTURE 


GAMMA REPORTS 


A-B-C's OF 
APPLIANCE 
SELLING 


NEW REPORT 
ON THE 
FARM MARKET 


American Institute of Architects held last month. 

Emphasis was placed on the need for immediate steps to 
modernize or eliminate deteriorated areas from potential high 
value commercial and residential zones. 

Suggestion: Talk up slum clearance with civic groups in 
your town with the suggestion of a special modernization week. 
It's good for your town, it's good public relations and 

good business for you. 








ee 


You've been asking about it-—and here it is: "A Short 
Course in 0il Heating and 0il Burner Servicing. . .* 

This series of articles, which begins on page 48, will 
appear each month in Domestic Engineering for the next 18 
months. The articles will cover in complete detail the 
installation, performance and servicing problems of all 
types of oil heating systems. 

Watch for it each month in Domestic Engineering! 
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Business inventories at the end of August rose $450 
million from the end of July, after adjustment for seasonal 
variations, says the Department of Commerce, 

The August. book value increase was considerably less than 
the average rise during recent months. 

More than four-fifths of the book value increase was in 
higher stocks of manufacturers. Retailers’ inventories were 
up slightly, while wholesalers’ stocks showed no change. 


meee 


Shipments of all three types of gas-operated heating . 
equipment—furnaces, boilers and conversion burners—increased 
during September over the same month of 1952. 

Two out of three showed sizable gains for the first three 
quarters of this year. 

For September, gas furnaces rose 11.2 over 1952, boilers 
rose 19.8 percent and gas conversion burners were up 2.4 
percent. 


*4#4R 


"Easy money isn't found in the appliance business, but 
the money is there if we want to work for it," says NARDA 
director Robert Justis. 

He cited four simple rules which might be called the 
A-B-C's of profitable appliance business for contractor 


dealers: 
A-Sell at a price higher than your total cost and over- 








head. 
B-Sell everything you buy—and don't take too long doing 
it. 


C-Spend less than your profits. 
D~Know_ how your money is invested, what it's doing and 
when it is coming back bringing more. 


*ee% 











A detailed picture of American farm homes—and the farm 
market—has been issued by the Bureau of Census on a sub- 
regional basis. : 

It's interesting and "must" reading for contractors serv- 
ing rural America. Between 1940 and 1950, farm homes 
equipped with running water and bathrooms more than doubled, 
going from 750,000 to approximately 1,650,000. 

The statistics show that most farm homes were built prior 
to 1920, thus making them excellent prospects for remodel- 
ing. 
It's still a BIG market for sale of water systems, com- 
plete kitchen and bathrooms, with related fixtures and 
appliances. Water heaters were shown to be the most popular 
purchase once running water was installed. 
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bad MN Houston — A FUTURE OF FAULTLESS SERVICE 


HARRIS COUNTY COURT HOUSE 
Houston, Texas 

FINGER & RUSTAY 

architects 

1. A. NAMAN 

mechanical engineer 

CHARLES G. HEYNE 

plumbing contractor 

AMERICAN RADIATOR & 
STANDARD SANITARY CORP. 


plumbing fixtures, manufacturer & wholesale distributor 


















Cleanly dominating a city block, this sparkling new 
COYNE & DELANY installation is part of a notable civic construction program. 
A few minutes away rises another DELANY equipped landmark — the much praised 
Houston Law Enforcement Center... And across the street, the former courthouse 
is being updated with DELANY valves. In the neighborhood of Houston, one of our truly 
rapid growth areas, it is appropriate that so many buildings of recent vintage should 


A contain DELANY — “the fastest growing name in flush valves!” 


Another singular advance in flush valve design is the newly 
engineered 'Rubberflex” sealed handle unit — now available on D FE L A N Y 
all DELANY models. Springless and packingless, and consisting 


of only four parts (as shown in exploded view at left), the 

“Rubberflex’” provides a wall of impervious rubber to reduce the 

chronic annoyance of leaking and sticking handles. YY 

COYNE & DELANY CO. ¢ 834 KENT AVE. * BROOKLYN, NEW YORK V A L V 3 S 
IN CANADA: THE JAMES ROBERTSON CO., LTD. 
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AN ELECTRONIC OUTDOOR THERMOSTAT 


CREATES IDEAL INDOOR CLIMATE" 


You'll impress more prospects with Electronic Moduflow . . . it gives more 


comfort by automatically boosting indoor temperatures as it gets colder outside 





Roger Booth, Colorado 
the 
greatest advance in 
home heating I've 


Springs: ‘‘It's 


seen in years.” 


You'll make a vivid impression on your customers with 
a sales story on this wonderful new temperature control 
system—Honeywell Electronic Moduflow. They can 
appreciate the even comfort in all kinds of weather . . . 
whether it’s cold or on mild days. 

Moduflow provides constant comfort. It’s the first control 
system to vary indoor temperatures . . . tests show that 
for more comfort, indoor temperatures should go up 
as the outside temperature drops. That’s why you have 
two thermostats with Electronic Moduflow—one located 
outside and one inside the house. 

Moduflow is easy to sell. As soon as prospects see how 
Electronic Moduflow uses an outdoor control to vary 
indoor temperatures according to weather changes, 
they're easy to sell. Moduflow is packed with all kinds 
of unusual, different features that can’t be found on 
ordinary control systems. 

Moduflow is easy to install. The new, simplified Electronic 
Moduflow system is easy to wire and calibrate. 

Moduflow is easy to service. Because it’s electronic, and 
has no moving parts, Moduflow is simple to service. 

Moduflow is ideal for any home. Everyone is a prospect 
for Moduflow, provided he has an adequate heating 
plant. Thus there’s no limit to prospects—and one 
Moduflow customer always leads you to another. 

Get started now on Electronic Moduflow. Find out how 
easy it is to sell—and you'll see why it’s one of the most 
outstanding profit opportunities in years! 


H. J. “Red” Brobst, 
Cleveland: ‘‘Modu- 
flow is completely dif- 
ferent from ordinary 
control systems.”’ 





A strong national advertising program helps pre-sell your 
prospects. Your prospects are seeing interesting, hard- 
selling ads on Moduflow in national magazines, which 
make your selling job even easier. In addition, literature, 
display and other materials are available. 
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CHILLY OUTSIDE 71° INSIDE 
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Here’s how Electronic Moduflow works 


The sketch (right) shows how Moduflow’s three main 
electronic units work together to vary indoor tempera- 
tures automatically according to outdoor temperature 


Electronic Weathercaster, 
* raises or lowers control point of indoor thermostat, 
when outdoor temperature changes. 


Electronic Clock Thermostat, inside, measures in- 
* door requirements and sets percentage of burner 
“on” time needed to hold control point. 


3 Electronic Relay Amplifier receives these signals 
“and then cycles the burner according to the per- 
centage rate set by the indoor thermostat. 





COLD OUTSIDE 73° INSIDE | 





“Cold wall” problem solved by Moduflow 


With chilly temperatures (top sketch), occupants feel 
comfortable when indoor temperature is 71°. But if 
the outside temperature drops (sketch immediately 
above), heat loss increases; so higher indoor tempera- 
ture is needed to compensate for colder walls. Elec- 
tronic Moduflow does this automatically by raising 
the control point of the indoor thermostat. 


Address 





Moduflow provides more comfort by varying indoor temperatures 
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COMFORT DISCOMFORT 


Why people need varying temperatures 


Tests show if indoor temperature is merely held con- 
stant when outdoor temperature falls, a person inside 
feels uncomfortable. This happens because as walls be- 
come colder, they ‘““draw”’ heat from the body. 





Honeywell 





Minneapolis-Honeywell Regulator Co 

Dept. DE-11-220 

Minneapolis 8, Minnesota 

Gentlemen : 

Please have your representative show me your ‘Dealer Profit’ pro- 
gram for Electronic Moduflow 


Name 






Zone 
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Gas-Fired Unit Heater 

Grinnell has introduced a new 
gas-fired unit heater for automatic, 
direct-fired heating. Eight models 
are offered in capacities of from 
20,000 to 160,000 Btu. The heater 





can be used with all types of gas. 
Fan motor horsepower capacity 
keeps pace with the heater capacity. 
The fan operates at a relatively 
low speed and has wide blades. 
Manufacturer: Grinnell Co., 260 
W. Exchange St., Providence 1, R. I. 


Water Closet 

A new vitreous china siphon-jet 
water closet introduced by Case 
will operate on as little as 314 gals. 
of water. The popular-priced model 
(the Camel) has a panelled tank 
with a shelf-type cover and a re- 





verse-trap bowl. The unit may be 
roughed-in at 10 in, from wall to 


center of outlet. The water closet 

is offered in white and 32 colors. 
Manufacturer: W. A. Case & Son 

Mfg. Co., 33 Main, Buffalo 3, N. Y. 


Pressure Valve 

A new combination pressure re- 
ducing and relief valve for hot wa- 
ter heating systems has been intro- 
duced by Hoffman. The control can 
be installed in the supply line to a 
boiler to prevent excess pressure 
within the heating system. The 
unit is designed to provide auto- 
matic supply of water for maxi- 





mum circulation. The pressure 
control will maintain a pressure 
of 12 to 16 lbs. in the boiler. If the 
pressure increases to 28 to 30 lbs, 
the relief valve begins operation. 

Manufacturer: Hoffman Special- 
ty Mfg. Corp.. 1001 York St., In- 
dianapolis 7. 


Table Top Water Heater 

A new table top gas water heater 
that can be used for either high or 
low input operations has been in- 
troduced by Combustion Engineer- 
ing. The unit (Heatmaster) has a 
25,000 Btu rating with a 21 gph 


WN 


TTT 





recovery rate at a 100F tempera- 
ture rise. For conversion to low 
input, a burner of 5,000 Btu can 
be installed and the draft outlet 
closed with a cap. The 5,000 Btu 
burner provides a 4.2 gph recovery 
rate. A draft hood built into the 
top provides flush wall installation. 
It is available in 20 and 30 gals. 

Manufacturer: Combustion En- 
gineering, Inc., 911 W. Main St., 
Chattanooga 1, Tenn. 

(Products continued on page 80) 





Wet Heating and Cooling Unit Is Introduced 


A new convector-style air con- 
ditioning unit announced by Brown 
Products features both heating and 
cooling by water. The conditioner 
is factory assembled and needs only 
simple piping and electrical con- 
nections to install. Piping connec- 
tions are all at one end. The unit 
also features a fan for conditioned 
air delivery, controls that are easily 
accessible behind the removable 
front panel, and filters. A louvered 
grille on the cabinet top is fixed 
at the center and adjustable at each 
end. The steel cabinet is designed 
to rest on the floor and is offered 
in either prime gray or two-tone 
tan. Cooling condensate is drained 
away. The separate water chiller 
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unit is designed for installation in a 
basement or boiler room, and is 
available with an air-cooled con- 
denser for use where water sup- 
ply is limited. The conditioner is 
offered in 5, 1 and 14-ton models 
in lengths of 33, 47 and 69 in. 

Manufacturer: Brown Products 
Co., 97 Metropolitan Ave., Forest 
Hills 75, N. Y. 
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THIS LEG AND 
TOWEL BAR — 
TAKES CARE OF 

EVERY INSTALLATION 















TOWEL BAR ADJUSTS TO ANY HEIGHT 


Here’s the answer to a lot of requests ...an all purpose 
leg and towel bar... MADE OF BRASS — to sell in the 
popular price range. Easy to instalf — full 3’ adjustment. 
S-D All-Purpose legs and towel bars are the most beauti- 
ful accessory you can install in a lavatory. ..dresses up 
the bathroom + gives the lavatory a “finished” look that 
appeals to your customers. Use the S-D Legs and Towel 
Bars on every job...it’s simple—it’s fast... it’s profitable! 
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All-Purpese 
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AND TOWEL BARS ARE 
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SANIFLEX SUPPLIES © 










H. Baron A. S. Gibbons Co. *Sam Hexter *Shamrock Pibg. Sales Co. Watson Agencies Morris Zwiren 
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(Continued from page 78) 

Oil Pressure Valve 

A new pressure reducing valve 
for oil burners has been introduced 
by A. W. Cash. The valve is sin- 
gle seated and spring loaded, and is 
a direct acting diaphragm type. 
Pressure is reduced by a diaphragm 
which maintains a constant low 
pressure. The diaphragm also is 





designed to counteract any fluctu- 
ations in high pressures. A _ built 
in strainer guards working parts 
and a bottom plug provides inspec- 
tion, cleaning and pffrts replace- 
ment access. 

Manufacturer: A. W. Cash Valve 
Mfg. Co., 6663 E. Wabash Ave., De- 
catur 60, Il. 


Gas Furnace 

A new gas lowboy furnace intro- 
duced by Thatcher is available in 
five models of from 55,000 to 158,- 
000 Btu output ratings at the regis- 
ter. The three smaller sizes are 
packaged and can be installed by 
connecting the thermostat and elec- 


wh SF any 





trical and gas lines. The furnace 
has a single port upshot burner and 
a maroon and gray enamel finish. 
Manufacturer: Thatcher Furnace 
Co., Center St., Garwood, N. J. 


Water Closet Float Valve 
Kohler has announced that all of 
its siphon jet water closets are be- 
ing equipped with the K-9252 float 
valve. The valve is designed to fill 
tanks quietly and quickly. The vi- 
treous china valve seat resists wa- 
ter corrosion. The float valve also 


is available for other Kohler water 
closets. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Two-Compartment Cabinet 

A new two-compartment medi- 
cine cabinet for bathrooms features 
two mirror-faced sliding doors. The 
mirror-doors slide in metal chan- 
nels and are framed in stainless 
steel. The cabinet outer molding is 
stainless steel. Each compartment 
has three glass shelves, a stainless 
steel toothbrush rack and a razor 
blade chute. A fluorescent light at 
the top contains an electrical outlet. 
The cabinet is available without 
the light and outlet. 


Manufacturer: Miami Cabinet 








Div., The Philip Carey Mfg Co., 
Lockland, Cincinnati 15. 


Filter Material 

A new glass fiber filter material 
has been announced by Amer-glas. 
The material is resilient and can be 
shaped to any desired form. The 
product is designed to save space 
inside a filtering unit and to pro- 
vide maximum filtering surface by 
extending to the edges of the filter 
holder. The material is available 
cut to desired sizes or in rolls. 

Manufacturer: Amer-glass Div., 
American Air Filter Co., Inc., 215 
Central Ave., Louisville 8, Ky. 


Electric or Gas Water Heater 

A new leader line of water heat- 
ers in both electric and gas models 
has been introduced by White 





Products. Electric units are offered 
with 30 and 52-gal. capacities, with 
either single or twin elements. Both 
models are 53% in. high. The gas 
unit has a 30-gal. capacity, with a 
35-gal. recovery rate at a 60F rise 
and a 21-gal. recovery rate at a 100F 
rise. 

Manufacturer: White Products 
Corp., Middleville, Mich. 


Baseboard Section 
A new end section for Burnham 
Corporation baseboard has been 





developed. The 18-in. left end sec- 
tion is offered in increments of six 
in., and in lengths of from two to 
24 ft. A new extended, inverted 
corner plate that measures 105% 
in., from the corner to each end 
also is now available. 
Manufacturer: The Burnham 
Corp., 2 Main St., Irvington, N. Y. 


Multi-Stage Jet Pump 

A new multi-stage jet pump for 
wells has been introduced by 
Goulds. The unit is designed to 
move water from a depth of 200 ft 
and is available in two and three- 





stage models. The pump can be 
used with twin pipes in 3, 4 and 
414-in. well casings, and with single 
pipes in 2, 24% and 3-in. casings. 
Capacities range to 1,175 gph. The 
motor and rotating element can be 
dismantled for inspection without 
disturbing pipe connections. 
Manufacturer: Goulds Pumps, 
Inc., 240 Fall St., Seneca Falls, N.Y. 


Hot Water Control 

A new remote-bulb hot water 
control for use in boilers and tanks 
has been introduced by Minne- 
apolis-Honeywell. The bulb can 
be installed in an immersion well 
or in the controlled liquid. When 


(Please turn to top of page 84) 
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THE REPORT ON CORROSION 














4 WAY CONTROL 


Corrosion takes an annual $6,000,000,000 bite 

in the U. S. A. Nothing does so many jobs as 

well as steel: but nothing deteriorates so fast unless 
the steel is suitably protected or alloyed. 


To stop corrosion and rust, the walls of all Craft 
Shower Cabinets are four-way protected. If you were 

to strip down the surfaces of the metal used on the walls 
of all Craft Shower Cabinets, here’s what you'd find: 


1. Extra heavy gauge steel for lifetime wear. 


2. A Galvanized coat to prevent corrosion. 


3. A Bonderized coat to insure adherence 
of enamel to metal. 


4. A Double-Coat Baked Enamel Finish—smooth, 
highly protective, beautifully lustrous— 

for extra protection, longer wear. 

Result: Craft Shower Cabinets will not rust. 










y shower cabinets are 
re any 


e 


Do not be fooled by the word Bonderizi 
Bonderized — but Bonderi rust-proofing. Be su 
shower cabinet you buy or sell is Be Le Galvani 
Galvanizing and Bonderizing provide mete 
But they’re as good an example as any to 
all over the U. S. A., are advising: Specify Cra 

















All Craft Showers carry a Special Guarantee. Models for every 
type of installation. Distributed through leading wholesalers only. 


Write for the Craft Shower Cabinet Catalog today. 


CUTLER METAL PRODUCTS CO. 


1025 LINE STREET CAMDEN 3, NEW JERSEY 





SHOWER RECEPTORS 





SHOWER DOORS 
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Complete Line of Plumbers Tubular Brass 


THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, @egemem., U.S.A. 
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Providing eee the product meets every claim made for 


it. That's why it’s so important —on 
sump pumps especially—to handle a quality line. And there 
is none better than Penberthy, the best known brand in the 
business. Equipped with trouble-free features, these automatic 
electric sump pumps are made to give years of the econom- 
ical and dependable service users want most. 





IT WILL PAY YOU TO GET complete facts on the 3 models 


in 7 sizes stocked by your nearby jobber. Write for his name, speci- 
fication sheets and sales literature. 


Established 1886 


PENBERTHY INJECTOR COMPANY 


Division of the Buffalo-Eclipse Corporation 
1287 Holden Avenue, Detroit 2, Michigan 
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(Continued from page 80) 


used in a boiler liquid, compression 
fittings are used to seal off the 
fluid at either the bulb or capillary. 
The unit is fitted with a non- 
adjustable differential, but an ad- 





justable differential is available. 
Manufacturer: Minneapolis- 

Honeywell Regulator Co., 2753 

Fourth Ave. S., Minneapolis 8. 


Radiant Heating Grid 

A new pre-formed grid for ra- 
diant panel ceiling heating has been 
announced by American Brass. The 
unit features %s-in. copper tube 
construction, with the tubes placed 
6 in. apart along the centerline. 
The panel grid has an 1,800 Btu 
rating, measures 56 in. wide, 60 in. 
long and serves a ceiling area of 





30 sq ft. One end of the unit is 
expanded so the grids can be solder 
connected in series without special 
fittings. The grid can be contracted 
to a tube spacing of 4% in. and 
expanded to a 12-in. spacing. Grids 
are packaged four to a carton. 
Manufacturer: American Brass 
Co., 25 Broadway, New York 4. 


Plastic Pipe 

Republic Steel Corp. has intro- 
duced a new line of plastic pipe 
designed to meet a variety of needs. 
A semi-rigid type B pipe is de- 
signed for low pressure gas and 
liquid lines, for water service lines, 
drains and as vent piping for sewers 
and residential plumbing fixtures. 
The pipe normally has a non-toxic 
black pigment, but also is offered in 
clear form. The semi-rigid type is 


available in 20 and 40-ft lengths in 
ten diameters of from ¥% to six in., 
with special lengths or coils in small 
diameters. 

A flexible type E pipe in black is 
designed for lawn sprinkler sys- 
tems, to move water for human 
and animal use, and for food and 
chemical processing systems. Seven 
diameters of from % to three in. 
are offered in 100 to 400-ft. coils, 
and four and six in. piping is 
available in 25-ft. straight lengths. 

A wide range of fittings for both 
types permits attaching plastic to 
plastic or plastic to steel. 

Manufacturer: Republic Steel 
Corp., Republic Bldg., Cleveland 1. 


Service Truck Body 

A new body for plumbing and 
heating service trucks has been in- 
troduced by Utility Body. The 





truck body features a bed 48 in. 
wide and is available with a sliding 
cover and end gate enclosure. Also 
featured are flush, pull-out type 
door handles with slam action 
catches and cylinder locks, and a 
heavy duty corrugated steel floor 
with a drain outlet. A side angle or 
overhead type ladder rack is op- 
tional. Standard bodies for %, %4 
and 1-ton chassis and construction 
units for 14 ton are available. 
Manufacturer: Utility Body Co., 
1530 Wood St., Oakland 7, Calif. 


Water Closet Float 
A new, cubical water closet float 
made of plastic has been announced 





| 


by Toughboy Company. Buoyancy 
is gained by thousands of tiny, 
closed air cells. The surfaces of the 
float are sealed smooth. The light 
weight float is 3% by 3% by 4% in. 

Manufacturer: Toughboy Co., 
Coleman, Mich. 


Year-Around Heat Pump 

A new electric heat pump that 
provides summer cooling and win- 
ter heating has been announced by 
Westinghouse. For cooling, the unit 
draws heat from inside air and dis- 
charges it outside. During cold 
weather the unit draws heat from 
outside air for delivery inside. The 
unit can be connected to a wall 
thermostat for automatic switching 
between the heating and cooling 





operations. The heat pump is de- 
signed primarily for areas were the 
low temperature range is not ex- 
treme or of long duration. The unit 
(Please turn to top of page 88) 





Year-Around Conditioner Is Introduced by Dunham 





A new air conditioner that pro- 
vides heating, cooling and ventilat- 
ing of individual rooms has been 


84 


introduced by Dunham. One riser 
can be used to conduct hot water 
for heating and for carrying chilled 
water for cooling. The package unit 
can be floor, wall or ceiling mount- 
ed. The unit features two blowers, 
filters and dehumidifying. Heating 
and cooling elements are aluminum 
fins on copper tubing and are inter- 
changeable for left or right-hand 
supply. A removable front provides 
easy access for servicing. 
Manufacturer: C. A. Dunham 
Co., 400 W. Madison St., Chicago 6. 
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FOR RADIANT HEATING close oxy-tbund. CHASE’ COPPER TUBE 


Fewer joints are needed when you use installations for walls, floors and ceilings. 
long lengths of easy-to-bend Chase Copper And you just can’t beat Chase Copper 
Tube. It’s lightweight and comes in all Tube for quality, thermal conductivity and 
sizes. Together with Chase Solder-Joint corrosion resistance. Write today for FREE 
fittings it makes perfect radiant heating | 50-page book on Radiant Panel Heating. 


P. The Nation’s Headquarters for Brass & Copper 
Albany t Cleveland Kansas City, Mo. New York San Francisce 
Atlanta Dallas Los Angeles Philadelphia Seattle 
BRAS: & COPPER Baltimore Denver t Milwaukee Pittsburgh Waterbury 
Boston Detroit Minneapolis Providence 


Chicago Houston Newark Rochester t ( T sales 
WATERBURY 20, CONNECTICUT * SUBSIDIARY OF KENNECOTT COPPER CORPORATION Cincinnati Indianapolis © New Orieans St. Louis office only ) 
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Madeheim, Consulting 
COPYRIGHT, 1953 — JENKINS BROS. 


How to plan a HIGH PRESSURE-HIGH TEMPERATURE 
HOT WATER PIPING SYSTEM 


For efficient space and water heating — 
and for numerous processing needs as well 
— a high pressure-high temperature sys- 
tem offers several distinct advantages over 
a steam system. 


Often operated at pressures up te 215 
psi, with a corresponding temperature of 
388°F, a HP-HT system of this type elimi- 
nates the need for pitch, drainage, or traps 
and provides a greater amount of heat 
transmission for a given pipe size. More- 
over, it requires no feed-water treatment 
and, when used for processing services, 
eliminates large pressure drops due to 
sudden load conditions. 


The hot water is generated in a shell and 
tube heat exchanger by means of high 
pressure steam from either turbine extrac- 
tion or exhaust. Unit heaters on the HP- 
HT lines provide for space heating re- 
quirements and a shell and tube heat 
exchanger supplies warm water for lava- 


tories, kitchens, and processing which 
requires moderate temperatures. When 
used with accumulators, this system elimi- 
nates the need for taking additional steam 
directly from the steam generating source 
and, thus, provides a better plant heat 
balance. 


Consultation with accredited piping engi- 
neers and contractors is recommended 
when planning any major piping instal- 
lation. 


To save time, to simplify planning, to 
get all the advantages of Jenkins special- 
ized valve engineering experience, select 
all the valves you need from the complete 
Jenkins line. It’s your best assurance of 
lowest cost in the long run. Jenkins Bros., 
100 Park Ave., New York 17. 


Complete description and enlarged dia- 
gram of this layout free on request. 
Includes additional detailed information. 
Simply ask for Piping Layout No. 68. 
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VALVE RECOMMENDATIONS 
Send for details of Jenkins 


Valves 


SERVICE 


Prevent Backflow 


Prevent Backflow 


Condensate Line Shutoff 
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Contact your heatin 
saler or write for ¢t 
page Specification Folder de- 
scribing all U. S. Burners. 
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chain reaction 
... oil burner style! 






e reasons why U. S. has gained such overwhelming 


preference wherever they are sold. 


And for the dealer, U. S. Oil Burners have proved that 
THEY OUTSELL BECAUSE THEY EXCEL. 


U. S. offers a complete line of burners in capacities from 0.50 to 20.00 
G.P.H. for every heating job. 


Get the facts on U. S. Oil Burners today! 


*HTCH—the amazing HIGH TEMPERATURE COMBUSTION HEAD 
that makes possible fuel savings up to 36% 


U. S. BURNER DIVISION 
THE CARLIN COMPANY ¢ WETHERSFIELD, CONNECTICUT, 
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(Continued from page 84) 
requires 10 sq ft of floor space 
Installation requires only connec- 
tion to ducts, a condensate drain 
and power lines. Models available 
have nominal cooling and heating 
capacities of 30,000 and 50,000 Btu. 
Filtering and ventilation is pro- 
vided, and dehumidification in the 
summer. 

Manufacturer: Westinghouse 
Electric Corp., Air Conditioning 
Div., 200 Readville St., Boston 36. 


Electric Water Heater 

A new electric water heater with 
clamp-on type heating elements 
has been announced by Sands. The 
heating element is mica insulated 








in an aluminized steel casing and is 
designed for high corrosion resist- 
ance and heat conductivity. The 
unit is available in models with 
capacities of from 30 to 80 gals. 
Table-top styles with 20 and 30 
gal. capacities and bantam models 
with 3 to 20 gal. capacities also are 
available. 

Manufacturer: The Sands Manu- 
facturing Co., 5407 Sweeney Ave., 
Cleveland 27. 


Gas Unit Heater 

A new gas-fired unit heater de- 
signed for low ceiling and small 
space applications has been intro- 
duced by Young. The unit is direct- 
fired into tubes of the welded, 
aluminized steel heat exchanger. 


' 





Hangers are provided for ceiling 
suspension. The burner has drilled 
ports for used with varied gases. 
The heater is 23 in. high and has 
an input rating of 50,000 Btu. Con- 
trols are included. 

Manufacturer: Young Radiator 
Co., 709 S. Marquette, Racine, Wis. 


Baseboard Diffuser 

A new diffuser for baseboard 
heating has been designed for 
maximum heat distribution and 
simplicity of installation. The unit 
is built without turning vanes, to 
minimize air resistance. The diffu- 
ser is available as a single unit or 





in multiples to form a continuous 
baseboard along one or more walls. 
A unit consists of two pieces that 





Packaged Boiler for Steam or Hot Water Heating 





A new packaged oil or gas fired 
boiler for hot water or steam heat- 


ing also provides hot water. In- 
coming water is pre-heated before 
reaching heat exchanger tubes. 
Water is heated in an inner cham- 
ber that has a foot of heating sur- 
face for every gallon of water pass- 
ing through the unit. The boiler is 
designed to provide complete cir- 
culation at 5F above tap tempera- 
ture and rapid circulation of 140F 
or above. The boiler is available in 
12 models with Btu ratings of from 
105,009 to 1,120,000. 

Manufacturer: Dewey-Shepard 
Boiler Co., 1311 N. Capitol Ave., 
Indianapolis 4. 
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can be assembled with the use of 
a tin snips and screwdriver. Con- 
necting strips are available for 
multiple installations. Small pipe 
or standard ducts in slab or base- 
ment construction can be connected 
to the diffuser. 

Manufacturer: Air Control Prod- 
ucts, Inc., Danford St., Coopers- 
ville, Mich. 


Bubbler Head 

A new Kohler bubbler head for 
drinking fountains has been de- 
signed to divert water into the 
drain bowl if children make mis- 
chievous attempts to squirt the 
fountain stream out of the bowl. 
The bubbler now is being furnished 
with all fountains made by Kohler. 
A curved metal guard prevents 
contact between the mouth of the 
drinker and the water stream open- 


a 





ing. ‘Lhe unit is designed for public 
buildings. It is offered in several 
styles and sizes in either enameled 
cast iron or vitreous china. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Year-Around Conditioner 
Frigidaire has introduced a new 
year-around air conditioning unit 
that features a cooling and heating 
system in one package. Cooling and 
dehumidification are provided by 





an automatic electric refrigeration 
system of 3-ton cooling capacity. 
Either a gas or oil furnace is de- 
signed to provide heating and cool- 
ing for a six-room home. The fur- 
nace produces a Btu output of 
75,000 with oil and 90,000 with gas. 
The complete unit is 46 by 25 by 76 
in. high. Forced air is used in both 


(Please turn to top of page 229) 
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WATROUS FOR MODERNIZATION 
~ | Means Greater Satisfaction and Savings 










E Every 
WATROUS 
FLUSH 
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Saver iia are 0 | 
ic MODERNIZING with a 5 2 
al i. Watrous brings important 
~d Adjustment operating economies. Just HOTEL MUEHLBACH, Kansas City, Mo., showing recent addition. 
é the turn of a screw, for ex- Approximately 500 Watrous Flush Valves were installed as part of a 
ample, adjusts water flow to modernization program several years ago. Now the new addition, too, is 
1 actual fixture needs, Import- equipped with Watrous Flush Valves. Neville, Sharp & Simon, Architects, 
ant water economies result. U. S. Engineerine Co.. Plumbing Contractors. 
Ww 
1g 
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: SOAP 
DISPENSERS 


promote 


‘ “al ae : ’ 
NEW Watrous Catalog 
cleanliness, THE FINAL TOUCH to any MERCHANDISE MART, Chicago, one of the na- 171 covers the most 











cut soa washroom remodelling, Wat- _tion’s foremost buildings, is equipped with Watrous complete line of liquid 
P rous Soap Dispensers are Soap Dispensers. Graham, Anderson, Probst, and and ee pg ea 
: ° : ; . sers available, includes 
Paik} ky sanitary, convenient and eco- White, Architects. H. P. Reger Co., Plumbing Con- po “pomp sy ye 
: nomical—and flexibleenough ¢ractors. Attractive and sanitary, Watrous Soap Dis engineering data. Ask 
n to answer all needs. pensers enhance the appearance of any installation. for your copy. 
y. 
‘ THE IMPERIAL BRASS MFG. CO. 
ie 1231 West Harrison Street, Chicago 7, Illinois 
f 
5. 
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Distributed Through Wholesalers of Plumbing Materials 
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Ride to... 
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eo BRASS PRODUCTS 


peiedlions: 








Every key man knows that brass plumbing and heating fittings 
are made to last. Plant managers, purchasing agents, factory 
superintendents, and general managers want Consolidated prod- 
ucts because they know the quality in them is backed up by 
more than 50 years’ experience. 


Your sales will soar when you handle Consolidated’s wide range 





of boiler trimmings, plumbing line, ground key cocks, tube fittings, 


and lubricators. 


A letter will start you on the way to more profits and repeat orders 





from customers in a big part of industry—satisfied customers who 





know an outstanding product when they use it. It’s good business 


to get more business. Complete details and catalog are ready 






for your request. 









to h 


“WHEN YOU THINK OF BRASS . . . THINK OF CONSOLIDATED FIRST’ 


‘ BRASS COMPANY | 
DETROIT 9, MICHIGAN ~ 












Sell the glass-lined water heater 


proved in over 
2 million homes 


| 








sy 





.0.snin Permaglas 











Exclusive Heetwall feature saves fuel, heats water faster, prevents 
“‘off-time’”’ cool off! Glass-surfaced steel tank can’t rust, won’t 
crack, chip or check! Super-safe Gasapack controls! Many other 
features .. . plus the strongest, most consistent advertising 

and sales promotion support in the industry: leading publications, 
store displays, product literature, dealer identification, ad mats 
and miscellaneous promotions . . . makes selling Permaglas 
water heaters a profitable pleasure! 










to help you sell 





Write, now, for full particulars, Dept. DE-1153 


There’s only one Permaglas and it’s made by AO.Smith 0. Smith 


Permaglas - Heating Division, Kankakee, Illinois @ Licensee in Canada: John pay roewntarseenerveennerra Co., Ltd., Toronto 













Division: 





1, Wisconsin 


Back panel nails to wall or stud. No 
screws or drilling necessary—vee groove easily, lock in place without 
slot provides easy nailing! screws! 
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GENERAL AUTOMATIC... PIONEER OF 
0 W BASEBOARD HEATING...BRINGS YOU 
BIG NEW SAVINGS wm 
NEW BIG FEATURES! 


HOT WATER 


BASEBOARD 
TEC 





RADIATION... 


Installation photographs on these 
. » » 1s Now Designed to Save 37% On In- | pages show at a glance how General 
stallation Time and Labor! Heat Output Is | Automatic Floorlevel can be installed 
Higher! Available in Hi-Capacity and | much faster and easier—and still provide 
Standard Elements . . . Both Designed to | the best looking . . . best performing hot 
Fit the Same Enclosure, Without Changes | water baseboard heating on the market 
or Adjustments! today! 


Totally Enclosed! Saves installation time and labor, increases heat output. New General Automatic 
Construction features all-metal back with snap-on, all-metal front panel. No time is lost assembling the unit! 


No Screws or Drilling Necessary! Entire unit nails to wall or studs . . . can be installed on wall 
suriace or recessed. New, easier-to-install suspension brackets lock in place in seconds . . . no screws or 
fasteners required! 

Quiet! New metal hangers for suspension of the heatingelement Attached without tools in seconds ... 
designed to eliminate operating noise due to “‘creeping’’ or expansion of metals! 


Attractive! Even picture windows present no installation problem for Floorlevel. Finished job looks 
etter and performs better . . . customers are better satisfied! 


More Profitable! Be sure of lower installation costs and bigger profits . . . install General Automatic 
Floorlevel Rees Heating! 














=~. 


fs i om ~ eee 
Element is suspended from new 
wire hangers which make installa- 
tion simple and easy—whether 
recessed or surface installation 


Suspension brackets slip into bracket 
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NOW... CHOICE OF TWO ELEMENTS 
WITHOUT CHANGE OF ENCLOSURE! 


Choice of two elements . . . Standard or improvement, all heat application can 
Hi-capacity... simplifies the problem of be confined to the area of cold air in- 
compensating for room heat loss, filtration—the outside walls. Thus, con- 
through the use of either element or a tinuation of the baseboard along the 
combination of both. As a result of this inside walls can be completely elimi- 
nated with General Automatic Floor- 
level! Both elements are designed to fit 
the same enclosure ... no changes or 
adjustments to either the element or the 
baseboard are required! 




















PACKAGE 


Minimizes inventories and 

eliminates added cost for 

assembling orders. Contains 

complete system, ready to 

Eo install. Packages available 

TYPE T.5 e” TYPE R-6. . t to meet any size installation 

STANDARD HI-CAPACITY ‘Se; requirement. ' 
ELEMENT A 


hee 


Front panel snaps in position in 
seconds—removes easily for service 
and cleaning. 





Oineg 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS AND DISTRIBUTORS 


ation 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 
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EVEN SUSIE can do the dishes, merely by pressing a button. American 
family life is becoming more centered in the home, reversing a trend which 
began a decade or more ago. This means increased demand for modern 
conveniences, such as this kitchen. The contractor’s share of this job will 
range from $100 for the sink alone to $3,000 for the complete room contract. 


REMODELING! 


The Third Dimension of Your Market 


Your MARKET, and therefore 
your business, has three dimen- 
sions, One of these is variable 
from year to year and cannot be 
increased by anything you do; 
the second is fairly constant from 
year to year, but it is also largely 
uncontrollable insofar as you are 
concerned. Nothing that you can 


do, within reasonable limit, will 
increase either of these two di- 
mensions of the total market. 
The third dimension, and only 
the third, is a controllable vari- 
able. By your own efforts you 
can increase this dimension and 
make more profit for yourself. 
The three dimensions of the 
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YOUR EYES aren't deceiv- 
ing you. This is the first of 
16 pages printed in 3 dimen- 
sions. All you do is use the 
Maga-Scope that you re- 
ceived from Domestic EN- 
GINEERING shortly before this 
issue arrived. 

Use the scope as a pair of 
glasses. Merely hold the 
viewer in your right hand 
so that the red lens is at 
your left eye, the blue lens 
at your right eye. Leave 
both eyes open and permit 
your eyes to adjust to the 
scope. Then look at the 
photographs in this section 
and see why remodeling is 
the 3rd dimension of your 
market. If you have mis- 
placed your Maga-Scope, or 
want a pair for someone 
else, simply write us. It’s 
new, it’s different, and we 
hope you enjoy this section. 


. «+ continued 





THE 3-D MARKET... continued 





market are not really compli- 
cated, but they are very impor- 
tant. Especially is the third di- 
mension important. That is why 
we have devoted this 3-D section 
to an analysis of the third dimen- 
sion. The remainder of the issue 
is largely devoted to methods 
others are using, and you can 
use too, to make it bigger. 


*x* * * 


Those who are sensitive to 
changes in the business weather 
are wetting a finger these days 
and holding it aloft. They sense 
a turn in the wind. The breezes 
which have blown easy business 
your way are dying down. In 
their place will blow the cooler 
winds of competition. You have 
already felt the oncoming cold 
front in the cut-prices of your 
competitors. 

We are not predicting a de- 
pression. We believe in the wis- 
dom of tax reduction and budget- 
balancing. Yet the transition 
from an inflationary economy to 
a sound one involves changes in 
the market which must be taken 
into account by all who sell to 
that market. No longer will buy- 
ers purchase merely because 
they are afraid that, in the fu- 
ture, they will not be able to ob- 
tain the merchandise they want 
or because they are afraid it will 
increase in price. We are re- 
turning to a normal market. 


There Will Be Competition 
For Available Business 

In any normal market there 
are more products for sale than 
are demanded by buyers. There- 
fore, sellers compete for the 
available business at the same 
time that they try, individually, 
to so advertise and promote their 
products that more prospects are 
induced to become buyers. 

Talk of markets on a national 
scale may sound quite remote to 
an individual contractor-dealer, 
yet the market—your own mar- 


ket—is the entire foundation 
upon which your business is 
built. You cannot possibly build 
your business above or beyond it. 

Sometimes you can increase 
your market horizontally by 
reaching out to get customers 
farther from your headquarters. 
Usually, however, you must face 
increasing costs in so doing, and 
competition will place a geo- 
graphic limit upon such expan- 
sion. 

There remains the possibility 
of increasing your market by en- 
larging it in depth—in other 
words—enlarging its third di- 
mension. What are the three di- 
mensions of the market, and 
what is the role of each in your 
business future? 


These Are the 3 Dimensions 
Of Your Market 

Let’s call the first dimension 
repair and maintenance. It can 
be visualized as the width of your 
market. If you operate only a re- 
pair service in a limited trading 
area you might, for example, 
employ only two men. Your 
business would remain relatively 
uniform from year to year, be- 
cause mechanical equipment 
wears out at a fairly constant 
rate. You could expand your 
business only to a very limited 
degree, however, in direct pro- 
portion to the increasing number 
of people—and the increasing 
amount of plumbing and heating 
to be repaired—in your trading 
area. 

Furthermore, you could not 
sell much equipment (see picture 
A) because you would merely be 
replacing those products which 
became worn out. And you 
would never make much profit 
because, as everyone knows, 
there is little profit to be made 
upon labor alone. 

The second dimension in your 
market (let’s call it the height of 
the market) is new construction. 
If you go after new construction 
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aggressively there is, and has 
been, a huge potential business. 
Some contractors engaged in new 
construction employ thousands 
of men. 

It is in the nature of the busi- 
ness, however, that the number 
of contractors—or the capacity 
of the contractor to take on jobs 
—automatically expands to meet 
the increasing size of the new 
construction market. In the 
sharp upturn after the war, al- 
most every contractor who 
wished could get a_ profitable 
share of the big new construction 
market ($10.1 billion in 1946). 

This year there will be about 
34.5 billion dollars worth of 
new construction. But so greatly 
has contracting capacity in- 
creased .. . so keen is competi- 
tion... that only the best quali- 
fied contractors can make much 
money on it. 

But now we come to the real 
fly in the new construction oint- 
ment. The demand for new con- 
struction will eventually go 
down—as it always has. The 
supplies and contracting facilities 
remain large, as before. With less 
work available, competition be- 
comes even keener; prices drop, 
and profits fall still further. 


There Is Nothing You 
Can Do About It 

And, finally, there is not a 
thing that you, as an individual 
plumbing and heating contractor, 
can do to increase the total avail- 
able business in new construc- 
tion. As it is stated in the Do- 
MESTIC ENGINEERING Remodeling 
Film Strip, “Nobody builds a 
new building just to get new 
plumbing and heating.” 

If two of your men are cur- 
rently employed in repair work 
(see picture A), you might—on 
the basis of average activity— 
employ seven in new construc- 
tion. In this case, you would sell 
a much larger value of merchan- 

(Please turn to center of page 98) 
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A One Dimension 
Business Sells Little: 


Repair and maintenance is the 
first dimension of the plumbing 
and heating market. This busi- 
ness remains relatively uni- 
form from year to year because 
equipment wears out at a fair- 
ly constant rate. Sales, there- 
fore, are limited to replacing 
equipment beyond repair and 
there is little chance to in- 
crease profits because, as 
everyone knows, there is vir- 
tually no profit to be made in 
providing the labor alone. 


A Two Dimension 
Business Sells More: 


The second dimension of the 
market is new construction, 
There is nothing an individual 
contractor can do to increase 
total available business in this 
field. It is fixed from year -to 
year. Competition is keen and 
contracts sometimes go to 
those who are willing to sacri- 
fice profit. Though the value of 
merchandise sold is higher than 
repair work alone, it must be 
handled at a low profit margin 
to meet competitive bidding. 


A Three Dimension 
Business Sells Most: 


Remodeling, the third dimen- 
sion of the market, is vastly 
different from each of the other 
two dimensions. It is the only 
dimension which can be created 
and increased by the contrac- 
tor’s own efforts. There is no 
restriction on the amount of 
merchandise and equipment 
which can be sold by planting 
the modernization idea and 
creating desire for it. The range 
and number of products that 
can be sold expands in direct 
proportion to the selling effort. 




































THE 3-D MARKET .. . continued 








Beauty Comes to the Boiler Room: 


The days of the dank, dark basement are on the way out. An increasing number of 
stay-at-home families are turning to modern recreation rooms in the basement as 


the center of family living... 


(Continued from page 96) 

dise (see picture B) than you 
would in repair work alone. But 
since this merchandise is sold on 
a competitive-bid basis, it would 
be handled on low-profit margin. 

Now we come to the third di- 
mension (the depth in the mar- 
ket) which is called, inter- 
changeably, remodeling or mod- 
ernization. It is vastly different 
from each of the other two di- 
mensions in the market. It is 
the only dimension which can be 
created and increased by your 
own efforts. Here are some of its 
characteristics: 

1. There exists no real reser- 


voir of remodeling business—no 
automatic supply—as in the case 
of repair or new construction. 
Remodeling business exists only 
to the extent that someone 
(sometimes you) plants the idea 
and the desire for modernization. 

2. With rare exceptions, no- 
body plans the job for you or 
specifies the fixtures. You make 
the plan yourself from the de- 
sires and particular needs of your 
customer. The quality of fixtures 
to be installed is a resultant, not 
of an architect’s choice, but of 
your own selling ability. 

3. You must, of course, keep 
your prices in reasonable rela- 
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adding a new impetus to heating modernization. 


tion to competition so that you 
do not price yourself out of the 
market, For a number of good 
reasons, however, you can obtain 
a much more satisfactory per- 
centage of profit than in either 
repairs or new construction. 
Among these reasons are the fol- 
lowing: 

The customer’s purchase of 
modernization is based mainly on 
pride. He will buy top quality 
merchandise and installation and 
he is usually willing to pay for 
them. 

Second, you are not selling 
merchandise alone, nor even 
(Please turn to center of page 102) 
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You look at 1é- 


| Bronze Impeller and Raceway. The heart of 


| the Burks Super Turbine Pump with LIFE-LOK 


BURKS 


PUMPS 


Write for Dealer Proposition 


DECATUR PUMP CO. 


2750 NELSON PARK RD. s DECATUR, ILLINOIS 
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~=Distributors WANTED! .- 


The makers of HARRISON deluxe Steel Kitchen Cabinets, forced to expand manufacturing 


and organizational facilities, are now geared to vastly increased production 


in the related field of Shower Stalls and Gas Water Heaters... 


Many choice territories now available to distributors of these lines... 
a rare opportunity to increase volume and realize higher profits on competitive housing projects, 


replacement and remodeling jobs. YOUR INQUIRIES ARE INVITED! 


KITCHEN CABINETS: STANDARD and CUSTOM. 


SHOWER STALLS: In six standard models including 
both steel and aluminum panels with white baked-on 
enamel finish ... from economy models to deluxe ... 
small, medium, large. Shipped complete with chrome 
fittings and plastic curtain. Glass door optional, 


with TERRAZZO . STONE , PORCELAIN base 


WATER HEATERS: 


l-year warranty 
Here's high efficiency, economy, 
beauty ... positively the best - 
looking heater on the market in 
its low-cost range! Smart low 
height for selective installation. 
In 20, 30 and 40 - gallon capacity, 


5-year warranty 
Presenting a complete line of the 
finest gas water heaters ... deluxe 
quality throughout ... from 20 to 
60 gallons in capacity. For all 
types of gases... natural, mixed, 
manufactured and bottled. 


: Harrison Steel Cabinet Company 

| 4718 West Fifth Ave., Chicago 44, Ill 

Please send more information on HARRISON 
[_]WATER HEATERS 

| [_]qitcHEN CABINETS 
Clshower stats 
NAME 
| ADDRESS 
city 











Aaron STEEL CABINET COMPANY 
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A few areas still open for exclusive franchise, 
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~ee in Five Colors and White 


STANDARD kitchen cabinets. ..made in STANDARD sizes... 

at sensible STANDARD prices. . .yet providing 

luxury features typical of the most expensive custom kitchens. 
Standard units include the Vegetable Bin, at top, 

which glides out on nylon rollers: 


the Lazy Corner shelves, left, revolve right into the room! 


Srdvribore STEEL KITCHENS 
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Hold Your Profits: 








Profits don’t fly out the window when you sell remodeling. The 
modernization customer is sold mainly on the basis of personal pride 
in his home and concern for the welfare of his family. He will buy 
top quality merchandise and installation, and he is usually willing 
to pay for them. Here is why you can expect to realize a more satis- 
factory percentage of profit when selling modernization: 


1. You are not selling merchandise alone, nor even merchandise 
and installation together. You are selling these two plus your 
ideas and ingenuity and expert advice in planning the end result. 


2. You seldom, if ever, sell the remodeling job on a direct com- 
petitive basis, as you do new construction, because ideas are 
impossible to list on a spec sheet. Yet, you can charge the cus- 
tomer for them in a lump-sum-price. 


(Continued from page 98) 
merchandise and installation to- 
gether. You are selling these 


two plus your ideas and ingenu- 
ity in planning the end result. 
You seldom, if ever, sell the re- 
modeling job on a direct compet- 
itive-bid basis because ideas are 
impossible to list on a spec sheet. 





Yet you can charge the customer 
for them, in the lump-price. 

4. A number of selling tech- 
niques—store merchandising; 
financing; advertising; promo- 
tion; personal canvassing and fol- 
low-up, to name but a few—are 
inevitably wound up in a success- 
ful remodeling business. All of 
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these are dealt with fully in “The 
Story of John Smith” which fol- 
lows this editorial. 

5. When you launch your busi- 
ness in a remodeling direction, 
employing ‘ae techniques listed 
above, i‘ic repair and new con- 
struction dimensions of your 
business increase also. You ad- 
vertise your company name for 
modernization work, and repair 
calls come automatically to you. 
Your showroom impresses new 
construction specifiers with the 
stability and aggressiveness of 
your operation. Many specialties 
and appliances are sold from 
your store without installation. 
You iron out seasonal fluctua- 
tions in your business and keep 
your labor force intact. The total 
volume (see picture C) and net 
profit go up. Each branch of your 
business supports the others. 
Your business has all three di- 
mensions—width, height and 
depth; repair, new construction 
and remodeling—and rests sol- 
idly upon a firm foundation. 


The Long Term Prospects 


Repair work is a relative con- 
stant, but mainly uncontrollable 
in total size of market. New con- 
struction is an extreme variable 
but, again, uncontrollable in size. 
Modernization is a variable 
which can be controlled in vol- 
ume, and increased, through the 
activities of our industry as a 
whole and you in particular. You 
would not want to launch your 
company into it, however, unless 
you could be certain that the 
long-term prospects are good. 

This question can be answered 
in the one word “yes,” but you 
will launch your remodeling ca- 
reer with greater confidence and 
a much firmer sense of your fu- 
ture destiny if you examine all 
these evident factors which add 
up to the yes answer. In studying 
these factors you will learn of 
many places to look for future 
remodeling business and you will 
gain an understanding of numer- 

(Please turn to center of page 105) 
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American Sanitary’s twin cost and corner- “eer 
cutters — the “Whirl-a-way” trap and the esi 


“Master Adapter’’* help you sell Food Waste ORDER YOUR SUPPLY TODAY. neg 
Disposers. 
“Whirl-a-way”, with its exclusive Direc- NERS air 
tional Flow Divider (see cutaway), provides CUT COR sili j 1. 
“two-trap” sanitation without the expense of dl d ent 
an extra trap and wall outlet. ANO SELL indu 
“Master Adapter’* eliminates the costly ir COSTS: ™ ee 
custom adaption needed to raise outlet of a sth 
2 piece trap — a necessary step in most Food gues 
Waste Disposer installations. For equipment specifications on any type of the 
installation, write for American Sanitary tion; 
“CW” Manual. No obligation. mod 
man: 


WE DISTRIBUTE 3 
runoven AMERICAN SANITARY| = 
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WHOLESALERS MFG. CO., ABINGDON, ILLINOIS anti 
OVER 40 YEARS LEADERSHIP IN THE PLUMBING INDUSTRY grad 
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Remodeling Customers Buy Quality: 


Value is uppermost in the mind of a customer who has been sold on the idea of 


remodeling the home for modern comfort and convenience. 
therefore, goes hand in glove with a remodeled bathroom 


(Continued from page 102) 

ous trends having a very close 
relation to your business. Here, 
all in one place, are the factors 
which together constitute the 
“economic report” on remodeling 
and modernization possibilities 
in the field of plumbing, heating, 
air conditioning and appliances. 

1. The over-all size of the pres- 
ent remodeling market for our 
industry’s products is impossible 
to estimate accurately. The best 
guess is that today 60 percent of 
the market is in new construc- 
tion; 40 percent in repair and re- 
modeling added together. In 
many cases, it is practically im- 
possible to separate repair from 
remodeling, since the replace- 
ment sale may represent an up- 
grading of the original facility. 


It is estimated that repair and 
remodeling will amount to ap- 
proximately 50 percent of the 
total volume in only a very few 
years. 

2. A modernization potential 
exists in institutions, commercial 
establishments and factories, as 
well as in homes. But consider- 
ing homes alone, there are now 
more than 23 million dwelling 
units 30 years old or more. If 
these homes were to average 
only $100.00 expenditure per 
year, for plumbing and heating 
remodeling, the average annual 
volume for our industry in this 
category would be two billion 300 
million dollars. If you were to 
apply the same average figure to 
the 30 million homes which are 
over 20 years old, then the total 
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Quality merchandise, 
like one shown above. 


modernization business in the 
residential field would be three 
billion dollars a year. 

3. Domestic ENGINEERING’S 
Bay City Survey indicated that 
one family in five is planning re- 
modeling—within two years—in 
each of the major categories of 
bathrooms, kitchens and heating 
systems. If these proportions 
were extended to the nation as a 
whole and if these jobs were to 
average only $300.00 each, the 
annual volume for such remodel- 
ing would amount to four billion, 
140 million dollars. 

By the most 
methods of estimating, it can be 
figured that there is an added 
potential value of several billions 
of dollars per year for our indus- 

(Please turn to center of page 106) 


conservative 





THE 3-D MARKET .. 


. continued 








Remodeling Sets up a Chain Reaction: 


Scene I: The plumbing contractor remodels Mrs. Jones’ kitchen or bath. 


Scene II: Mrs. Jones’ friends come over for a game of bridge, see the 
newly remodeled room, and want one just like it. 


Scene III: More good remodeling prospects for the plumbing contractor. 


(Continued from page 105) 
try in remodeling and modern- 
ization, if and when contractor- 
dealers in every state and section 
seriously go after it. 

Yet the present potential, im- 
pressive as it is, is relatively 
small when compared to the 
future possibilities. 

4. As homes get older, and 
continue to be occupied, thor- 
ough-going remodeling becomes 
a necessity. The plumbing and 
heating share of such remodeling 
averages about a third of the 
total expenditure, as against less 
than one-fourth of the dollars 


spent for new construction. Thus, 
our industry has a greater pro- 
portionate stake in remodeling 
than in new construction. 

5. The new products constant- 
ly being added to the stock-in- 
trade of contractor-dealers find 
ready sale in modernization. 
Thus, in the past, cabinet sinks 
and kitchen cabinets; disposers 
and dishwashers; built-in lava- 
tory units; baseboard radiation. 
Thus, in the future, year-round 
air conditioning and a host of 
items for heating, laundry, kitch- 
ens and bathrooms. A contractor- 
dealer’s share in kitchen re- 
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modeling has gone up, for ex- 
ample, from $100.00 or so for the 
sink alone to as high as $3000.00 
for the complete room. 

6. All building owners make 
good remodeling prospects, but 
the best prospects own their own 
homes. Home ownership in the 
U. S. increased 53 percent be- 
tween 1940 and 1950. At present, 
over 60 percent of homes are 
owner-occupied. Home owning 
families want to keep their 
homes livable, and maintain their 
property values, by periodic re- 
modeling. 

7. As a result of television and 
other factors, the trend of Ameri- 
can life is “back to the home.” 
“Stay-at-home” people take more 
pride in their homes and are 
willing to spend more money on 
them. 


It's a Positive Force 


8. From 1940 to 1953, the U. S. 
population increased by 28 mil- 
lion. A large percentage of this 
increase was in two categories: 
the very young and the old age 
group. Neither of these groups 
is in the market for new houses, 
but both require accommoda- 
tions in existing dwellings—in 
other words are a positive force 
in increasing the need for re- 
modeling. 

9. There are more women, and 
more mothers, in the labor force. 
This means both that the family 
unit has more money to spend 
for remodeling and that labor 
saving devices are needed by 
mother so that she can continue 
in her dual role. 

10. There are fewer and fewer 
domestic servants to help with 
the home chores. The housewife 
who can afford them wants labor- 
saving kitchen arrangements, all 
modern kitchen and laundry ap- 
pliances, a trouble-free heating 


system. 
11. The rise in economic 
standards provides a_ greater 


fund of disposable income for 
investment in home remodeling. 
(Please turn to top of page 110) 
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[ts the Setting 
that Makes the 
Difference! 


...in Fine Jewelry 


...in Better Sink Tops 


As a quality setting complements a jewel—a 
Hudee Sink Frame enhances the beauty, and 
guarantees the permanence, of a sink top in- 
stallation. Sink bowl, sink top and frame be- 
come a unit of unsurpassed quality—water- 
tight, sanitary, easy to install. 


The Original Clamp-Down Sink Frame System 
IN STAINLESS STEEL OR ALUMINUM 
PATENT NO. 2,440,741 
For complete information, send for Bulletin No. 54 to 
Walter E. Selck and Co. 

225 W. Hubbard St. * Chicago 10, Ill. 
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i Stay Up-To-Date 
with RAPIDAYTON 


Why try to sell in today’s market with pumps that were designed 


15 years ago? Sell pumps that are “tuned to today”, and 
you'll sell more pumps easier. Sell up-to-date Rapidaytons like 
these: 13 “package” systems, jet or piston-type—“Champion” 
convertible jets and shallow well jets—submersible pumps up 
to 22% H. P.—“Axial-Flow” pumps, single or multi-stage, 


with all-brass construction. Get the facts by writing now. 


WATER PUMPS AND SYSTEMS 
CELLAR DRAINERS + WATER SOFTENERS 
GASOLINE COMPUTING PUMPS + ROOM AIR CONDITIONERS 


THE DAYTON PUMP & MANUFACTURING COMPANY « DAYTON 1, OHIO 
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THE 3-D MARKET .. . continued 





(Continued from page 106) 
Family incomes continue to in- 
crease, and so also do savings. In 
addition, credit facilities for 
home remodeling are more gen- 
erally available and understood. 

12. Partly as a result of a high- 
er educational level; partly as a 
result of the American spirit of 
keeping up with the Joneses, the 
quality level of consumer de- 
mand inevitably rises. Labor- 
saving devices and modern 


homes are not to be limited to 
those who buy new homes. The 
public in older homes also de- 
mands them. 

13. An allied point is the im- 
pact of consumer education 
through shelter magazines, 
movies, television, newspapers, 
general magazines and just about 
every avenue of consumer edu- 
cation. Most women now know 
that they can have a turntable 
device, or lazy susan, in the pre- 


[ntroducing... The Story of John Smith! 


In the next 20 pages, readers will find the first 
installment of the most comprehensive “how-to-do-it” 
manual on remodeling ever contained between the 
covers of any one magazine. 

In the manual, typical reader John Smith, proprietor 
of a medium-sized plumbing and heating establish- 
ment, is given a closeup look at remodeling opportu- 
nities and the methods used by successful contractors 
to manage a remodeling business. 


How this Story was Written 

Material for this series was obtained through per- 
sonal interviews by Domestic ENGINEERING editors 
with more than 200 of the nation’s leading plumbing 
and heating contractors, and telephone and mail inter- 
views with several hundreds more. 

The following topics, which constitute John Smith’s 
introduction to remodeling, are covered in the first 


installment. His “Secondary Education in Remodeling” 
(page 130) will appear in December. 


The Problem of John Smith................. 111 
Remodeling Opportunities................... 112 
It’s Like a Chain Reaction.................. 115 
It’s Not a Sin to Make a Profit............... 116 
Identify Your Remodeling Business.......... 118 
Make Her Your Best Remodeling Salesman. . . 120 
Put Your Journeymen in This Picture....... 123 
Financing the Modernization Sale........... 126 
Control the Complete Job................... 128 


Index to Part Two 
page 130 


viously unused space in the cor- 
ner of the kitchen. Demand is in- 
creased for colored bathroom fix- 
tures, improved heating equip- 
ment, air conditioning. 

14. The high activity of new 
construction insures a supply of 
houses which will need remodel- 
ing 15 to 20 years from now. 
Meanwhile, all existing homes 
get older and, because of popula- 
tion increase and economic fac- 
tors, very few are torn down. 
Thus, the remodeling market 
promises to increase with each 
passing year. 

15. Last, but perhaps most im- 
portant of all, is the scarcity of 
active competition in the re- 
modeling field. Your competitors, 
in the main, have been busy with 
new construction since the war. 
The modernization competitors 
who have crept in from other 
fields are relatively uninformed, 
and in a poor installation posi- 
tion on the basic mechanical 
equipment which accounts for 
the success of the remodeling 
project and the overwhelming 
proportion of the dollar volume 
in such projects. 

If you are situated in a town of 
10,000, the chances are very good 
that not a single one of your com- 
petitors has, to date, geared up 
adequately for the remodeling 
market. If you are situated in a 
city of 50,000, the chances are 
that only one of your competitors 
is doing an adequate job in this 
all-important third dimension of 
the market. For an indefinite 
time in the future, depending 
uopn local conditions, you will 
have a distinct edge on competi- 
tion by getting into remodeling 
now, on a systematic basis. Later, 
it will be more difficult to make 
headway against established 
competition. END 


e Put yourself in John Smith's place and 
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Like many another contractor last month, John 
Smith reached the conclusion that he had been 
viewing the new construction market for plumb- 
ing and heating through rose-colored glasses. 
Putting it another way, he knows the business is 
there, but a fair profit—because of highly com- 
petitive bidding—frequently is not. And if that 
isn’t enough, the number of new construction 
contracts available to him is dwindling, because 
of growing competition, which threatens to make 
the price squeeze even worse. What to do... ? 

He realizes, of course, the solution to his prob- 
lem lies in diversification of his business . . . he 
must branch out in some other direction. In 
analyzing the available markets, he sees that re- 
pair work and new construction offer only limited 
possibilities, since their scope is determined large- 
ly by forces he cannot control. Nobody builds a 


This is the story of a plumbing and heating 
contractor who is caught in the price squeeze 
of competitive new work. What to do... ? 





new home just to get new plumbing and heating. 

On the other hand, the modernization market 
has no such limitations. Here, he believes, is an 
opportunity to create his own business... a mar- 
ket in which he, John Smith, becomes the prime 
contractor, the sole controlling influence, and 
where activity and profits are as great as his own 
initiative and ability. 

John thinks it over carefully ... he has done 
some remodeling work, but not a great deal. 
Yet ... the more he thinks about it, the more his 
imagination is fired by the possibilities. Finally, 
John Smith reaches a decision: “I want to get 
into remodeling with both feet, how do I get 
started?” 

On the following pages, and in the forthcoming 
December issue, is presented the remodeling edu- 
cation of John Smith. 










JOHN SMITH .. . continued 





Look at your 





Unlike the prospectors of our 
old West who often had to 
search for weeks or even 
months to uncover enough gold 
dust to finance further pros- 
pecting, today’s plumbing and 
heating contractor has a_ veri- 
table gold mine in the older 
homes and other buildings of his 
community. 

Unlike new construction, 
where “claim jumping” is a com- 
mon practice, the remodeling job 
can be staked out quickly and its 
needs filled without the danger 


remodeling market, 
John Smith.. 


ob 


IT’S BIG! Dia: 


of the claim jumper moving in 
and cutting prices. 

Measured by any yardstick or 
viewed from any angle, John 
Smith, the market for your re- 
modeling products and services 
is big, big, BIG—and it gets big- 
ger as you work it! 

Let’s apply the yardstick of 
statistics to see just how big your 
remodeling potential is. If you 
look at the results of Domestic 
ENGINEERING’S remodeling s ur - 
vey in Bay City (Mich.) last 
year, this is what you'll discover 
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... 21.8 percent of the homes in 
your community are planning to 
remodel or add bathrooms. . 

21 percent want to remodel heat- 


ing systems .. . 21.5 percent are 
planning to remodel kitchens and 
31.9 percent are getting ready to 
shop for new laundry equipment. 

These are not guesses or hopes. 
They’re the expressed intentions 
of home owners. These are peo- 
ple waiting to be sold and they 
do not include the homes that 
ought to remodel plumbing and 
heating and probably would with 
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oe piapesinctee hd MM, ad Modernization Opportunities, 
John Smith, with these facts... 


And if you want to do a littl 
further viewing of your remodel- 
ing potential through statistical 
glasses, you'll see this .. . 14.2 
percent of your homeowners are 
prospects right now for new 
water heaters . . . 30.9 percent 
are still hand-firing boilers and 
furnaces . . . and about half of 
them have gravity warm air, or 
hot water heating systems with- 
out any controls whatsoever. 
These are the same people, by 
the way, who'll spend hundreds 
of dollars extra to get an auto- 
matic gearshift or power steering 
in their automobiles! 

Just figure selling any part of 
this business, and it comes out 
BIG—on paper and in profit. 

Is that enough on statistics? If 
so, then let’s measure remodel- 
ing by the yardstick of desire. 
Ask yourself this question: 
what’s the American family’s 
biggest investment and most 
treasured possession? The home, 
of course. ; 

It’s an investment which any 
home maker will sacrifice to pro- 
tect and improve. It’s a posses- 
sion that becomes more cher- 
ished as the years go by. Think- 
ing people want to keep their 
homes in tune with the times, 
want to add the health, comfort 
and convenience necessities 
which you sell. They’re waiting 
for you to tell them you’re ready 
to help them. 

Pride of ownership is strong 
within all of us. Your lady pros- 
pects want a new kitchen, new 
bathroom, new laundry, not 
alone for the comfort and con- 
venience these things provide, 
but because they like to show 
them off to their friends. That’s 
another factor that helps in- 
crease your remodeling poten- 
tial. 

Now, let’s measure remodeling 
from the standpoint of need. 
There are many ways to do it, 
here’s just one. Consider that 
many families which built or 


Fact: 


Fact: 


Fact: 


Fact: 


Fact: 


Fact: 


Fact: 


Fact: 


Fact: 


Fact: 


Fact: 


ONE FAMILY in five, according to Domestic ENc1- 
NEERING’S Bay City Survey, is planning to remodel 
... 21.8 percent will remodel bathrooms; 21 percent, 
heating; 21.5 percent, kitchens; 31.9 percent, laundries. 


MORE WOMEN are working. This means both that 
the family unit has more money to spend for re- 
modeling and that labor saving devices are needed 
so that women can continue in their dual role. 


THERE ARE PROSPECTS for remodeling in homes 
of every age bracket—even in the new homes under 
10 years old where a price-cutter did a bum job or 
installed poor equipment. 


A LARGE FUND of disposable income is available 


for home remodeling, as family incomes ($285 billion 
for 1953) and savings continue to exceed previous 
peaks, approximately six percent over last year. 


THAT GOOD old American custom of keeping up 
with the Joneses is a potent salesman for remodeling, 
as Mrs. Housewife wants a new kitchen or bathroom 
like her neighbor’s. 


POPULATION has increased by 28 million since 
1940. A large percentage of this increase was in two 
categories: the very young and the old age group. 
Both require improved accommodations. 


THE “BACK-TO-THE-HOME” movement now prev- 
alent as a result of television means that more fam- 
ilies take more pride in their homes and are willing 
to spend more money on them. 


HOME OWNERSHIP in the U‘S. increased 53 per- 
cent between 1940 and 1950. At present, over 60 
percent of homes are owner-occupied. These people 
want to maintain property values. 


A HIGHER LEVEL of education and general rise in 
economic standards inevitably dictate a rise in the 
quality leve] of consumer demand. People expend 
greater effort to achieve their wants. 


OTHER FIGURES from the Bay City Survey show 
that 30.9 percent of homes are heated by hand-fired 
systems; 52.4 percent of the warm air systems and 
45.7 of the hot water systems are gravity. 


REMODELING is here to stay: The market will in- 
crease rather than diminish with each passing year 
as existing homes get older, population increases and 
shifts and economic factors are brought to bear. 


+» » continued 





JOHN SMITH .. . continued 





bought homes some years back, 
homes which were ample for 
their needs at the time, have 
since grown. That single bath- 
room is no longer enough. That 
heating system just can’t do the 
job of heating a new room in the 
attic, or the drudgery of hand- 
firing is taking a health and pa- 
tience toll of mother and father. 
That kitchen just simply isn’t ef- 
ficient enough to meet the in- 


creased demands of youngsters 
going to school or teen-agers who 
want to bring the gang in for an 
ice-box raid. The laundry is un- 
der a strain and the old washing 
machine groans every time it 
takes on another load of clothes. 

Consider, too, that there are 
more women—more mothers—in 
today’s labor force. This means 
that the family not only has more 
money to spend for remodeling, 
but the busy mother needs labor 
saving devices in the home so 


Why We Switched Emphasis from 


New Construction to Remedeling! 


By Jack STEPHAN 
Stephan Plumbing Co. 
Los Angeles, Calif. 





VOLUME BUSINESS doesn’t always mean large net profits. You still 
have to get a fair price to make being in business worthwhile. I can 
say this now with ledgers for 1946 and 1953 side by side before me. 
But seven years ago, when I started out, I thought new construction 
was the best kind of business I could get. That was before I got a 
taste of the competitive bidding that goes along with it. We were 
so busy I thought we’d made the “gravy train” for sure. When we 
looked at the books at the end of the year, we found out otherwise. 

But then we turned to repair and remodeling work—and did we 
get a surprise: Our net profit showed that at last we had found the 
right formula for beating the price squeeze. Judge for yourselves: 


1946 


1951 


1953 


Started out alone doing repair work. In six months I 
opened a shop and went after new construction contracts. 
By 1947 I had 15 employees, 7 trucks and was doing a 
volume of $190,000. Net profit: $9,500 or five percent. 


By late 1950, the competition in new construction was 
forcing us to take jobs at virtually no profit. So we 
opened a second showroom next to the old one and 
concentrated on building store sales by stepping up ad- 
vertising and sales promotion. We used repair business 
to build leads for selling up to related equipment. Total 
volume dropped to $100,000, but net profit increased to 
$14,000, or 14 percent. 


We broadened our lines, featured room displays, made 
arrangements with subcontractors and went after com- 
plete remodeling jobs. To promote store traffic, we 
instituted a policy of staying open three nights a week. 
These efforts have brought volume up to $150,000, and 
we will wind up the year with a net profit of 18 per- 
cent, or $27,000. Though our volume is still less than 
in 1946 when we were concentrating on new construc- 
tion, our profit has almost tripled! 
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she can continue her dual role. 


Let’s look at one more statistic 
about families: The nation’s 
population jumped from 140 to 
150 million from 1940 to 1950 and 
then leaped to 160 million in 
about three years. Most of this 
increase was in babies and every 
family in your community thus 
blessed is taking a much sharp- 
er look at heating efficiency, 
laundry facilities and bathroom 
convenience right now. Look for 
another 15 million blessings be- 
tween now and 1960 to help keep 
the need for your products and 
services at a constantly mounting 
level. 

All these families, John Smith, 
and there are plenty of them in 
your community, will welcome a 
visit from you right now. 


Can They Afford It? 


Last, but not least, let’s meas- 
ure the market from the stand- 
point of its ability to buy. A 
glance of the latest statistics on 
consumer income and _ savings 
will suffice to tell the story: The 
American people will probably 
boost their dollar earnings to 
$285 billion for 1953. That’s six 
percent above 1952. More than 
60 million persons have savings 
accounts, and disposable income 
per family is at an all time high. 

In short, the ability to buy is 
there ... and you, John Smith, 
or any other plumbing and heat- 
ing contractor, can sell that mar- 
ket if you’re on hand with a 
better sales story than your 
automobile dealer or jewelry 
store competitors. 


Look at It This Way 


Shift to any position, John 
Smith, and look at your remodel- 
ing potential. Look at it statis- 
tically. Look at it from the angle 
of desire. Look at it from the 
standpoint of need and ability to 
buy. Look at it with the naked 
eye. You don’t need rose colored 
glasses to see it loom up as your 
big opportunity. 

BIG? Man it’s monumental! 
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REMODELING IS LIKE A CHAIN REACTION! 








One good job leads to another . . . and another . . . and another! 


Good remodeling jobs, John 
Smith, are like the atomic bomb 
... they start a chain reaction. 
Mrs. Jones shows her bridge club 
the new bathroom installed by 
John Doe, plumbing contractor, 
and soon Mrs. Brown and Mrs. 
White are top names on Doe’s 
prospect list. 

That’s a practical interpreta- 
tion of the old saw “Keeping up 
with the Joneses,” and is one of 
the foremost reasons why the 
contractor who gets off to a good 
start in remodeling will see his 
sales mushroom. 

Not only that, but Mrs. Jones 
herself—the proud possessor of 
anew bathroom—will take 


greater pride in other features of 
her home and will want, for ex- 
ample, to have the old heating 
system overhauled. And then, 
within the limits of her hus- 
band’s ability to keep up the 
payments, she’ll want improve- 
ments made in her kitchen, 
laundry, etc. 

Remodeling work has a greater 
tendency to spread than any 
other kind. Not every house- 
wife, for example, who sees a 
friend’s new home can say— 
“Why can’t I have one like it?” 

But in modernization, virtual- 
ly every housewife sees some- 
thing that is within her reach 

. . something she can have now 
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if she plans carefully. It is this 
“ease of ownership,” coupled 
with genuine desire, that gives 
remodeling its “atomic bomb” 
reaction. But to utilize the full 
force of this reaction will require 
energy from the contractor too. 

First, he must make certain 
that Mrs. Jones will remember 
who installed her new bathroom 
or kitchen when she shows it off 
to her bridge club. A simple 
sentence like “Doe Plumbing 
Company did the job” can be the 
trigger that sets off another sale. 
The contractor who becomes 
identified with his work will 
profit when other jobs follow the 
initial installation, See page 120. 


. . » continued 





continued 


JOHN SMITH... 










“Don't let your competi- 
tor undersell you” 


fa 


“Get that sale... 
forget the quality!” 


Gav 
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Don’t Listen to the Price Devils, John Smith... 
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“Your prices are too 
high—knock off 20" 


yy 


"To the devil with per- 
formance! . . . Just sell” 


IT'S NOT A SIN TO MAKE A PROFIT! 


If you’re caught in the price squeeze on new work, try selling remodeling 





The headline above could 
have been written a half-dozen 
ways, and still retain essentially 
the same meaning. The change 
we'd be partial to reads, “It’s a 
Sin NOT to Make a Profit!” 

Everyone will agree that John 
Smith—like any other business- 
man —is entitled to a fair and 
reasonable profit for his goods 
and services. 

Yet, the contractor who shaves 
his profit to the disappearing 
point merely to get the job, is 


violating that basic principle 
of sound business practice. 
Furthermore, he does nobody 
any good, including himself— 
but most of all the customer. 

To quote from the Domestic 
ENGINEERING editorial of August, 
this year: “Does the customer 
profit from a purchase when the 
price has been trimmed to 
dangerously near the non-profit 
level? Actually, he does not. 
Rather he becomes the victim of 
slipshod installation and service 
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methods or substitution of in- 
ferior materials, and ultimate 
dissatisfaction with his purchase 
and his dealer. In order to as- 
sure proper customer satisfac- 
tion, including the necessary 
follow-up service and personal 
attention by the dealer, it is 
necessary for every sale to be 
made at a reasonable profit. The 
old adage “You get what you pay 
for” certainly applies in the 
customer’s case.” 

Assuming, then, that indis- 
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criminate price cutting, with its 
hazards to profitable operation 
and customer satisfaction, bene- 
fits no one, the contractor will 
likely say, “All well and good, 
but what can I do about it—I’m 
caught right in the middle!” 

There are several things the 
contractor can do individually. 

First, of course, is not to in- 
dulge. That’s easy to say, but a 
little difficult sometimes to apply 
in actual practice. 

There must be an alternative, 
and that alternative is to lessen 
activity in those fields where 
price-cutting has become par- 
ticularly rampant—some types of 
new construction, for example. 

Naturally, this lessened ac- 
tivity must be compensated for 
in some way. Remodeling work 
offers by far the best opportu- 
nity for achieving this objective. 
The individual contractor can, 
therefore, shift emphasis to this 
less competitive field. 

In doing so, he will accomplish 
two things: 


(1) He will remove the neces- 
sity for cutting prices to get the 
job, since he alone plans the job 
and specifies the fixtures. 

Since very few, if any, re- 
modeling jobs are sold on a com- 
petitive-bid basis, the contractor 
can charge a fair price for the 
job. He will usually find the 
customer willing to pay a fair 
price for quality products and 
expert craftsmanship. 


(2) He will open the door to a 
vast market where he has every 
opportunity to increase business. 

The individual contractor can, 
like John Smith, study every 
phase of the remodeling market; 
he can learn the various tech- 
niques for selling that market 
and apply them in the operation 
of his own business. Many of the 
successful methods used to sell 
remodeling are given in this, the 
first installment of the “John 
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T™ is is to certify that the undersigned has pledged, for 
to company, its best efforts to protect the public 
health and welfare through quality products, careful 
workmanship, and fair and equitable prices based upon 
actual costs of installation, overhead and dependable 
service to the buyer, plus a reasonable percentage of profit. 
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You Can Participate in the Campaign for 
Fair Prices By Sending for Your Free 
Copy of the Fair Price Pledge! 


As part of its continuing service to the plumb- 
ing and heating industry, Domestic ENGINEERING 
will send a free copy of the Fair Price pledge to 
anyone in the industry requesting it. 

The pledge (actual size, 11 by 14 in.) is printed 
in three colors—rich purple, gold and black. The 
coupon below is for convenience in ordering. 


Editor, Domestic Engineering 
1801 Prairie Ave., Chicago 16 


I want to participate in the campaign for fair prices. 
Please send me a free copy of the Fair Price pledge: 


PMD rio ciekssscedn ec erisestande sve tc seceupaeat 
STE GIGS on ovis ccc cccestadevrsvacdansseeewoee 
Also, please send me full information on Domestic 
Engineering’s Remodeling Sales Aids Fj (Please check) 


I am: Contractor ....Whl. ....Mfr. ....Other .... 


Smith Story.” Many more will be 
given in the second installment 
next month. 

The individual contractor can 
make use of the tools designed to 
help him get a fair price for his 
products and installations. The 
Remodeling Sales Kit, for ex- 
ample, provides for a complete 
year’s remodeling promotion. 
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Finally, the individual con- 
tractor can send for, and sign, 
the Fair Price Pledge (see 
above), thus pledging for his 
company its best efforts to pro- 
tect the public health and wel- 
fare through quality products, 
careful workmanship, and fair 
and equitable prices based upon 
actual costs and a fair profit. 


. . » continued 














JOHN SMITH 





... continued 


The First Step in Selling Modernization . . . 








“If the remodeling market is 
really as big as you say it is 
(page 112), if home and building 
owners are as interested in im- 
proving their property as you 
say they are, how come I’m not 
swamped with telephone calls 
from people who want to give 
me money to improve their 
homes ?” 

That’s a good question, John 
Smith, but — believe it or not, 
some property owners in your 
community just don’t know 
where to turn when they have a 


IDENTIFY YOUR BUSINESS AS 
REMODELING HEADQUARTERS 


remodeling problem. Still more 
of them get tripped up when 
they start for your store or reach 
for the telephone to call you. 


They hesitate at the telephone 
because the chances are your ad- 
vertising doesn’t stress remodel- 
ing, They may even get as far 


as your store, look around for 


some evidence that you are in 
the remodeling business and, not 
finding it, go away. 

The fact of the matter is that 
contractors have got to get peo- 
ple to think about them when 
they think about remodeling. 
They’ve got to tell people they’re 
in the remodeling business—and 
keep telling them. 

They’ve got to tell prospects 
what remodeling means to them 
so they'll think twice before 
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spending money for something 
else. 
What can the contractor do? 
He can put a sign in his win- 


dow that says; “Remodeling 
Headquarters,” or “Home Mod- 


ernization Specialists,” He can 


get specific with store signs too, 


like: “Let’s talk about remodel- 


ing your kitchen!” Or, “How old 
is the heating system in your 
home?” Or, “Isn’t it time you in- 
stalled another bathroom in your 
home?” 

He can do the same in his 
newspaper advertising, over the 
radio, by direct mail. When a 
contractor goes in for remodel- 
ing, he also goes in for advertis- 
ing—for stressing remodeling all 
the way. His name must become 
synonomous with modernization 
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BAY CITY contractor 
Noel Goddeyne identi- 
fies his store (above) 
as remodeling head- 
quarters for kitchens, 
baths and heating 
through use of a win- 
dow sign saying “Mod- 
ernization Headquar- 
ters,” and interior dis- 
plays carrying out the 
remodeling theme. 


ve vuevuv VV 


in the minds of people in his 
trading area. He should talk it 
up with his employees so that 
they, too, become remodeling 
conscious. 


He should tie-in with any com- 
munity programs to promote 
slum clearance projects; or en- 
courage the city to sponsor a 


“modernization week.” 

Hard to do? Not necessarily; 
there’s a complete guide avail- 
able for the contractor interested 
in building remodeling business 
in the Domestic ENGINEERING 
Remodeling Sales Kit. Its 240 
pieces of how-to-do-it literature, 
complete with suggested ads, 
window signs and direct mail 
pieces, will be illustrated and 
described completely in the 
forthcoming December issue. 


Rate Your Own [.D. with this Six-Point Checklist... 








IDENTIFY YOUR STORE as headquarters for remodeling. Put a sign 
in your window, in permanent lettering if you wish, or as a window 
banner. The sign can read “Remodeling Headquarters,” “We Specialize 
in Remodeling,” or the like. 


GET USED TO THOSE WORDS “remodeling” or “modernization” in 
your conversation with prospects and with your own employees. The 
more you talk it up, the greater impression you will make. In other 
words, tell everybody you’re in the remodeling business. 


ENLIST THE HELP of your employees by getting them to think and 
talk remodeling, too. Train your journeymen to “bird dog” for remodel- 
ing leads. Offer them cash or other incentives for turning in or selling 


remodeling jobs (see page 123). 


SEE THAT YOUR SHOWROOM has a remodeling “atmosphere.” Use 
signs that stress “easy payment plans.” Display complete room en- 
sembles of plumbing fixtures, kitchen appliances and heating equipment 
hooked up for actual operation when possible. Use manufacturers’ aids. 


SET UP A REMODELING advertising campaign. Use newspaper space, 
radio spots, direct mail—but keep at it. A steady barrage makes more of 
an impression than one-shot deals. The Domestic ENGINEERING Re- 
modeling Sales Kit contains a complete program for contractors. 


ENCOURAGE YOUR CUSTOMERS to “talk it up” among their friends. 
Offer them inducements for turning in remodeling leads. A survey con- 
ducted last month reveals that satisfied customers are the biggest single 
source for leads on new remodeling jobs (page 120). 











THE CONTRACTOR’S NAME becomes synonymous with remodeling 
through the use of newspaper ads like the ones shown above. The ads are 
typical of those used by successful dealers who specialize in modernization. 
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JOHN SMITH... continued 





Next to the parent with a new 
baby, the proudest person we 
know is the housewife with a 
new home remodeling job. 

Her pride of ownership makes 
her one of the most convincing 
salesmen a plumbing and heating 
contractor could want .. . pro- 
viding her pride of ownership is 
channeled in the right direction. 

To discover the methods used 
by successful remodeling con- 
tractors to convert satisfied cus- 





With the new baby, 
she needs a new washer 


A satisfied customer will turn up more 


remodeling prospects among her friends, 


John Smith, than you thought possible— 


providing she remembers your name... 


tomers into “bird dogs” for addi- 
tional remodeling business, Do- 
MESTIC ENGINEERING conducted a 
spot survey last month of 50 con- 
tractors in all of the 48 states. 
The survey indicates that if a 
satisfied customer is handled 
right, she can turn up more pros- 
pects while playing bridge or at- 
tending a sewing circle than 
many persons can working a full 
day. The survey showed, also, 
that every contractor receives at 
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least a portion of his business 
from leads supplied by satisfied 
customers. The percentage of 
such business reported ranges all 
the way from 10 to 50 percent, 
with 26 percent the average. 
Those contractors who re- 
ported the largest percentage of 
sales from satisfied customer 
recommendations were using one 
or more specific methods to en- 
list the help of their customers. 
For example, the survey indi- 










tra 
out 
che 
ask 
me 
anc 


age 
her 
say 
ple’ 
visi 
WoO! 
wit 
hor 
disc 
nee 


Moi 


pro. 


ton 
of ¢ 
sys 
par 
WO! 


pre 
or 

con 
fort 
sav 
que 
ten: 
up 

me 
ten 
buy 
fro) 
diti 
intr 
its 

pre 
the 
to t 


tha 





cated that 62 percent of the con- 
tractors interviewed take time 
out at the completion of a job to 
check on its performance and to 
ask their customers to recom- 
mend them to friends, neighbors 
and relatives. 

Mrs. Teresa Smid, who man- 
ages the merchandising end of 
her husband’s Cicero, Ill. firm, 
says: “After a job has been com- 
pleted, we make a special trip to 
visit the customer, check our 
work, and ask if she is happy 
with her remodeled room or 
home. This gives us a chance to 
discuss the possible remodeling 
needs of her friends.” 

Pinski Bros., of Great Falls, 
Mont., uses a more direct ap- 
proach to reach remodeling pros- 
pects through satisfied cus- 


REMODELING 


tomers. The firm asks the owner 
of a new kitchen, bath or heating 
system to hold a “remodeling 
party” for a group of 12 to 16 
women acquaintances. 

A Pinski representative is 
present at the party to describe 
or demonstrate features of the 
completed job, explain its com- 
fort, convenience or money- 
saving advantages and to answer 
questions of the housewives at- 
tending. Pinski, of course, picks 
up the tab for suitable refresh- 
ments. While not everyone at- 
tending such parties immediately 
buys a complete remodeling job 
from Pinski, the favorable con- 
ditions under which they are first 
introduced to the company and 
its work makes a favorable im- 
pression which has resulted in 
the sale of major installations up 
to two years later. 

Then too, Pinski has found 
that many people will purchase 


a toilet seat, towel bars or medi- 
cine chest, for example, follow- 
ing their exposure to a Pinski 
bath job, or components of a 
kitchen, laundry or heating sys- 
tem when invited to a party in- 
volving the modernization of any 
of those three rooms. 

The most popular method used 
by contractors is the one involv- 
ing placement of a decal or simi- 
lar identification on the com- 
pleted job. About 85 percent of 
the plumbing and heating con- 
tractors interviewed said they 
use some device to identify them- 
selves with their work. The name 
and address sticker or nameplate 
serves as an introduction of the 
contractor to visitors at a new 
remodeling job. 

Fred Westfahl, a Milwaukee 


SALESMAN! 


contractor, supplied one example 
of how decals and good customer 
relations pays off. About three 
months ago he installed a new 
bathroom in the home of a lady 
bridge player. A few weeks later, 
another member of the bridge 
club called up Westfahl to order 
a similar job. She said she had 
seen his name on the decal 
placed on the initial installation. 
And last month, another job 
came from the same installation. 

Another method of enlisting 
the aid of satisfied customers is 
the offer of a reward, cash or 
otherwise, for discovering new 
prospects. Nearly 24 percent of 
the contractors interviewed use 
this system. For example, Sher’s 
















Plumbing and Heating Co., of 
Duluth, Minn., reports: “We en- 
list customers as salesmen giving 
them a fixed amount for every 
piece of equipment sold to pros- 
pects originally introduced by 
them. Special favors are also 
given to especially big boosters.” 

The Montgomery Heating and 
Air Conditioning Company, of 
Covington, Ky., has been suc- 
cessful in giving a $5.00 bonus to 
any customer introducing a pros- 
pect who eventually buys major 
equipment or remodeling. This 
method (see page 122) has re- 
sulted in the sale of products to 
as many as ten persons whose 
names were turned in by the 
original customer. 


Dissenting Opinion 

A dissenting opinion on the 
customer bonus system comes 
from Edgar Phillips and Sons, 
Neptune, N.J., who-believe that 
customers aren’t interested in 
relatively small bonuses and that 
any expensive reward would 
boost prices. 

A Detroit contractor, who 
wishes to remain anonymous, 
points out that customers may 
forget the bonus offer unless a 
simple, stamped postcard is pro- 
vided which can be filled in by 


eSee next page for other ways to convert satisfied 
customers into “bird dogs" for additional business . . . 


121 


+ + « continued 





JOHN SMITH .. . continued 





the satisfied customer and mailed 
to the contractor. He uses a dou- 
ble postcard which is worded 
like this: 


“You can do both of us a fa- 
vor...+ 

“We would like to have the 
names of your friends who ad- 
mired the work we did recent- 
ly in your attractive home. 
And we would like to pay you 
for each contract received from 
these property owners after we 
explain how they also can en- 
joy similar improvements. 

“Just use the attached post- 
age-paid card to send us the 
names of these prospects. They 
will thank you and so do we. 

“Blank Plumbing and Heat- 
ing Co. 

“Blank Street, Detroit, Mich. 

“$00.00 will be paid to you as 

explained above.” 


The use of small bonus items 
(thermometers, blotters, pencils, 
playing cards) was favored by 38 
percent of the contractors as a 
way to keep customers on their 
side in talking up remodeling. 

However, Edgar Phillips raised 
another objection to this tech- 
nique. Says Phillips: “With a 
mailing list of 2000 customers, 
the cost of a worthwhile gift 
would be prohibitive. If only cer- 


Prospect Finder ... 


tain customers were given gifts, 
an adverse condition might de- 
velop whereby those not receiv- 
ing them would feel ignored. In 
such cases, customers might be 
lost rather than gained.” 

Two contractors reported un- 
usual bonus systems of their 
own. Mrs. Smid says her hus- 
band includes in his work “a lit- 
tle extra or two that the home- 
owner has not paid for. The extra 
makes the customer your friend 
and prospect hunter for life.” 
Mrs. Smid mentioned such things 
as knick-knack corner shelves 
for the kitchen, small appliances, 
towel bars, soap dishes and the 
like. The Dixie Plumbing Co., of 
Hollywood, Fla., presents gifts to 
good customers at Christmas. 


Prizes for Bird Dogs 


One method recommended by 
a Chicago contractor is to run 
contests offering prizes to the 
customer who “bird dogs” the 
most lucrative prospects. But 
contractors generally frown on 
this idea, only four percent say- 
ing they would consider using it. 

Evorready-Norton Co. of 
Washington, Ia. says: “We got 
into Dutch by running customer 
contests.” Mr. Norton referred 
to the complex details and the 
chance of resentment on the part 


AN EASY $5.00 FOR YOU! 


Send wane genpen Sevan Bo Cleats, 
if we sell him we will send you $5.00. - 
(1) HEATING EQUIPMENT ~~ COAL = GASQ) on 


(2) AIR 
(5) INSULATION [J 


NAME OF PROSPECT 





ROOFING [) (4) SIDING [F) 


oOo ® 
(6) STORM WINDOWS [] 


ADDRESS PHONE | No. 


Check here if you wish us not to mention your nome [7] 








MY NAME 
ADDRESS__. 


PHONE No. 





CASH BONUSES are among the inducements offered by plumbing and heat- 
ing contractors for the names of remodeling prospects who are submitted 
by past customers and eventually sold. The Montgomery Heating and Air 
Conditioning Co. of Covington, Ky. (see card above) offers $5.00. Several 
installations by this company have led to as many as ten additional jobs. 
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of non-winners who felt their en- 
tries were as good as the win- 
ners. Norton, however, has found 
that testimonial advertising 
headlined “Ask Our Customers” 
brings in many jobs from people 
who do just that . . . ask the 
customers. He adds, “Recom- 
mendations from satisfied cus- 
tomers is our best advertising.” 

Of course, the fundamental 
basis for all help received from 
customers is found in good re- 
lations. Eddie Doyne, Muncy, 
Pa. contractor, says he has found 
that friendly relations and re- 
commendations result from an 
extra special cleanup after the 
job is completed. Both Dixie 
Plumbing Co. (Hollywood, Fla.) 
and Hammons Quality Plumbing 
(Anderson, Ind.) stress the im- 
portance of training employees 
in good business manners. 

A double-barrelled approach 
is used by Walter IIlig Co., Fitch- 
burg, Mass. which sends out two 
cards following completion of the 
job. One card asks the customer 
to write her comments or criti- 
cism of the remodeling work on 
an attached postcard. The cus- 
tomer who finds the contractor 
interested in the job even after 
the work is completed is more 
likely to indicate her satisfaction 
to friends. The second Illig card 
is a birthday greeting sent on the 
anniversary of the installation. 
The card reminds the customer 
of possible service needs and 
also prompts her into advertis- 
ing the job to her friends. 


They All Agree 


Regardless of the method 
used, however, contractors inter- 
viewed in the Domestic ENGIN- 
EERING survey were 100 percent 
sold on the importance of sat- 
isfied customers to an expanding 
modernization sales program. 
Bruce Weycker of Utica, Mich. 
summed it up this way: “The 
best way to get good remodeling 
leads is through satisfied custom- 
ers. ‘hey even outpull our 
newspaper advertising.” 
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A Successful Remodeler Tells John Smith .. . 





PUT YOUR JOURNEYMEN 
IN THIS PICTURE . .. 


“A plumbing and heating 
journeyman’ gets into more 
homes in a single day than the 
best crew of specialty salesmen 
can in a week—so why not use 
him to “bird dog” for remodel- 
ing leads, or even sell the com- 
plete modernization idea.” 

That’s the advice given to John 
Smith by Vern Keithley, plumb- 
ing and heating contractor of San 
Marino, Calif. This entree to the 
home has been exploited for 
more than eight years by Keith- 
ley, who attributes much of his 
success in the remodeling field to 
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the upgrading of repair jobs by 
his journeymen. 

The secret, if you care to call 
it that, is a 10 percent commis- 
sion on every sale made by his 
journeymen, and proper training 
of journeymen in the selling 
technique. 

Keithley’s reaction to eight 
years of commission giving, and 
those of his journeymen, all in- 
terviewed by Domestic EncI- 
NEERING, show how a commission 
system works. 

First, what have commissions 
done for Keithley Plumbing Co. 












1. They’ve meant increased in- 
comes for the journeymen—less 
employee turnover. San Marino 
guarantees no weekly wage or 
hours, but commissions have 
filled the gap in times of slack 
work. Most of the journeymen 
earn $100.00 or more extra a 
month. 

2. Journeymen have become 
effective salesmen, .wide-awake 
for opportunities to legitimately 
up-sell their jobs. This has meant 
the difference between profit and 
loss on occasion, because jour- 
neymen now look for, and find, 
sales opportunities which might 
otherwise have gone elsewhere. 

3. Satisfied employees result 
in good customer relations .. . 
and repeat business. 

Success of the commission plan 
doesn’t depend on whether it’s 
five or ten percent, Keithley 
says. “The idea of a commission, 
monetary return for initiative, 


assures success in itself.” 


What the journeymen who sell remodeling say 





JOHN SMITH .. . continued 





Journeymen are your key to upgrading sales on 





TED CARROLL 


Commissions mean the difference be- 
tween a good and a darn good year for me. 
I’m always on the look-out for a sale now, 
where before, at my old non-commission 
shop, I wasn’t. And I’m getting to be a 
pretty fair salesman. Take my classic sale: 

I went out to a guy’s house one day. He 
lived right across the street from the man- 
ager of a Sears Roebuck store, and since he 
and the manager were friends, he’d gotten a 
dishwasher at a big reduction. All he wanted 
me to do was to install the thing. I measured 
and found that the dishwasher would stick 
out 44-inch from the sink. Here, I said to 
myself, is a chance for a sale. 

“Mr. Jones,” I said, “I’m only a plumber, 
not a salesman, but I don’t think you’re go- 
ing to like this installation. See, your dish- 
washer doesn’t fit. Now, let me tell you about 
some that are designed for your kitchen.” 

I pulled out some brochures and started 
talking. Before I was done the guy had 
mentally returned his dishwasher to the 
store, and was ripe for mine. He bought a 
dishwasher and a complete set of kitchen 
cabinets. The bill ran to $630.00, and I 
earned my $63 commission. 

Well, I met the guy a few weeks later. 
He stopped me on the street and I asked 
how the installation was. 

“Fine,” he said, “Simply fine. And the 
wife’s plenty pleased. But listen, fella, don’t 
ever try to tell me again that you're just a 
plumber and not a salesman!” 
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BERNARD TENNIS 


My journeyman’s card will be 20 years 
old this year. I’ve been with the tools 28 
years, And in all that time, only the last two 
have been with commission shops. I never 
realized what I was missing—until I worked 
on commission. Take that good $1200 deal 
I sold this year . . . a heating job. 

The customer’s heating system was 25 
years old and hand fired. I put in a forced 
air furnace—sold the whole deal myself. The 
customer was happy because he got the right 
furnace for his home. I was happy over my 
$120 commission. 

If I hadn’t been working on commission, 
I'd probably have repaired the old furnace, 
simply because there was no incentive to 
sell a new one, and old furnace repairs can 
really run up the hourly rate bill. 

Equally important, in a strictly repair and 
remodeling shop like San Marino’s, I get a 
chance to sell. If I were doing new work, I 
wouldn’t. So as far as I’m concerned, I’m 
sticking to a commission shop. It’s the best 
thing that ever happened to me. 


Next month ... in the second installment 
of the John Smith Story: 


“TRAINING JOURNEYMEN TO SELL 
ON THE JOB!" 
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ELTON MAU 


I have to sell to get a commission, and I 
find that I do my best selling right in the 
home. There’s nothing to distract the cus- 
tomer there. 

Besides, in the home, I can fit my sales 
story to specifics. For example, I can meas- 
ure the counter top in a‘kitchen, and with a 
little figuring, tell her exactly what a new 
one will cost. Specifics help sell, and they 
mean profit for me and my employer. 

The best installation I ever sold was to a 
woman in her mid-30’s. She had three kids 
and spent a lot of time in the kitchen. 

Well, I went out there on a routine repair 
job—a water heater, as I recall, and while 
there, I estimated the installation of a dish- 
washer and food waste disposer. She bought 
them both, and the job totaled up to $439.00. 

I got my $43.90 commission, plus 11 hours 
of installation time out of it. Sure, it took 
some selling . . . probably an hour of my 
time, and on pure speculation, of course. But 
I don’t mind spending that kind of time on 
speculation, because things even up in the 
long run. I miss sales, but I make a lot too. 

I remember how, while working for a 


non-commission contractor, I spent two hours - 


repairing a faucet, when I could have in- 
stalled a new one in half an hour, but there 
was no incentive for me to do so. 

But today, I’ll do my utmost and spend 
any amount of my own time that is neces- 
sary to sell up to a fixture replacement or a 
complete remodeling—if either is justified. 
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the job. Heres how they do it at Keithleys... 








LEO JAPPORT 


Commissions mean everything. I earn at 
least $1000 a year extra because of them. 
That means $10,000 worth of business I 
bring into the shop. Without that commis- 
sion I sure as heck wouldn't bother. 

Best sale I ever made was a few years 
ago. A home, used by the Red Cross during 
the war, was being turned back to its owners. 
I went out to pump the basement. The 
owner hadn’t moved in yet, but she was 
there to meet me. We got to talking. Pretty 
soon I started suggesting. The long and 
short of it was that the lady gave me the 
key to the place, told me to come in and 
make all kinds of repairs. I worked the place 
over, installing new faucets, sinks, cabinets, 
toilet seats. The bill ran to $1000, plus labor, 
and I collected $100 commission. , 

Sure, I’ve worked without commissions, 
but if I changed jobs now I wouldn’t work 
without a 48-hour weekly guarantee. My 
commissions here, though, mean I get a bet- 
ter rate than the boys with guarantees in 
other shops, but without commissions. And 
there’s the incentive to sell. 

Some guys have to beat their brains out 
trying to find work to keep them busy at 
straight hourly rates. If I stand around an 
hour, I don’t worry. It isn’t lost. I know I 
can upsell a job, or go prospecting for cus- 
tomers, and earn commission enough to 
make up for those slack hours at straight 
time. And I can afford to spend time selling. 
It helps me, and it helps my boss. 
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FINANCING IS THE KEY TO REMODELING 


Try this appeal to the “enjoy now, pay later” 


inclination of comfort-conscious Americans ... 


“Enjoy it while you pay for 
it” is a phrase well known to 
slogan - conscious Americans. 
They have, in fact, embraced this 
philosophy to the tune of $27,- 
434,000,000—which is the cur- 
rent size of the nation’s outstand- 
ing consumer credit. 

M. O. Harum, president of Al- 
lied Building Credits, a nation- 


wide mail-order financing firm, 
says that today, the average 
customer expects and demands 
the right to “pay as he goes.” 

John Smith or any other 
plumbing and heating contractor 
who recognizes this philosophy— 
and takes full advantage of it— 
is going to see his remodeling 
business increase. 
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In remodeling, there is a big 
market for the contractor who 
can offer his customer an easy 
road toward ownership of a mod- 
ern kitchen, bathroom or heating 
system. 

The survey made by Do- 
MESTIC ENGINEERING last fall in 
Bay City, Mich. indicated that 
two out of every three home- 
owners who plan to modernize 
their plumbing or heating facil- 
ities need financing help. This 
fact was determined, not by 
opinion, but by asking home- 
owners whether or not they 
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planned to finance the purchase. 

Modernization and home re- 
pair loans reached nearly one- 
and-a-half billion dollars in Aug- 
ust, 1953, according to the Fed- 
eral Reserve Board. The large 
share of this merket, statistics 
show, went to the contractor who 
gave definite information on 
financing with his sales talk. 

Other government figures 
show that of the $1,386,000,000 
worth of modernization loans in 
1952, the FHA portion included 
more than 24 percent for re- 
modeled kitchens, bathrooms and 
heating systems. 


Dont’ Miss Out 


But desnite the enormous sales 
of financed remodeling jobs, a 
credit expert says that many 
contractors are missing out on 
this business because they don’t 
know, or think they don’t have, 
the necessary arrangements for 
handling credit customers. 

William J. Cheney, executive 
vice president of the National 
Foundation for Consumer Cred- 
it, told Domestic ENGINEERING 
that the real duty of dealers, as 
a service to customers, is to as- 


where he (the contractor) has 
previously arranged for financing 
help for his customers. 

Some contractors do their own 
financing. They set up a system 
for carrying the customer on a 
60 to 90 day basis. This involves 
some inside bookkeeping and 
means that the contractor must 
have sufficient capital to do the 
job. Nevertheless, some contrac- 
tors find that it is easier to handle 
the whole transaction them- 
selves, and many customers like 
it that way. And what the cus- 
tomer likes, becomes a potent 
selling tool. 

Selling is made easier when 
costs are spelled out on a month- 
ly, weekly or even daily basis. 
However, it is necessary for the 


contractor to bring his service to 
the prospect’s attention. 
Sixty-six percent of the people 
normally require financing. Con- 
tractor John Webster of Wash- 
ington, D.C., not only sees to it 
that this group is taken care of, 
but goes a step further and 
reaches an additional 20 percent 
through advertising and explana- 
tory direct mail letters. This 
means that customers who might 
never be sold home remodeling, 
because they “think they can’t 
afford it,’ become happy cus- 
tomers and boosters for Webster. 
Other contractors who promote 
finance plans to their customers 
can expect the same results. 
The most popular methods of 
financing are presented below. 


Five Ways to Finance Remodeling... 





F. H. A. TITLE I is the best known method of financing home 


contact a local lending institution handling F. H. A. paper and 


€? improvements. In most instances, the contractor has only to 


make necessary arrangements for customer financing. The 
contractor himself can originate the paper or merely refer his 


customer to the bank. 


BANK FINANCING is easy to sell because the bank does 





most of the promotion—all the contractor need do is refer the 
€) customer to his own bank, or a bank of the customer’s choos- 
ing. The bank handles all paper work—and the contractor 
gets his money when the job is completed. He can sell “up” 
IG SALES to include appliances which are not admissable under F. H. A. 
sees MAIL-ORDER FINANCING is a method of financing mod- 
ernization jobs by mail through the services of 34 field offices 
= of Allied Building Credits, Inc. (address on request). This 
big : sure adequate opportunity for nation-wide plan is tailored to fit the needs of busy contractors 
wien each substantial family and requires remodeling customers to fill out only three simple 
= at eis orms. Merchandising helps are also available under this plan. 
easy worker to obtain his share of the 
nod- products and services produced 
. ‘ MORTGAGE FINANCING: Many homeowners can refinance 
ating by our industry. ‘ e rs 
. their present mortgage or take advantage of the “open-end 
Financing arrangements usual- “9 clause to remodel their homes. The open-end feature permits 
Do- ly involve little or no red tape homeowners to borrow money without increasing their pres- 
ll in for the contractor. For example, ent payments . . . the time of the mortgage is extended. Or 
that under FHA Title I terms, there’s payments may be increased with time remaining the same. 
ome- little more to it than completing 
nize a working agreement with a DEALER FINANCING is a method whereby the contractor 
‘acil- bank or other lending institution. himself finances the remodeling job for a certain period— 
This Straight bank loans are fre- usually 60 to 90 days. Contractors frequently find this method 
5 la tar teniilied clanate ter ean advantageous when other financing is not available. Careful 
y a Ply ’Y credit investigation is necessary. A selling point for this plan 
bme- ing the prospect to the local is the “no interest, no carrying charge” which some offer. 
they bank, or driving him there, 
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JOHN SMITH .. . continued 





‘Sell the customer the way she wants to buy,”’ 


is the advice given to John Smith by these 


remodeling experts. 


In other words, John... 


CONTROL THE COMPLETE JOB! 


“Either contract the whole 
job, or lose the whole job,” are 
the blunt words used by Eliza- 
beth Gordon, editor of House 
Beautiful Magazine, at the Cen- 
tral Supply Assn.’s 59th annual 
meeting last month in Chicago. 

Miss Gordon, who said she was 
speaking for millions of Ameri- 
can housewives, urged plumbing 
and heating contractors to go all 
the way in modernization work, 
by contracting for not only the 
fixtures and installation, but for 
the tile, carpentry, electricity 
and plastering as well. She said: 

“The housewife who is faced 
with the prospect of interminable 
delays in the modernization of 
her kitchen or bath, and to a 
lesser degree her heating system, 
because of the inefficiency and 
confusion created by the neces- 
sity of dealing with a half dozen 
different crafts, will welcome 
with open arms the plumbing 
contractor who is set up to 
handle the complete job.” 


Some Are Doing It 

Some plumbing and heating 
contractors already have under- 
taken what Miss Gordon advises, 
and. they say that any other 
course seems as unnatural to 
them as an auto maker selling 
his car’s upholstery, wheels, mo- 


tor and head lights separately. 
“Controlling the complete job 
is a natural for both the customer 
and contractor,” says Arch De 
Lancey, Remodeling Division 
manager of T. D. Gustafson and 
Company, plumbing and heating 
contractors of Minneapolis. 


“Many housewives,” De Lan- 
cey says, “are scared away from 
remodeling because they have 
heard that a lot of different con- 
tractors on the job will have the 
bathroom or kitchen torn up for 
a month. 

“In our selling program we 


Why Handle the Complete Job? 





FEW HOMEOWNERS are willing to tackle the job of co- 
ordinating the work of several crafts. They will either defer 
remodeling in favor of something else—or seek out a com- 
petitor equipped to handle the whole job. 


NO OTHER contractor involved in remodeling has the selling 
points of a plumbing and heating contractor, whose products 
can be sold on the appeal of beauty, health and comfort. It is 
logical, therefore, that the plumbing and heating contractor 
should undertake the whole job. 


WHEN THE PLUMBING contractor handles the complete 
job, he becomes the prime contractor and can set his own 
fair price on the value of his services. He no longer sells a 
fixture or installation, but rather these two plus his ideas 
and ingenuity in planning the end result. 


THE HOMEOWNER who remodels by dealing with individual 
crafts will not tell her friends with pride—“The John Smith 
Plumbing Company did it for me.” And each of those friends 
is a remodeling prospect. 


IN SELLING, the complete job contractor has the advantage 
of being able to quote the “complete price.” The remodeling 
prospect isn’t discouraged by a steadily growing stream of 
estimates, but receives a single price for everything. 


(Checklist is continued in the article) 
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emphasize the advantages of con- 
trolling the entire job. We ex- 
plain how our crews can do the 
remodeling in one-third the time 
that several different contractors 
can. We demonstrate to the 
homeowner that one responsi- 
blity not only saves time, but 
money as well, through efficient 
team work which eliminates 


waste motion. 
The economic advantages, De 
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ELECTRICIAN 


Lancey points out, also benefit 
the contractor. There are overall 
economies in each job which 
bring to the contractor an even 
bigger saving than his fee for 
supervision. 

Proper supervision at T. D. 
Gustafson Co., involves direct- 
ing each craft to the right job at 
the right time with the right ma- 
terial. Therefore, one craft does 
not destroy the work already 
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completed by the other, as often 
happens in uncoordinated work. 

“But when it comes to selling 
the customer,” De Lancey says, 
“the biggest point a prime con- 
tractor has is the complete price 
quotation. 

“There’s a psychological ad- 
vantage in being able to quote 
the entire price rather than a 
long list of individual prices 
which discourage the customer 
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JOHN SMITH .. . continued 





from buying,” De Lancey says. 

In the same manner, De Lan- 
cey points out that financing also 
is simplified for the consumer 
under the packaged-price deal. 

“Most of our jobs are fi- 
nanced,” De Lancey says. “If a 
customer tries to deal with 
several independent firms, he 
ends up running from one to 
another for estimates and finds 
his financing problems multiply 
with each step. We sell on the 
basis of ‘one firm, one price and 
one finance plan covering the 
whole job’.” 


Why Some Avoid It 


Some contractors, apparently, 
avoid undertaking the whole job 
because they feel they are not 
properly set up to supervise and 
coordinate the various crafts. 
However, a successful Rockford, 
Ill., remodeler points out if this 
is true, then the homeowner is in 
an even worse position to assume 
the duties of the general contrac- 
tor, and will be lost to the re- 
modeling market unless someone 
comes to his aid. 

Gerard Cowan, of the Rock- 
ford Plumbing and Heating Co’s, 
Kitchen Division, says: ‘Most 
people realize they haven’t the 
experience to undertake a big 
remodeling job themselves. But 
they expect you, as an important 
contractor, to have that experi- 
ence. As in other lines, they 
want people with know-how and 
they'll give their business to 
those who can take over full re- 
sponsibility.” 


Sell the Advantages 

In selling the advantages of 
dealing with a complete job con- 
tractor, Cowan emphasizes the 
quality guarantee. “We explain 
to the customer that our knowl- 
edge and experience makes us 
better qualified to supervise the 
entire project. We point out that 
should some _ sub-contractor 


hired by a homeowner fail to do 
a satisfactory job, the home- 
owner might have difficulties get- 
ting the sub-contractor to im- 
prove his installation. 

“But sub-contractors under 
our direction will give prompt 
service because we’re not a ‘one 
shot’ customer like a home- 
owner, but a steadily growing 
business associate.” 


Become the Prime Mover 


Another advantage of contract- 
ing the whole job is shown by 
Cliff Carlson, manager of re- 
modeling for the C. J. Erickson 
Plumbing Co., of Chicago. 

Under the complete job set-up 
used by Erickson, the contractor 
becomes the prime mover of all 
material in the remodeling sale. 
The system is successful, Carl- 
son believes, because the plumb- 
ing contractor has the most to 
offer in the way of a sales story. 
His products have selling points 
none of the other sub-contractors 
can offer. Carlson can point to 
the beauty, comfort and health of 
his products and sell the com- 
plete room containing them far 
more convincingly than can the 
other trades. 

Both Cowan and Carlson 


readily admit that handling com- 
plete jobs has its headaches. But 
they feel it’s a necessary chore 
which must be done to achieve a 
full volume of modernization 
work. 


Contractors handling the com- 
plete job also point out that 
profit-wise their method has ad- 
vantages. They sell a creative 
job that includes, not just 
fixtures and _ installation, but 
imagination, design and manage- 
ment ideas. 

Their increased responsibility 
in handling the many trades also 
means increased profits for their 
coordination efforts. 

As Carlson puts it—“We saw 
all the wasted motion in unco- 
ordinated remodeling, with the 
homeowner paying several dif- 
ferent contractors, so we said: 
‘Why not take over the whole 
remodeling job, get profit from 
all directions and solve a lot of 
headaches for everybody?’ So 
we did.” 


How Jobs Are Handled 


In next month’s issue, John 
Smith will be taken step-by-step 
through every phase of a com- 
plete remodeling job. 


THE BEST IS YET 10 COME! 


KK KK KKK KKKKKKKKK KKK KKK Kk k 


The second installment of this sales manual of modernization op- 
portunities and methods for plumbing and heating contractors will 
cover, among other things, how to recognize remodeling opportu- 
nities in big buildings . . . who to contact for the job . . . how to tell 
a convincing story of the economic benefits of remodeling . . . 


evaluating and budgeting modernization advertising . . 


. how to 


handle the complete job, with your own crews or through subs... 
selecting, training, motivating and compensating salesmen . . . how 
to obtain, and use, the biggest and best collection of remodeling 
sales aids ever brought together in one piece . . . how to allocate 


management time for modernization . . 


. how to train journeymen 


to sell on the job .. . and many other important topics in the big 
December issue of Domestic ENGINEERING. . . 


Don't miss them in “THE SECONDARY EDUCATION 


OF JOHN SMITH IN REMODELING," Dec. D. E. 
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Convention Speakers: 











E. C. Garrity, Jr. 
Garrity Company, Chicago 
Retiring C.S.A. President 





Chas. G. Kretschmer 
Kretschmer-Tredway Co., 
Dubuque, Iowa 
Incoming C.S.A. President 


John W. Mock 
Management Consultant 
Evanston, Ill. 


CS.A. 


Annual Convention 


A piscussion of the proposed 
Trade Practice Rules for the 
wholesale plumbing and heating 
industry highlighted the fifty- 
ninth annual meeting of the Cen- 
tral Supply Assn. held Oct. 7-9 
in Chicago. 

Discussion centered around 
the preliminary draft of the rules 
developed by a special C.S.A. 
committee in cooperation with 
the industry consultant, Dr. The- 
odore Beckman of Ohio State 
University. 

Co-chairmen of the special 
committee, W. A. Reichle and 
R. J. Makarius, gave a complete 
review of the background of the 
program, while Dr. Beckman 
and Albert A. Carretta, Federal 
Trade Commissioner, outlined 
the aims and ultimate objectives 
of the Trade Practice Rules. 

Dr. Beckman stated that, in 
general, the rules are designed 
to maintain free and fair compe- 
tition in the industry; to elimin- 
ate and prevent unfair methods 
of competition, unfair or decep- 


tive acts or practices, and other 
trade abuses; and to promote fair 
competitive conditions and high- 
er standards of business conduct 
in harmony with public policy. 

A complete resume of the 
Trade Practice Rules program is 
given in the feature beginning on 
page 52 of this issue. 

Officers for the coming year 
were elected at the Oct. 8 ses- 









i 
ia 
R. J. Makarius 
Acme Plumbing Supply Co. 
Dayton, Ohio 
C.S.A. First Vice President 


sion, Charles G. Kretschmer, 
Kretschmer-Tredway Co., Du- 
buque, Ia., will serve as presi- 
dent; R. J. Makarius, Acme 
Plumbing Supply Co., Dayton, 
Ohio, was named first vice presi- 
dent, and Charles W. Thompson, 
Tallman Company, St. Louis, was 
named second vice president. 
Harry B. Holihan of the Missouri 
Water & Steam Supply Co., St. 
Joseph, Mo., continues as treas- 
urer of the association, and 
James H. Peery as secretary. 

Retiring president E. C. Gar- 
rity, Jr. of Chicago presided at 
the three-day session and intro- 
duced various speakers in the 
star-studded program. 

In a major address, John W. 

(Please turn to top of page 144) 


In Major Action, the Convention... 





@ ELECTED Chas. G. Kretschmer of Kretschmer-Tredway Co., 
Dubuque, Ia., as president; R. J. Makarius of Acme Plumbing 
Supply Co., Dayton, Ohio, as first vice president; Chas. W. 
Thompson of Tallman Co., St. Louis, as second vice president; 
re-elected Harry B. Holihan of Missouri Water & Steam Supply 
Co., St. Joseph, Mo., as treasurer and James H. Peery as sec- 


retary. 


@ APPLAUDED the C.S.A.’s development of Trade Practice Rules 
designed to foster and promote the maintenance of fair competi- 
tive conditions in the plumbing and heating industry. 


@ HEARD many outstanding speakers attack vigorously problems 
of business and international relations. See text for complete 


details. 
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A PROGRAM FOR TRAINING sales- 
men and other wholesaler em- 
ployees in the fine art of selling 
and customer relations was un- 
veiled last month in New York 
at the second annual meeting of 
the American Institute of Whole- 
sale Plumbing and Heating 
Supply Assns. 

The “guided salesmanship” 
plan consists of a series of eight 
sound slide films designed to 
illustrate the fundamentals of 
selling that salesmen use in 
everyday business. The films are 
backed up by guide books for 
sales managers which provide in- 
structions on holding sales meet- 
ings in connection with the film. 
Joe W. Pitts, chairman of the 
Institute’s Sales Training and 
Educational Committee, made 
the presentation. Mr. Pitts is as- 
sociated ' with Brown-Roberts 
Hardware and Supply Co., Alex- 
andria, La. 

A third aid for building a more 
effective sales force is provided 


as part of the program in a series 
of eight booklets which review 
the points of better salesmanship 
as pictured in the films. The 
booklets permit salesmen to 
study the practical suggestions 
they will see illustrated at sales 
meetings. 

The sales training program, 
Pitts announced, is designed to 


Guided 


Salesmanship 


Program for Jobbers Is 
Unveiled at A. |. Meeting 


Joe W. Pitts, chairman of the American Institutes 
Sales Training and Educational Committee. 


provide sales managers with a 
sound foundation on which to 
build meetings with new em- 
ployees and give refresher 
courses for veteran personnel. 
Highlighting the Institute’s 
program was a speech by R. W. 
Lawinger, president of the Heat- 
ing, Piping and Air Condition- 
(Please turn to top of page 241) 


What the Guided Salesmanship Plan Is: 





The Guided Salesmanship plan for wholesalers announced last month 
by the American Institute of Wholesale Plumbing and Heating Supply 
Assns. consists of the following sales meeting aids: 


@ Eight slide films and records— 


. Creating the Symbol of Progress 


. What Makes People Buy 

. Making the Most of Selling Time 

. Increasing Your Share of Business 
What Cut Prices Mean 

. What Beats Competition? 

. Breaking Down the Objection Wall 
. The Open Door to Closing Sales 


@ Eight guides with instruction on how to conduct a sales meeting 


@ Eight review booklets giving sales tips to salesmen. 
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Prominent Speakers at the American Institute's 2nd Annual Convention... 





R. W. LAWINGER STEPHEN E. KINDELAN JOSEPH PETTIGREW CLAUDE W. OWEN 


President, Heating, Piping President, Plumbing & President, National Assn. President, American 
& Air Conditioning Con- Heating Wholesalers of of Plumbing Contractors. Institute of Wholesale P. & 
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tractors National Assn. 


New England, Inc. 








H. Supply Assns. 


THE NEW ENGLAND plumbing and 
heating wholesalers’ meeting was 
presided over by President Stephen 
E. Kindelan, Jr., (third from left), 
president of the Providence Plumb- 
ing Supply Co., Providence, R. I. 
Other officers (l. to r.) are Morris 
Stein, treasurer; R. Louis Towne, 
secretary; Kindelan, and Timothy J. 
Collins, vice president. 


THE MIDDLE ATLANTIC whole- 
salers elected G. A. Barker (center) 
of Belfield Supply Co., Philadelphia, 
as president. H. Donald Richards 
(left), secretary, and former presi- 
dent C. C. Lowry flank Barker. Also 
elected (but not shown in the photo) 
were John McCann as Ist vice presi- 
dent, and John T. Roberts as 2nd 
vice president. 


THE SOUTHERN wholesalers heard 
their president, J. H. Martin (center) 
discuss shrinking profits despite a 
sales volume which remains at near 
record levels. Martin is shown here 
going over convention reports with 
O. H. May, 1st vice president (left) 
and E. L. Pugh, secretary. Not shown 
in the photo is E. Joe Pate, 2nd vice 
president of the association. Martin 
is associated with Horne-Wilson, 
Inc., Charlotte, N.C. 
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DIAGRAM 
shows the floor 
plan of a three- 
zone warm air 
perimeter heat- 
ing system in a 
Michigan com- 
munity building. 


APPARATUS ROOM 


One of the first 
community buildings 
to be heated by a 
warm air perimeter 
system gets underway 


in Michigan... 












TOILET TOILET 


THE APPLICATION OF warm air 
perimeter heating to a non- resi- 
dential structure with unusual 
heating requirements is shown 
by the installation just completed 
in the Superior Township com- 
munity building four miles north 
of Ypsilanti, Mich. 

The 6400 sq ft structure, which 
is used for such diversified pur- 
poses as civic and social func- 
tions, administrative work and 
housing the township’s firemen 
and fire fighting equipment, is 
heated by three separate sys- 
tems, each fired by a 145,000 Btu 
downflow furnace. 

As a first step in designing the 
installation, heating contractor J, 
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DORMITORY 
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AUDITORIUM 





OFFICE 







Perimeter Heating 


P. Montonye and architect Ward 
Swarts made a study of intended 
building use, which indicated the 
need for three heating zones: (a) 
the social hall-auditorium, which 
is used intermittently, but must 
be capably ventilated as well as 
heated when occupied, (b) the 
kitchen, restroom, dormitory, and 
office section, which has some 
degree of constant occupancy, 
and (c) the fire apparatus garage, 
which is in constant use and 
which must be held at constant 
temperature in order to keep 
equipment in ready-to-use condi- 
tion. 

Calculated heat loss for the 
building runs close to 300,000 
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Btu. 124,577 Btu of this is ac- 
counted for by the social hall- 
auditorium, which is 60 ft long, 
40 ft wide, with a 12 ft high ceil- 
ing. The fire apparatus room, 40 
ft by 32 ft with a 15 ft - 4 
in. ceiling, constitutes a separ- 
ate wing of the structure and ac- 
counts for an additional 135,000 
Btu of heat loss when the two, 
large ceiling-high overhead doors 
are closed. Naturally, when the 
doors are open (and the firemen 
aren’t expected to stop to close 
the doors when they are answer- 
ing an alarm) the inside tempera- 
ture soon drops to a point close 
to or equal with the outside tem- 
perature to which the room is 
then exposed. 

Three in-slab perimeter sys- 
tems of a trunk-and-branch type 
of design were applied to meet 
these zoning needs, each with its 
own furnace (see diagram on 
facing page). | 

The system serving the audi- 


for Non-Residential Structures... 


torium has a graduated, rec- 
tangular trunk line which is re- 
duced in stages from 32 by 14 
in. to 20 by 10 in. It delivers heat 
to eight 8-in. and one 10-in. 
round branch ducts used to feed 
the 8-in. perimeter duct along 
the two exposed edges of the 
auditorium slab. 


The trunk ends in a multiple 
“Y” type fitting from which four 
of the 8-in. feeders and the 10- 
in. feeder branch off the 10-in. 
duct and finally “splits” into two 
8-in. lines. Seventeen 4 by 14 in. 
perimeter floor diffusers have 
been used to blanket the two 
exposed walls of the auditorium 
and the windows. A single 30 by 

















































THE SUPERIOR Township Hall in Ypsilanti, Mich., where one of the 
first non-residential perimeter heating systems has been installed. Its 6400 
sq ft area houses an auditorium, office, kitchen, dormitory and fire house. 





THIS SECTION of the system serves the rear of the building. The trunk 
duct (right) is located under the corridor. Loop and feeder ducts (fore- 
ground) are installed under the kitchen, to serve that section’s needs. 


A GRADUATED trunk and “Y” feeder assembly was used in the 
auditorium system. The trunks are insulated to eliminate hot spots in 
the floor, and the feeder ducts are sealed with vapor barrier sleeves. 


135 . . « continued 








PERIMETER HEATING. ..continued 





ABOVE: A 30 by 18 in. return air 
duct high on the auditorium wall 
returns air directly to the furnace 
serving this circuit. The furnace 
blower ventilates in the summer. 





KITCH T 








oS 








CORRIDOR 








BELOW: Perimeter 
legs in the fire appara- 
tus garage terminate 
in 6 by 24 in. low wall 
registers to supply a 
screen of warm air 
across the overhead 
garage door openings. 








(Continued from page 135) 

18 in. return air grille located 
high on the side wall returns the 
auditorium air directly to the 
jownflow furnace serving the cir- 
cuit. 

The system which handles the 
kitchen, rest rooms, dormitory, 
and office section of the building 


APPARATUS ROOM 


AUDITORIUM 





ABOVE: The office- 
meeting room has 4 by 
14 in. floor registers, 
like those throughout 
most of the building. 


BELOW: Floor regis- 
ters are used to heat 
the air-lock at the 
new community build- 
ing entrance. Each of 





uses an extended plenum to bring 
the warm air from the furnace 
through a 90 degree turn to a 
junction point just under the 
wall that separates the corridor 
from the social hall. At this junc- 
tion an 8 in. loop takes off to fol- 
low the exposed perimeter wall 
of this entire section. This loop is 
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fed with six 8-in. feeder pipes, 
supplied by a graduated trunk 
line under the corridor floor 
which constitutes the continu- 
ation of the extended plenum be- 
yond the original junction. 
Fifteen perimeter diffusers are 
used in this circuit. Five of them 
(Please turn to top of page 251) 
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PRODUCTS IN OUR 
INDUSTRY AFFECTED 
BY EXCISE TAXES: 


Water Heaters 
Food Waste Disposers 
Dishwashers 


Clothes Dryers 


10 





a Reasons Why the Excise 


Refrigerators 


eta Taxes on Appliances 


Dehumidifiers 
Exhaust Blowers 
Small Appliances 


Belt Driven Fans 


Should Be Repealed! 


The OHI, GAMA and NEMA say repeal is needed 


to halt slipping appliance and water heater sales 


Here’s how contractors and wholesalers can help 


A CAMPAIGN TO END the “unfair and discrimina- 
tory” federal excise taxes on electric, gas and oil 
appliances was announced at a press conference 
last month in New York by representatives of 
three national trade associations—the Oil-Heat 
Institute, the Gas Appliance Manufacturers Assn. 
and the National Electrical Manufacturers Assn. 

“A decline in appliance sales has shown that 
excise taxes are having a serious effect upon the 
sale of these products,” said Reese Mills, chair- 
man of the Excise Tax Advisory Committee of 
NEMA and chairman of the press conference. 
“The tax repeal program also stems from the fact 
that this coming year the Congress undoubtedly 
will consider a number of proposals for revising 
the Federal tax structure, and the industry is 
anxious that congressmen be informed as to the 
necessity for repealing the tax on appliances.” 

The three manufacturing groups will enlist the 
support of their members, Mills said, and the sup- 
port of retailers and distributors in a substantial 
effort to inform senators and congressmen why 
the excise taxes should be repealed. The following 
reasons, which are contained in a fact sheet to be 
sent to manufacturers, were given: 

(1) The taxes, originally imposed during World 


War II, were levied to discourage consumer buy- 
ing of appliances and thus to conserve scarce 
metals. 

(2) These taxes are discriminatory in that they 
are extra taxes to which many other durable and 
non-durable goods are not subject. 

(3) The appliances on which the taxes are lev- 
ied are essentials to modern living and are no 
longer luxuries. . 

(4) The income from these taxes represents 
only one-fourth of one percent of the government’s 
tax revenue, which, if removed, might well be 
offset by increased revenues resulting from bet- 
ter business. 

(5) Excise taxes on appliances work a direct 
hardship on five major groups: manufacturers, 
wholesalers, dealers and employees of all firms in 
the electric, gas or oil appliance business, as well 
as consumers of these products. 

(6) The ratio of the production of appliances to 
overall national production has shown a substan- 
tial loss over the past three years, a fact which 
indicates that the tax is having a serious impact 
on sales. 

In a statement given to Domestic ENGINEERING’S 


(Please turn to top of page 259) 
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Big 


Bay City, 1953, is pretty much 
the same as Bay City, 1952, ex- 
cept that something new has been 
added .. . new bathrooms, new 
kitchens, new heating, new laun- 
dries—new piping, valves and 
fittings. 

Walk down any street in Typ- 
ical Town, U. S. A. today, and 
you'll come away with a better 
insight of your future in remod- 
eling. Your editors did, and 
what they discovered may amaze 
you. But first, the background. 

Readers of this publication will 
recall that Domestic ENGINEER- 
ING a year ago sent a research 





Return with us to the homes and other buildings of Bay 


team of 40 people to Bay City, 
Michigan for the first house-by- 
house, building-by-building and 
farm-by-farm study of plumbing 
and heating remodeling needs 
ever made in a representative 
American community. 

What the researchers found 
out in their original study is now 
history . . . recorded over the 
past year in Domestic ENGINEER- 
ING as chapter one of the Bay 
City Story, and recorded, too, as 
increased business in the sales 
records of plumbing and heating 
contractors who were inspired to 
intensive merchandising effort by 


138 





City, Mich. and see what has happened in the 12 months 
Domestic Engineering made its study of remodeling 


nities in this Typical Town, U.S.A... 


revelations of the survey . .. rev- 
elations which proved conclu- 
sively that remodeling oppor- 
tunities are far bigger than ever 
before realized. (See page 112). 

But Bay City, 1952, was only 
the beginning. Last month, ex- 
actly one year and one month to 
the day after the 1952 survey, 
your editors returned to Bay 
City for a first hand look at the 
results and other ramifications 
of the original survey. 

What they found may change 
the course of business for nearly 
every contractor, wholesaler and 
manufacturer who sells products 
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for plumbing and heating remod- 
eling. 

They found, for example, that 
most people who expressed an in- 
tention to modernize some major 
portion of their heating, kitchens, 
baths and laundries actually did. 


It Moved Them to Action 


They found that “Bay City Re- 
modeling Week,” proclaimed by 
the Mayor a year ago to coincide 
with the Domestic ENGINEERING 
survey, stimulated the interest of 
Bay Cityans in their homes, 


farms and business properties to 
the degree that many of those 
who had not planned to remodel 
a year ago did so anyway. 

They found that plumbing and 
heating contractors who pushed 
remodeling during the year just 
past, without exception increased 
their dollar volume and profits 
an average of 25 percent over the 
previous 12 month period—while 
most of the contractors who did 
not push remodeling suffered a 
decline, or reported no gain, in 
both revenue and profits: 

They found that city officials 
were enthusiastic about the re- 
sults of remodeling week, which 
include higher property values, 
a halt to the spread of blight and 
increased tax revenues, thanks 
to renovated homes and other 


properties. 
An Experiment in Psychology 


These are but a few of the re- 
sults of Domestic ENGINEERING’S 
experiment in mass merchandis- 
ing psychology. We call it an ex- 
periment because when this pub- 
lication set out a year ago to es- 
tablish the scope and overall 
size of the remodeling opportu- 
nity, with its original Bay City 
survey, it also wanted to find 
out if a community-wide effort 
to focus attention on the benefits 
of remodeling—through the sup- 
port of city officials, business 
leaders, newspapers, radio and 
others—would act as a trigger to 
set off a mass movement in 
plumbing and heating modern- 
ization. 

Apparently it has. 


Contractor after contractor, in- 
cluding Noel Goddeyne, Carl 
Krager, George LaRoche and 
others report that customers they 
had never seen before come into 
their stores or call on the tele- 
phone to say: ‘“We’ve been think- 
ing about a new heating system 
(or bath, or kitchen) for several 
years but never quite got 
around to it. But we guess now is 
a good time to begin, as long as 
the whole town is doing it.” 

This experiment in mass mer- 
chandising psychology has paid 





off in Bay City, and it can pay off 
in your town too, Next month, 
DomEsTIC ENGINEERING will pro- 
vide the entire industry with the 
blueprint needed for transferring 
the Bay City results—increased 
business—into every city and 
town in the nation. This program 
will start a ground-swell of re- 
modeling activity in the homes, 
on the farms and in the institu- 
tional, industrial and commercial 
buildings all over America. We 
sincerely hope you'll participate 
... for the good of your business. 


What You'll See in Bay City, Revisited .. . 


YOU'LL SEE . .. how Bay City 
contractors who geared up to 
sell remodeling following the 
D.E. survey, increased their 
business 25 percent (on the 
average), while most of those 
who did not suffered a decrease 
in revenue and profits. Shown 
here, putting up a poster from 
the D.E. Remodeling Sales Kit, 
is contractor Carl Krager. 


YOU'LL SEE .. . how city of- 
ficials were delighted with the 
results of the special remodel- 
ing week as they cited in- 
creased property values, in- 
creased tax revenues, a halt to 
the spread of blight and a 
sounder, healthier and happier 
community. Shown here, being 
interviewed by a D.E. reporter, 
is Mayor Paul Harvey. 


YOU'LL SEE .. . how the peo- 
ple of Bay City responded to 
this experiment in mass mer- 
chandising psychology with in- 
dividual programs of home im- 
provement which benefited the 
entire community. You'll learn 
how you can get people in your 
town to start a mass movement 
in plumbing and heating mod- 
ernization, in next month’s D.E. 
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How TO INSTALL a quality 
heating system in a six-room 
home at a cost $400 less than av- 
erage is a problem a great num- 
ber of heating contractors would 
like to solve. 

And the solution to it will be 
found among numerous other 
problems which are to be unrav- 
eled by heating contractors at- 
tending an expanded 1954 ver- 
sion of the three year-old School 
of Modern Heating sponsored by 
The Institute of Boiler and Radi- 
ator Manufacturers. 


What the School Teaches 


The 1954 school will be ex- 
panded in both area and subject 
matter. The I-B-R has announced 
plans to hold school sessions in 
virtually every region of the na- 
tion as well as in Canada. Sub- 
ject matter will be enlarged to 
include advanced courses in hot 
water and steam heating of 
motels, garages and small apart- 
ments. 

Institute officials say that such 
commercial heating courses will 
counteract an invasion of the 
heating engineering field by 
groups largely unqualified in in- 
stallation techniques. Former 


ew Heating Ideas 


subjects have been updated to 
provide the latest information re- 
sulting from research sponsored 
by the IBR and other interested 
groups. 

Subject matter in the three- 
day session will also include step- 
by-step instructions on calculat- 
ing and designing various types 
of hot water and steam heating 
systems covered in the I-B-R in- 
stallation guides. The I-B-R says 
the specific problems presented 
to students will stress the im- 





portance of substituting scientific 
procedures for haphazard, rule- 
of-thumb methods in figuring hot 
water heating installations. 

The students will receive in- 
struction on design and calcula- 
tion of a one-pipe forced circula- 
tion hot water and steam heating 
system. A major portion of the 
curriculum deals with proce- 
dures used in figuring domestic 
hot water requirements, laying 
out and sizing floor and ceiling 
panel systems and designing a 


Where the 1954 Schools Will Be Held (Ist 6 months): 


JANUARY 


Memphis (Tenn.) ...Jan. 19-21 
Kansas City (Mo.)..Jan. 26-28 


FEBRUARY 
Lincoln (Neb.) ....... Feb. 2-4 
Des Moines (Ia.)....Feb. 9-11 
Columbus (0O.) ....Feb. 16-18 


MARCH 
Waterbury (Conn.)...Mar. 2-4 
Albany (N. Y.)...... Mar. 9-11 
Philadelphia ....... Mar. 16-18 


Richmond (Va.)....Mar. 23-25 
Norfolk (Va.) ..Mar. 30-Apr. 1 
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APRIL 
Newark (N. J.)....... Apr. 6-8 
ON ees ee Apr. 20-22 


Fort Wayne (Ind.)..Apr. 27-29 
MAY 

SID sk wviueaeun awd May 4-6 

Springfield (Ill.) ....May 11-13 

Rockford (Ill.)...... May 18-20 

Grand Rpds. (Mich.) May 25-27 
JUNE 

Hartford (Conn.)....June 8-10 

Rochester (N. Y.) ..June 15-17 

Pittsfield (Mass.)...June 22-24 

Boston ........ June 29-July 1 
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@ The Institute of Boiler and Radiator Manufacturers announces 
the 1954 series of Modern. Heating Schools . . . 


@ Objectives .. . increased efficiency of hot water and steam heating 
systems at lower cost . . . better sales methods. . . 


@ Open to... contractors, wholesalers, manufacturers, and their 
agents, representatives and employees... 


Are Coming Your Way... 


conventional baseboard system. 

The I-B-R points out that in 
modern competition exact instal- 
lation must be accompanied by 
wise merchandising. Students 
will learn the facts behind the 
I-B-R statement, “Value, not 
cost, is the real consideration in 
the purchase of heating equip- 
ment.” Contractors at the session 
will be given pointers on how to 
impress prospects with the valu- 
able comfort and economy in 
modern hot water or steam heat- 
ing systems. 

Arthur L. Wales, veteran 
training director for the school, 
will give members a step-by-step 
sales program, including prepa- 
ration of a proposal, use of man- 
ufacturers’ literature, and selling 
points of industry products. 


What Contractors Say 


Wales believes the past success 
of the school] will be topped in 
1954 with the expanded and 
modernized curriculum. Since 
the school’s opening, 7,676 heat- 
ing men in 81 cities have at- 
tended school sessions. Typical is 
Edward M. Berube of the Be- 
rube Plumbing and Heating Co., 

(Please turn to center of page 238) 





That’s what they call heating 


contractor George LaRoche in 
his home town of Sebewaing, 
Mich. ... and with good reason! 
xkkkkkrx 
Don’t miss this provocative 
and highly interesting article 
in the exciting January issue 


of Domestic Engineering! 




























RIGHT: Heart of the year- 
around air conditioning 
system in the 40-year-old 
home is this gas-fired 
forced warm air furnace. A 
mixture of inside and out- 
side air is drawn through 
the furnace (at right), fil- 
tered of dirt and dust, then 
cooled and dehumidified in 
the three - horsepower air 
conditioner at left of fur- 
nace. The air is circulated 
to four second-floor bed- 
rooms, living room, dining 
room, kitchen and basement. 


LEFT: This spacious, 40-year-old Nutley 
(N. J.) residence has added new zest to 
comfortable year-around living with the 
installation of year-around air condition- 
ing. An entirely new system of warm air 
ducts, registers, gas-fired furnace and air 
conditioner was installed at a total cost 
of only $1,980. This residence is typical 
of recent advances in residential air condi- 
tioning, showing how cooling can be eco- 
nomically installed. (Photos by Airtemp). 






LIFE BEGINS AT. 40... 


How older homes can be given new life is shown by this install- 
ation of year ‘round air conditioning in a 40 year old home... 


A 1910 home was given 1953 
comfort last month at a cost of 
only $1980 by Richardson and 
Richardson, Nutley (N.J.) heat- 
ing and air conditioning contrac- 
tors. It’s a good example of the 
benefits of modernization. 

Eight spacious rooms — four 
upstairs bedrooms, living room, 
dining room, kitchen and base- 
ment recreation area—are air- 
conditioned the year around by a 
three-horsepower residential air 


conditioner. Added comfort and 
a healthier atmosphere, accord- 
ing to the owner, makes every 
day living “second only to Para- 
dise” in the comfortable spacious 
home. 

The thorough modernization 
program included “furred-in” air 
supply ducts to each room. They 
were built in corners of first floor 
rooms to second floor outlets, 
then covered with plaster and 
decorated to harmonize with the 
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remainder of the room. 

Return air to the gas-fired fur- 
nace is brought through a large 
duct in the living room floor. A 
secondary supply of outside air 
is drawn through a duct located 
in the foundation wall under the 
deep front porch. 

The fully automatic system in- 
cludes a gas-fired warm air fur- 
nace and a_three-horsepower 
water-cooled residential air con- 
ditioner. END 
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Now 
ready 






for 






you... 


Advance personal edition 
KEWANEE 
eneral Catalog 80 






There's a new copy of the advance Personal Edition 
Kewanee General Catalog 80 waiting for you. 






for heating 


2nd proces, ao | Here is the latest most authentic and complete data and 
am ; 






dimensions on the entire Kewanee line. 
You most likely need the material in this 32-page fully 







illustrated technical catalog now to help you select the proper 







boilers and accessories for jobs that are coming up. 





The catalog is written especially for you and can be used as an 






authentic technical reference source. Ii is your own personal edition 





available in advance of Sweets and Domestic Engineering catalogs 
for 1954. 
The catalog will contain full description of such products as... 













1. High and low pressure commercial and industrial boilers 
2. Residential Boilers 
3. Water Heating Equipment 
(a) Direct fired types 
(b) Storage types 
(c) Indirect water heating coils for Kewanee Boilers 
4. Boiler support brackets and structural stee/ suspension for Kewanee Boilers. 
5. Induced draft fans for Kewanee Boilers 











Kewanee Catalog 80 will be sent only on request or distributed by 
Kewanee sales offices. So use the handy coupon to order your 
personal advance edition today. 







KEWANEE-ROSS CORPORATION = Kewanee, Illinois 
Division of American Radiator & Standard Sanitary Corporation 






Serving home and industry 


AMERICAN-STANDARD * AMERICAN BLOWER + CHURCH SEATS * DETROIT LUBRICATOR + KEWANEE BOILERS 
Se . ROSS HEATER * TONAWANDA IRON 


ae ee ee ee ee a ee ee er nrer nt 


KEWANEE-ROSS CORPORATION + KEWANEE, ILLINOIS 
Please send me my free copy of the Advance Personal Edition Kewanee General Catalog 80 
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Walter A. Reichle 
Reichle Sup. Co., Saginaw, 
Mich., Co-chairman, Trade 
Practice Rules Committee 


(Continued from page 131) 
Mock, management consultant 
from Evanston, IIl., told mem- 
bers and guests that they must 
steer clear of price cutting tac- 
tics if they want to sell for profit. 

“In a buyers’ market, we fre- 
quently find businessmen worry- 
ing so much about what competi- 
tion is doing that their own busi- 
ness suffers,” Mock stated. He 
advised wholesalers to set up a 
sound selling program desisned 
to get a fair price for their prod- 
ucts and services and then let the 
competition do the worrying. 

Competitive conditions, Mock 
indicated, are getting tough, par- 
ticularly in the field of new con- 
struction. He felt that the mod- 
ernization market represented 


C.$.A. ANNUAL CONVENTION .: . continued 


Elizabeth Gordon 
Editor, House Beautiful 
New York City 


(Bette coscneen s 


the best opportunity for whole- 
salers and contractors to get a 
fair price for their products. 

Elizabeth Gordon, editor of 
House Beautiful magazine, called 
the attention of members to the 
vast remodeling market, made up 
largely of “uninformed pros- 
pects.” 

“Few people today, even in up- 
per income brackets, realize that 
they can achieve a better way of 
life at nominal expense by re- 
modeling their present kitchen 
and bathroom facilities,’ Miss 
Gordon declared. 

Your customer—the plumbing 
and heating contractor—is in an 
ideal position to reach this mar- 
ket. His job is largely one of 
communicatign—to tell prospects 





NEW OFFICERS OF THE C.S.A. are (left to right) Charles W. Thompson, 
Tallman Company, St. Louis, second vice president; R. J. Makarius, The 
Acme Sunnly Co., Dayton, Ohio, first vice president; Harry B. Holihan, 
Missouri Water & Steam Supply Co., St. Joseph, Mo., re-elected treasurer; 
Charles G. Kretschmer, Kretschmer-Tredway Co., Dubuque, Ia., president; 
E. C. Garrity, Jr., Garrity Company, Chicago, retiring president and James H 
Peery, re-elected secretary. 
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Albert A. Carretta 
Federal Trade Commissioner 
Washington, D.C. 





sg ee 


Alexander P. Wiley 
Wisconsin, Senate Foreign 
Relations Committee 


how his products and services 
mean better living for them.” 

Byron C. Gould, president of 
The Murray Corporation and EI- 
jer Co., also emphasized the at- 
tractiveness of the modernization 
market from the standpoint of 
adequate profits. 

“While we expect new con- 
struction to maintain a high level 
of activity for many years to 
come, it is also true that this 
market has become competitive 
to the point where adequate 
profit margins have become a 
major problem, at least in some 
areas,” Gould stated. He noted 
an “increasing awareness of the 
modernization market on the 
part of the plumbing and heating 
industry.” 


Workshop Sessions 

The “Workshop Sessions” 
again proved a popular part of 
the program. The sessions were 
divided into four categories: 
Merchandising, with W. A. Fitz- 
patrick of M. J. Gibbons Supply 
Co., Dayton, acting as moder- 
ator; warehouse and materials 
handling, with the newly elected 
president, Chas. G. Kretschmer 
acting as moderator; office effi- 
ciency, conducted by L. D. War- 
ner of The Warner Co., Denver 
and conducting sales meetings, 
with John Harkness of A. T. 
Kearney Co., Chicago, acting as 
(Please turn to center of page 238) 
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BRADFORD VENEER & 
PANEL CO., INC. 
Bradford, Vermont 


Architects—E. H.and M.K. Hunter, 
in Hanover, N. H. 























WHY REVERE COPPER WATER TUBE 
IS PREFERRED BY — 


Architects, Builders, Plumbing & Heating Contractors 
” EASY TO BEND 


Saves Time 
Revere Copper Water Tube 
is easy to bend. Soft temper 
can be bent by hand to meet 
installation conditions. 






COPPER 


Winters get mighty cold in Bradford, Vermont. So if you | 
want to keep “comfy” you've got to have an adequate and 
reliable heating system. That’s why, when the Bradford 
Veneer & Panel Co., Inc., built their plywood mill office 
they used radiant panel heating. And reliability was also 
the reason they chose Revere Copper Water Tube for their 
radiant heating system. 

The radiant floor panel system is a one-zone affair with 
a converter, so that steam from the main factory can be used. 
There were 1,120 feet of Revere Copper Water Tube used 
in sizes of 1”—14%4”—114” and 2”. 

Keep out of trouble with copper. Use Revere Copper 
Water Tube for radiant panel heating, hot and cold water 
lines, underground service lines, air conditioning and 
processing lines, waste stack and vent lines. See the Revere 
Distributor nearest you today. And, if you have technical 
problems, he will put you in touch with Revere’s Technical 
Advisory Service. 


















HANDY LENGTHS 
Save Fittings... Labor 
Revere Copper Water Tube ¢ 
comes in straight lengths of © 
20’ in hard and soft tempers. 
60’ coils of soft temper re- 
duce the number of fittings 
needed. 




























COMPRESSION FITTINGS 
Need Less Work Room 
... Save Metal 
No worry about wrench room 
when you use Revere Copper 
Water Tube with solder fit- 
tings. Compression fittings can 
also be used. No threading 
is necessary with either type 
fitting. Wall thickness of tube 
used can thus be less than for 

threaded pipe. 








NON-RUSTING 


Rustable pipe eventually clogs 


as shown in drawing at top 
right. Non-rustable Revere 















er Water Tube suffers 
COPPER AND BRASS INCORPORATED ag liao ea 
Founded by Paul Revere in 1801 as shown at bottom right. 
230 Park Avenue, New York 17, N.Y. No allowance in pipe size 
Be. ere need be made for rust ac- 
Mills: Baltimore, Md.; Chicago and Clinton, I1l.; Detroit, Mich.; cumuletion with Revere Cop- 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y.— per Water Tube. 
Sales Offices in Principal Cities, Distributors Everywhere. 


SEE “MEET THE PRESS” ON NBC TELEVISION, SUNDAYS 














FACT FINDER HOUSE: This private home in Fort Worth, Texas, is equipped with spe- 


cial recording devices to measure cost of operating central year-round air conditioning 
equipment under day-to-day living conditions. The house, a de luxe version of the Trend 
Home, was visited by 10,000 persons during a week-long open house in September. 


Air Conditioning Study to Be Made 


Fort Worth, Texas home will be guinea pig for cost analysis 


For THE NEXT 12 MONTHS, a 
private home in Fort Worth, 
Texas, will serve as a unique 
laboratory for scientifically meas- 
uring the cost of operating air 
conditioning equipment under 
actual day-to-day living condi- 
tions. 

The house and its electronic 
recording devices, sponsored by 
The Coleman Company, Wichita, 
Kan., were viewed by more than 
10,000 persons during a public 
showing held in connection with 
National Home Week. 

The house is equipped with a 
combination heating and cooling 
system which operates with a 
new type water-saving evapora- 
tive condenser. Special instru- 
ments automatically record tem- 
perature and humidity conditions 


both inside and outside of the 
house. Gas, water and electri- 
city for year-round air condition- 
ing will be recorded on separate 
meters. 

Tests being conducted in the 
Fort Worth house are part of 
a major campaign to replace 
“suesstimates” with facts about 
operating costs, Sheldon Cole- 
man, president and general man- 
ager of The Coleman Company, 
said. 

“In the final analysis, the air 
conditioning industry will stand 
or fall on its ability to prove that 
operating costs are low enough 
to justify year-round central air 
conditioning in houses costing 
less than $15,000,” he added. 

The Fort Worth fact-finder 
house is a deluxe version of the 
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Trend Home designed last year 
by Ned A. Cole, Austin, Texas 
architect and chairman of the air 
conditioning committee of the 
National Assn. of Home Builders. 

Like the prototype and more 
than 50 regional variations of the 
Trend Home built this year, the 
Fort Worth house is a one-story, 
ranch style house with a high de- 
gree of open planning and maxi- 
mum utilization of space for fam- 
ily living. The design of the 
house satisfies the demand for 
both year-round air conditioning 
and large window area combin- 
ing maximum indoor comfort 
and outdoor outlook. 

To reduce the cooling load and 
still retain living features desired 
by the home buying public, the 

(Please turn to center of page 238) 
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N the job or in the shop, you like to 
O work with Youngstown pipe. Cut- 

ting is clean, fast and easy because 
Youngstown pipe is uniformly round and 
soft—true to size, even in grain structure, 
free of inclusions and hard spots. The name 
“Youngstown”, rolled into every length, 


i ae —m means GOOD PIPE. 
s pea var — 


7 POINTS OF UNIFORM GOODNESS IN 
YOUNGSTOWN STEEL PIPE 


uniform ductility - - uniform lengths - - uni- 
form threading - - uniform weldability - - 
uniform wall thickness and size - - uniform 
strength and toughness - - uniform roundness 
and straightness 


oungat 


STEEL PIPE 
THE YOUNGSTOWN SHEET AND TUBE COMPANY 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS - 
SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RAILROAD TRBACK SPIKES 
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WHEEL No. 1 


° a 
Pipegutters 
CUT STEPL-WROUGHT 
& CAST IRON PIPE 


WHEEL No. 2 CUTS 14” to 2” PIPE 


WHEEL No. 3 CUTS 114” to 3” PIPE 


You will find with the purchase of every GENUINE BARNES 
Pipe Cutting Tool a red guarantee tag attached. This assures you 
that the cutter you’re about to use has been shop tested and proved 


dependable in every respect. 
Also note as this is important too .. . that regular GENUINE BARNES Cutter Wheels WHEEL No. 4 CUTS 2/2” to 4” PIPE 


are also for heavy duty and will cut Steel, Wrought or Cast Iron Pipe without changing 
wheels. 
ORDER CENUINE BARNES TODAY! 





WHEEL No. 5 CUTS 5” to 12” PIPE 











UAL 
OF 
-ELS 





PIPE 





PIPE 


| PIPE 


’ PIPE 





November, 1953 





















—_—_—_—_—_—!_ 
' Trrer jl ® 
rerorefe 











— 


As the population increases, as towns and 
cities grow larger, more codes are passed 
to control the discharging of waste mate- 
rials into public sewers and water courses. 


Every new building that will be built — 
schools, hospitals, stores, factories or office 
buildings—will have to dispose of one or 
more waste materials in a manner that 
will comply with regulations. 


Providing for this problem will be a quick, 
easy job—only if you are acquainted with 
the fact that Josam has devoted years of 
study to the proper handling of waste ma- 
terials... has developed interceptors for 
practically every purpose — interceptors 
that meet code requirements. 


Now is the time to be prepared for this 
growing problem of waste controi—get 
the complete information by sending for 
Josam Catalog ''K"’ today! 


how will you handle 


ask o> . 


mood. go 
GY 

SERIES JH 
GREASE INTERCEPTOR 













SERIES GA 
OlL-GASOLINE INTERCEPTOR 




























JOSAM MANUFACTURING COMPANY 


MICHIGAN CITY, INDIANA 








West Coast Distributor 


¢c di. hh Sact 





GENERAL OFFICES AND MANUFACTURING DIVISION 


Representatives In All Principal Cities 
JOSAM PACIFIC CO., San Francisco, Calif. 


JOSAM CANADA LIMITED, Toronto, Conade 











SERIES H-40 
PLASTER INTERCEPTOR 








SERIES H-70 
LINT INTERCEPTOR 


In addition to the above, many other types of Josam Interceptors are available 





JOSAM MANUFACTURING COMPANY 


DEPT. D.E. * 


MICHIGAN CITY, INDIANA 


Please send free copy of CATALOG “K" 


NAME . 
FIRM 
ADDRESS .. 


We aikeitipsecnctencnskasabacs tsi iesancnracebsevens ‘ 
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NEW 


Appliance Products 





(For plumbing and heating products, turn to page 78) 


Corner Base Cabinet 
A new corner base cabinet with 


revolving shelves has been intro- 
duced by Harrison. The unit is de- 





signed to utilize corner kitchen 
space, and features three enameled 
shelves mounted on a central shaft. 
Access to the shelves is through a 
diagonal door. The unit is 31 in. on 
each rear side. 

Manufacturer: Harrison Steel 
Cabinet Co., 4718 W. Fifth Ave., 
Chicago 44. 


Window-Type Conditioner 

The new 1954 window-type room 
air conditioner by Frigidaire will 
feature optional heating for the two 
larger models. The conditioner is 
offered in 14 and %-hp units with 
single compressors and in % and 





l-hp models with two “Meter- 
Miser” refrigeration systems and 
the optional heating equipment. All 
models have optional thermostatic 
control. Fresh air may be added 
by means of a damper. The condi- 
tioner also has a centrifugal blow- 
er, a filter and adjustable louvers 
on the front grille. 





Manufacturer: Frigidaire Div., 
General Motors Corp., 300 Taylor 
St., Dayton 1, Ohio. 


Gas Space Heater 

A new gas space heater intro- 
duced by Magic Chef is designed 
for compactness and maximum 
heating capacity. The unit is 2334 
in. high, 24% in. wide and 18 in. 
deep and weighs 58 lbs when 
crated. The heater has a 35,000 


Btu input and vented circulation. 





Manufacturer: Magic Chef, Inc., 
1641 S. Kingshighway Blvd., St. 
Louis 10. 


Electric Range 
A new electric range with an 
island separating the surface units 





and a 40-in. light for cooking il- 
lumination has been announced by 
Perfection. Three cooking elements 
with capacities of 1,250 to 2,100 
watts are supplemented by a deep- 
well cooker. The deep-well unit 
can be used as a fourth burner. 





Manufacturer: Perfection Stove 
Co., 7609 Platt Ave., Cleveland 4. 


Food Waste Disposer 
A new food waste disposer for 
sinks with 3% to 4 in. openings has 





been introduced by Kelvinator. The 
unit is mounted in place of the sink 
drain and provides an outlet where 
the trap can be secured. Food waste 
fed into the unit is ground up by 
three double-edged shredders. 

Manufacturer: Kelvinator Div., 
Nash-Kelvinator Corp., 14250 Ply- 
mouth Rd., Detroit 32. 





30-Inch Range Has Large Cooking Capacity 


A new 30-in. electric range that 
features large cooking and storage 
capacities has been introduced by 
Westinghouse. The range has a 
24-in. oven and three 6-in. and one 
8-in. surface cooking units. Each 
surface unit has five temperature 
settings that are color-keyed to 
the controls. The oven has Fiber- 
glas insulation and provides in- 
tense infra-red heat. 

Manufacturer: Westinghouse 
Electric Corp., Electric Appliance 
Div., Mansfield, Ohio. 
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NEW-DESIGN PLUMBING FIXTURES. Styled to match the trim, hori- 
zontal lines of American-Standard cast iron bathtubs, new-design 
vitreous china lavatories and toilets are more beautiful and more 
convenient than ever. All embody the same top quality that makes 
American-Standard products easy to sell. 


.. lisposer 
tage 


AMERICAN-STANDARD DISPOSER. A work-saving partner for famous 
American-Standard sinks, this quiet-operating disposer is also 
ideal for modernization as it can be easily fitted in any sink with 
standard drain opening. Has reversible, double-edged shredders of 
rustproof chrome steel, and unique safety top control. 





American - Standard 








AMERICAN-STANDARD © AMERICAN BLOWER © CHURCH SEATS & WALL TILE » 
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PRODUCT NEWS from AMERICAN-Standard 


A review of products in the news and important sales points worth remembering 








American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 


DETROIT CONTROLS ° 
















CONVERTIBLE KITCHEN CABINETS. American-Standard all-steel cabi- 
nets are the only kitchen cabinets with interchangeable drawers 
and shelves. Your customers will want the kitchen which can be 
converted easily—at any time—by anyone, to suit individual work 
habits and changing storage needs. 








RESTAL RECEPTOR BATH. Here is complete bathing convenience in 
shower stall space. The 12” high Restal, with integral corner seat, 
fits a finished compartment approximately 36” x 38”. In moderni- 
zation, a closet or similar space often can be turned into an extra 
bathroom with the Restal. It’s made of rigid cast iron with a thick 
enamel coating in white and five colors. 


Ask Your Wholesale Distributor 
for Complete Details 


@ The above products are just a few of the many recent additions 
to the broad American-Standard line. Your distributor will be glad 
to give up-to-the-minute information. Remember, American- 
Standard offers everything you'll need to sell today’s growing 
modernization market .. . top quality products, sound merchandis- 
ing ideas, extensive advertising. 









SUNBEAM AIR CONDITIONERS 








KEWANEE BOILERS © ROSS EXCHANGERS ~ 
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Di: you pick the seat in the 
middle? If you did you were 
right. It’s a Stasco Saniseal Seat, 
with a 1-piece molded core and 
Seamless Pyroxylin finish. 

Toilet seats may look very 
much alike in the showroom, 
but only Stasco Seats have the 
Seamless Pyroxylin finish, 
which will not crack, chip, 
craze or peel. 

All seats may look as though 
they're made alike, but it was 
Stasco who pioneered the de- 
velopment of the fully molded 
seat. Twenty years ago buyers 
of Stasco could enjoy the ad- 
vantages of a seamless, 1-piece 







the seat of good housekeeping 
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Can you pick the 


molded core instead of wooden 
cores which often split, cracked 
and came apart. Solid molded 
cores like these are found even 
on low-cost Stasco seats. 
Stasco Seats are nationally 
advertised in consumer maga- 
zines like Better Homes © Gar- 








November, 


leader’? 





dens, Ladies’ Home Journal, 
Woman's Day; they are nation- 
ally merchandised through 
hard-hitting sales aids; they 
are nationally sold by leading 
wholesalers and plumbers. 





See your wholesaler today for Stasco’s 
complete line of merchandising aids— 
consumer and point-of-sale folders, color 
charts, beautiful display stands. 
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STANDARD TANK & SEAT CO. 
CAMDEN 2, NJ. 





1953 












Noveml 


Her 


Quality fe 
furniture 

completel 
sizes for ¢ 











l 


Utility cabi 
fillers... 
shelves .. 
spice, plate 
and flour 
woman wal 












-mber, 





1953 





nal, 
tion- 
ugh 
they 
ding 





tasco’s 
tids— 
, color 














November, 1953 








Utility cabinets... 
fillers... 
shelves .. 

spice, plate and soap racks... 
and flour bins . 
woman wants in her modern kitchen! 


.D 


a profitable one for you! 


A NEW KITCHEN LINE 
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Here’s a NEW “line” for women— 








EW 


STEEL WALL 


CABINETS! 


Quality features galore! Heavy gauge 
furniture steel... 


easily removable, 


completely adjustable shelves... 
sizes for every kitchen! 


Sa 





EW 


STEEL BASE 
CABINETS! 


Choice of cabinet tops. . . 
quality features . . . cabinets match Easy Living 
cabinet sinks . . . full range of sizes . . . easy 
operating doors and drawers. . . smart styling! 








U/R 








New CABINET “au 


es 


New 


breakfast bars... 
base and wall what-not 
. custom counter tops... 
potato 
. everything a 





Choice of vitreous enameled 
cast iron or steel! Famous U/R 
sink quality, with top quality 
cabinets that match new Uni- 
versal-Rundle Easy Living base 
and wall cabinets. There is a 
broad choice of mode.s for 
every budget and kitchen. 





























HH) 

















Revolutionary “Undercut” ac 
tion reduces noise, gives speedy 
grinding action. Disposes of a 
—... pound of ordinary food waste 
in just 30 seconds! The Univer- 
sal-Rundle is the most quiet 
disposer ever made—and its 
by far the easiest to install! 








@eeseeeeceoeaeeeoceoeeeoeeeeeoeee ee eeeeeeeee eee eee 

















MAIL COUPON FOR FACTS! ; 
UNIVERSAL-RUNDLE CORPORATION ? ; 
183 River Road, New Castle, Pennsylvania 
Send me complete facts on U/R ‘Easy Living Kitchen" = 
NAME ° 
FIRM NAME . 
ADDRESS — ; 
city ZONE STATE m 


eeeeeeeee eee eeeeeeeeeeeeeeeeeeeeeeeeeae eee 


“CABINETS OF STEEL FOR LASTING APPEAL” 


‘ogy Ling’ KITCHENS 


by UNIVERSAL- RUNDLE 


Maker of the World's Finest Bathroom Fixtures and Kitchen Equipment 
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Dealer Harold Westrich, left, talking over Zone Control problem with Honeywell sales engineer Cal Duke. 


“The way modern homes are 
laid out, one thermostat isn't enough” 


says Harold Westrich, president, Adams Furnace Co., St. Louis 


“And that means not only the more expensive 
houses, but a lot of the smaller homes, too. 

“We work very closely here with a number of 
architects and quite often we're asked to analyze 
and then explain to their clients what the heating 
requirements of the home will be. 

“So we havea lot of opportunity to tell people 
why they need Honeywell Zone Control. 

“The reasons vary with every house, but more 


Another Plus-Profit 
Idea from Honeywell 


often than not there’s a problem of exposure or 
of the use of a lot of glass in a certain section of 
the house. Or maybe it’s simply that the layout 
of a house requires that the sleeping area be con- 
trolled separately from the living area. 

“Whatever the reasons, they add up to the 
fact that for many modern houses a single ther- 
mostat isn’t enough. And that calls for one thing 
— Honeywell Zone Control.” 


Electronic ¢ 


control. 





November, 1953 


clock thermostat. Provides night shut-down, 
automatic morning pick-up for 24-hour 


control. 


DOMESTIC ENGINEERING 


Ist floor plan 


“The simple logic of the Honeywell Zone Control story sold the Klingensmiths” 


“After architect Paul Klingensmith and his wife 
had worked out the floor plan above for their 
combined home and office, I saw it was a natural 
for Zone Control. 

“I told them so—and told them why. 

“They'd divided the house into two distinct 
areas, by floors. The upstairs contained living 
quarters. The downstairs contained office and 
service areas. 

“With a separate thermostat downstairs, they 


could maintain any comfort level they wanted for 
daytime activities. Then in the evening the tem- 
perature could be lowered to save fuel. 

“With a separate thermostat upstairs they could 
maintain cooler temperatures during the parts of 
the day when the zone was unused. 

“The simple logic of this convinced the 
Klingensmiths— and sold them on Honeywell 
Zone Control. 

“And it added up to a nice extra profit for me.” 


Honeywell has controls for any type zone job! 


Here are three examples : 


Chronetherm — famous, fully automatic 


matically. 


For complete rants and applica- 
tion data on Honeywell Zone Control, 
call the Honeywell office nearest you. 
There are 104 of them located across 
the country. Or write Honeywell, Dept. 
DE-11-97, Minneapolis 8, Minn. 


Electronic Weathercaster —located outside the 
house. It senses changes in the weather, and 
signals the electronic system indoors, auto- 


H 
| iH Fits ia, Contols- 


service, 


MIiNNEAP OLE S 


oneywell 





Modutrol motor comes in several versions. It 
gives fast, accurate control of dampers and 
valve assemblies, gives years of trouble-free 
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Now ... before the winter rush . . . is when 
you want your heating prospects to modern- 
ize their heating systems. These Penn Con 
trol ads help you get ‘em going. They prone 
your heating prospects to see you mow for 
more comfortable living this winter 
— pre-sell your prospects on sabnematic 
eating with Penn’s heat-anticipating ther- 
mostat and Penn heating controls th 
ne your heating sales job sania. deer 

It’s up to you to cash in on these free Penn 
salesmen! See your heating prospects right 
away... show them how to end eens 
living with the Penn heat-anticipating the 
mostat... tell them why Penn Cisse se 
best for amy heating system. 

There are big heating profits ahead. Ge 
your share ... write for a supply of Pe 
consumer literature and sales aids bien 
Controls, Inc., Goshen, Indiana. Export D vi. 
sion: 13 E. 40th Street, New York 16 ahs. 
U.S.A. In Canada: Penn Controls Limited, 


Toronto, Ontario. 
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NOW DESIGNED For Horizonrat ROTARY BURNERS 










Bolen: od fire travel as- 
sures « qual distribution 


of heo’ to all vital heat- Large waterways permi 


6 


Curved extra primary 


ing su'aces. quick, efficient water cir 


culation through boiler 


heating surface extends 
from crownsheet to Lorge primary combus 
greatly increase area 


directly above the fire. 


maximum heat lease 
from fuel 
Individual short tie-rods > 8 @ 
for easier assembly and 
longer boiler life. Special steel front plate 


and section provides for 
easy installation of ro 
: tary burner 


senits 40 ann 44 


Rugged cast iron con- Low goncrete or brick 

struction for durability base cuts installation 

and trouble-free per- time and cost HEAVY DUTY BOILERS 
formance. 648,000—2,712,000 BTU 


WEIL: McLAIN 


IT IS MORE PROFITABLE TO SELL A EXTRA VALUE 


Weil-McLain presents an important new development in its Series 40 | 
and 44 Boilers. Special features have been added to these heavy duty 
boilers which adapt them for operation with’ the leading makes of hori- 
zontal rotary oil burners. 
Series 40 and 44 Boilers provide a highly efficient installation when fired | 
with heavy oils. A large primary combustion area and a fire travel through 
flueways designed to provide complete utilization of secondary heating 
surfaces are important reasons for the economical operation of these boilers. 


SPECIAL STEEL FRONT PLATE AND SECTION 
for simplified Rotary Burner installation 
Furnished as standard equipment is a specially designed steel front plate. 
The size and location of the various openings in this plate are in accord- 


ance with the specifications of the rotary burner to be installed. The plate 
is bolted to the front section of the boiler, permitting easy attachment of 


the burner! 
EASIER, FASTER ERECTION 


Series 40 and 44 Boilers are assembled with individual short tie-rods, which 
The sfanderd Series 40 end 44 Seftor permit rapid erection without special equipment. Sectional construction 




















These heavy duty boilers have built an enviable reputatior ‘ ; ee : 

ps econcnly and service-free operation in pt oon makes it easy to add capacity, should future additional heating loads re- 
mercial and industrial buildings. Wide range of capacities quire it. In existing buildings, Series 40 and 44 Boilers can be installed 
—easily converted from one fuel to another. without structural alterations. 






Full information is given in Bulletin C-157 . . . send for your copy. 


WEIL: Mc LAIN WEIL-McLAIN COMPANY 


BONERS - RADIATORS MICHIGAN CITY, INDIANA 
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MobDERNIZATION WILL BE the 
chief topic for participants at the 
40th annual convention of the 
National Warm Air Heating and 
Air Conditioning Assn. Dec 2 and 
3 at the Hotel Cleveland (Ohio). 
Two of the industry’s best in- 
formed persons on remodeling 
will address the convention at 
the afternoon session Dec. 2. H. 
C. Gurney will follow with sug- 


Heating and air conditioning 
contractors will hear Hal Cham- 
berlain, recently appointed man- 
ager of modernization sales for 
Minneapolis-Honeywell Regu- 
lator Co., explain how his com- 
pany plans to aid dealers reach 
the huge modernization market 
by organizing advertising, pro- 
motions, and management func- 
tions for individual contractors. 


Will Be Chief Topic at the Warm Air 


particularly well suited for his 
address before the association 
members. He was formerly a 
Detroit heating contractor who 
set up a successful modernization 
business in the Motor City. 
Modernization also will be dis- 
cussed by C. L. Staples, editorial 
director of Domestic ENGINEER- 
ING, who will cite facts and fig- 
ures showing the scope of the re- 


gestions for group action. 


Convention Program 





Merning, Dec. 2 


Forty Years of Progress—W. D. Redrup, president of 
the association. 


Economic Aims of the Association—R. H. Collacott, 
assistant to the chairman of the board, Standard 
Oil Co. 


To Sell Ya Gotta Tell—C. S. Stackpole, vice president, 
Eureka Williams Corp. 


Luncheon Session, Dec. 2 ; 


Selling the Sizzle—Elmer Wheeler, Sizzle Ranch, 
Texas 


Afternoon, Dec. 2 


Nomination and election of officers and members of 
the board of trustees 


Market Potentials Based on 1950 Housing Census—C. 
E. Price, general manager, American Artisan 


Bay City Story on Heating—C. L. Staples, editorial 
director, Domestic ENGINEERING 


Participation in the Modernization Market—H. O. 
Chamberlain, modernization market manager, 
Minneapolis-Honeywell Regulator Co. 


Publicity and the Market—H. C. Gurney, chairman, 
publicity and merchandising. 


Morning, Dec. 3 


Membership Growth—G. W. Denges, vice president 
and sales manager, The Williamson Heater Co. 
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Chamberlain’s background is modeling market. Staples will 


More Profits in Commercial and Industrial Work— 
R. C. Jaye, president, Syncromatic Corp. 


Progress in Research—F. L. Meyer, president, The 
Meyer Furnace Co. 


What’s Happening in the Field—C. W. Nessell, Minne- 
apolis-Honeywell Regulator Co. 


Legislation—C. L. Sapp, president, Farquhar Furnace 
Co. 


Traffic and Tariff—E. F. Hurkman, traffic manager, 
Lennox Furnace Co. 


Educational Advisory Board Panel—Chairman L. G. 
Miller, technical consultant. 


Report on the Business Administration Course—A. J. 


Sabathne, president, Sheet Metal Contractors Na- 
tional Assn. 


Luncheon Session, Dec. 3 


Taxes, Women, and Hogs—Col. Jack Major. 


Afternoon, Dec. 3 


Small Pipe Heating in Research Residence No. 2— 
H. T. Gilkey, University of Illinois 


Summer Cooling in Research Residence No. 3—Using 


a Perimeter Loop System—D. R. Bahnfleth, Uni- 
versity of Illinois 


Summer Cooling in Research Residence No. 2—H. T. 
Gilkey, University of Illinois 
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(For topics, see program) 


Meeting... 


review statistics on the heating 
remodeling needs of a typical 
American town, based on actual 
research, and methods for con- 
verting these needs into sales. 
Staples will explain how the 
remodeling potential can be the 
third dimension of the heating 


contractor’s business—with new 


construction and repair work the 
first two dimensions. He will also 
explain how the third dimension 
is becoming increasingly impor- 
tant to the industry as the new 
construction market becomes 
more competitive. 


Bay City Story Will Be Shown 

The Domestic ENGINEERING 
film strip, “The Bay City Story,” 
will be shown to illustrate the 


size of the market, what the pros- 
pects think about remodeling, 
how prospects can be located, 
and how they can be sold. 


The importance of moderniza- 


tion will be tied in with mer- 
chandising in the first day of the 
association’s meeting. Merchan- 
dising will be part of Chamber- 
lain’s talk on the modernization 
market, and H. C. Gurney, chair- 
man of the publicity and mer- 
chandising committee, will dis- 
cuss the effects of publicity. 


Merchandising aspects will 


also be included in the luncheon 
address by Elmer Wheeler, Sizzle 
Ranch, Texas, and in the talk by 
C. S. Stackpole, vice president, 
Eureka Williams Corp., entitled, 
“To Sell Ya Gotta Tell.” 


(Other highlights of the con- 


vention are shown at left) END 


Among the Speakers 25 


H. O. Chamberlain 


Modernization Market Mgr. 


Minneapolis-Honeywell 





Elmer Wheeler 
Sizzle Ranch, Texas 






14 


R. H. Collacott 
Assistant to Chairman of 
the Board, Standard Oil 








Colonel Jack Major 
Louisville, Ky. 
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W. D. Redrup, President 
National Warm Air Heating 
and Air Conditioning Assn. 





C. L. Staples 
Editorial Director 
Domestic Engineering 









C. S. Stackpole 
Vice President 
Eureka Williams Corp. 








H. C. Gurney 
Chairman, Publicity and 
Merchandising Committee 













A 
complete 
line of 
Kobentshaw: 
aie 


controls 


Finer Looking, 
Finer Performing 


UNITROL 


Model A 


The "Cadillac" of 
Water Heater Controls. 
The 100% control that 
has everything. 


DOMESTIC ENGINEERING 


Model 100 


Acompletely new, large 
capacity, 100% shut- 
off type thermostat 
suitable for all gases, 
incorporating an accu- 
rate thermostatic con- 
trol, a combination pilot 
and main gas valve, a 
magnet assembly of 
new and improved de- 
sign, and an integrally 
installed pilot gas filter 
replaceable without 
breaking control con- 
nections. 





























CONTROLS COMPANY 


Greensburg, 


Pennsylvania 


ROBERTSHAW THERMOSTAT DIVISION 


Youngwood, Pennsylvania 


GRAYSON CONTROLS DIVISION 





Lynwood, California 








For High Quality 
Performance... 
at Low Cost 


UNITROL Jr. 


Model B 


Combines an accurate 
thermostatic control, a 
sensitive and positive 
thermo-electric auto- 
matic pilot and a great- 
ly improved ‘‘A” & **B"’ 
gas valve in a single 
unit, high quality, com- 
petitive water heater 
control. 


You can count on 


Kohertshaw-G 


quality controls and top quality 


field performance 
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‘NOW GIVES YOU... 
wity | Everything youve wanted tna 













e eee 

st TRIPOD CHAIN VISE 

| The new CT-4 Chain Tripod 

Jr. APACITY: The Reed chain tripod holds any \ combines an improved chain vise 
from %4" to 4"... holds it solidly without and the job-tested features of the 

idee ng or crushing. \ Reed solid-as-a-rock Tripod. 

trol, a 

ositive ONVENIENCE: The vise handle is at the \ 

conan where you can turn it easily and naturally... | 

. “Be hout fumbling or-skinned knuckles. The chain 

single ops into locking position, even on 4” pipe. You \ 

: eon er have to hold it with one hand while you \ 

eater 






ghten with the other. 














ORK-SAVING SOLIDITY: The patented, 
arge-surface tray locks the legs firmly and ends 
ort-wasting spring and recoil in cutting or \ 
reading. The legs cannot collapse under any 
orking conditions. Non-skid composition inserts 






the Tripod feet prevent sliding or marring floor. 







ASY CARRYING: For all its ruggedness, 


¢ Reed Chain Tripod folds easily for convenient, 











hand carrying. Sets up or takes down easily 
ind quickly. 







ENEWABLE JAWS: Hardened and 
pered lower jaws have three faces 
or triple jaw life. Hold pipe firmly 
out marring or crushing. 








E REED CT-4 HANDLES 4” SOIL PIPE... EASILY. | 


Ah your fauorite dealer for a damanstratin because - 


In a vise or pipe tool... if it’s a FEED it’s RIGHT. 


\ 













ERIE,\ PENNSYLVANIA © U.S, A, 
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News 


(Continued from page 60) 


copper anodes, babbitt, zinc die 
castings, and deoxidizing grades 
and fluxes pertaining to white and 
red metals. 


Carrier Plans 3 Divisions 

Carrier Corp. of Syracuse, N. Y., 
air conditioning and refrigeration 
equipment producer, has an- 
nounced plans to establish three 
major operating divisions. Each of 
the divisions will engineer, manu- 
facture and market its own prod- 
uct lines. The three new segments 
will include the Unitary Equip- 
ment Division, the Machinery and 
Systems Division and the Allied 
Products Division. The three divi- 
sions will be under the supervision 
of William Bynum, executive vice 
president. 





used in the plumbing industry. The 
group viewed a customer display 
of items made by the Milwaukee 
Flush Valve Co. when the display 
was exhibited at the Chicago Re- 
vere plant. Revere in Chicago 
supplies a substantial amount of 
the brass and stainless steel used 
by the Milwaukee company in the 
manufacture of a lavatory fitting, 
a kitchen sink faucet, a sink bas- 
ket strainer and a bathtub and 
shower fitting. 


Adds Water Heater Line 

Utility Appliance Corp., Los An- 
geles, has added a new line of au- 
tomatic gas water heaters to its 
present furnace, heater, range and 
other gas-fired products. The 
heater will have the Utility trade 
name and will be distributed to the 
plumbing trade through regular 
channels. The line includes models 
for domestic and commercial in- 
stallations. 


Rittling Opens Chicago Office 

The Rittling Corp., Buffalo, N. Y.., 
manufacturer of baseboard, finned 
tube, unit heaters and cabinet con- 
vectors, has established a regional 


port, La., by the Oran Co., Colum- 
bus, Ohio, oil and gas floor furnace 
manufacturer. Heating dealers, 
wholesalers, builders and architects 
attended the showings. The com- 
pany has announced plans for other 
showings. 


Marks 25 Years With Firm 
Herman Blum, 
is * general manager 
-, of the Chicago 
F \ Specialty Co., 
' . Chicago, was 
—— guest of honor 
& at a recent tes- 
b timonial dinner 
@ given to mark 
his completion 
of a quarter cen- 
tury with the plumbing specialty 
company. Blum was presented 

with an award at the dinner. 







Marlow Pumps to Become 
Division of Bell & Gossett 
Marlow Pumps of Ridgewood, 
N. J., will merge on December 1 
with Bell & Gossett Co. of Morton 
Grove, Ill. Marlow will be known 
as the Marlow Division of Bell & 
Gossett and will continue its pres- 
ent line of self-priming centrifugal 
pumps under the Marlow name. 
Bell & Gossett, makers of hot 











sales office at 7001 N. Clark St., water circulation pumps, universal fa 
Chicago. Fred W. Thompson and pumps, heat exchangers, flow con- , 
Frank W. Helikson will manage trol valves and other heating spe- 
the office, which will serve the Mid-  jalties, will gain additional produc- 
west. Additional sales representa- tion capacity in the East. 
tives are being added. A. S. Marlow, Jr., president of 
Joe Godfrey (left), secretary of the Marlow Pumps, will head the new 
Sportsman’s Club of America, presents Oran Shows New Furnaces division as general manager. He Th 
het award “a J. enctage — Two showings of a new line of will also be a vice president and Qu: 
sonal te asennad Intion ants madeut &25-fired furnaces were held re- member of the board of Bell & Gos- A 
a dinner nmin the club’s 25th anni- a a Atlanta, Ga., and Shreve- (Please turn to top of page 166) ty 
versary. to t 
a \ 
ose 
gy Biien ep apa Marsden & Wasserman Moves to New Plant Mye 
distributors and dealers will spon- You 
sor cooking schools as part of om Marsden & Wasserman, Inc., introduce the new facilities to con- cent 
promotion of the fifth annual Pills- heating and air conditioning whole- _tractor-customers and guests from are | 
bury Grand National recipe and saler of Hartford, Conn., has moved other phases of the industry. The d 
baking contest. One hundred fin- to a new plant at 105 Edwards new building includes offices, ware- -” 
alists will participate at the bake- Street. An open house was held to house and showroom space. 
off at the Waldorf-Astoria Hotel in Bec 
New York in December. The fin- 
the 


alists will use the G-E Stratoliner 
range. Contest prizes will total 
$100,000, plus more than $53,000 in 
G-E appliances. 


Revere Exhibits Products 
Employes of the Chicago manu- 
facturing division of Revere Cop- 
per and Brass, Inc., recently saw 
how some of their production is 















‘olum- 
irnace 
ealers, 
hitects 

com- 
- other 


m 
Blum, 
inager 
hicago 
Co., 
, Was 
honor 
t tes- 
linner 
1ark 
letion 
r cen- 
cialty 
ented 


wood, 
ber 1 
orton 
nown 
ell & 
pres- 
fugal 
1e. 

F hot 
rersal 
con- 
spe- 
\duc- 


nt of 
new 
He 
and 
Gos- 
6) 


-on- 
rom 


are- 





November, 1953 








oe 


The Myers line alone gives you all you need. 
Quality at a profit-making price. Top performance. 
And the line is complete. From the new Ejecto Jr. 
to the big, sturdy deep well working head there is 
a Myers water system to meet every requirement 
...to meet all competition. Today, as for 83 years, 
Myers sells on quality. 

You simplify stock problems when you con- 
centrate on Myers. By carrying the Myers line, you 
are assured quick availability of non-stocked models 
and parts. And since many spare parts are inter- 


‘My water system sales are up now that 
I concentrate on the quality line” 


DOMESTIC ENGINEERING 








changeable, you can make more sales from less 
inventory. 

It’s easier to train a man to install and service 
one line of water systems than several. Concentrate 
on Myers, and you'll be able to handle more jobs 
in less time. : 

When you concentrate on Myers, you're selling 
top quality and life-long dependability. And there’s 
no surer way to make and keep a satisfied customer. 
To boost your sales and cut your costs, concentrate 
on the quality line .. . Myers. 





Because More Buyers Buy Myers... 
the Myers line is all you need! 





THE F. E. MYERS & BRO. CO. 
311 Fourth St., Ashland, Ohio 
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BEST 252" | tn 


automatic control system | 
for every heating need.” 


CENTRAL WARM AIR HEATERS 





4 


COMMERCIAL WATER HEATERS 


For universal control of gas-fired equipment it’s General 
Controls’ BX-69 package set, with positive B-60 

control valve and a pilot-generator delivering 700 millivolts 
of electrical energy to operate the system independent of 





outside electrical power. Silent... safe... easy to 

install . . . the BX-69 operates on natural, manufactured, 
mixed, liquefied petroleum or sour gases. Wide application 
to gas fired appliances and wide range of fuel gases make 
the BX-69 the best self-generating all gas control system. 


GENERAL CONTROLS 


Glendale, California e Skokie, Illinois 
Manufacturers of Automatic Pressure, Temperature, 
Level and Flow Controls for Heating, Home Appliances, 
Refrigeration, Industrial and Aircraft Applications. 

FACTORY BRANCHES IN 34 PRINCIPAL CITIES 
See your classified telephone directory 





GAS RANGE HEATERS 


GAS RADIATORS 


WALL HEATERS 
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TIPS ON SELLING WATER HEATERS — REMEMBER... 


ou Never Know What Women May Want 
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Ss" MAY TELL YOU what she wants. She may 
just look. But give her a choice, give her 
variety to choose from and the lady —and sale— 
are yours. 


Rheem helps you give your prospects that 
choice by providing the most complete line of 
water heaters in the industry. Whatever the 
budget, whatever the size of the home and space 
requirements, Rheem has just the water heater 
to fill the need. And, when prospects learn that 
all Rheem Water Heaters are Pressure-Proved, 
they’ll know that only Rheem can offer so much 
safety, economy, and trouble-free service. 


RHEEM MANUFACTURING COMPANY (322; 


Put this complete Rheem line to work for you 
now. You'll quickly discover how great your 
water heater profits can be when you're selling 
the Rheem line. Write today for information 
about the complete Rheem line of water heaters. 


RHEEM MANUFACTURING COMPANY 
4361 Firestone Blvd., South Gate, Calif. 


Please send information on your complete line of 
water heaters. 


Name 
Address 











‘») 


45 anveaisto 


World’s Largest Manufacturer of Automatic Storage Water Heaters 


© 1953, RHEEM MFG, CO,, 
































































News 





(Continued from page 162) 
sett. Marlow said the merger will 
make the new combination of pump 
manufacturing facilities one of the 
largest of its kind. 

Besides its main plant in Ridge- 
wood, Marlow has a branch plant 
in De Queen, Ark., and licensed 


plants in France and England. 
Puts Threader on the Road 


Quijada Tool Division of Gaines- 
Collins, Los Angeles, manufacturer 
of automatic pipe cutting and 
threading machines, has installed 
a threader on a station wagon for 
use as a demonstrator. A fleet of 
the demonstrators is planned. The 
demonstrator idea was introduced 
to provide on-the-job showings of 
the Quijada Chief, a 2-in. pipe and 
conduit threader that features an 
automatic chuck. 


Presents Fall Ad Program 

Magic Chef, Inc., presented its 
fall sales and advertising plans to 
175 distributors, distributor sales- 
men, factory representatives and 
management executives at recent 
meetings at the home office in St. 
Louis and in Philadelphia. Several 
new range and heater models were 
introduced. 


General Controls Buys Land 

General Controls Co., Glendale, 
Calif., has concluded a 50-year 
lease for 5.2 acres of additional land 
bordering on its present property. 
The acreage lies between the main 
plant and a new building being 
erected for the Appliance Controls 
division of the company. The new- 
ly leased land and the site of the 
new building are in Burbank, 
across the city boundary line from 
the main plant in Glendale. The 
additional land will be used for 
future expansion. 


Michigan ASSE Hears Bash 

Car] Bash, first vice president of 
the American Society of Sanitary 
Engineering, was the guest speaker 
at a recent meeting of the Michigan 
chapter. Bash showed the Cast 
Iron Soil Pipe Institute movie, 
“Permanent Investment,” in his 
capacity of field representative for 
the Institute. Sixty-five Michigan 
ASSE members attended. 


Opens New Warehouse 
The Oliphant Commercial Corp., 
factory sales agent for several 


plumbing, heating and ventilating 
lines, has opened a new warehouse 
in Oakland, Calif. The new head- 
quarters at 610 Oak Street will 
service dealers in northern Cali- 
fornia. 


Bruner Steps Up Production 
Bruner Corp., manufacturer of 
water conditioning equipment, has 
announced full operation of its new 
west coast plant in El Segundo, 
Calif. The new plant is operating 
under the direction of Richard 
Feldt. The home office of Bruner is 


in Milwaukee. 


GAMA Elects Two Members 
The Parsons Co., Newton, Lowa, 
and the Raypak Co., El Monte, 
Calif., have been elected to mem- 
bership in the Gas Appliance Man- 
ufacturers Assn. R. E. Bansemer 
will represent Parsons in the group 
and Alfred Whittell, Jr., is the Ray- 
pak delegate. Parsons manufac- 
tures trenching machines and Ray- 
pak makes copper tube boilers. 


Carrier Opens New Office 
Carrier Corp. of Syracuse, N. Y., 

recently opened its new $250,000 

district headquarters at Cleveland. 


The two-story building has 11,000 





sq. ft. of office and shop space for 
Carrier sales, engineering and 
service activities. The office is the 
fifth opened by Carrier in a cur- 
rent expansion program. 


Perfection Sets Ad Program 
Advertising in consumer maga- 
zines with a combined circulation 
of 19,052,227 will feature autumn 
space heater promotion by the Per- 
fection Stove Co., Cleveland. Four- 
color ads will tell the story of oil, 
gas and portable kerosene heaters. 
Two-color ads also will be used. 


Servel in Sugar Bowl Contest 

Distributor salesmen and sales 
managers of Servel, Inc., Evans- 
ville, Ind., are competing in a sales 
contest based on the sale and de- 
livery of Servel gas and electric 
water heaters. Ten winners and 
their wives will be awarded trips 
to New Orleans for the Sugar Bowl 
football game over the New Year 
weekend. Defense bonds will be 


awarded runners-up. 


"Blessed Event" a Success 
Twin births reported in the Wes- 
tinghouse “Blessed Event” promo- 
tion Sept. 23 far exceeded the na- 
tional average for that day for the 
second year, according to J. J. 


(Please turn to top of page 174) 





Contractors Get New Crane Heating Price Sheet 


Three Chicago contractors re- 
ceived copies.of the new Crane 
Co. heating price sheet at a recent 
meeting. G. L. Erwin, second from 
right, vice president in charge of 
the Chicago company’s heating 
sales department, presents copies of 
the publication to Joe Baldwin, 
left, Art Peterson and Bill Masoner. 
The 68-page illustrated price sheet 
includes information on ratings, 


ARMSTRONG FURNACE 





prices, weights and additional in- 
formation and is available at Crane 
branches. 


SUPPLY 





This new building is the new headquarters of Armstrong Furnace 
Supply, Inc., Detroit wholesaler of warm air heating supplies and 
equipment. The supply firm offers engineering services to its deal- 
ers and stocks Armstrong furnaces and heating equipment. 
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Valve equipped with rubber 
e” Ring Plunger Packing and 


lVylon seat. 


This htting is silent in oper- 
les- 
no- 
na- 


the 


ation —req uires no adj ustment 


—snap action closing under 





high pressure. 


Packed in individual box with | 


rod and refill. 





Individual security INSURES FREEDOM | 
and LIBERTY. ©& Social Security leads to 
Regimentation and LOSS OF LIBERTY. 





ane 


Only God can help the people who live in 


(a 


ia President | 


It’s a privilege to live in a Republic. 
Democracies. 








THE INDIANA BRASS CO,, Inc. 
FRANKFORT - - - - INDIANA 
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Get More Construction 


and Remodeling Jobs 


With This 
ENGINEERED Line 


Whether the job is equipping 2 new skyscraper 
or modernizing a bungalow, you can meet cus- 
tomer requirements exactly with the complete 
line of GENERAL Tankless Water Heaters. 
Every model, every size incorporates precision 
design plus quality construction that guarantee 
a continuous, trouble-free hot water supply ... 
at a price within reach of all. 

You'll find this same high quality and com- 
plete selection in GENERAL Unions, Testite 
Solder Fittings and other Heating Specialties. 
So, specify GENERAL for every job... perform- 
ance will prove your choice. 

The complete GENERAL line is shown in 
Catalog 20A. Write for it now. General Fittings 
Co., 118 Georgia Ave., Providence 5, R. I. 
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GENERAL ALL-COPPER 
TANKLESS HEATERS 


4 sizes, capacities from 4 to 
10 g.p.m. available from stock 


GENERAL TANKLESS 
WATER HEATERS 


9 sizes, capacities from 3% to 
35 g.p.m. 


GENERAL INSTANTANEOUS 
WATER HEATERS 


23 sizes, capacities from 2 to 
300 g.p.m. 


GENERAL CONVERTERS 


Economical means to transfer heat 
from steam or boiler water to 
separate hot water radiation sys- 
tem. 26 sizes, flow capacities 
from 1.5 to 1190 g.p.m. 


GENERAL CAST BRONZE 
SOLDER FITTINGS 

Wide variety of types. Each fitting 
individually tested with air under 
water... they're “TESTITE”. 


GENERAL UNIONS 

100% inspected, all parts inter- 
changeable with similar parts of 
other unions of same size and 
type. Available in Black or Gal- 
vanized Iron, in sizes ¥e” to 3”. 


GENERAL SPECIAL-TEES 

Three-way reducing fittings in cast 

iron or bronze . . . simplify fin- 
+H tealleti 


tube radiat r 





GENERAL WATER HAMMER 
SILENCERS 

Cushion shock of excess pressure 
in either hot or cold water lines. 
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GENERAL THERMOSTATIC 
MIXING VALVES 

Assure positive, accurate control 
regardless of flow or pressure 
variations. 
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radiation sys- 
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Ms 
tONZE 
» Each fitting 
ith air under 
TESTITE”. How many sales have you lost because installation was 
= too expensive? How many because your crew was too 
busy—couldn’t get to the job on time? Plenty, probably, 
if you’re like most dealers. 
“ogi inter- You can cut installation time to the bone with HEIL 
lar parts of : . 
le ead Automatic Heat. HEIL units are completely factory 
lack or Gal- assembled and wired—burner, controls, everything. 
YN “ . 
lai When you open the crate, you have a unit ready to hook 
= up and run. You save important time, you save im- 
7 portant money when you install HEIL units. 
tings in cast 
simplify fin- 
ions. 
me 
IAMMER 
ss pressure — MILWAUKEE 1, WISCONSIN 
vater lines, 
TATIC 
ite control 
r pressure 
; Oil-Fired and Oil-Fired and 
Gas-Fired Winter Gas-Fi 
Air Conditioners Highboys 








THE HEIL co. 


SALES OFFICES: Hillside, N. J.; Atlanta, Ga.; Washington, D. C.; Cleveland, Ohio; Chicago, Ill.; Detroit, 
Mich.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Tex.; Los Angeles, Calif.; Seattle, Wash. 





































More than that, you have a heating line that really 
SELLS. HEIL units are smarter looking, and they’re 
more compact. They are more efficient, both by labora- 
tory test and by actual record. They’re loaded with sales 
features. You make more money when selling is easier— | 
you make more money when installation is faster. 


Any way you look at it, you’ll make more money with | 
HEIL Automatic Heat. Better write now and get full 
details on the complete line of HEIL oil-fired and gas- 
fired units. You'll /ike doing business with HEIL. 





HILLSIDE, NEW JERSEY 








Oil-Fired and 
Gas-Fired 
Boilers 
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Here’s a solution to tough 


= Threading Problems 













THE NEW LOW cosT [44d] THRIFT MODEL 


The newest member of the complete line of | wrenchless, quick-acting . . . non-binding. 
Oster money-saving threading machines is the Twoquick opening, detachable, lever operated 
No. 784 Thrift Model. Now available at mini- die heads cover the entire pipe range of 1” to 
mum investment, it’s a machine designed to te Extra range of the Thrift Model is 4” and 
thread pipe quickly. . . efficiently. ’”. These die heads are provided with both 
Features of the new Thrift Model assure threads of positive locking device and means for adjust- 
highest quality even when the machine is oper- 198 all dies simultaneously for over or under- 
ated under rough conditions. For instance, the — S!€ threads. 

front gripping chuck of the new Oster Thrift The new Oster Thrift Model is quality built to 






Model is fast and positive. Operated by hand- _ handle tough jobs for the man who 
wheel, it requires no wrench and handles pipe _has a small budget. Fora free, fully / FACTs | 
size change quickly and easily. The rear center- _ illustrated, factual booklet about | our the 


ing chuck of the new Thrift Model is universal, the Thrift Model, write us today. 
For Rugged Economical Portable Threading Machines Look to Oster 


The Oster No. 502 “Pipe Master” with standard 
range from 12” to 2” and extra range of 4” and %” 
is the answer where a portable machine is needed 
for shop operation. For complete information 
about the Oster portable machines write us today. 


The Oster No. 422 Power Vise Stand is 
fast, dependable, and sturdy. It’s easy to 
operate ... easy to move, and handles all 
sizes of pipe up to 2”. Pick it up and throw 
it in the back of your truck. It can take it. 





MANUFACTURING CO. 


Main Office and Factory: 


2045 East 6lst St., Cleveland 3, Ohio 








1893 » CELEBRATING 60 Years Leadership in the Threading Industry » 1953 
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“STEP ON IT” for SALES! 


CRANE PEDAL-OPERATED VALVES 
offer more profit on sink and lavatory sales in: 






























Doctor’s Public or Restaurants 
and Dentist’s Semi-Public and Food Factories 
Washrooms Processors 







Offices 





A lot more profit can be made in commercial and insti- 
tutional sales by offering specialized Crane fixtures. 
For example, Crane Pedal-Operated Supply Valves are 
a “natural” for public washrooms, restaurant kitchens, 
doctors’ offices, filling stations and the like... all are 
ready prospects for lavatories with Crane Pedal- 
Operated Valves... health authorities recommend them. 


Just step on the pedals and your prospects see the 
advantages at a glance. Water flows instantly... and 
without the use of hands. No germs, grease or grime 
can pass from one pair of hands to another. 


Double pedals control water temperature, too... 
all hot, all cold, or mixed as it’s wanted. And just as 
with Crane hand-operated valves, this foot-operated 
valve is equipped with Crane’s exclusive Dial-ese con- | 
trol that makes maintenance easy. 


So feature Crane Pedal-Operated Valves. And | 
remember ... they can be sold as part of a new Crane 
installation, or can be adapted to sinks and lavatories 

now in service. 


Here are money winners for September in Crane Dealer Contest... 
Winner of the Grand Prize will be announced soon 








WINNERS OF $100 PRIZES WINNERS OF $50 PRIZES 
Nerman Abrams Thos. P. McPhillips, Jr. A. Gerard L. N. Shirling 
Katz Plumbing & Heating Co. McPhillips Plumbing Co. A. F. Gerard L. N. Shirling Plumbing Co. 
St. Paul, Minn. Cleveland 8, Ohio Havre de Grace, Md. Englewood, Florida 
Levise Higgison Herbert A. Towers Wm. L. Kooreman Helen M. Wiese 
Wood Plumbing & Heating Co. Murray Pibg. & Appliance Co. Finzel Plumbing Co. Alton Halverson Plumbing Co. 
Macon, Georgia Murray, Utah Oakland, Calif. Ogden, Utah 
in Ki H. P. Trinchero Floyd Lewis George L. Wolford 
King Pi ped Hillview Plumbing Floyd Lewis Plumbing John R. Ellison & Sons 
‘soli, erry Los Altos, Calif. North Chicago, lll Butler, Pa. 
peggy Harold C. Turner Robert M. Muller O. A. Zoller 
Philip M. Malozi Turner's Plumbing & Heating Muller's Appliance Shop Zoller Plumbing Co. 
Marshall, Illinois Annandale, Minn. Muskogee, Oklahoma 














Bethlehem, Pa 
GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 
( RAN E ‘ O VALVES « FITTINGS © PIPE 
B® PLUMBING AND HEATING 
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THIRTY-SEVEN YEARS and YOU 
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HIRTY-SEVEN YEARS is a long time. Historians consider it a 
generation. Many things happen in that length of time to change our lives. 
The passing years add experience that guides our forward steps. 


Since the start of our business, thirty-seven years ago, many changes 
have taken place at Wolverine. Each has been a step forward—the natural 
result of experience that has been constantly furnishing the inspiration for 
us to keep looking ahead in search of better ways of doing things, in order 
that we may bring you the best tube products that human effort, skill, 
and modern equipment can provide. 








Our efforts are confined not only to the manufacture of such standard 
products as refrigeration, automotive, water and wet heat tubing, but they 
are also devoted to finding ways that will aid you in handling the product 
most efficiently and profitably. 








Wolverine also introduced to the industry the individually cartoned coils, 
which proved a boon to the merchandising and handling of the tube. 


The public support we are giving the wholesalers is receiving wide 
acclaim; and the slogan “Buy From Your Wholesaler” is making its influence 
felt in all parts of the country. Such merchandising helps as posters, stickers, 
and other display material that Wolverine has distributed throughout the 
trade has done much to advance the wholesalers’ cause. 


Now is a good opportunity to express our appreciation for the whole- 
hearted cooperation being evidenced among wholesalers. And we take 
this occasion to say “Thank you.” We should like to say this to you indi- 
vidually, as we pledge ourselves to continued cooperation in your behalf. 


mo < kyon 


VN 
WOLVERINE TUBE DIVISION 
wus oo f CALUMET & HECLA, INC. 


Manufacturers of Quality-Controlled Tubing 
1435 CENTRAL AVENUE ¢ DETROIT 9, MICHIGAN 


Buy from Your Wholesaler 


EXPORT DEPT., 13 E. 40th ST., NEW YORK 16, N.Y. 
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DOLE ... 20 


FULLY AUTOMATIC 
HOT WATER AIR VALVE 


The new Dole No. 20 Hot Water Air Valve is 
the ideal vent for hot water heating on either 
forced or gravity circulation systems. 


The Dole No. 20 can be easily installed on 
baseboards, radiators, convectors and high 
points. It vents the air automatically. 


For the latest and finest in hot water air 
valves, investigate Dole today. Write for details. 


Control with Dole 


to) B= 


THE DOLE VALVE COMPANY 
1933 Carroll Ave., Chicago 12, III. 








Representative f 








News 





(Continued from page 166) 
Anderson, manager of the laundry 
equipment department of the Elec- 
tric Appliance Division. Telegrams 
received by the sponsor indicate 
233 twins were born in the United 
States between midnight, Sept. 22, 
and midnight, Sept. 23. The aver- 
age twin births for any September 
day is 128. A record of 303 twin 
births was set in last year’s con- 
test. 


Crane Names Branch Managers 

New managers have been named 
to three Midwest branches of the 
Crane Co., Chicago, according to 
A. H. Prasse, general manager. Al- 
fred N. Rosborough, Cleveland 
branch manager since 1945, is in 
charge of the Omaha branch, suc- 
ceeding his brother, C. J. Rosbor- 
ough, now retired. Thomas D. 


Plant Expansions 


Carrier Corp... . 

Carrier Corp., manufacturer of 
air conditioning equipment, has an- 
nounced plans for a $10,000,000 ex- 
pansion program. The plan in- 
volves construction of a new plant 
in the South and extensive addi- 
tions to facilities in Syracuse. The 
proposed southern plant will cost 
about $5,000,000 and will make 
room air conditioners, year-round 
residential air conditioning equip- 
ment and self-contained units for 
use in small commercial establish- 
ments. 


Westinghouse .. . 

Westinghouse has announced 
plans for a multi-million dollar 
packaged air conditioning plant 
near Staunton, Va. The plant will 
become part of the current $296,- 
000,000 Westinghouse expansion 
program. The new facility will em- 
ploy more than 500 persons. 


J. P. Glasby Mfg. Co... . 
The J. P. Glasby Mfg. Co., Belle- 
ville, N. J., has begun construction 
of a new 8,000 sq ft addition. The 
space will be used for additional 
facilities in the production of gas 
conversion burners, gas furnaces 
and related machinery. Space for 
executive, manufacturing and as- 
sembly departments and for em- 
ploye lounges and washrooms is 
included in the new section. 





Kelly, head of the East Chicago, 
Ind., branch since 1945, now man- 
ages the Cleveland office. Charles 
M. McDermott, former assistant 
manager at Detroit, now heads the 
East Chicago office. 





John Owens (left) of Hajoca Corp., 
winner of the George Lang cup at 
the recent Delaware Valley golf meet, 
is shown with David Madsen, Cass 
Holloway, Jr., and Theodore Read. 


Tool Firm Opens Office 

Milwaukee Electric Tool Corp., 
manufacturer of portable electric 
tools, has established a new sales- 
service and warehousing head- 
quarters in Chicago. The new of- 
fice was activated to meet increased 
sales of tools in the industrial and 
construction markets. A. C. Clasen 
has been named district manager 
of the Chicago branch, which will 
serve Illinois and Indiana. 


Mueller Engineer Teaches 

D. G. Spahr, sales engineer for 
Mueller Climatrol, is teaching an 
evening class in the heating and 
ventilating of small buildings at 
the University of Wisconsin exten- 
sion division in Milwaukee. The 


course includes a study of the 
principles and practices of heating 
and ventilation for residential and 
small commercial and industrial 
buildings. 


Holds Dealer Meeting 

Midwestern dealers of the Iron 
Fireman Mfg. Co., Cleveland, were 
guests of the manufacturer recently 
at a Chicago meeting called to point 
out features of a new packaged 
boiler-burner unit. E. W. Jones, 
manager of the Chicago retail 
branch, was host. E. C. Webb, vice 
president of production and devel- 
opment engineering, led the meet- 
ing. 





Shown at the recent Iron Fireman 
Midwest dealers’ meeting are, left to 
right, Robert Chatfredo, C. T. Burg, 
E. C. Webb, C. R. Klayner, C. F. Mer- 
rick and S H. Beach. 


Farr Opens Memphis Office 

The Farr Co., Los Angeles, man- 
ufacturer of air filters and air fil- 
tration equipment, has established 
a southern division sales office in 
Memphis, Tenn. Donald Harworth 
is manager of the new office in the 
Sterick Building. 





Names In’ The News 


vrei 


Larry Cooper 
Calcinator Corp. Windmaster Corp. 


Don Davidson 


Calcinator Corp., Bay City, Mich.— 
Don Davidson has been appointed 
sales manager. 


Windmaster Corp., Columbus, Ohio 
—Larry Cooper as president. 


Utility Appliance Corp., Los Angeles 
—F. L. Line as sales director of the 
new water heater division. 
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F. L. Line 
Utility Appliance 


R. N. Campbell 
Affiliated Gas 


Affiliated Gas Equipment, Inc., 
Cleveland—R. N. Campbell as assist- 
ant to the president. 


Calumet & Hecla, Inc., Wolverine 
Tube Div., Detroit. — Ralph Julin 
as company representative in the mid- 
western district sales office in Chi- 


(Please turn to top of page 180) 
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Built for the service station? YES! 


























ne Built for the laundry? YES! 

man- Built for the restaurant? YES! 

ir fil- Built for the hotel? YES! 

nega In short, A. O. Smith BURKAY Commercial Water 

een Heaters are specifically built for these and other 

worth jobs where a constant supply of hot water is 
in the needed . . . where a tough commercial heater with 


plenty of reserve stamina for years of trouble-free 
service is the only answer! 


GET THESE FACTS: 


@ BURKAY water heaters are available for every volume need 
@ BURKAY water heaters have long service records with millions 
of gallons produced 


@ BURKAY water heaters cannot corrode 


© BURKAY commercial water heaters are as easy to install as 
domestic water heaters 


© BURKAY Booster-Recovery system gives 2-temperature service 
eliminating need for high temperature storage 


TO SUM IT ALL UP: 


A Burkay is downright profitable to sell. . . 
profitable to operate . . . because they are designed 
for all commercial jobs . . . small or BIG! 




















Inc., cg 

assist- 
i a 
verine 
P ‘ 

Julin ERMAGLAS-HEATING PRODUCTS 
> mid- Cutaway view shows copper waterways Permaglas-Heating Division: Kankakee, Illinois 
| Chi- and highly efficient heat exchanger of ln ional Division: Milwaukee 1 
80) model 618 adaptable to wide range of uses. —_— — 


ALSO MANUFACTURERS OF Warm Air Furnaces + Gas Conversion Burners « Home Heating Boilers « Permaglas Automatic Water Heaters 
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HERE’S THE NEW NATIONAL 535 DISPOSER 


IN GRINDING 

IN SAFETY 

IN INSTALLATION EASE 
IN SERVICE LIFE 


If you’re a merchandising plumber you want a line of products that 
has a quick turnover, sells profitably, installs easily, and that requires 
little in the way of unprofitable service calls. 

If you’re that sort of a plumber, the new National 535 Disposer 
is your sort of a product. 





Turns quickly? The National is nationally known, nationally pre- 


ferred. And the new 535, with amazing Micro-sizing Grinding 
elements, sells itself on every demonstration. 


Jars. It has no competition in quality. 


installs easily? The new National 535 installs in record time to 


sink and to drain. Split-ring construction, “packaged” remov- 
able switch box, and universal swivel spout make installation 


a simple one-man job. 


Service problems? The National 535 is backed by a new 5-year 


protection plan that protects both the user and the plumber. | 





Get the National 535 story, today. 


See your wholesaler or write Dept. 


DE 1153. 


NATIONAL DISPOSERS 


47 W. Exchange Street 
Akron 8, Ohio 







Sells profitably? The National 535 is priced competitively in dol- | 








MODEL 535 


co NATIONAL 
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YOU can sell an EVIS to every user of water— 
just think that over! No other product ever had such tremendous sales 
possibilities, The EVIS method of catalytic water correction 
improves most water (some in more ways than others). Among the most 
important benefits are: 1. Removes old scale from systems 
and prevents formation of new scale; 2, Minimizes staining due to iron in 
water; 3. Controls corrosion due to entrained oxygen 


and carbon dioxide; 4. Makes water taste better where it’s loaded with 
smelly minerals or gases like chlorine. 


@ THOUSANDS OF SATISFIED USERS PROVE EVIS IS RIGHT! 
Get the whole Evis story .. . the facts about EVIS-ized 


water. It will make money for you—so, better write today. 


rel)! QUERS SCALE 














SOLD ON 90-DAY MONEY BACK 


GUARANTEE 
EVIS MANUFACTURING COMPANY 
San Francisco 3 . California 


EVIS 1S NOT A Steere NER 










For Complete Information . . 
WRITE, TELEPHONE OR SEE 
Your Nearest 


EVIS REGIONAL DISTRIBUTOR 


LOS ANGELES (Whittier) 
KEN-EVIS COMPANY 

11146 E. Whittier, OX 9-2211 
SAN FRANCISCO 

CAL-EVIS COMPANY 

74 Dorman Ave., MI 7-3822 
SEATTLE 

EVIS-NORTHWEST 

2437 E. Marginal Way, EL-6116 
RENO 


WATER CONDITIONED SALES CORP. 
Western Amer. Life Bldg., 2-5639 


CHICAGO 


EVIS-GREAT LAKES COMPANY 
203 N. Wabash Ave., RA 6-9880 


OMAHA 

EVIS-MIDWEST, INC. 

1504 Dodge St., JA-7044 
DALLAS 

EVIS-SOUTHWEST COMPANY 
5543 Dyer St., FO 8-6267 
ATLANTA 

EVIS-SOUTHEAST COMPANY 

735 Spring St. NW, VE-0241 
PHILADELPHIA (Upper Darby) 
EVIS-MIDEAST COMPANY 

6437 Market St., FL 2-3374 
NEW YORK CITY 
EVIS-WALTERS COMPANY 

12 E. 41st St., LE 2-2670 
MARINE DIST. (Exclusive) 
MORAN-EVIS CO., SAN FRANCISCO 
420 Market St., DO 2-4565 


1953, EVIS MFG. CO 
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FOR GENERAL PURPOSE REQUIREMENTS 


Here’s an all-purpose unit for most general heating require- 
3) ments ... Young “SH” Type horizontal Unit Heater, avail- 
“A ++ 4 able in fourteen models, for use with steam and hot water 














systems. Heavy-duty casings are made of braced and welded 
furniture steel with rounded corners, durable baked-on gray 
enamel finish, and individually adjustable louvers. Features 

include quiet, rubber-mounted motor, spring-suspended 
mechanically bonded tube-and-fin heating element, plus 15 
other design advantages. 





Horizontal ‘'SH'’ Type 
for steam and hot water 


systems Young Gas-Fired Units, with horizontal delivery, are especially 


suited for installations not requiring a boiler. Available in 
eight physical sizes these units feature aluminized steel con- 
struction. Molten aluminum is permanently bonded to steel 
base metal in both combustion chambers and heat exchanger, 
to withstand the corrosive effects of gases and high tempera- 
tures. Approved by the AGA for use with either natural, 
manufactured, mixed and LP gases. 


FOR DELIVERING HEAT 
FROM HIGH CEILINGS 





Horizontal Gos-Fired Type ‘ le ate Bs. ; 
for natural, manufactured, Where direct, downward distribution of heated air is desired | 


mixed ond LP gases . . . above craneways and other high-ceiling installations ... 
Young “Vertiflow” Unit Heaters should be specified. Seven 
models, for use with steam and hot water, may be equipped 
with several types of adjustable diffusers and Anemostats for 
various heating patterns. Exclusive ventilating stack surrounds 
motor with cooler room air, prevents failure due to over- 
heating. Features quiet operation, mechanically bonded tube- 
and-fin heating element, etc. 








Bess tapers 














*"Vertifiow’’ Type for steam 
and hot water systems 







FOR WARMING COLD SPOTS WHERE a 
APPEARANCE IS IMPORTANT 


Lobbies, vestibules and similar installations require unit heater 


performance, plus an attractive appearance. For these Young } E 
offers Cabinet Units with three sizes in each of three cabinet a 
styles for use with steam and hot water systems. With acces- - 
< sories, these units may be wall-hung, inverted wall-hung, le 
ceiling mounted, free-standing, with ducts, inlet grilles, etc. ir 
Features quiet operating blower assembly with entire unit ° 
designed for ease of installation. h 






Cabinet type for 
steam and hot water systems 
For further information, including 
ratings, dimensions, construction 
Heating, Cooling, Air features, etc., see your nearest 


Conditioning Products for ; E 
Home and Industry Young Representative or write for 


Heat Transfer Products % free catalogs. 
for Automotive, Agricul- 2 
tural, Industrial, Gas and 


DislEagineAseicsions = «s WQUNG RADIATOR COMPANY 


Dept. 503-L © Racine, Wisconsin 











Plants at Racine, Wisconsin and Mattoon, Iilinois Blast 


leaders in Heat Transfer Engineering for more than 25 years Sales and Engineering Representatives in All Principal Cities 
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SEND FOR YOUR 


FREE COPY! 


Before you buy 
any water heater 


—send your 


letterhead for this 
informative story 


on water and 


how to heat it. 


It’s free—no 


salesman will call. 
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naturally corrosive, and zeolite softened water. 


and 











Blast Heaters 


Vertical Steam Boilers ° 


535-6 N. CLARK STREET 


° immersion Automatic Water Heaters ° 
immersion Tank Heaters 


» al 
“FIVE TYPES OF HEATERS... 


--each designed for a 
particular service 


rust free. 


are required. 


CHICACO, 


Combustion 
. 


PLL. 


Units ° 
Immersion Steam 





Together they cover the entire field of large 


volume water heating—hard water, soft water, 
Each heats water for ordinary service and for 


high temperature sterilizing—always clean 


No single type of heater can do all of these jobs 
well—the selection of the correct type from 
the full Sellers’ line and Sellers’ experience 


) Seller ENGINEERING CO. Ses 


Industrial Cas Burners 
Boilers 


























Names in the News 





(Continued from page 174) 


cago and T. E. Goodyear as company 
representative in Des Moines, Iowa. 


Radiator Specialty Co., Charlotte, 
N. C.—T. H. Williams, J. S. Volz and 
W. B. Ormsby as district representa- 
tives for the Solder Seal line in St. 
Paul, Louisville and Dallas, respec- 
tively. 


Flexible Plumbertools, Inc., Los An- 
geles—Tom Streit as factory repre- 
sentative in Arizona, New Mexico, 
Louisiana and Texas and Don Mc- 
Intyre as representative in Washing- 
ton, Oregon, Idaho, Montana, Wyo- 
ming, Colorado, Nevada and Utah. 


Gaines-Collins, Quiiada Tool Div., 
Los Angeles—W. F. Obear & Son, Los 
Angeles, as factory sales representa- 
tive in 11 western states and the El 
Paso area. 

Viking Air Conditioning Corp., 
Cleveland—Jack Green as manager 
of the wholesale division. 


The C. A. Olsen Mfg. Co., Elyria, 
Ohio—W. H. Olsen as assistant to the 
president. 





J. A. Swan 


W. H. Olsen 


Triangle Conduit & Cable Co., Inc., 
New Brunswick, N. J—J. A. Swan as 
district manager for brass and copper 
water tube and plastic pipe in New 
York. 


Typhoon Air Conditioning—Co., Inc. 
—M. E. Mooney as vice president in 
charge of sales. 

The National Radiator Co., Johns- 
town, Pa.—J. E. Lindsay as assistant 
manager of the engineering service 
department and G. R. Cox as sales 
representative for heating products in 
northern California and Nevada. 


The Trane Co., La Crosse, Wis.—J. 
G. Hamm as manager of the St. Louis 
sales office. 


The O. A. Sutton Corp., Wichita, 
Kan.—Fred Ricketts as sales promo- 
tion supervisor and R. C, Tanner as 
sales promotion representative. 


Motor Products Corp., Deepfreeze 
Appliance Div., North Chicago—John 
Fellman as manager of appliance sales, 
L. R. Walker as manager of field 


sales, P. R. Lowcher as eastern re- 
gional sales manager, G. A. Schlosser, 
Jr., as central regional sales manager, 
J. P. Strange as southern regional 
sales manager and R. F. Harnish as 
western regional sales manager. 


Whirlpool Corp., St. Joseph, Mich. 
—H. M. Kane as special field sales 
representative and Jack Sullivan as 
sales manager for the dryer and ironer 
divisions. 


Food Machinery and Chemical Corp., 
Peerless Pump Div., Los Angeles—E. 
W. Lundy as assistant sales manager, 
R. H. Hull as Pacific district manager 
and W. T. Harman as central district 
manager at Indianapolis. 





R. F. Sells Jos. Salamone 


American Radiator & Standard 
Sanitary Corp., Pittsburgh, Pa—R. F. 
Sells as general manager of corpora- 
tion branches, Joseph Salamone as 
manager of branch house operations, 
D. J. Quinn as general sales manager 
for the plumbing and radiator heat- 
ing division, W. F. Hastie as assistant 
plumbing and radiator heating man- 
ager, E. M. Campbell as manager for 
sales planning and G. A. Beise as 
manager of market development. 





D. J. Quinn 






E. M. Campbell G. A. Beise 


Johnston Pump Co., Pasadena, Calif. 
—C. L. Holbert as vice president- 
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general manager and R. D. Cross as 
national sales manager. 





J. S. Beldon 


M. V. Cox 


Toledo Pipe Threading Machine Co., 
Toledo, Ohio—M. V. Cox as represent- 
ative for Toledo pipe tools in south- 
ern California, Arizona and New 
Mexico. 


General Electric Co., Schenectady, 
N. Y., Appliance Control Dept.—B. R. 
Elam as sales promotion specialist for 
promotional activities and R. F. Dee 
as market research specialist; Air Con- 
ditioning Div., Bloomfield, N. J.—J. 
S. Beldon as manager of marketing. 


Richmond Engineering Co., Inc., 
Richmond, Va.—E. W. Farley as presi- 
dent. 


A. Y. McDonald Mfg. Co., Dubuque, 
Iowa—E. B. Frahm as district repre- 
sentative in Indiana, Michigan and 
Ohio. 


The Coleman Co., Inc., Wichita— 
A. B. Newton as chief design engineer 
and R. W. Qualley as director of 
research. 


Connor Engineering Corp., Danbury, 
Conn.—W. W. Quitmeier as district 
sales manager in the Chicago area. 


Servel, Inc., Evansville, Ind.—T. W. 
Rundell as vice president in charge 
of operations; G. H. Christine as man- 
ager of contract sales, J. R. Lumpkin 
as sales manager for Miami, F. D. 
C’Sullivan as sales manager for Phila- 
delphia, Early Cunningham as sales 
manager for Albany and C. S. Johns- 
ton, Jr., as sales manager for Milwau- 
kee. 


Perfection Stove Co., Cleveland—H. 
C. Erhard as sales manager for the 
Jersey City, N. J. sales district, W. 
B. Gathings as assistant to the Appli- 
ance Div. sales manager and H. E. 
Thomas as manager of the Contract 
Sales Dept. 


McGraw Electric Co., Chicago—E. P. 
Cook, Denver, Colo., as manufactur- 
er’s agent in Montana, southern Ida- 
ho, Utah, Colorado, New Mexico, 
Wyoming and the El Paso, Tex., dis- 
tribution area; Esser & Griffin, Ro- 
chester, N. Y., in New York with the 
exception of the boroughs of Man- 
hattan and Brooklyn; A. M. Kelly, 
Brooklyn, N. Y., in metropolitan New 
York, Long Island and northern New 
Jersey; J. W. McGrory, Narberth, Pa., 
in eastern Pennsylvania, District of 


(Please turn to top of page 185) 
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Not I, but 2 Baths... 
in every home for M() PERN 
ne Co., 
resent- 
south- 
New ' 
THE SECOND BATH ADDS $2,000 
alls. OR MORE IN RESALE VALUE 
sey Yes, surveys have established 
e Dee that every dollar spent for the 
Cee second bathroom immediately 
—- creates 4 or 5 dollars worth of 
keting. added property value. Tell your 
homeowners and builders that 
| Inc, dollars—and—cents fact! And, 
iene a tell them about the convenience, 
the time-saving, the pride and 
buque, prestige that a two-bath house 
repre- offers. The result—more busi- 
n and ness, more profit for you. And, 
prospects. Hardly 1 house in 10 
hita— ; now has that second bath. 
sige! Illustrated Above: CHICAGO POTTERY “Luxury Ensemble” 
lor oO 
cee CHICAGO POTTERY PRODUCTS 
area. MAKE TWO BATH SELLING EASIER 
‘T. W. For two-bath homes we par- 
charge . ticularly recommend the two 
iii groupings illustrated on this 
“J D | page. For the master bathroom, 
Phila- nothing beats Chicago Pottery’s 
sales “Luxury Ensemble” for class 
johns- and elegance. For the extra 
lwau- bath, we have designed the 
compact, high-value but low 
1d—H. cost “Budget Bath.” Together 
yr the they make your best one-two 
t, W. selling punch. “Two Bath- 
A ppli- rooms; A Must In Every Mod- 
H. E. ern Home.” 
ntract 
Furnished in 4 glorious colors 
—E. P. ; 
actur- as well as white. 
1 Ida- ; 
exico, SEE YOUR NEAREST 
_ Ro- WHOLESALER 
the stra ve: CAG “Budge ag 
eg TODAY! Illustrated Above: CHICAGO POTTERY “Budget Bath 
Kelly, 
New 
New 
, Pa. 
ct of 


5) OSE RGe. Vere m 02 =—(6fgme 8. lt 
: RTER ECOL CHINA PORCELAIN ENAMELED STEEL PLUMBING FIA fee 


C. 1 Yo) Ut! REA AVE NEES e Se ii tt A Cee 14 | | Fate eS 





182 


DOMESTIC ENGINEERING November, 1953 


FITZGIBBONS 


The right boiler 


HERE’S WHY: 


It has Fitzgibbons design 
for top installation conven- 
ience and service ease — 


It has Fitzgibbons properly 
proportioned firebox to as- 
sure ideal combustion — 


It’s a “flange” steel boiler 
—picks up the heat quickly 
—transfers it rapidly — 


It has Fitzgibbons free, fast 
water circulation—another 
reason for its quick pick-up 
and consequent fuel saving 


It has Fitzgibbons reputa- 
tion for economy. Always 
important, at today’s high 
fuel costs, more important 
than ever. 


It has consumer eye appeal 
with an attractive, well- 
insulated jacket that adds 
beauty to utility. 


for residential replacements 


“400” 
SERIES 


STEEL 
BOILER 


“400” Series boilers are ASME Code constructed, “Hartford” In- 
spected and S.B.I. rated for quality and reliability. In four sizes 
from 96,000 to 216,000 Btu net rating. For full details check with 
your local jobber, Fitzgibbons representative or write direct to 
Fitzgibbons Boiler Company, Inc., 101 Park Ave., New York 17, 
N.Y. Dept. DE-11. 


THE FITZGIBBONS BOILER’ 











test of time 






The 50th. Anniversary 
Hoffman is the finest 


we ever built. 
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L-O-F Super-Fine Fiber:Glass is highly flexible, conforms to duct surface, around 
irregular contours or projections. Easy to handle, easy to cut, easy to apply. 


FIRST, use L-O-F Super:Fine Fiber-Glass. 

It’s exceptionally efficient, needs little 
space. On heating ducts, it cuts heat loss 
sharply, saves fuel. On cooling ducts, it 
saves power, boosts over-all efficiency of sys- 
tem. As a duct liner, faced Super:Fine re- 
duces sound of motors and blowers. And it 
lasts. Inorganic glass fibers won’t burn, 
won’t rot, won’t absorb moisture. They’re 
verminproof. 

With L-O-F Super’Fine, you can give 
your customers first-class long-lived insu- 
lation jobs that back up your reputation for 
careful workmanship. 
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FIBER-GLASS 


ete 


LIBBEY‘OWENS-FORD GLASS COMPANY 


FIBER GLASS DIVISION 


How to do a tirst-class insulating fob 
on cooling and heating ducts 


SECOND, send for free L-O-F folder on 
metal-air duct installations. In four meaty 
pages, it gives you helpful pointers about 
L-O-F Super:Fine’s insulating and sound 
absorption properties, recommended instal- 
lation steps, specifications, standard ship- 
ping sizes and other data. 

FREE! Send for helpful in- pea 
stallation folder. Libbey: [ 
Owens: Ford Glass Company, | ile ae j 
Fiber-Glass Division, 32113 Y 


Wayne Building, Toledo 3, 
Ohio. 
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Names in the News 





(Continued from page 180) 
Columbia, Maryland, eastern Virginia, 
southern New Jersey and Delaware 
and E. G. Sommerlath, Jr., and Asso- 
ciates, St. Louis, Mo., in Missouri, Kan- 
sas, Arkansas, western Tennessee and 
southern Illinois. 


Mullins Mfg. Corp., Youngstown 
Kitchen Div., Warren, Ohio—P. N. 
Miller as regional sales manager in 
Texas, E. T. Butler as zone builder 
manager in the southeastern states and 
D. R. Boehm, Jr., as zone builder 
manager in the south central area. 


The Torrington Mfg. Co. Torring- 


ton, Conn.—R. M. Gordon as sales 
manager of the Air Impeller Div. 


New Distributors 


Eureka Williams Corp., Blooming- 
ton, Ill—V. E. Reed as field sales rep- 
resentative for the Boston, Mass. 
metropolitan area. 


Remington Corp., Auburn, N. Y¥.— 
R. H. Pepin as sales representative 
for Michigan, Ohio and western Penn- 
sylvania, E. G. Sommerlath, Jr., as 
district representative in Kansas, Mis- 
souri and southern Illinois and S. M. 
Davison Co. as representatives for 
Chicago, northern Illinois, Wisconsin 
and Indiana. 


Reed-Cromex Corp., Cleveland—J. 
W. Hamilton as Florida agent. 


Orangeburg Mfg. Co., Orangeburg, 





Servel, Inc., Evansville, Ind.—State 
Distributing Co., Inc., Milwaukee, 
Wis., for appliances in eastern Wis- 
consin and the western two-thirds of 
the Michigan peninsula. 


Deepfreeze Appliance Div., Motor 
Products Corp., North Chicago, Ill.— 
Carolinas Auto Supply House, Inc., 
Charlotte, N.C., in 90 North and 
South Carolina counties, and Sunland 
Supply Co., Inc., El Paso, Texas, in 
Texas and New Mexico. 


Amana Refrigeration, Inc., ‘Amana, 
Iowa—Dominion Provisioners, Ltd., 
Montreal, Canada, for food freezers 
in Quebec province. 


Evis-Great Lakes Co., Chicago—W. 
H. Cunningham and Hill, Ltd., Toron- 
to, Canada, for water conditioners in 
Canada. 


Admiral Corp., Chicago — Admiral 


Obituaries 


Distributors, Inc., of Jacksonville, Fla., 
has been established to handle sales 
and service in northern Florida, with 
C. B. Birchwood as general manager. 


Century Engineering Corp., Cedar 
Rapids, lowa—The Armstrong Heating 
Supply Co., Chicago, for gas and oil 
automatic heating equipment in Chi- 
cago and northern Illinois. 


Whirlpool Corp., St. Joseph, Mich.— 
Hart-Greer, Inc., Birmingham, Ala., 
in Alabama and counties west of the 
Apalachicola river in Florida, Charles 
S. Martin Distributing Co., Inc., At- 
lanta, Ga., in Georgia, with the ex- 
ception of counties near Jacksonville, 
Fla., and Chattanooga, Tenn., Moore- 
Handley Hardware Co., Inc., in the 
Knoxville and Chattanooga, Tenn., 
areas and The Eastern Co., Cambridge, 
Mass., in eastern Massachusetts and 





Raymond E, Crane, 72, founder of 
the Eljer Co. of Ford City, Pa., died 
recently. He was president of Eljer 
from its founding in 1904 until its re- 
cent sale to the Murray Corp. of 
America. 

Mr. Crane moved to Cameron, W. 
Va., in 1907, where he operated a pot- 
tery that made sanitary ware. He was 
the first manufacturer to make a vitre- 
ous china closet tank in quantity pro- 
duction. The pottery was moved to 
Ford City in 1918. 

Eljer Co. bought the National Sani- 
tary Co. of Salem, Ohio, in 1927, where 
enameled cast iron fixtures were made. 
The H. B. Salter Mfg. Co. of Marys- 
ville, Ohio, was bought in 1948 for the 
manufacture of plumbing brass goods. 

Mr. Crane is survived by his widow 
and three sons. The sons, Radford R., 


David J. and Robert F. were asso- 
ciated with him in Eljer Co. 


John L. Fitzgerald, 91, a retired Al- 
bany, N. Y., plumbing contractor, died 
recently after a long illness. He had 
also worked as a brass and copper- 
smith before he retired in 1923. 


Charles R. Clarke, who had been as- 
sociated with the Leonard Valve Co., 
Cranston, R. I, for 40 years, died re- 
cently. Mr. Clarke was secretary and 
general sales manager of the valve 
company at his death. 


J. Frank Lee, a former member of 
the Lee Brothers plumbing concern in 
Plymouth, Pa., died recently. The 
plumbing firm was founded by his 
father and several uncles. 
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N. Y.—H. N. Dietz as district sales 
manager for the Pacific northwest. 
Robot Auto-Heat Corp., Middletown, 
Conn.—H. H. Thompson as district 
sales manager for New England. 





W. J. Thurston 


H. H. Thompson 


Delavan Mfg. Co., West Des Moines, 
lowa—W. J. Thurston as factory sales 
engineer, 


five southern New Hampshire coun- 
ties. 


Kritzer Radiant Coils, Inc., Chi- 
cago—D. M. Archer Co. in Boston, 
Mass., and vicinity, C. N. Rink Co., 
Ardmore, Pa., in the Philadelphia area, 
J. W. Stevens Co., Syracuse, N. Y., in 
central New York and Thermal Spe- 
cialties Co. in the Harrisburg, Pa., 
area. 


xasinator Mfg. Co., Cleveland—The 
Sampson Co. for incinerators in the 
Chicago area; Bramley Distributing 
Corp., Phoenix, for incinerators in 
Arizona and New Mexico; Gasinator 
Intermountain, Inc., for disposal units 
in Utah, Colorado, southern Wyoming 
and eastern Nevada; Hamburg Broth- 
ers for incinerators in the Youngs- 
town, Ohio, area; Wolverine Distribut- 
ing Co. for incinerators in the Grand 
Rapids area and Peninsular Distribut- 
ing Co. for incinerators in the Detroit 
area. 


James L. Rawe, 84, who had oper- 
ated a plumbing shop in Buffalo, N. 
Y., for 35 years, died recently. He 
served his plumber’s apprenticeship in 
Canada and came to the United 
States when he was 21-years-old. He 
worked for several Buffalo plumbing 
concerns before starting his own firm. 


Mrs. Lola K. Willhelm, 70, owner of 
the Willhelm Engineering Co., Dayton, 
Ohio, a plumbing and heating firm, 
died recently. She was the widow of 
Walter C. Willhelm who founded the 
company. She was a member of the 
Women’s auxiliary of the Dayton 
Masters’ Plumbers’ Assn. 


Joseph Vincent Dawson, 76, Toledo, 
died recently in the Sandusky, Ohio, 
Soldiers and Sailors home. He was a 
retired master plumber and a veteran 
of the Spanish-American war. Sur- 
vivors include his widow, three 
daughters and two sons. 
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| In house after house... 
In project after project... 
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More and More contractors 
are installing 


Transite Plumbing Vent Pipe OF 








Ls... s , 
oa he re nm ica on nb SPECIFICALLY DESIGNED for the venting of soil and 
waste pipe, Transite Plumbing Vent Pipe is the choice / Because 
of contractors in all parts of the country for easier in- oil or g 
stallation and for outstanding simpler performance in ; age—f 
service. In house after house, project after project, its install « 
decides 
economy has been demonstrated. be oisl 
Made of asbestos, cement and silica, this non-metallic blower 
pipe can’t rust. It is light in weight and easy to handle; ones 
it is modern in appearance. The cor 
Standard lengths are 5-ft. and 10-ft. with various rene el 
: te ae - lookou 
other lengths available to minimize the need for cutting. priced. 
Transite ng a Pipe “4 — On many jobs only one length is needed. A line of 30 yea 
se Ge aes oe ele oe Transite Plumbing Vent fittings is available for making and siz 
cially designed couplings safeguard against changes in direction. Write ] 
root-clogging; long 10-foot lengths and as ; ‘ ‘ ’ hades 
quick assembly simplify installation. Tough, For additional information, write Johns-Manville, inform: 
eR SERIO NY Box 60, New York 16, N. Y. —< 











NY Johns-Manville TRANSITE PLUMBING VENT PIPE 
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| YOU CAN DOUBLE 
YOUR TWO-FUEL 

MARKET COVERAGE >» 
WITHOUT INCREASING 


YOUR INVENTORY! 


Silent Automatic 


OPTIONAL OIL-OR-GAS FURNACES 











Sew ne moe w wee we, 


Because Silent Automatic Optional Furnaces can be fired with 
oil or gas, you get twice the sales value—twice the market cover- 
age—from every furnace! That’s right—you stock one furnace, 
install either oil or gas burner and controls when the customer 
decides which fuel he’ll burn. What’s more, these hi-furnaces can 
be assembled as counter-flo furnaces merely by mounting the 
blower section at the top. This Silent Automatic flexibility cuts 
down your inventory problem—saves sales! 





The complete new line of Silent Automatic furnaces, boilers and 
conversion burners has a great deal to offer heating men on the 
lookout for a line they can move in volume. It’s competitively 
priced. Its name has meant quality heating to millions for nearly 
30 years. Most units come factory-assembled. There are models 


and sizes for every heating situation. 


yy 
Write R. E. Loebell—Timken Silent Automatic Division—for A Wn UDMA 


information on this great new line. Do it soon! It may well be HEATING EQUIPMENT 


one of the finest profit opportunities of your lifetime. 
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| Now From Comes 











| the biggest sales booster to hit aS 
the hot water heating field in years! 





Weatherbrain indoor-outdoor control regulates room 
temperature all winter long without ever a manual adjustment. 


siiliiaiainiadeaat 
CHECK THESE FEATURES 


@ Varies the water temperature 
delivered to panels or radiation 
in exact accordance with the de- 
mands of the weather. 


Now you can cash in on big, new profits in the hot water heating field 
with DETROIT’S amazing Weatherbrain Control. 


That’s because Weatherbrain indoor-outdoor control offers heating com- 
fort never before possible in forced hot water heating systems—constantly 
uniform and completely automatic. Once installed, the user never makes a 
manual adjustment of any kind. The Weatherbrain Control’s outdoor 
bulb senses changes in outside temperature and responds instantly by 
supplying the exact amount of heat to keep room temperature right where 
it should be! And because it is entirely mechanical in operation with no 
expensive, complicated electronic gadgets to go wrong, Weatherbrain 
Control is less costly and more easily installed than any other control 
of its type. See your DETROIT wholesaler or write for Bulletin No. 254. 





@ All mechanical; no delicate mech- 
anisms, electronic tubes or relays. 


@ Well adapted to zone systems 
because of its simplicity and 
reasonable cost, and where the 
electrical boiler resetting type 
control will not work. 





@ Gradual changes in water tem- 
perature in the system minimize 
the undesirable effects of thermal 
expansion and contraction. 


ESTABLISHED AS DETROIT |UBRICATOR (OMPANY IN 1877 


ETROIT— 
sete 2 ctholh CORPORATION 


5900 TRUMBULL AVE. « DETROIT 8, MICHIGAN Division of American Radiator & Standard Sanitary Corporation 
Representatives in Principal Cities ¢ Canadian Representatives in Montreal, Toronto, Winnipeg—Rallway & Engineering Specialties, Ltd. 





@ Very valuable where more than 
one type of radiation is used. 














uth ee) V-Walomete), bao) G-ws-yam 143 ticl49 Bile). AIR CONDITIONING + DOMESTIC HEATING 
TRANSPORTATION HOME APPLIANCES INDUSTRIAL USES 
Seung home and Crd —AMERICAN-STANDARD + AMERICAN BLOWER» CHURCH SEATS & WALL TILE» DETROIT CONTROLS» KEWANEE BOILERS « 
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C. A. DUNHAM COMPANY © CHICAGO * TORONTO ¢ LONDON 


one-piece front’ 
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HERE’S ONE CONVECTOR THAT KEEPS 
YOU AND YOUR CUSTOMERS HAPPY 








You'll like improved Dunham Convectors because 
they’re so easy to work with... no matter which 
model you choose from the complete Dunham line. 


All Dunham Convectors are shipped with heat- 
ing elements mounted in place. Adjustments for 
proper element pitch—in either direction—are 
simple to make. Reinforced, one-piece front panel 
has special “hook-on” arrangement for fast, ac- 
curate installing and alignment. “Knockouts” 


CONVECTORS 


RADIATION * UNIT HEATERS * PUMPS © SPECIALTIES 


QUALITY FIRST FOR FIFTY YEARS 





simplify hooking-up supply and return piping. 


Your customers will like the appearance, per- 
formance and long heating life built into these 
convectors. Also the way Dunham’s knob-oper- 
ated dampers assure effective heat control and 
comfort. 

For all the facts, just clip and mail the coupon. 


Cc. A. DUNHAM COMPANY 
Dept. DE-11, 400 W. Madison St. 
Chicago 6, Illinois 


Please send Convector Bulletin. 
Sn eee 

Firm 

Address 


City— Zone State 
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OIL HEATING AND OIL BURNER SERVICING... continued 








Chapter 2... continued from page 51 

is desirable, methods for arriving at it will not be 
discussed at this point, but will be covered later 
in the series. It will be assumed for the purpose 
of this discussion that we intend to fire a particu- 
lar boiler or furnace at its effective maximum, 
without too great a heat loss up the chimney. 

The grate-area method is very useful in arriv- 
ing at the firing rate if used with good judgment. 
The size of the grate formerly set a limit on the 
quantity of coal that could be burned, even though 
there are large variations between grate-area and 
heating surface in different boilers. 

In most furnaces and boilers approximately .6 
(six-tenths) gallons of fuel oil can be burned per 
hour for each sq ft of grate. This applies particu- 
larly to rectangular sectional boilers, or round 
cast iron boilers having two or more intermediate 
sections above the firepot. A boiler having 10 sq 
ft of grate area can generally be fired with a six 
gph nozzle. 

A simple formula can be used to obtain nozzle 
size directly from grate area in rectangular boil- 
ers (see top right of facing page). 


How to Obtain Firing Rate 

Most steam and hot water boilers have vertical 
walls inside the firepot. Therefore if the grate is 
covered with coal or ashes at the time of measure- 
ment the grate area can be obtained at the firing 
door level. This is not true of most warm air 
furnaces. These taper inward toward the bottom, 
so that the grate will be considerably smaller than 
the area at the door. 


Obtaining the firing rate is the first step in de- , 





Fig. 3: Nozzle height (B) from the firebox floor should 
be set the same distance as from the wall on the burner 
side (A). If it is too close, the spray may impinge on the 
floor and result in hot spots and carbon build-up. 


signing the combustion chamber. Some “hurry- 
up” installers omit this step, building the chamber 
as large as possible within the boiler base, so that 


























Fig. 4: Diagram shows how insulating bricks may be cut 
to chamber shape. Tht bricks are flexible in application. 


a nozzle of any size, within limits, may be fired. 
This is the number-one reason for the odor, smoke 
and inefficiency that may be the cause of many 
future service calls. 

The flame of a gun-type oil burner should fit 
nicely within the walls of the chamber. Com- 
bustion should be complete before the fire product 
leaves the chamber. The spray should not im- 
pinge on walls or floor. There should be some 
small visible clearance between the flame and the 
side walls. Any reasonably well-designed oil 
burner firing under these conditions can be ad- 
justed to good efficiency without smoke or odor. 

The best accepted practice in combustion cham- 
ber design is to provide between 90 and 100 sq 
inches horizontal area inside the combustion 
chamber for each gph to be burned. Since the 
floor in most conversion installations will be flat 
and full size with the chamber, this figure can be 
used to determine floor area. 

It would be best for a new installer to use the 
100 sq in figure rather than the 90. This will allow 
some margin for error, which can be compensated 
as will be shown later. 


How to Determine Firebox Size 


With short, wide, bushy flames some installers 
reduce the design figure to 85 sq in per gph. This 
is not recommended with all burners, because it 
may lead to overheated nozzles, with carbon form- 
ation in the firebox, and other related troubles, 
particularly at rates lower than 1.5 gph. 

Two factors govern the shape of the firebox to 
be built. The first is the basic shape of the oil 
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flame, which is generally of greater length than 
width. This can be varied considerably by the use 
of nozzles of different spray angles. There are, 
however, limitations. Some burners are not ad- 
justable to very narrow flames, because of the 
manner in which their air supply is controlled. 
Others cannot be adjusted to maximum width be- 
cause their air control works best in the narrow 
ranges. 


Another Factor Controls Chamber Shape 


The second factor controlling chamber shape is 
the shape of the available space in the boiler base. 
In certain bases particularly long rectangular 
types, this becomes a severe limitation. A long, 
narrow chamber must be installed, and a long, 
narrow fire be provided to fit it. Round boilers 
generally give the least trouble in this respect, 
but round warm air furnaces often have small, 
round ashpits, in which it is usually necessary to 
install round or nearly round chambers. 

The ratio of length to width in gun type burner 
flames presents certain limitations in combustion 
chamber design. The widest practicable chambers 
are about square. This shape would be used with 
wide fires, such as developed by many com- 
bustion-heads. The ratios for standard type burn- 








Fig. 5: Some burners have wide-fire characteristics, 
others narrow. Nozzle spray, however, is not the complete 
reason for fire shape. The chamber helps control its size. 


ers using nozzles of various spray angles would be 
about as follows: 


Length Width 
80 degree 6 to 5 
60 degree 7 to 5 
45 degree 8 to 5 


A chamber of greater variation in dimensions than 
the last would very likely contain a fire with a 
very unstable flame-front, especially if the firing 
rate were less than 2.00 gph, Noise, odor, and in- 


How to obtain nozzle size from grate 
area in rectangular boilers: 


Length (inches) Width (inches) _, 6 
144 ae” 

For example, a boiler under consideration for oil 
firing is found to have a grate 16 inches wide and 
22 inches long. 

6x... 8 

ae x 0 = 1.47 gph. 
A nozzle rated at 1.50 could be fired into this 
boiler with the expectation of only moderate heat 
loss. Beyond this firing rate would be considered 
overfiring. A rectangular boiler with this grate 
area would not be seriously overfired with a 1.65 
or a 1.75 nozzle. 

For round boilers or furnaces the grate area 
could be computed by the pi-r-square method, but 
here is a slightly simpler system. It is assumed 
that the area of a circle is about 8/10 of the di- 
ameter-squared. That is close enough for this 


= gph. 


kind of calculation. The formula becomes: 


Diameter < Diameter (inches) * 8 ro. 


144 a 


one having a grate 25 inches in diameter. 


25X25. 8 _ 6 
144 10“ 10 


The best practice then is to use a 2.25 nozzle. 
(See article for further details) 


= 2.08 gph. 


efficient mixing are common troubles of excep- 
tionally long, narrow fires. 

There are a number of very good manufactured 
combustion chambers which can be used effect- 
ively with small size oil flames, at a saving of 
installation cost. , 

Because many oil fires are longer than wide the 
shape of many combustion chambers is based on 
the rectangle. The area as required by the firing 
rate is based on the entire rectangle, even though 
the total area will be reduced somewhat at the 
front corners. Burning does not take place in 
these corners. It has been found that the placing 
of wing-walls there increases flame stability by 
developing greater heat at the flame-front, caus- 
ing the atomized oil to vaporize more readily and 
go into combustion at a smoother rate. Wing- 
walls also prevent the bypassing of air around the 
fire to some extent, helping maintain better mix- 
ing and higher CO». Very wide fires, like those of 
combustion-heads, usually do not require wing- 

(Please turn to top of page 196) 
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Suppose the boiler being considered is a round 
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Pacific Boilers with 
becoming standard 


All over the country, the effi- 
ciency and economy possible with 
Forced Circulation are making 
Pacific Boilers first choice for 
schools. 


Here's another of the many new 
schools built in the last few years in 
the Oil Capitol of the World, Tulsa, 
Oklahoma. Like most of the others, 
it uses Pacific Boilers with Forced 
Circulation for heating. 


Forced Circulation is simply the 
action made possible by Pacific’s ex- 


Designed 
Constructed 
and Stamped in 
Accordance with 
ASME Code 


Forced Cireulation are 
equipment for schools 
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The three Pacific Boilers with 
Forced Circulation installed in the 
Alexander Graham Bell Junior 
High School, Tulsa, Okla. Archi- 
tects, Black & West; Consulting 
Engineers, Collins & Gould; Gen- 
eral Contractor, W. R. Grimshaw 
& Co.; Mechanical Contractor, 
Bearden Plumbing & Heating Co. 


Torry School, Birmingham, Mich. 


clusive Circulating Connections. They 
channel the hot water and steam from 
the water leg and project them at high 
velocity across the heating tubes. This 
rapid action scrubs the insulating 
steam bubbles off the tubes and allows 
maximum heat transfer. That means 
greater efficiency, lower fuel bills. 

Your Pacific representative can give 
you all the facts on Forced Circula- 
tion. He can also give you the data 
you need on the proper Pacific Boiler 
types and sizes for all your jobs. Why 
not call him today. 


St. Theresa’s School, Marblehead, Mass 


oles 2208 @ Benen, | 


MICHIGAN 


STATES RADIATOR 
DETROIT 31 


DIVISION * UNITED 


GENERAL OFFICES 
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new TACO AIR SCOOP 
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4s CONNECTION 
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How TACO AIR SCOOP works... 


Air bubbles are scooped up by the first 
baffle and rise into the upper chambers. 
Any air bubbles that get through first 

baffle are scooped up by the second or third. 


Air accumulating in chamber No. 1 is 
removed by the air valve. Air from chamber 
No. 2 goes to expansion tank. If expansion 
nk should be filled, air would back down 
to the Air Scoop and be removed by air valye 
u chamber No. 1. without disturbing system. 


B ter Matin Better 0 mith Taco 


removes 

AIR from HOT 
WATER HEATING 
SYSTEMS 


EASY AND INEXPENSIVE 


TO INSTALL! 


Sa"! — 1" — 14" — 12" SIZES 
You can solve a lot of your air problems with Taco’s 
new AIR SCOOP. When the system is first filled, all 
you do is vent the radiators and high points. The job 
is then finished. No draining water. No repeat opera- 
tions. No cutting or adjustments. No going back to job. 


TO EXPANSION TANK 


CONNECTION FOR 
AIR VENT 


SEND FOR MORE INFORMATION 
ABOUT TACO AIR SCOOP 


eo ee! 


t TACO HEATERS, Incorporated 
137 South Street, Providence 3, Rhode Island 
Send me more information about the new 


TACO AIR SCOOP. 


Name. 





Cc ie 





Street Address. 





City __ State. 





_ re 
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...1n size, shape and beauty 
... New DURATUB 


{| 
> ahh 

































| ~©@ 
... the perfect companion 
to automatic washer 


and dryer combinations 









Fibtrglor 


Modern pastel green 
fiberglas tub will not chip, 
crack, stain or mar. It’s 









easy to clean, too. 

















Every woman is proud to 
see a DURATUB beside her new, 
modern automatic washer and dryer. 
DURATUB’S gleaming white, baked enamel 
cabinet matches other laundry appliances 
perfectly. Size and shape, too, make 
DURATUB a true member of the 
modern home laundry family. 








A special feature is the 


oa o 
audidrain, for use with 


automatic washers. This 14 inch triple 
duty drain @ Serves as an overflow 
and stopper @ Keeps lovely hands 
out of soapy water @ Eliminates 
need for double tubs . . . keep 
DURATUB in use while 
emptying washer. 













DURATUB is sold only through recognized wholesalers and distributors. 
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It's the talk of the trade! 


Simple, efficient, one-unit water-heater control provides close, even temperature 
regulation . . . cuts installation and service costs 


 feasehy the modern, com- are easily accessible for quick 
pact gas control for water servicing or replacement. Not 
heaters that’s solving automat- only that, this dependable con- 
ic control problems for a trol gives you the safe, simple 
steadily increasing number of operation and uniform water 
manufacturers. And small temperatures that add real 
wonder — the Model 50 Gasa- sales features to your heaters. uu 
pack and your burner can be Get all the facts about this a thermo bulb 
installed or removed for ser- e iminates need for spud 
projecting into the tank. 
vice as a single unit. All parts There’s no possibility of 
water entering the gas 
line or of gas mixing 
with the water. 































Model 50 Gasapack can 
be mounted integrally 
with the burner. Thus, 
for servicing or install- 
ing, the complete as- 
sembly can be installed 
or removed as a unit. 





Only the Model 50 Gasapack gives you all these features 
@ COMPACT BODY SIZES .. . only 354 x 5% x 344. 





Permits neat, compact heater design and installa- with complete safety in operation. ae 
tion. @ THREE-POSITION CONTROL KNOB regulates main 

@ PRECISION MADE of non-corrosive material. Posi- and pilot valves. 
tive seal valve seats, impervious to all gases. e@ 100% SHUT-OFF SAFETY PILOT mechanism closes 

@ LARGE BUILT-IN PILOT FILTER reduces pilot outages valve if flame is extinguished. 
from impurities in gas. Capacity 3 cu. ft. of air @ PILOT MOUNTINGS and pilot burners can be adapt- 
per hour at 70° F. ed to any water heater or burner design. 

@ SIMPLE WATER TEMPERATURE CONTROL LEVER — PILOT AND MAIN ORIFICES instantly removable 
easy to set for warm, normal or hot operation. from front of control. Fast, easy changeover for 

@ CONTACT TYPE THERMO-BULB clamped to outside of any type of gas. No need to remove or dismantle 
water tank maintains precise temperature control control to suit varying gas requirements, 


A-P CONTROLS CORPORATION 


2404 N. 32nd St., Milwaukee 45, Wisconsin 
For Export: 13 E. 40th St., New York 16, N. Y., heme, In Canada: A-P Controls Corp., Ltd., Cooksville, Ontario 


-aonbaad matic Electric-Top Ther fleck 
Spoce Heati “Comton-Seop Rome tocuaasars Cosoech ene te rig 
— Cont "Saad oe - for Air. ee Liquids eee Cases eee Refrigerants Control Hesters 


DEPENDABLE (22202 





















OIL HEATING AND OIL BURNER SERVICING... continued 











(Continued from bottom of page 191) 


walls. It is not necessary to build a complete pear- 
shaped firebox (formerly thought desirable) by 
placing wing-walls at the rear corners of the 
chamber. No gain in efficiency is noticed when 
this is done. Reduction of combustion chamber 
size by rear-corner wing-walls must be com- 
pensated by an increase in overall dimensions. 


Height of Chamber Walls Is Important 


The height of combustion chamber walls is im- 
portant in developing complete, efficient com- 
bustion. When the walls are low some of the fire 
burns above the chamber. This can cause smok- 
ing, the escape of unburned particles of carbon 
from the hotter areas. Flame heat is radiated be- 
fore combustion is complete. Some installers do 
not realize that, as a service problem, this con- 
dition is solved by creating another problem. To 
overcome smoking some servicemen simply open 
the air adjustment a little wider. This increases 
the rate of combustion and brings the fire down 
within the chamber walls in most instances. A 
clear fire results, but with a great reduction in 
efficiency. The customer may complain of high 
fuel consumption some time later. Odor may also 
result from this adjustment. Many installers 
never see this result of inadequate height of their 
firebox walls. 

The front wall of the firebox should be as high 
as the side walls. This is often difficult under 
crowded conditions. Wherever possible the inside 
front wall of the chamber should be 2% to 3 inches 
beyond the “mud-ring” so that a brick may be set 
on edge at that point. 


Meet the Author... 


(Continued from bottom of page 50) 


shooting with an eye to the future when service 
training would be a basic factor in the growth of 
the industry. 

In the years that followed he worked with 
many New York oil heating concerns, including 
Domestic Heat and Power Corp., Baerenklau & 
Company, Concord Burner Company, and others. 
Mr. Feigenbaum specialized in combustion and 
control problems, becoming an expert in low 
pressure burners, rotaries (both industrial and 
domestic) , and high pressure burners. 

As a result of analyzing the flue gases of several 
thousand domestic burners, he became interested 
in devices and methods of improving combustion. 
Mr. Feigenbaum collaborated with George Bern- 


Side wall and front wall height can be de- 


termined by this scale: 


PP eee 15 inches 
SM vcs lesca urea aad 16” 
MEE si. nate enaccaeee | anes 


From this point it becomes progressively more 
difficult to increase wall height as firing rate in- 
creases. However at larger firing rates there is 
proportionally less temperature loss to close-by 
surfaces, so this factor becomes less critical with 
larger fires. 

The back wall of the chamber should be as high 
as the other walls; in fact it is desirable in most 
cases to build it at least one brick (2% inches) 
higher to provide extra refractory surface for the 
higher part of the flame. 

Flame environment is also improved if the up- 
per back wall contains a corbel—which is a ledge 
or shelf inward over the fire. At low firing rates 
the corbel begins about one brick above the 
burner air-tube. It is stepped inward about one 
inch in each of the upper brick courses. There is 
no exact rule as to the number of steps there 
should be in a corbel. For a small fire, 1 to 1%4 
gph, a single step is usually sufficient. A small 
corbel can be used in the front wall also. 


Another Advantage of the Corbel 


There is another advantage in using a corbel. 
Where judgment dictates a larger chamber than 
the rules call for, a deep corbel can be built to re- 
duce the upper area. In this way a higher firing 
rate may be used without crowding the fire. 

Some installers make use of the corbel to help 

(Please turn to top of page 198) 


hard of Richfield Burner Company in research 
and experiments essential in the development of 
the Richfield combustion head and related devices. 

While an instructor in automatic heating with 
the YMCA Trade and Technical School, Mr. Fei- 
genbaum carried on research on baseboard heat- 
ing in association with Brown Products Company. 
In 1951-52, he served as installation manager with 
the factory branch of York-Shipley. 

Now 47 years old, he is currently an independ- 
ent advisor on oil heating and related problems 
and the author of several dozen articles on auto- 
matic heating subjects. Mr. Feigenbaum contends 
jokingly that his activities in the industry have 
made him somewhat of a professional pyromaniac. 
At least that’s what he tells fellow members of 
the Oil-Heat Old Timers Club. 
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i> EXPANSION 


Sl 










4 


A simple, inexpensive valve combining 
air tube and drain. 


Fits drain tapping... easily installed... 
inexpensive. Two tube lengths. 





Eliminates guesswork, saves time. A few 
minutes drains the average size tank. 











Pleases home owner, pays for itself on 
the first draining. 








AREAL CONVENIENCE 


and profit maker too! 


DRAINING waterlogged pressure tanks is simple, quick and 
positive if you'll install a Thrush Tank Drain. While all genuine 
Thrush Pressure Tanks now come equipped with the Thrush Vac- 
uum Breaker, there are many older installations where the tank has 
only one drain tapping. Now you can enjoy the same convenience 
in tank draining on these older jobs, too. The Thrush Tank Drain 
combines Vacuum Breaker and Drain Valve in one inexpensive fit- 
ting. When the tank needs draining, simply open drain, remove 
plug “A” to break the vacuum and tank will drain completely. It is 
a profit item you can sell all year through. For more information, 
see your wholesaler or write Department A-11. 
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Just 
screw it 
into the 
Drain 

Tapping 







Air Inlet 
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YOUR JOB 


FULLY WIRED 
AND 


ASSEMBLED 
AS ILLUSTRATED 


FITS 
THROUGH A 
30 INCH DOOR 
in easy one-man 
handling crate 


QUICKER 
SALES 


° 
QUICKER 
PROFITS BUILT TO 
FIT THE 


MODERN HOME 


compact, rugged 


ONE OF AMERICA’S 
READING STEEL FABRICATORS 


NATIONALLY 
ADVERTISED 


WATERFILM BOILERS, INC 
od f L. O. KOVEN & BRO. INC 
36-40 New York Ave., Jersey City 7, N. J 


construction saves space 


t 





Oil Heating 


(Continued from center of page 196) 
redirect the flame against the natural gas travel 
in the furnace. This is good practice. Sweeping 
the hot gases across extra heating surface in- 
creases efficiency. When a front-wall corbel is 
used for this purpose the back wall is generally 
built straight. 

A question which often comes up in combustion 
chamber construction is: How high should the 
nozzle be above the floor of the firebox? The 
answer is supplied in Fig. 3. The distance should 
be no less than the distance to either side wall. If 
lower there will not be proper clearance for the 
spray, assuming that the chamber is otherwise 
built correctly. 

A common service problem is that of a hot- 
nozzle when the spray hits the floor. Carbon 
builds up and becomes incandescent both during 
and after the operating period. Much heat is radi- 
ated back into the burner, causing oil to boil in the 
nozzle. After-burning results, and carbon residue 
is deposited in the nozzle passages. 

Obtaining the correct clearance for the nozzle 
is not difficult when the firing rate is less than 2.00 
gph. Most small boilers have 12-inch bases. This 
provides a possible 5% to 6 inches for nozzle 
height. 

Larger boilers seldom have bases that are pro- 
portionately higher. Middle size heating boilers 
often have 12-inch bases; a few have 14. In some 
cases it is possible to remove a cleanout door 
frame to secure good clearance. When this can- 
not be done it is usually necessary to break out 
the concrete floor to a depth of several inches be- 
low the proposed chamber floor to prevent this 
kind of trouble. 

Lack of spray clearance is a persistent cause of 
service problems. It is very difficult to correct 
after the installation has been made. The time to 
provide for good nozzle clearance is before the 
first brick is laid. 

The selection of combustion chamber materials 
is simplified if it is kept in mind that a good qual- 
ity oil fire reaches a temperature of more than 
2300 degrees; in fact some small oil fires have been 
found to reach 2600. Since it is the aim of in- 
stallers to provide the hottest possible fire, the use 
of low quality materials is automatically ruled out. 
A long-lasting, trouble-free combustion chamber 
is constructed only of high grade components. 

For larger size chambers, 3.5 gph and up, hard 
fire brick construction can be considered. These 
are rated by some manufacturers in four grades: 
super duty, high heat duty, intermediate duty, and 
low heat duty. 

The two lower grades are not intended for ex- 
posure to the heat of intense fires. They are used 
frequently by those who are unaware that there 
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are better kinds, or do not see the need to pay the 
price of better bricks. 

Super duty fire bricks are the best obtainable, 
and the most costly. They are designed not only 
to resist high temperatures but also slag and gas 
products of heavy oils and pulverized coal. It is 
not necessary to use them with the fires of gun 
type oil burners firing light oils. 

High heat duty bricks are entirely satisfactory 
for domestic oil fires where light oil is burned. 
They can be used even under severe service in 
industrial boilers. 

Lightweight fire bricks are made in heat ranges 
from 1600 degrees to 3000 degrees. For small 
domestic oil fires this type is recommended be- 
cause of their resistance to heat penetration. They 
flash to red heat during the first minute of burner 
operation, an ideal quality for intermittent firing. 
Domestic burners often start from 50 to 60 times 
aday. With lightweight bricks it is possible to ad- 
just for a clear start without excess air, therefore 
higher fire efficiency throughout the operation. 

These bricks also reduce heat storage between 
operations. Heat storage produces lag in heat 
distribution through the system, increasing the 
length of operating periods. This is a type of in- 
efficiency not measurable with instruments, but 
represents a fair percentage of the fuel burned 
in a season. This factor is not so great in larger 
installations, but becomes disproportionate at low 
firing rates, absorbing a large fraction of the heat 
generated, but delivering little of it to the furnace 
during or after the operation. 

Lightweight firebricks cost more than standard 
bricks, but are easier to work with. They are 
easily cut with a saw. Holes can be drilled in them 
if needed, and irregular shapes can be made. They 
can be used to fill gaps in irregular masonry in 
larger chambers also, and they make an ideal in- 
sulating floor for the larger jobs. Only material 
rated at 2600 degrees or higher should be used for 
exposure to the oil fire. 

Bonding mortars for joining fire bricks come in 
several grades. Only high heat duty mortars 
should be selected for oil-fired combustion cham- 
bers. Lower grade cements deteriorate under in- 
tense temperatures and shorten the life of the en- 
tire firebox. 

Bonding cement come in two forms. It can be 
obtained dry, in bags, for mixing with water as 
needed; or ready-mixed, in drums sized from 25 
to 500 lbs. The ready-mixed is more easily 
handled and stored without the risk of damage 
from moisture. — 

Mortars for use with solid type firebricks are 
thinned with water when necessary to a consist- 
ency of pea soup. The mortar is never trowelled 
on to the masonry, as with building bricks. The 


(Please turn to top of page 202) 
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THE SALES AND PROFITS 
YOU want 


160% 
AUTOMATIC 
SAFETY 





HEAVILY 
INSULATED 
10 PREVENT 
HEAT LOSS 


LONG LIFE 
355-LB. TEST TANK 


thoroughly galvanized 
by hot-dipped process 










AVAILABLE IN A VARIETY 
OF SIZES AND MODELS 


NATIONALLY 


TROUBLE-FREE 
ADVERTISED 


OPERATION 





L. O. KOVEN & BRO., INC. 
Ave., Jersey City 7, N.J. 
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IN AMERICA’S LEADING MAGAZINES ESPECIALLY PLANNED TO HELP DEALERS 

Now, as always, Orangeburg’s national adver- We always plan the advertising of Orangeburg Pipe and 

tising campaigns are the largest in its field... Fittings to help you, the key man in the chain of distributio.}§ Wh ever y' 

and the most effective for plumbers because You make the recommendation to the home owner — you sew law 

Orangeburg covers all the consumer markets are our representative when the final decisions are made. eallage 

...pre-sells the home owners you serve. That's why we make products profitable to the deale because thei 
The Saturday Evening Post with color pages and quarter and a sound investment for the man who pays the bill.f choice of tw 


pages sells Orangeburg’s trademark of high quality to “all 
America.” Better Homes and Gardens and American Home 


Your custon 


—— 





sell city, town and suburban home owners across the conti- 
nent. Country Gentleman and Farm Journal sell farmers 


the long life 
automatic « 


everywhere. Send for Orangeburg’s Free Dealer Aids! § customers f 
National advertising, backed by the recommendations of We will gladly wend yeu @ list showing the vartous signs 

plumbers, builders and architects, has made Orangeburg literature we furnish to dealers... to help them increase thei’ 

America’s best-known and most wanted pipe. —~ installations of Orangeburg Pipe and Fittings. Write Dept. DE-113 


ORANGEBURG MANUFACTURING COMPANY, INC., ORANGEBURG, N. 
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MR. P. E. FLETCHER 
merchandising plumber, Nashua, N. H. 


“The installed cost is your 
final cost. There is practically 
no service liability. We 
have many installations ten 

to fifteen years old that 


have never had a service call.” 


Water Heaters. They’re so easy to install—anywhere— 
because there’s no flue or vent. Your customers have their 
choice of two types—upright or table-top. 


Your customers benefit, too, by the cleanness, the economy, 
the long life of the Electric Water Heater, and its completely 
automatic operation. They automatically become better 
customers for other appliances and plumbing services. 
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Ask anywhere—plumbers will say: 


Wherever you are, you can profit by the benefits of Electric 





MR. WILLIAM T. HOWE 
merchandising plumber, Rochester, N. Y. 


















“It pays to be ‘in hot water’ when 
you do it right. Sell and install an 
Electric Water Heater. Your customer 
will be happy because he’s ‘in’ 
the kind of hot water he’s always 
wanted—automatic and dependable.” 


ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers 
Association 


155 East 44th Street, New York 17, N. Y. 


ALLCRAFT + BAUER «+ C-E HEATMASTER 
CRANE-LINE SELECTRIC ° CROSLEY 
DEEPFREEZE + FAIRBANKS-MORSE 
FRIGIDAIRE + GENERAL ELECTRIC 
HOTPOINT « HOTSTREAM + JOHN WOOD 
KELVINATOR + LAWSON + MERTLAND 
MONARCH «+ NORGE + PEMCO «+ REX 
RHEEM . SsEPCO og A. ©. SMITH 
THERMOGRAY «+ WESIX + WESTINGHOUSE 








SELL AND INSTALL ELECTRIC WATER HEATERS — They're whot people wont! 
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tw RIGID 


Quick-Opening 


| 504" PIPE THREADER | 


for Power Drive use 





Threads 1” to 2” pipe 
with 1 set of dies 


You can’t beat this new “504” for fast smooth 
threading with power drive! Changes instantly 
from size to size regardless of position of quick- 
opening lever . . . Release ball handle, move 
indicator line to 1’, 14’’, 14%” or 2” on size 
bar, tighten—it’s ready to thread! Quick- 
opening handle retracts dies instantly without 
stopping power drive—no slow backing off. 
4-jaw workholder centers pipe for accurate 
threading. No lead screw to jam. Easy-to-read 
size bar. Adjustable to over and under size 
threads. See it... try it... buy the new “504” 
at your Supply House. 


THE RIDGE TOOL COMPANY e 





ELYRIA, OHIO | 


DOMESTIC ENGINEERING 





Oil Heating 


(Continued from bottom of page 199) 
firebricks are dipped into the mix, wetting the 
sides to be joined only. Joints are made almost 
paper-thin. The bricks are tapped or slid into 
place. The mortar is not used to build up uneven 
joints. When the bottom course is laid it is levelled 
so that there should be no uneven joints higher 
in the wall. 

Uneven joints are sometimes the result of using 
the bricks of more than one manufacturer. This 
practice gives the chamber builder trouble, causes 
lost time in construction, and may produce an un- 
dependable chamber. There are generally small 
differences in dimension between bricks of various 
makers, even though they may be of the same 
quality. 

Three sizes of fire bricks are used in the con- 
struction of domestic fireboxes. They are: 


EE» Sans as ase > es 9” x 416” x 21” 
th 6 icine ds da 5b 4 0 9” x 446” x14” 
Ai kd dbs eras 9” x 216” x 2%” 


With these sizes it is possible to perform prac- 
tically any operation in chamber building. Special 
shapes and sizes are available for special pur- 
poses, although these are seldom used in oil burner 
work up to 10 gph. 

Insulating bricks also come in splits, soaps, and 
other sizes, but the contractor seldom finds it 
necessary to stock them. As explained before they 
are easily shaped for particular needs. 

Insulating brick mortar is not thinned down, but 
is used at full consistency. It is trowelled onto the 
bricks, or on the wall being built. It is specially 
treated to reduce absorption into the brick, but 
must be handled quickly to prevent drying while 
working. 

After the firebox is built there will be consider- 
able space between the box and the furnace base. 
There are a variety of materials which can be used 
to fill this space; asbestos, rock wool, vermiculite. 
There are also low grade fire clay materials made 
especially for this purpose. These are mixed with 
water and poured into the space, becoming a hard 
mass insulating the base from the chamber and 
preventing air infiltration from the base area into 
the boiler. 

When loose, dry materials are used for back- 
filling the upper and lower joints of the base 
should be first sealed, to prevent infiltration. The 
backfill should be “topped” with about 2 inches of 
mixed asbestos and portland cement. Five parts 
asbestos to one part cement is about right. This 
mix can be used to seal around the burner tube, 
where it passes through the front wall, and as a 
finish-coat for the front wall. It hardens and can 
be painted. 

When the burner is installed in the chamber 
its front-end should be protected. A rag or loose 
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DOMESTIC 
paper can be inserted to keep out solid matter 
which might lie in the air tube and interfere with 
the designed air flow. It is often difficult to adjust 
for a high quality flame when the air pattern is 
distorted in this way. The installer removes the 
protection only after the installation is complete 
and the burner is ready to fire. 

Chapter 3, which continues the discussion of 
conversion installations using gun-type burners, 
will be presented in next month’s issue. END 


The Fundamentals of Oil Heating 


(Continued from center of page 51) 
objectionable in small domestic equipment. Serv- 
ice problems can result because of smoke, odor, 
poor heating, or noisy operation. 

Fuel oils are classified by number, from 1 to 6, 
according to standards set by the U. S. Dept. of 
Commerce. These grades are primarily based on 
gravity; but viscosity, flash point, distillation 
characteristics, carbon residue, moisture and sedi- 
ment content, sulfur content etc. are also impor- 
tant considerations in the grading.: 

No. 1 is the most volatile of the fuel oils. It is 
removed from petroleum by distillation after the 
lighter parts such as gasoline have been distilled 
off. It is of low gravity and viscosity and is espe- 
cially adaptable to direct vaporizing. It contains 
practically no dissolved solids and has a reason- 
ably high percentage of flash elements so that it 
ignites easily. Its best use is- at fractional gph 
rates in vaporizing type burners in small homes. 
It can be used in other burner types also. 

No. 2 fuel oil is used extensively for heating 
small and middle-sized homes and other small 
buildings. It is also used to fire small industrial 
boilers up to 30 hp or so. It is generally atomized 
mechanically and sprayed into a combustion 
chamber. In many cases it is substituted for No. 
1 fuel oil in vaporizing burners with reasonable 
success. The chief drawback to this use is the 
carbon residue which is left in the vaporizing 
vessel requiring removal at intervals. This prac- 
tice is approved by many makers of this type 
burner, who provide carbon removing tools. 

This oil contains 138,000 to 140,000 btu per gal- 
lon. Its most effective range when used in me- 
chanical atomizing burners is from 34 gph to 10 
gph. There is generally no difficulty in adjusting 
it to a clean, efficient, quiet flame as required for 
heating homes. Its viscosity is sufficient to lubri- 
cate the gear-type and other pumps used to move 
and pressurize it. Carbon residue and sulfur are 
contained in small percentages, and these present 
no difficulty when the oil is sprayed and mixed 
correctly. 

Nos, 3 and 4 represent fuels not commonly used. 
They are heavier than No. 2 in gravity and vis- 

(Please turn to top of page 206) 
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If this Housing ever 
Breaks or Distorts we 
will replace it Free. 


Rrikaib 


Pipe Wrench 


Guarantee that has saved money 
for millions of users for 30 years 


* Housing Guarantee is specific, instant make- 
good, no argument. 

* No-slip no-lock replaceable jaws, handy pipe 
scale on hookjaw. 

* Adjusting nut that spins easily to size, 6’’ to 60”. 

* Comfort-grip I-beam handle. 

* 100% factory pipe testing of every wrench! 

* Always the most for your money! Buy RI@aibD’s 
at your Supply House. 


THE RIDGE TOOL CO. « ELYRIA, OHIO 
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automatic GAS 


WATER HEATER 


180° water for perfect sanitizing in the auto- 

ele) 33 Dou, b 1 ob matic dishwasher. 140° general use hot water 
(4 a / “i for sinks and lavatories. RUUD-MONEL two “ 

temp SANIMASTER DELIVERS BOTH THESE 


HOT WATER TEMPERATURES FROM THE 
° ° SAME TANK—AT THE SAME TIME! 

in this TODDLE HOUSE Let Sanimaster do double-duty for you, too. 
You'll find it’s the answer to the commercial or 


industrial operation where both extra-hot and 
regular-hot water are needed at the same time. 






Just cl 








@ Form 
can’t 
@ smo 
@ Heat 
@ Pure 
¥ @ Com 
140° GENERAL USE HOT WATER’ 180° SANITIZING HOT WATER 
is piped to pot sinks, lavatories and is delivered from the same tank at the From ey 
other general use faucets inthis Akron, same time, to the Hobart SM-4 dish- pee 
Ohio, Toddle House—a continuous washer. Really hot, 180° water for posi- ' y ie 
supply of 140° tempered hot water is_ tive bacteria destruction ... perfect quality 
assured at all times. sanitation. | Ings you 
to sweai 
right. As 
MONEL—THE WONDER METAL safely holds water at NORTH 
180°. Won’t rust,ever! Ruud-Monel Sanimaster, with its exclu- 10 
sive long-life Monel tank, provides hot water sparkling clean. 
. . f " tad e 
“Hanlin soy of sil end copper Senimastte PROVES SPEED, EFFICIENCY 


fense program. Production of Ruud-Monel water 


heaters is on a severely curtailed basis, limited The Ruud Sanimaster is used 24 hours a day at this Toddle House in Akron, Ohio. 
by the amount of these strategic metals available P . ° 

for civilian use after the needs of the defense And from 7:30 to 10:00 in the morning they average eight complete customer 
program have been met. Distribution of Ruud- : : 

head water heaton b exited be anvemeatt turnovers. Sanimaster never lets them down. Imagine, from one tank, enough 
order to those areas in which public water extra hot water to sanitize dishes, eliminate hand toweling, and even keep coffee 
supplies are of maximum corrosiveness, and this ‘ ; 
advertisement is not intended to indicate general urns filled. And at the same time, plenty of tempered hot water at pot sinks and 


availability of water heaters with Monel tanks. lavatory faucets! 


In addition to the Ruud-Monel two” 
temp Sanimaster, Ruud offers a complete 


crrcel ond indventel applications. RUUD MANUFACTURING COMPANY 


For specifications, data, literature, etc., 
write Dept. 7-7. Pittsburgh 1, Pa. « General Offices ¢ Toronto 14, Ontario 
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Just check these advantages: 





@ Formed from tubes, NIBCO fittings 
can’t leak. 


@ Smooth interiors — minimum friction. 
@ Heat up fast— save time. 

@ Pure copper matches tube. 

& Compact — save space, handling. 


From every angle NIBCO Wrot Fittings add 
to your profit and build your reputation for 
quality installations. And think of the sav- 
ings you make by having no defective fittings 
to sweat out. NIBCO Wrot Fittings are 
right. Ask for them at your jobber’s. 


NORTHERN INDIANA BRASS CO. 
1104 Plum Street, Elkhart, Indiana 


» Ohio. 
stomer 
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The Fundamentals of Oil Heating 


(Continued from bottom of page 203) 
cosity and contain considerably more dissolved 
and suspended solids. These oils are burned in 
the same manner as No. 2 by spraying from a 
nozzle or otherwise, and are easily ignited by elec- 
tric spark. 

No. 5 oil is used (1) where a higher burning 
rate is required, (2) where it is good economics 
to invest in the more costly equipment needed, 
and (3) where the fuel can be stored in larger 
quantity. It is a more loosely graded oil and there 
are large variations from time to time, and from 
place to place. 

In many localities No. 5 oil has two classifica- 
tions, Cold-5 and Hot-5. Both are burned without 
preheating by many users, but the latter ignites 
more readily and burns better if some heat is used 
in preparing it. Both grades can be pumped cold 
in most climates. They are difficult to ignite by 
electric spark, so gas is usually used in the igni- 
tion system. Carbon residue, sulfur, sediment and 
water may be quite high in No. 5 oils. 

No. 6 is the residual fuel, that remaining after 
all the lighter fractions have been removed. At 
summer temperatures it is a semi-liquid, at lower 
temperatures it is almost a solid. Systems de- 
signed to use it are equipped with pre-heaters, in- 
cluding some means of keeping the storage tank 
at 90 degrees or warmer. Further preheating is 


necessary at the burner to make it ignite and burn’ 


dependably. 

It is not considered practical to install this spe- 
cial equipment for burning No. 6 oil if the burning 
rate is to be 25 gph or more. Between 10 gph and 
25 gph it is usually more practical to burn No. 5 
fuel oil, even at its somewhat higher cost. 

Combustion is the technical name for burning. 
The fuel elements, chiefly carbon and hydrogen, 
are capable of uniting with oxygen under prepared 
conditions, becoming different substances chemi- 
cally. The process of producing this charge liber- 
ates heat. 

First the oil must be prepared. In the case of 
No. 1 fuel oil it is only necessary to vaporize it 
in a heated vessel. Nos. 2 to 6 oils, because of their 
carbon residues, are best prepared by spraying 
in very fine particles. This allows them to present 
a large amount of surface to the oxygen with 
which they must be mixed. 

Mixing is another step in the preparation. The 
oil particles and the oxygen must be admitted to 
the burning zone at a constant rate with each 
other, so that there will be no variations in the 
quality of the combustion. 

Heat is another of the prepared conditions, The 
fuel and the oxygen will not unite chemically un- 
less heated to the kindling point. The quantity of 

(Please turn to top of page 212) 
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n larger . will give you satisfied customers with years of 
efficient and dependable service. 
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. ignites The main feature of the CUTTER BARREL is the 
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* b rotary table. This design insures rapid cutting, 
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Performance of railroad journal bearings, under heavy load appli- 
cations at relatively low speeds, can not be anticipated by the usual 
physical tests of tensile strength, elongation, etc. Since it is impos- 
sible to maintain a perfect oil film between the rotating journal 

and bearing, the behavior of bearing metals under momentary 
metal-to-metal contact becomes a major distinguishing character- 
istic. 

With proper shaft alignment and reliable lubrication, bronze alloys 
are among the highest in fatigue strength and. load carrying 
capacity. 

ia . . . Write for your copy of the 8-page Lavingot Technical Journal—Vol. 9, No. —- 





containing an article discussing ‘Sand in the Brass Foundry." 





Specify—LAVIN NONFERROUS INGOT— Quality 








R. LAVIN & SONS, INC. 


e Refiners of Brass, Bronze and Aluminum 
e Producers of Zinc Base Die Casting Alloys 


3426 S. KEDZIE AVENUE e CHICAGO 23, ILLINOIS 
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What Every Plumber Should Know! 


That Sani-Flush can be used without harm to any septic tank system 


Skinner & Sherman, Inc., Chemists and Engineers of Boston, Massachusetts, 
proved this through a scientific investigation. Their research included not only 
laboratory chemical examinations of the effects of Sani-Flush on sewage but 


a six-weeks practical test in a household having a septic tank system. 


They proved that: 


When Sani-Flush is used to clean toilet bowls where septic 
tanks are employed, it neutralizes the alkali present in the 
sewage, and leaves the bacteria unharmed to do its proper 


work. 


Sani-Flush may be used with equal efficiency in soft, hard 


and alkaline water systems. 


Plumbers throughout the country can recommend Sani-Flush, America’s favor- 
ite toilet bowl] cleaner, to the many thousands of home-owners, both new and 


old, who have septic tanks. 


Write for a copy of “Report of Scientific Tests” — 
to the Hygienic Products Co., Dept. 55, Canton San i- Flash 
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“Our new Ford’s time-saving 
features cut valuable hours 
from long haulsand save money 
in stop-and-go work,” says 
Mr. B. A. Schmidt, Mgr. of the 
American Electric Co. of Lub- 
bock, Texas. “Now we’ve got 
more time for rush orders! 


“Our driver really appreci- 
ates the comfort of Ford’s 
new Driverized Cab. He says, 
‘Ford’s easy handling and 
visibility are a great improve- 
ment over other trucks. They 
make fast work of maneu- 
vering in tight spots.’ 


“Our new Low-FRICTION 


New Ford F-100 Pickup offers Driverized or, (extra cost), Driverized Deluxe Cab. Choice of V-8 or Six. 
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Five transmissions, including new FORDOMATIC and OVERDRIVE (extra cost). 


“Now we've got more time 
for rush orders!” 


101-h.p. Cost Clipper Six is 
more powerful than any other 
similar size engine we’ve 
ever owned. Its power makes 
light work of our heavy pay- 
loads and breezes through 
tough going that would stop 
many another truck. 


“I figure my trucks as a long 
term investment. To pay off, 
I must have a truck I can 
counton for plenty of depend- 
able service . . . one that can 
take a real beating and keep 
on going. We started using 
Ford Trucks in 1946 and 
have been well satisfied with 


performance and economy.” 


What about you? Could time- 
savings and the dependable 
performance of a Ford Truck 
help in your work? For com- 
plete information write: Ford 
Division, Ford Motor Co., 
Dept. T-21 Box 658, Dear- 
born, Michigan. Or see your 
Ford Dealer today! 


FORD 
ECONOMY 
TRUCKS 


SAVE TIME « SAVE MONEY « LAST LONGER 
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There's only one kind of soil pipe in the world that has that holds the expanded lead tight in its grip, and yet 
rootproof joints like that pictured above: Cast Iron allows enough flexibility to adjust for settling. Joints 
Soil Pipe. Reproduced from a photograph of a cutaway like this do not leak, and they form a permanent barrier 
joint, the illustration shows clearly the to roots. Because such joints must be 
oakum packing and the caulking of USE PERMANENT made by journeymen plumbers, the 


lead, put in hot. Driven home with CAST IRON owner of a sewer laid with Cast Iron 
hammer and caulking iron, the lead is SOIL PIPE Soil Pipe gets a job of craftsmanship. 
in there to stay. Note the locking ring And permanence! 


This advertisement is sponsored by: 
CAST IRON SOIL PIPE INSTITUTE 











Alab Pipe Company Peerless Pipe & Foundry Dept. DE-11, 1627 K Street, N.W., 
American Brass & Iron Fdy. Co., Inc. Washington 6, D. C. 
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Emory Pipe & Fdy. Co. 


Somerville Iron Works 
Tyler Pipe & Foundry Co. 
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(Continued from bottom of page 206) 
heat to be applied need not be great, so long as it 
is intense. A small electric spark close to the mix- 
ing point is sufficient to get combustion started 
with the lighter oils. Once started, the entire 
sprayed mass bursts into flame, generating the 
heat it needs to continue the process by itself. 

How well the flame can sustain itself depends 
to a great extent on another condition, environ- 
ment. An oil flame burning in the open will gen- 
erally lose heat so fast that much of the fuel will 
pass the burning zone unburned, or partially 
burned. With most oil burners the combustion 
space is surrounded by hot walls of firebrick or 
other material capable of standing up under high 
temperatures. These walls help the fire maintain 
its temperature high enough to vaporize and con- 
sume all the fuel. 

Carbon is the largest constituent of fuel oil. 
When mixed correctly with oxygen and burned 
completely the resulting product is carbon-di- 
oxide (CO.). The burning of a pound of carbon 
to CO, liberates 14,100 btu. 

When carbon combustion is incomplete, as a re- 
sult of inadequate oxygen supply, or improper 
mixing, some of the product will be carbon-mon- 
oxide (CO). This is an entirely different chemical 
compound, a deadly poison which fortunately is 
carried away into the upper air by the chimney 
draft. The heat liberated in forming CO is only 
3950 btu per Ib. of carbon, less than 30 percent of 
that liberated in forming COs. 


How Smoke Is Caused 


Another result of incomplete carbon combustion 
is smoke. Smoke is really solid carbon in finely 
divided particles. Some of it is the coked carbon 
residue remaining after the fluid portion of the’ 
oil is vaporized, but most of it is formed in the fire 
itself. Any carbon particles that manage to escape 
the fire cool rapidly and many of them attach 
themselves to the heating surfaces of the boiler or 
furnace. This forms an insulating layer of soot 
that increases the difficulty of heat transfer. Stack 
temperatures are measurably higher when the 
heating unit has sooted surfaces. 

With most spraying burners operating under 
the right conditions these carbon particles are 
very useful. The radiance of a yellow or white 
fire is from millions of incandescent carbon par- 
ticles in the process of burning. This radiance 
increases the heat transfer potential of the sur- 
face close to the flame, which are also receiving 
the heat of convected gas currents in the firepot 


area. 
From 12% to 14 percent of the fuel oil particle 


is hydrogen. This element has enormous heat 
release, when burned correctly, amounting to 
60,958 btu per lb. The available heat from hydro- 
gen in a gallon of fuel oil is about 54,000 btu. The 
chemical product of hydrogen and oxygen is water. 
If it were practical to condense this water in the 
flue gases before they go up the chimney an addi- 
tional 9000 btu could be recovered. 

Another group of products of uncompleted com- 
bustion are the aldehydes. These are strong smell- 
ing, eye-watering vapors that manage to get past 
the fire when mixing is poor or flame environment 
is not correct. They are often said to be the prod- 
ucts of a “cold fire.” A large percentage of service 
calls in which odor is indicated are the result of 
the escape of aldehydes from the fire. Some small 
quantities of CO and aldehydes are produced in 
most oil fires, but under proper burning conditions 
they go on to complete combustion before leaving 
the firebox. 

Most fuels would burn more effectively if the 
supply of oxygen were pure. However there is no 
natural source of pure oxygen, and the cost of 
using commercially produced oxygen would be 
prohibitive for most uses. It is used only when 
exceptionally high temperatures are needed, such 
as in acetylene welding. 


General Combustion Notes 

For general combustion purposes a highly di- 
luted form of oxygen is used. The atmosphere is 
the source, and it can be had in any quantity de- 
sired without any special preparation. Air con- 
tains about 21 percent oxygen, with the other 79 
percent being inert or dead. It is mostly nitrogen, 
with some traces of other inert gases, such as COnz, 
argon, neon and water vapor. 

Since oxygen is the only part of the air that 
takes part in combustion, the other gases pass 
through the burning process without change. They 
just go along for the ride because there is no easy 
way to separate them from the oxygen. As they 
leave the furnace they take considerable heat up 
the chimney with them. Without nitrogen the 
flame temperature would be much higher, and 
stack temperature somewhat lower. Good heating 
units are designed with extra heating surfaces to 
recapture some of the heat carried through by 
these gases. 

Because air is free and available in large quan- 
tities many people do not give much thought to 
the amount of air necessary for combustion. It is 
a very large quantity whether measured by weight 
or by volume. For perfect combustion of a gallon 
of fuel oil without excess air about 1600 cubic feet 
are required, This volume would fill the living 
room of the average small house. In the course 

(Please turn to top of page 219) 
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If you’re searching for 


EXTRA PUMP PROFITS 


> a It’s the sales you don’t make that really hurt! If you've 
- 
Fos been losing pump sales because you didn’t have the right 
C4 
Pa pump at the right price — these two new Goulds pumps are 


going to be mighty welcome discoveries. Better see ‘em 
right away...at your Goulds distributor's. And while 
you're there — let him show you the complete Goulds line 


— for a completely profitable pump business! 


FIG. 3371 ~ a 


MULTI-STAGE JET PUMP | 


Built especially for those extra deep well jobs (up 
to 200 ft.) where higher pressures are required. 
Delivers up to 1175 G.P.H.— may be used for 
single or twin pipe jobs. 2- and 3-stage models, 


FIG. 3658 


fo H.P. DEEP WELL PUMP 


For deep well jobs where pumping level is not more 
than 130 ft. A completely packaged unit, less tank, 
with all famous features of Goulds Jet-O-Matic — 
yet priced for volume sales! Easily installed on 


Om ame 


in %, 1 and H.P. units. Easy to install. . . easy single or twin pipe systems —capacities up to 670 
to service, too! gallons per hour! 
34 


fs See your distributor 
i or write 
4 


GOULDS PUMPS Inc. WATER SYSTEMS 


‘ 
*s,_Seneca Falls, N.Y. A ge 1848 ae 


ca oe an so FOR EVERY FARM AND HOME NEED 
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“x ANNOUNCING NEW + 


DODGETRUCKS 
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Brilliant new design opens new era in trucking! s 


4 Compare their new comfort! +X Test their new handling ease! 
> 4 See their new low work-saving design! 





e 


2 GREAT ENGINE LINE-UPS! In addition to cost-cutting 6’s, 
Dodge now offers the most powerful V-8 engines of all leading 
trucks! Available in 114-, 2-, and 214-ton models. . . standard 
in 234-, 3-, 314-ton! Revolutionary hemispherical combustion 
chamber for high efficiency! Get free book on engine efficiency 
and its importance to you at your Dodge dealer’s! 

OVER 75 NEW FEATURES! Spectacular low-built lines! New 
increases in G.C.W.! New cab sealing against dust, drafts! 
Nonskid running boards! 

PLUS famous Dodge features like . . . completely rustproofed 
sheet metal . . . moistureproof ignition! Truck-o-matic trans- 
mission with g¥rol Fluid Drive, available! 





New! Even greater values ... yet still priced with the lowest! 























New! Sharper Turning! New steering sys- 


tem for the shortest turning of all leading 
trucks! New shorter conventional tractors! 
New, one-piece windshield! More total 
vision area than any other popular make! 


New! Smarter Styling! New colors! New 
flow-line design, featuring integral fenders, 
sparkling chrome! New two-tone interior 
styling! New wider doors! New easy-chair 
seats! New instrument panel. 





SEE YOUR FRIENDLY DODGE DEALER! 


New! Lower Lines! Pick-up and panel 
floors knee-high for loading ease! Lower 
running board for easier entry! Lower hood 
for greater visibility! New, low center of 
gravity for road-hugging stability! 
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Your fingertips will tell 
you why so many speci- 
fications men think first 


of WHEATLAND — 

1. Clean outside finish 

2. Continuous even depth thread 
3. Deep round chamfer 


4. Heavy galvanized coating 
5. Pressure tested 


Sr i sania 
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Wind and sun load don’t affect working conditions here. 


UNIT HEATING 


SAVES FUEL COST 


How do you economically heat a plant 
where the walls have more glass area 
than brick? That can be a real prob- 
lem. Constantly changing wind and sun 
loads cause a central-plant system to 
overheat and underheat. 


But the Tom’s River Division of CIBA 
STATES LIMITED found the answer 
with unit heaters. They installed 200 
Westinghouse Speedheaters through- 
out their three large buildings. The 


Speedheaters supply heat only as re- 
quired. For CIBA: acres of sunlit work- 
space, winter comfort control, econom- 
ical heating with low investment. 


Are you building new quarters? Are 
your heating costs high? You'll save 
money with Westinghouse Speed- 
heaters. Install them today. Write for 
Catalogs 1521 and 1525. Westinghouse 
Air Conditioning Division, Hyde Park 
36, Massachusetts. 
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Westinghouse Speedheaters blanket large 
window areas, Separate control for each 
area provides the most efficient heating. Fan- 


MWe SLE MS Be Cee SE 
SPEEDHEATERS 


driven air results in uniform temperatures 
throughout, 


wa----------.._..__ You CAN BE SURE... iF ITS Westinghouse Reid 
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RV-1 Pressure Relief 
Valve with test 
handle 









RV-O Pressure 
Relief Valve 





RV-2 Temperature 
Pressure Relief 
alve 








Net 


KLIXON 
RELIEF VALVES 


Provide Complete Protection Against Hot 
Water Tank Explosions! 





RV-3 Temper- 
ature and Pres- 
sure Relief 
Valve with test 
handle 
















The new Klixon Relief Valves for domestic hot water tanks provide the utmost 
in dependable protection against explosions. They are available for pressure 
relief or combination temperature and pressure relief. 


Temperature relief is insured by a fusible plug, which is mounted directly 
below the drain outlet. The plug is easily accessible and can be replaced 
without removing the valve from the installation. 


Pressure relief is provided by a precision calibrated, heavy-duty spring which 
opens the line when pressure within the tank exceeds the setting . . . recloses 
automatically when the pressure is relieved. 





RV-5 Temperature 

and Pressure Relief 

Valve with fuse plug 

extension and test 
handl 





The new Klixon Relief Valves are also available with a fuse plug extension. 
The fuse plug is mounted in the end of the extension which reaches down 
from the valve directly into the top of the tank where the water is the hottest. 









Write for Bulletin PR-224. It gives complete information and other data. 





RV-4 Temperature 

and Pressure Relief 

Valve with fuse plug 
extension 








Klixon Relief Valve 
listed as approved AGA. 

















SPENCER THERMOSTAT 
Division of Metals & Controls Corporation 
1811 FOREST STREET, ATTLEBORO, MASS. 










218 DOMESTIC ENGINEERING 


= raz PER 


fi mm pi a 


; 5 





Standish enameled iron 
recess bath K-305-F 


Water-tight, 2-door, clear 
glass enclosure available. 
Doors open outward. 








KOHLER or KOHLER 


PLUMBING FIXTURES * HEATING EQUIPMENT « ELECTRIC PLANTS * AIR-COOLED ENGINES + PRECISION CONTROM 
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You can locate 
bathrooms 
where they wouldn't 
fit before, 
with the 


KOHLER 


STANDISH 
SHOWER BATH 


The compact Standish affords 
possibilities for locating complete, 
comfortable bathrooms in space 
of small or unusual dimensions. It 
is practical and economical 

for homes needing additional 
bathrooms; for apartments, motor 
courts, hotels, dormitories— 
wherever space must be conserved. 


The Standish is roomy and deep 
for showering, suitable for tub 
bathing. The low front makes 
access easy, simplifies the bathing 
of children. Convenient 5-inch 
bench rim. The sparkling, 
easy-to-clean Kohler enamel is 
protected from strain because it 
is fused to a strong, rigid base of 
cast iron. Write for booklet. 


KOHLER CO., KOHLER, WISCONSIN 
ESTABLISHED 1873 
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predictable factors, such as changing draft, or 
variations in the viscosity of the fuel from one 
delivery to another. 

Most domestic oil burners are adjusted with 
from 15 to 30 percent excess air to guard against 
these possibilities and the service troubles that 
might result from them. This can be overdone, 
and often is overdone by servicemen. As too 
much air is admitted to the fire its temperature is 
reduced. At a certain stage it can hardly burn to 
keep itself warm. Combustion efficiency becomes 
very low, heating becomes poor, and cost goes up. 

Chapter 2, beginning on page 51, discusses con- 
version installations using gun-type burners. 


The Fundamentals of Oil Heating 





(Continued from bottom of page 212) 

of a season this house might require the burning 
of 1000 gallons of fuel oil. The air requirements 
for this much oil firing would be 1000 roomfuls. 
That would be a lot of air if you had to buy it. 

It happens that the perfect combination of air 
and fuel rarely takes place outside the laboratory. 
Even though a certain oil burner could be ad- 
justed for perfect combustion without excess air 
it would not be wise to leave it adjusted that way. 
Some margin of excess air must be provided to 
prevent future trouble that might result from un- 


uldn't 


ER 


Honorable Mentions 


(Continued from page 35) 
We lost a little money on each job, 
but did we have volume—Claude 
North, Milwaukee. 


Three, blind to price—Arthur Noy- 
er, Howard Supply Co., Los An- 
geles. 


A sure way to dodge the income tax 
and go to hades in a hurry—Joseph 
Schnurrer, W. A. Roosevelt Co., 


The only lift your business gets 
from price cutting—Irwin Zeller- 
maier, Blake Supply-Inwood Corp., 
Inwood, N. Y. 


Ten percenters be hanged!—Will 
Pennington, Dole Valve, Chicago. 


Cut the rope not the price—H. C. 
Perry, Eureka Williams Corp., 
Bloomington, II. 


Blind man’s bluff—Mrs. Betty 


Cutting prices? . . . string along 
with me—Samuel Weinstein, At- 
lantic Plbg. and Heating, Swamp- 
scott, Mass. 


Additional entries in the Domes- 
tic Engineering price-cutting car- 
toon contest will be presented ‘in 
forthcoming issues. 


Know the Contractor 
The Buffalo Business Bureau has 
issued a warning to homeowners 


8 o< Cees Wis. te John E. Ewing Co., Chi- sunitet “Sala poeemea” alee 
mode Who's hanging who?—Harvey Ro- “penn salesmen calling at the 
senblatt, Durable Goods Co., Chi- We took it cheap—so now for the door. 
isions. It cago. long sleep—Frank Walsh, Hallan- “Every year many homeowners 
J] dale, Fla. and businessmen are victimized by 
FUBAR (fouled up beyond all unscrupulous men who sell them 
nal recognition)—Roland Miller, Clay- I may choke to death, but at least an expensive new heating system 
s, motor ton & Lambert, Louisville, Ky. ng gl preg vag ae on the assertion that repair parts for 
on, 7 Co., ; ; 
— No reason to hang, starve or pull Tex. z ee the ———_ ee 
— hair, when with prices, we can be available, charged the bureau. 
fair—James Minton, Hart County Someone is choking me, but I can’t We are,told that in almost every 
1 deep Plumbing & Co., Munfordville, Ky. see that I'm hurting anyone else! “°°° ee ee 
—George Warren, K & M Supply Panies which will have the neces- 
> tub Let go of that rope, one of the necks (Co. Austin. Tex. sary parts.” The bureau suggested 
akes you'll save is your own—W. O. Net- the following to heating equipment 
b thi tleton, Cuilford, Conn. Three zealous businessmen, hung buyers: : 
— : each other high; All fighting over, 1. Know your heating contractor 
-inch Don’t give up hope, cut the rope, 4 higger piece of pie!—A. C. Wehrli, —make certain he is qualified and 
your necks will heal, with the fair jy p Ferneding Co., Chicago. : sidiahdn 
. price deal—-H. A. Neuzal, J. R. 2 Get uarantees and_ service 
el is Bradley, Reno, Nev. When prices you cut, it’s money \arr: cage ig ales 57 
: ys , Y warrantees in writing, specifying 
use it A calamity which I hepe will bring you lose that tightens the noose— exactly what they cover and for 
yase of the fair price campaign into real- Richard Weider, Rochester, N. Y. how long. 
st. ity—Albert Winkelman, Kalispell, ee a a 3. Don’t sign blank contracts— 
Mont. we ae blind, ond cose ost an pied insist upon the dealer specifying 
ONSIN —H. A. Weinraub. Traders’ Plumb- ™ake of the unit, size or Btu out- 





Thereby hangs the tale—R. C. 
Wirsch, Grote Mfg. Co., Bellevue, 
Ky. 


Let’s all hang each other for the 
consumers benefit—Jimmy Young, 
Brown Pipe and Supply, Pecos, 
Tex. 


ing & Heating Supplies, Toronto, 
Can. 


We would never cut price, but we 
have to meet competition—Jack 
Weinstein, Continental Nipple, 
Chicago. 
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put and specific structural work in- 
volved in installation. 

4. Don’t accept without checking, 
unless you have a reputable heat- 
ing contractor, the decision that 
your heating system cannot be re- 
paired. 
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FINE 


BOILER JACKETS 


STANDARD EQUIPMENT FOR THE LEADING BOILER 
AND RADIATOR MANUFACTURERS FOR OVER A 
QUARTER OF A CENTURY 
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Home Cooling is EASY the G-E way 


One more reason why General Electric is your 


RANGHISE > FUTURE 


RESIDENTIAL AIR CONDITIONING is an exciting new business, and 
G.E. makes it easy to get into. Unequalled flexibility of G-E Pre- 
“Paired” Heating and Cooling gives 190 different year-round 
units from 12 basic models—choice of oil or gas, power supply 
and size—to fit any job. G.E.’s exclusive pre-engineered Air- 
Wall System is perfect for distributing both warm and cool air. 
G.E.’s factory-sealed refrigeration system frees you of installa- 
tion and field service problems—it’s quickly replaceable as a 
unit, and backed by 5-year warranty. Advantages like these, 
plus G.E.’s great 6-point profit program, make a G-E Dealer- 
ship truly “The Franchise with a Future.” 


*Reg. Trodemork of General Electric Co. 


190 FACTORY-PACKAGE 
YEAR-ROUND AIR CONE 
FROM ONLY 12 BA! 


G.E.’s 6-POINT PROFIT PROGRAM 


——) Most flexible and complete line of furnaces, boilers, and 

cooling units in the business. 
——> Factory training for your men in application, service and sales. 
——) Prospect-pulling national advertising. 
—— Powerful sales promotion support—literature, signs, displays. 
——+ Special home builder program, packed with merchandising aids. 
—— Aname—General Electric—that enjoys top public acceptance. 


GENERAL @ ELECTRIC 


General Electric Company, Air Conditioning Division, 
Sec. AA-22, Bloomfield, N. J. 
Please tell me about my opportunities with a G-E Heating and Cooling 


Franchise. My principal business is 

NAME 

COMPANY 

ADDRESS 

CITY COUNTY 
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STATE 
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Earl Brown, retiring president of the Bureau, 
calls upon plumbing and heating industry to... 


(Invest in Public Relations! 





THE PLUMBING AND HEATING industries should 
increase their investment in public relations now 
to insure a continuing high level of sales for their 
products in the face of stiffening competition for 
the consumer’s dollar, Ear) E. Brown, president 
of the Plumbing and Heating Industries Bureau, 
told members at the 34th annual meeting Oct. 8 
in Chicago. 

Mr. Brown is president of The Chicago Faucet 
Company. The Bureau is the public relations 
agency for the plumbing and heating industries, 
the makers of water softening equipment, and the 
producers of electric water systems. 

“Better public relations—a careful cultivation 
of a favorable public opinion—is one of the sound- 
est investments our industries can make at this 
time,” President Brown declared. 

“That means providing the Bureau with in- 
creased funds to expand its good work in all di- 
rections and on all fronts.” 

Specifically, President Brown urged additional 
support so that the Bureau’s output of publicity 
can be increased with the hiring of another writer. 
The Bureau presently employs one full-time 
writer. 

With two full-time writers on its staff the Bu- 
reau could greatly expand its output of magazine 
and newspaper publicity, and explore the endless’ 
opportunities in radio and television publicity, 
Brown said. 


Elect 1954 Officers 

New officers of the Bureau were elected to serve 
until the next annual meeting. They are Arnold 
H. Goelz, chairman of the board, Kroeschell Engi- 
neering Company, Chicago, president; John H. 
Ewald, president and general manager, James E. 
Degan Company, Detroit, vice president, George 
O. Toepfer, president, The Maag Company, Mil- 
waukee, treasurer, and Norman J. Radder, Chi- 
cago, secretary. 

The report of Treasurer Toepfer further empha- 
sized the Bureau’s need for increased financial 
support from its members. 

“The Bureau’s operating costs are increasing 


far more rapidly than its income from subscrip- 
tions,” Toepfer stated. “Last year, income from 


22 


2 


subscriptions was insufficient to carry the Bureau, 
but increase from the sales of consumer booklets 
prevented a deficit. This year, although income 
from both sources is ahead of last year, we can 
avoid a deficit only by drastic curtailment of 
operating expenses during the final quarter.” 

V. J. Killian, chairman of the finance commit- 
tee, reported that subscriptions to the Bureau are 
almost $2,000 ahead of a year ago. 

“While we are gratified by the increase, it is 
nevertheless inadequate to offset the increase in 
the Bureau’s operating costs,” Kiilian observed. 
He added that another $3,300 could be realized 
by the Bureau if all those who so far have failed 
to do so renew their subscriptions of a year ago. 


Bureau Knocks on Doors 

During the last 12 months, the Plumbing and 
Heating Industries Bureau has knocked on more 
than half a billion doors with the story of the ad- 
vantages of modern and adequate plumbing and 
heating, Bureau Secretary Radder reported. 

“This figure,” he explained. “is the approximate 
readership of Bureau articles published in maga- 
zines and newspapers, It does not include the 
number of listeners to radio programs arranged 
by the Bureau, nor the readership of the Bureau’s 
consumer booklets. 

“It is a minimum, conservative, provable figure 
for the number reached by the Bureau through 
the written and spoken word, at a cost of less than 
one cent for more than 100 persons. 

“Manufacturer-members of the Bureau buy 
many kinds of raw materials to make their prod- 
ucts—pig iron, ingot copper, sheet steel, alumi- 
num, mone! metal, and other metals and materials. 
They buy labor. They buy advertising space. 

“Yet it is safe to say that there is nothing they 
buy so economically—at such a rock bottom bar- 
gain price—as the readership provided by the 
funds contributed to the Bureau. 

“More than 100 readers for every cent—this is 


the service provided by the Bureau. This is the 
basis on which the Bureau makes its appeal for 


greater financial support in order to knock on 
more doors—on the same doors oftener—with the 
story of modern heating and plumbing.” 
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Available 
JANUARY 
1954 


‘Another BIG PLUS for 
READING COPPER TUBE... 


¢ Complete 
Protection! 


e Easier to 
a telatel(=¥ 


Reading copper tube 

. » « produced in America’s most 

modern copper tube mill . . . now 

comes packed in the industry's most 

modern container. Individual pack- 

age is ready for job or re-shipping 

. no half-filled master cartons to 

hamper inventory. Readi - Pak* 

stacks or hangs compactly. Con- 

Ree: tents clearly labeled on sides and 

"Copyright ey edges. Makes a colorful point-of- 
eacebied eo sale display, too! 


READING TUBE CORPORATION 


Producers of Reading Lektroneal Copper Tube and Reading 85% Grade A Red Brass Pipe 


OFFICES & EASTERN DISTRIBUTION DEPOT: vemeveney -tahynad : 
36-12 47th AVE., LONG ISLAND CITY, N.Y. Sreading, fe. | slang llend City, W. Ye 


STillwell 6-9200 @Houston, Texas, 1121 Rothwell St. 
Sold Exclusively Through Plumb *Atlanta, Ga., 690 Murphy Ave., $, W. 
& Heating Supply Wheleselors WORKS: Reading, Pa. Unit 5, Bidg. B. 
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Give the gift that brings glad 


tidings uear ‘round 


You know the many benefits derived from each issue of 
DOMESTIC ENGINEERING .. . You know what a business- 
builder it is for you. No other Christmas gift could be more 
practical nor remembered longer by your friends in the 
trade, or business associates, than a gift subscription for 


DOMESTIC ENGINEERING. 


No bothersome Christmas shopping for you this year... . 
merely fill in the self-mailing, postage-paid envelope at the 
right and return it to us. Takes minutes to promote good will 
for a lifetime. Be a practical giver this Christmas ... give 
DOMESTIC ENGINEERING. Share the wealth of ideas with 
Weltiam olUidial-ts Molt iolaloli-tWelale Mol tveM > 41-lale mm Zell] ame lolole Mand ial-5; 


throughout the year. 


| An attractive Christmas card, 


— with your name inscribed, is 
‘CHRISTMAS | sent to each individual for 
GREETINGS i || whom you order a subscription. 

, Special Christmas rates, shown 


on the self-mailer, apply until 
December 31, 1953. Your 
friends will be glad you remem- 
bered them with DOMESTIC 
ENGINEERING this Christmas. 
ORDER NOW. 


ENGINEERING 





Good Reading 





(Continued from page 21) 
in a new 20-page bulletin. The In- 


dustrial Unit Heater Assn. bulletin 
includes data for assuring proper 
capacity ratings. Drawings show 
recommended hot water piping 
systems and various heater tests. 
Performance charts in graph form 
and unit heater test computations 
also are covered in the bulletin, the 
second edition of “Standard Ccde 
for Testing and Rating Hot Water 
Unit Heaters.” 

Issued by: Industrial Unit Heater 
Assn., 2159 Guardian Bldg., Detroit. 

AS AOS 


Blower assemblies for heating 
and cooling equipment are covered 
in a new Viking booklet. The 16- 
page publication gives detailed in- 
formation about belt-driven blower 
assemblies. Photographs and di- 
mensional drawings show blower 
parts and several methods of 
mounting the motor. 

Issued by: Viking Air Condition- 
ing Corp., 5601 Walworth Ave., 
Cleveland 2. 

ite 


Domestic heating and air condi- 
tioning systems are discussed in a 
new 16-page booklet by Janitrol. 
The booklet is intended to ‘answer 
the questions most frequently asked 
by home owners and prospective 
the 
| answers 
to your 
| heating 

questions 
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home owners. Simple explanations 
are given, with sections on modern- 
izing and year-around air condi- 
tioning included. The booklet has 
a minimum of commercial matter, 
as it is intended for general reader- 
ship. 

Issued by: Janitrol Div., Surface 
Combustion Corp., 2375 Dorr St., 
Toledo 1, Ohio. 

PED LID 

Heating and cooling equpiment 
for residences is discussed in a new 
24-page Coleman booklet. The 
booklet stresses economies possible 


for the owner who installs summer 
cooling equipment. Also included 
is an outline of the principles cf 
blended-air heating and blended- 
air conditioning. 
Issued by: The 
Wichita, Kans. 
Or. Dee 


Diffusers, registers and grilles for 
heating and cooling are pictured 
and discussed in a new Lima cata- 
log. Feur sizes cf floor diffusers 


Coleman Co., 


and a wall diffuser for perimeter 
heating are covered. A stackhead 
and frame designed to simplify in- 
stallations in old house or solid wall 
construction also is discussed. Full 
color photographs, diffusion pat- 
terns and other engineering data 
are included. 

Issued by: The Lima Register 
Co., 651 N. Baxter St., Lima, Ohio. 
Oo OO 
Pipe tools made by Beaver are 
described in a _ quick-reference 
catalog and resale price sheet. 
Ratchet threaders with both open 
and enclosed teeth are included, 
as well as a three-way threader 
for pipe and conduit. Also illus- 
trated are four-poster threaders, 
sawing vises, pipe reamers and 
cutters, various pipe and bolt ma- 
chines and a variety of dies, die- 

heads and other accessories. 
Issued by: Beaver Pipe Tools, 
Inc., 368 Dana Ave., Warren, Ohio. 
Go RE 


General purpose pumps for 
moving con-corrosive liquids with 
lubricating qualities are described 
in a new Tuthill Pump Co. catalog. 
A pump guide presents the dis- 
tinguishing features of each model. 
Cross section views show packing 
procedures and suction vent con- 
struction of the internal gear, posi- 
tive displacement pumps. 

Issued by: Tuthill Pump Co., 939 
E. 95th St., Chicago 19. 


995 


Loss of castings of the non- 
ferrous type is discussed in a new 
R. Lavin & Sons booklet. Reasons 
for casting defects are given and 
remedies suggested. Proper heat- 
ing of metal, furnace combustion 
and core making to insure proper 
castings outlined. Diagrams 
show how molding sand can be too 
weak, too wet or have too low a 
permeability. Other good and bad 
casting practices also are discussed. 

Issued by: R. Lavin & Sons, Inc., 
3426 S. Kedzie Ave., Chicago 23. 

y 9 «¢ 

Rotary drain cleaners and acces- 
sories are discussed in a new 14- 
page catalog by Marco Products. 
Drawings and photographs show 
power driven and manually oper- 
ated top snakes with attached 
cables. A variety of augers for 
water closet and other drain clean- 
ing is illustrated. Galvanized flat 
steel tapes and hootnanys up to 
10) ft long also are included. 

Issued by: Marco Products Co.., 
722 Ceres Ave., Los Angeles 21. 

oC e << 

Heating equipment is presented 
in a new catalog section by Wayne. 
Details about boilers, oil burners 
and furnaces, gas burners and fur- 


are 


HEATING en 


naces are given. The new items of 
heating equipment are available in 
various sizes and types. 

Issued by: Wayne Home Equip- 
ment Co., Inc., 801 Glasgow Ave.., 
Ft. Wayne 4, Ind. 

2 RE 

Pumping units are featured in a 
60-page 1953 catalog published by 
Red Jacket. The catalog pictures 
new models, including data on a 
new submergible pump. A three- 
color jacket calls attention to the 
75th anniversary of the company. 

Issued by: Red Jacket Mfg. Co., 
Box 270, Davenport, Iowa. 

> A, ° SR 

Oil and gas furnaces that operate 
on two capacities are described in 

(Please turn to top of page 226) 





Sales 


Aids 


Owens-Corning is making a va- 
riety of fall and winter promotional 
material available to dealers and 
distributors of its air filters. In- 
cluded are furnace stickers, utility 
envelopes, store banners, four- 
page stuffers, double postal cards, 
radio spot announcements and 
filter size catalogs. 

Available from: Owens-Corning 
Fiberglas Corp., Nicholas Bldg., 
Toledo 1. 
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Price-Pfister is featuring this 
colorful Christmas gift wrapping on 
all shipments of its dishwashing 
spray attachment from now until 
Christmas. Retail ad mats and store 
display material also are available 
on behalf of the attachment. The 
unit (Dish-Whiz) is available in 





both wall and deck models, and 
features a brush and detergent 
unit. 

Available from: Price-Pfister 
Brass Mfg. Co., 3011 Humboldt St., 
Los Angeles 31. 

o Oo 9 

Whirlpool is placing greater em- 
phasis on its automatic clothes 
washers by a brightly-colored win- 
dow streamer for dealer store win- 
dew display. The streamer is 17 by 
443% in. At the right end the Whirl- 


pool washer is shown, with an in- 





vitation to the prospect to come in 
for a demonstration. 

Available from: Whirlpool Corp., 
N. State St., St. Joseph, Mich. 


General Electric is offering a 38 
by 50 in. poster as a part of a late 
fall kitchen range promotion plan. 
The poster shows contestants in 
last year’s Pillsbury baking con- 
test using the G-E Stratoliner 
range, which will be used again 
this year. Entry blanks, registra- 
tion certificates and layouts for ad- 
vertising are included in a kit. A 
booklet suggests ways to demon- 
strate the G-E ranges while con- 
ducting cooking schools prior to 
the contest. 

Available from: General Electric 
Co., Major Appliance Div., 310 W. 
Liberty St., Louisville 2, Ky. 

ae ae 


James Knights Co. is distributing 
a new, non-freezing, outside wall 
faucet counter display that includes 





one faucet and gives a brief sales 
story. The display is 17 in. high 
and requires a 3 by 8 in. counter 
area. It is printed in two colors on 
heavy stock. 

Available from: James Knights 
Co., Sandwich, III. 

> 93 © 


Revco is making available to 
dealers of its home freezers a vege- 
table quantity guide for consumer 
distribution. The guide is an indi- 
cator card that js center mounted 





on a second card to permit a rotat- 
ing action. Slots in the top card 
show the ratio of garden and mar- 
ket quantities of fruits and vege- 
tables to pint packages of frozen 
food. The data tells the housewife 
how much food to freeze for her 
needs and how many containers 
will be needed. 
Available from: 
Deerfield, Mich. 
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Good Reading 


(Continued from page 225) 

2 new booklets published by Wil- 
liamson. The publications point out 
advantages in fuel saving of the 
2-speed furnaces that use outside 
thermostats. Illustrations and ac- 
companying data describe how the 
furnaces operate at different speeds 
in cold and mild weather. 

Issued by: Williamson Heater 
Co., 3503 Madison Rd., Cincinnati 9. 


0 
Air conditioning coils are illus- 
trated in a new bulletin issued by 
Tenney. The publication inciudes 
drawings and technical data con- 
cerning the 4-row coil unit. The 
unit is designed to fit standard duct 
dimensions and to match normal 
loads. The coil is available with 
distributor and valve combinations 
for various preferences. 
Issued by: Tenney Engineering, 
Inc., 26 Ave B., Newark 5, N. J. 
o + > 
Heating system controls are dis- 
cussed in three new bulletins issued 
by Automatic Devices. Diagrams 
and photographs illustrate how the 
‘“Weather-Flo” system operates for 
either warm air or hot water heat- 
ing. Copy outlines methods of ob- 
taining maximum capacity of the 
burner, boiler and radiation sys- 
tems. The “Weather-Flo” system 
is of the indoor-outdoor type. 
Issued by: Automatic Devices 
Co., Inc., Western Springs, III. 
a 
Refrigeration equipment servic- 
ing, speration and installation is 
discussed in a new revised Trane 
manual. The publication includes a 
revised chapter on service opera- 
tion and a new refrigeration system 
service analysis chart. The manual 
also contains two new chapters on 
refrigeration piping. 
Issued by: The Trane Co., 2006 


Cameron Ave., La Crosse, Wis. 


iii cilities 

Gas appliance values are ex- 
plained to consumers in a new 
folder issued by the American Gas 
Assn. The folder illustrates test- 
ing of ranges, clothes dryers and 
water heaters approved for display 
of the AGA seal. The publication 
points out how appliances must 
meet industry standards of safe 
operation, durable construction and 
optimum performance before the 
seal can be affixed. 

Issued by: American Gas Assn., 
Inc., 1032 E. 62nd St., Cleveland 3. 
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Double Up On Protits te i 












P..:. opportunity comes two-fold for plumbers who 
merchandise Hotpoint’s complete line of Electric Water- 
Bearing Appliances. There’s no reason why the plumber 
who is called in to install the* water-bearing appliance 
shouldn’t make the sale of that appliance. 

Double-Profit Appliances The acceptance Hotpoint has developed over the years 
for Plumbers simplifies your selling job. Hotpoint quality has always 
been a tradition...and always will be. Your customers 
are proud to own a Hotpoint appliance. 

Hotpoint’s full line of electric water-bearing appliances 
includes Magic Circle® Water Heaters . . . Automatic Elec- 
tric Dishwashers . . . the amazing Hotpoint Disposall” Food 
Waste Disposer... Automatic Clothes Washer, plus the 
new sensation of the home laundry industry—the Hotpoint 
Automatic Clothes Dryer with Sealed-Drying action. Don’t 
wait! Get on the track to double profits—with Hotpoint. 
Talk to your Hotpoint distributor. 


..» Praccwialer of Proghes.! 


RANGES © REFRIGERATORS * DISHWASHERS * DISPOSALLS® * WATER HEATERS 









The Hotpoint Combination 
Dishwasher-Sink with Dis- 
posall and the Hotpoint 
Magic Circle Water Heaters 
offer an ideal, tailor-made 
combination for merchandis- 
ing plumbers. Your customers 
know they have the finest... 
when you install Hotpoint! 























FOOD FREEZERS * AUTOMATIC WASHERS © CLOTHES DRYERS * ROTARY IRONERS ° CABINETS * DEHUMIDIFIERS 
HOTPOINT Co. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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provide the finest 
hospitality 








“ . . 
SBOE RE PARES PE DE 


Since the first day of October, 1907, the 





Hotel Plaza in New York has been famous for luxurious 


‘ hospitality, with a distinctly Continental flavor. 


pic is proud indeed to be part of this 
famous hostelry, supplying abundant, clean hot 


water to Plaza patrons day and night. 


The Plaza, like 91% of the hundreds of other 
buildings that make up the New York skyline, has complete 
pc heat exchange equipment—instantaneous hot water 


heaters, storage water heaters, and condensate coolers. 


You get the finest when you specify p-k. 


55% Why not write for facts today? 





the Paftferson-Kelley Co., inc. 


610 Burson Street, East Stroudsburg, Penn. 
@® 1980 


101 Park Avenue, New York 17 © Railway Exchange Building, Chicago 4 * 1700 Walnut Street, Philadelphia 3 * 96-A Huntington Avenue, Boston 16 © ond other principal cities 
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(Continued from page 88) 
heating and cooling. Filtering is 
provided at all times, with de- 
humidification in the summer and 
humidification in the winter. 

Manufacturer: Frigidaire Div., 
General Motors Corp., 300 Taylor 
St., Dayton 1, Ohio. 


Lavatory 

A new lavatory announced by 
Case is available in white and 32 
colors. The unit (the Wesley) fea- 
tures a concealed front overflow, a 
self-draining soap depression and a 
shelf at the rear. The vitreous 





china lavatory has chrome plated 
fittings and a pop-up waste valve. 
The unit is 19 in. wide and 17 in. 
from front to rear. 

Manufacturer: W. A. Case & Son 
Mfg. Co., 33 Main, Buffalo 3, N. Y. 


Materials Handling Device 

A new folding rear step for truck 
bodies has been designed by Boyer- 
town to simplify one-man deliver- 
ies. The unit is fastened on hinges 
to the rear bumper of a truck to 
complete a three-step rise from the 
ground to the floor of a parcel truck 
body. A hand truck with a cater- 
pillar belt tread is used to slide a 
heavy load up or down steps. Two 
sets of wheels 18 in. apart provide 
the stair-climbing feature. The 
system was developed to enable an 
installation man to handle cases 


. 





and crates weighing up to 650 lbs 

and measuring 64 in. high. 
Manufacturer: Boyertown Auto 

Body Works, Boyertown, Pa. 


Floor Diffuser 
A new floor diffuser for use with 
either slab or basement construc- 





tion has been introduced by Air 
Control. The diffuser features a 
one-piece face with seamless cor- 
ners. A _ thin counter-operating 
valve with curved vanes is de- 
signed for maximum air pattern 
control and lower air resistance. 
The vanes are factory-set, but can 
be adjusted. The unit is available in 
10 by 4, 12 by 4, 14 by 4 and 14 by 
2% in. sizes, with metal or oak 
finishes. 

Manufacturer: Air Control Prod- 
ucts, Inc., Danford St., Coopers- 
ville, Mich. 


Electric Pipe Thawer 

A new portable electric pipe 
thawer announced by Trindl also 
may be used for heating pipes, 





brazing and soldering. The unit 
can be carried and operated by one 
man. Clamps on the ends of two 
wires can be attached to pipe. The 
heat control taps allow adjustments 
for the amount of voltage required. 
The unit weighs 75 lbs and is avail- 
able with a built in thermostat 
control and with soldering, brazing 
and heating attachments. 
Manufacturer: Trind] Products 
Ltd., 17 E. 23rd St., Chicago 16. 


Automatic Coal Burner 

A new coal burner for commer- 
cial and industrial use converts 
hand-fired steam and hot water 
boilers to automatic. The burner is 
installed inside a boiler and is grav- 
ity fed from a hopper. A fan sends 
air through 256 injection jets per 
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sq ft of firebed surface. The fire- 
bed oscillates to distribute fuel 
evenly. A 30-in. model has an EDR 
rating of 3,600 sq ft of steam and 
5,760 sq ft of water. Ten burner 
models from 30 to 84 in. are avail- 
able in increments of six in. 

Manufacturer: Electric Furnace- 
Man, Inc., Fourth and Furnace Sts., 
Emmaus, Pa. 


Gas Unit Heater 

A new gas unit heater with two- 
direction louvers and a built in 
draft hood has been introduced by 
Hastings. The unit is designed to 
burn standard gases and is a blower 
type heater. Available models in- 
clude Btu capacities ranging from 
75,000 to 200,000. A _ cushion- 





mounted blower motor provides 
quiet operation. The unit has a 
stainless steel ribbon type burner. 
Manufacturer: Hastings Air Con- 
trol, 3215 Leavenworth, Omaha. 


Year-Around Conditioner 

A new horizontal year-around 
air conditioning unit that can be 
used in both recessed and non- 
recessed installations has been an- 
nounced by U. S. Radiator. When 
mounted recessed, the unit can be 
installed over a clothes closet or in 
a hall. A cabinet is available for 
open suspension from a ceiling. For 
summer cooling a,chilled water 
compressor is located at a remote 
source. Hot water for winter heat- 





ing is pumped through the same 
pipes from a boiler located in a 
basement or utility room. A valve 
can be turned to provide either 
heating or cooling. A free-standing 
vertical model is equipped with a 
(Please turn to top of page 230) 
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(Continued from page 229) 
floor cabinet for non-recessed in- 
stallations. Both models feature 
fans, diffusing grilles, cleanable air 
filters and copper coils with alumi- 
num fins. 

Manufacturer: United States 
Radiator Corp., 300 Buhl Bldg., De- 
troit 26. 


Gas Water Heater 

A new gas water heater in 20, 
30, 45 and 60-gal. capacity models 
has been introduced by Allcraft. 
All parts of the heater that contact 
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water are pronze or copper for long 
life. The tank is copper. The heater 
has a recovery rate of from 45.5 to 
83.8 gph at a 60F rise for natural 
and manufactured gases, and from 
21 to 40.3 gph for L-P gas. The 
unit has spun glass insulation. 

Manufacturer: Allcraft Mfg. Co., 
Inc., 27 Hayward St., Cambridge 42, 
Mass. 


Cabinet Sink 


A new cabinet sink that features 
a storage cabinet with a drawer and 





shelf space under the drainboard 
has been announced by Youngs- 
town. The single bow] unit is avail- 
able with either right or left-hand 
drainboards and has storage space 
under the bowl side. The 42 in. 
unit is 36 in. high and is 24 in. deep. 
The sink also has a four in. porce- 
lain enamel backsplash, a recessed 


front and a four-in. toe space. 
Manufacturer: Youngstown 


Kitchen Div., Mullins Mfg. Corp., 
Warren, Ohio. 


Extendable Towel Bar 
Hall-Mack has announced a new 
towel bar for bathrooms that fea- 
tures disappearing rods for extra 
hanging space. A rod pulls out of 





each end of the hanging rack to 
provide extra space for lingerie, 
stockings or other clothing. The 
rods almost double the length of 
the bar. The bar is available in 18, 
24 and 30 in. lengths. 

Manufacturer: Hall-Mack Co., 
1344 W. Washington Blvd., Los 
Angeles 7. 


Powered Drain Cleaner 

A new electric rotary drain 
cleaner announced by Marco fea- 
tures a cable coiled in the unit and 
a reversible motor. The % in. by 
35 ft. cable that is included with 
the unit is inserted into the drain 
and rotated when a trigger switch 





in the pistol-grip handle is pressed. 
Another handle at the front of the 
cable chamber seryes as a clutch to 
lock the cable. An auxiliary switch 
mounted on the cable chamber can 


be tripped to reverse the motor ro- 
tation. 

Manufacturer: Marco Products 
Co., 722 Ceres, Los Angeles 21. 


Btu Calculator 

A new pocket Btu calculator in- 
troduced by Morton Engineering 
can be used for quick solutions of 
heating problems. The unit oper- 
ates like a slide rule, with a 
graduated enclosure. The plastic 
calculator is designed to eliminate 





interpolating and guesswork. In- 
structions are on the enclosure. 

Manufacturer: Paul S. Morton 
Engineering Service, 609 Bangor 
Rd., Lawrence, Mich. 


Baseboard Altered 

Dunham has announced altera- 
tions in its line of baseboard radia- 
tion that are designed to speed and 
simplify installation. A snap-on 
front enclosure for quick mounting 
overlaps the back section to provide 
an effective air sealing. Also, 
copper tube heating elements with 
plain ends are now available for 

(Please turn to top of page 233) 





Kitchen Heater Can Be Used for Hot Water Supply 


A new kitchen heater that also 
can be used for cooking and hot 
water supply has been announced 
by Oakland Foundry. Heated air 
circulates from top side vents and 
the polished metal top provides an 
auxiliary cooking surface at counter 
height. Hot water may be supplied 
by a water front or coil accessory. 
The unit may be converted to an 
incinerator by equipping it with a 
coal and wood heating unit. The 
heater will operate with coal, wood, 
gas or oil. Oil heating is provided 
by either a pot type or blue flame 
type heating unit. 


230 








Manufacturer: Oakland Foundry 


Co., A. & L. & N. Tracks, Belle- 
ville, Ill. 
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THE DAYTON PUMP & MANUFACTURING COMPANY 
















you can’t SEE it 





v7 you can’t HEAR it 





BUT YOU CAN REALLY 
SELL THESE BIG 
RAPIDAYTON FEATURES 


IMPROVED DESIGN — more gallons 
per horsepower than possible with 


st 8 
















IT’S THE NEW 
RAPIDAYTON 
SUBMERSIBLE! 


Amazing capacities with exceptional lifts and 
pressures from a pump that can’t be seen and 
can’t be heard—that’s a boiled-down descrip- 
tion of these new Rapidayton Submersible 
Pumps. Models range from 4/10ths to 22144 
horsepower to meet the varying requirements 
of farms, homes and industry, Check the 
features that point up Rapidayton’s improved 
design. Then write for complete catalog with 
specification charts and prices. 





of conv 
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HIGHER CAPACITIES—deliveries from 
300 to 30,000 gallons per hour. Lifts 
up to 2,400 feet! 


HIGHER PRESSURES—50 Ibs. and up 
with 4/10ths H.P. models —to 500 
Ibs. with 3 H.P. models. Pumps avail- 
able for any pressure requirements. 


FAST INSTALLATION—pump and 
motor quickly installed in the well 
pipe (4” or larger), No pit, no pump 
house. Only one pipe from pump 
to tank, 


Pr J 























ALWAYS EFFICIENT—no rods, gears 


or belts to adjust—no cylinder leath- 
ers to replace. 


NO PRIMING—just install it and 
start it. Pump is self-lubricated, too. 
No oiling, no greasing. 

ECONOMICAL—as low as 3c per day 
for electricity in average installations. 
FULLY GUARANTEED — Rapidayton 
Submersibles are guaranteed to be 
free from defects in material and 


workmanship. Performance guaran- 
teed, too. 





















AUTOMATIC OPERATION—with all 
working parts under water. Safe from 


freezing, tampering. 


LOWER CABLE COSTS—because of 


the improved efficiency of the 
Rapidayton Submersible motor. 















Dayton 1, Ohio 
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LET’S TALK ABOUT 





Your customer never gets ‘‘short- 
changed” on insulation in a Pemco. We 
use fibre-glass, the most efficient type 
available. Full 3” thick all the way 
around... 4” onthe top. . . and we 
even insulate the bottom crown! That's 


one reason for the Pemco’s consistent 


high performance, Tell your customers 


there's more to a heater than meets the 


eye . . . that Pemco stands for quality 


inside and out! 





PEMCO QUALITY PAYS OFF FOR YOU! 


Tank of heavy duty, copper bearing steel, 
hot dip galvanized for long life. Surface 





mounted thermostat gives positive control, 
efficient, economical operation. Pemco 
baffle prevents mixing of hot water with in- 
coming cold water. Of course. .it's electric! 


PHILADELPHIA ELECTRICAL c= 
Fy « Merc. CO. : 


1200 N. 31st Street, Philadelphia 21, Pa. Lif 
1928 .. . 25th Anniversary Pemco Water Heaters. . . 1953 
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(Continued from page 230) 


sweat fittings, and threaded con- 

nections are available as before. 
Manufacturer: C. A. Dunham 

Co., 400 W. Madison St., Chicago 6. 


Multi-Phase Motor 

A new multi-phase electric motor 
designed for safe end quiet opera- 
tion has been introduc2d by Gen- 
eral Electric. An end shield and a 
new frame design are designed for 





drip-proof protection. The unit is 
enclosed. A jet ventilation system 
blankets the frame with cooling 
air. The motor is available in 1, 
14% and 2 hp models. 

Manufacturer: Gencral Electric 
Co., 1 River Rozsd, Schenectady 5, 
NG Ms 


Gas Furnace Line 
Williamson has introduced a new 


line of gas furnaces that includes 


counterflow and hiboy models, The 


counterflow unit occupies a 2244 by 
18 in. floor space and the hiboy 
four square feet. Both units have a 
70,000 Btu input rating. Burners 
can be mounted in minutes by use 
of only a few bolts. An orifice plug 





for natural gas is provided, as well 
as one that is tagged with drilling 
instructions for varying local fuel 
conditions. The furnace units are 
shipped ready for installation. 

Manufacturer: The Williamson 
Heater Co., 3503 Madison Rd., Cin- 
cinnati 9, 


Bench Vise 
A new bench vise has been de- 
signed with a spring and ratchet 





arrangement to adjust instantly and 
give a non-slip grip. The grip is 
held by hooking a chain around 
the pipe and depressing the handle 
to adjust tension. The sliding 
ratchet keeps the handle down and 
maintains tension on the chain 
until released. The vise is available 
in two sizes, one for % to 2 in. 
pipe, and one for 1% to 4 in. pipe. 

Manufacturer: Springload Mfg. 
Corp., 2412 Aurora Ave., Sz2attle 9. 


Jet Pump 

A new jet pump for deep well 
water systems has been introduced 
by Goulds. The unit can be used 





with standard tanks for 


storage 
twin pipe installations in 3, 4 and 
414-in. well casings. The unit also 
can be used for single pipe packer 
installations in 2, 24% and 3-in. well 
casings. The pump is designed for 


levels to 130 ft. The unit has a 
stainless steel hub and impeller, 
and a guide vane, nozzle and 
diffuser of bronze. 

Manufacturer: Goulds Pumps, 


Inc., 240 Falls, Seneca Falls, N.Y. 


Refrigerating Machine 

A new centrifugal refrigerating 
machine that can be powered by an 
electric motor, diesel engine or 
steam turbine has been introduced 
by Carrier. Impeller wheels which 
provide the centrifugal force are 
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made of lead-coated alloy steel de- 
signed to resist corrosion and vi- 
bration. The unit can be adapted to 
automatic constant speed with syn- 
chronous motors, so that building 
or plant power factor correction 
can be furnished when required. 
Models are available in sizes from 
75 to 200 tons to cover a wide 
range of applications. 

Manufacturer: Carrier Corp., 309 
S. Geddes St., Syracuse 1, N. Y. 


Disposable Vacuum 
Cleaner Bag 


A new disposable latex paper 
bag for furnace and boiler vacuum 
cleaners has been introduced by 
Empire Chemical. The bag is de- 
signed for maximum operating life 
and to be flame proof. The bag is 
standard equipment on the furnace 
and boiler cleaners available from 
the company. The bag is fitted over 

(Please turn to top of page 234) 


. 





Electric Water Heater Has 1 or 2 Heating Elements 


A new electric water heater that 
can be equipped with one or two 
heating elements has been an- 
nounced by Perfection. The heater 
provides water at temperatures of 
from 100F to 190F. A thermostat 
provides interlocking or simultane- 
ous heating action when two ele- 
ments are used. Seven round 
models and two table top models 
are available in capacities of 20 to 
100 gals. 

Manufacturer: Perfection Stove 


Co., 7609 Platt Ave., Cleveland 4. 
233 
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(Continued from page 233) 


the top of the cleaner and secured 
by a cord. 

Manufacturer: Empire Chemical 
Products Co., 10 Longworth St., 
Newark, N. J. 


Gas Incinerator 

A new domestic gas incinerator 
with a one bu capacity has been 
introduced by Oakland. The unit 
can be installed as close to non- 
combustible walls as venting will 





permit and also can be installed 
on wood floors. The incinerator has 
an 8,000 Btu input for fast com- 
bustion and 4,000 for drying or for 
refuse that is easily burned. An 
automatic timer provides settings of 
up to two hours. The incinerator is 
12% by 18 by 36 in. high. 

Manufacturer: Oakland Foundry 
Co., A. & L. & N. Tracks, Belle- 
ville, Ill. 


Fuel Oil Filter 

A new filter for oil burning in- 
stallations features a ceramic ele- 
ment designed to repulse dirt and 
foreign matter. The element can be 
disassembled for cleaning or re- 
placement by removing a cap screw 
at the bottom of the bowl. The 
filter (Sette) is designed to stop 
particles as small as 1/10,000 in. 
Models are available for space heat- 


ers, water heaters, kitchen ranges, 
furnaces and various appliances. 





The unit can be screwed directly 
into the control valve. 

Manufacturer: Marquart Mfg. 
Co., 1241 High St., Oakland 1, 
Calif. 


Gas Pressure Regulator 

A new, compact pressure regu- 
lator for gas appliances is designed 
tc provide a constant and clean 
flow of gas. The unit can be turned 
around a pipe for installation and 
also will go ahead of the manifold. 





The aluminum cast unit has ma- 
chined brass working parts and is 
available in % and % in. models 
The regulator is 2% in. high and 
1%6 in. wide. 

Manufacturer: S. H. Leggitt Co., 
Marshall, Mich. 


Gas Water Heater 

A new series, of water heaters for 
all types of gas has been announced 
by White Products. The series is 
offered in three models of 20, 30 
and 40-gal. capacities. Recovery 





Dishwashing Attachment 


A new dishwashing attachment 
that sudses, brushes and rinses has 





Announced by Harcraft 


been announced by Harcraft. The 
unit features a handle that contains 
a detergent chamber, a nylon brush 
and a nozzle for rinsing. The de- 
tergent and water are released by 
pressing a button on the handle. 
The handle is attached to a hose 
that retracts into the sink. 

Manufacturer: Harcraft Brass 
Div., Harvey Machine Co., Inc., 
19200 S. Western Ave., Torrance, 
Calif. 
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rate at 100F is from 12.6 to 32.4 gph, 
and at a 60F rise ranges from 21 to 
45.5 gph. The single-port heater 
has a steel tank, coated with zinc 
for extra durability. The cold water 
intake tube runs to the bottom of 
the tank to minimize diffusion of 
hot and cold water. Also featured 
are a spiral flue baffle and a tem- 
perature-pressure relief valve. 


es 


a 
as 





Manufacturer: White Products 
Corp., Middleville, Mich. 


Boiler-Burner Unit 

A new packaged boiler-burner 
unit for forced hot water heating 
systems has been introduced by U. 
S. Radiator. The unit is pre-assem- 
bled in one crate that contains 
jacket, oil burner, combustion 
chamber, circulating pump and 
controls. 





Manufacturer: United States 
Radiator Corp., 300 Buhl Bldg., De- 
troit 26. 


Baseboard Angle Connector 
A new angle connector for radi- 

ant panel baseboards has been 

introduced by Bernstrom. The unit 


has a 90-deg bend with a %-in. 

male pipe thread at the fitting ends. 

A compression sleeve at each end 
(Please turn to top of page 237) 
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sem | FOraley Lleardtream . 
oducts 
yurner 
eating 
by U. 1 100% VIRGIN MATERIAL 
— Top grade only. Contains no reprocessed or 
ntains reclaimed material. 
ustion 
and 2 GUARANTEED QUALITY 
Full weight and wall thickness meeting Ap- 
proved Standards for the industry. 
3 ee LEADERSHIP ' The advantages of plastic pipe for every cold water use 
ardley is a pioneer in the field,*has the engi- id Hitinds shite epaletls bey sia cacediled 
neering know-how, the reputation for genuine : irecenccemdene artes aaccuind 
“hen pipe — and the clear-cut answer is Yardley ClearStream. 
4 NATIONAL DISTRIBUTION The reason is simple. Yardley insists on quality. Clear- 
Sold only by reputable suppliers from coast to Stream is guaranteed to be made of 100% virgin material 
coast. with weight and wall thickness equal to, or in excess of, 
5 NATIONAL ADVERTISING Approved Standards for the industry. 
Known to millions through consistent space in : ; 
leading farm magazines and trade papers. ClearStream lasts for years because it won't rot, rust or 
6 DEALER HELPS te: corrode, No pipe installs faeaes, easier than 
Backed up by striking direct mail, catalog ma- learStream. Long lengths and fewer fittings cut lay-up 
tates terial, newspaper ads and point-of-sale displays. time, saving up to 60% of labor costs. Water volume goes 
De- 7 DEPENDABLE SUPPLY up 25% for the same head loss. Weighs 14 as much as steel. 
Three modern plants, large inventories, prompt For all cold water systems — jet and submersible pumps, 
or a lateral lines, sprinkler irrigation, municipal piping — as 
-adi- 8 BRANDED PRODUCTS well as for chemicals, oils, gases, electrical conduit and 
been ClearStream identification protects both dealers radiant heating, Yardley makes the right type pipe for the 
unit and users. purpose. Stock and sell ClearStream and be sure, Write 
9 FIELD SERVICE for Bulletin No. 53. 
Experienced representatives everywhere to help 
you sell and satisfy. For Jet Pumps ... Twin-du-it 
10 FULL LINE OF FITTINGS This new 2-in-1 pipe combines both suction and pressure 
Designed by Yardley, made by Yardley, specif- lines into a single unit. Easier, faster, better. Fewer sizes 
ically for ClearStream pipe. to order, stock and sell. Only Yardley makes Twin-du-it. 
Send for Bulletin 222. 
ng oe nsist on 
nds. Pa . i YARDLEY PLASTICS CO. 
end ; Lleardtream 142 PARSONS AVE., COLUMBUS 15, OHIO 
) ae NS Look for the Name In Canada: Daymond Co., Ltd., Chatham, Ontario 
on Every. Length 
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And HIGH PRESSURE Model E 


NEW! A LOW PRESSURE BURNER .... PRICED RIGHT 
70 Change Rating... Tum Dial! 


Capacity range 0.4 to 1.50 G.P.H. DIAL THE RATING YOU WANT ON THE JOB! No extra nozzles 


needed! Simple, trouble-free, one-size fuel unit. Highest CO, readings in Wayne’s quarter- 
century experience! Cost - - - little more than low-cost Model E high pressure burner! 


MODEL EL Low Pressure MODEL E—0.6 to 3.0 G.P.H. 


Available for new or replacement conversions or | 
“package” winter conditioners. Write today. EXCLUSIVE FEATURES 
No Drip! 


Mixes Air and Oil! 


KG 


— PENDING | 








ll ited itt i cae it wi 


Fingertip Setting! Controls Air! 











Insures sharp oil cutoff. 
Prevents smoke and 
fouling of furnace. 


Drawer-type 
with oil and air lines in 
one easily removed unit. 


assembly 
4-in-1 air-tube disc. Easy 
to size to nozzle ratings. 


Turn the dial for any 
rating and lock hexnut. 





Replaces Any Other! ». Unitized! Measures Air! 





} 
One Size Nozzle! | | 
| 





Ga 


Nonclog. Same size for i 
all ratings. NO PARTS f 
PROBLEMS. j 


Slips out in seconds. 
Speeds inspection and 
service. 


Interlocking bands with 
easy, single screw 
adjustment. 


Universal flange fits 90% 
of all ’‘package” systems. 
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(Continued from page 234) 


tightens over bronze unions with 
%4-in. O.D. threads. The fitting 
allows for misalignment in installa- 
tion. 

Manufacturer: C. R. Bernstrom, 
Inc.. 183 Hartford Ave., Providence 
9, R. I. 


Centrifugal Pump 

A new centrifugal pump for lawn 
sprinkling, hot and cold water cir- 
culation, residential swimming 
pools and air conditioning applica- 
tions has been announced by Duro. 





The pump is close coupled and has 
a rotary type self-adjusting seal 
that requires no lubrication. The 
unit is designed to be leak-proof 
and has an iron casing that can be 
rotated to accommodate discharge 
pipe at several positions. 
Manufacturer: The Duro Co., 


Monument and Webster Aves., 
Dayton 1, Ohio. 
Bathtub Enclosure 

A new enclosure for built-in 


bathtubs has double doors that roll 
to either side. The ribbed glass 
panels in the aluminum doors are 





mounted in neophrene gaskets to 
minimize leakage. Double overhead 
ball-bearing wheels provide smooth 
rolling. 

Manufacturer: Stewart - Hall 
Corp., 122 S. Michigan Ave., Chi- 
cago 3. 


Lavatory and Tank Supply 
A new lavatory and tank supply 
introduced by Greenfield is de- 


signed to slip over copper tubing. 
The lower end of the fitting is en- 
larged to accommodate %g or 1% in. 
tubing. The fitting is secured by 
sweat-soldering the joints together. 


SUPPLIES DESIGNED 
To iP OVER fe 
COPPER TUBING. FOR 
‘a” COPPER ROUGH-IN 
USE NIPPLE GM.200 
NIPPLE USED FOR SLIP 
OVER be” INCH COPPER 
TUBING 





Orkr weir PLaNce . & 
COVERS SOLDER sCINT N. Beg 


A deep bell flange covers the solder 
joint. The fitting is available in 8 
and 11 in. lengths. Cone rubber 
weshers and brass friction rings are 
included. 

Manufacturer: Greenfield Mfg. 
Co., Boston & Emerald Sts., Phil- 
adelphia 25. 


Oil Furnace 

A new counterflow oil furnace 
announced by Toridheet can be in- 
stalled in a space of 36 by 52 in. 
Unheated air is taken in through 
the tcp of the furnace and is dis- 
iriputed from the bottom through 





ducts set into the floor or in crawl 
space. Two doors near the top of 
the cabinet give access to the two 
filters and removable panels at the 
front provide access for inspection, 
cleaning and servicing. The furnace 
has a bonnet Btu rating of 100,000. 


Manufacturer: Toridheet Div., 
Cleveland Steel Products Corp., 
306 Madison Ave., Cleveland 2. 


Power Drain Cleaner 

A new rotary drain cleaner that 
can be carried and operated by one 
man has been introduced by 
O’Brien. The unit has a reversible 
moto: is designed for drain 
lines of 4 to 4 in. The single-strand 
hollow cable is designed to round 
traps and bends easily. The cleaner 
has a 100-ft cable container. The 
cable can be controlled by a three- 
way toggle or by a foot switch. The 
unit includes a %4 in. by 50-ft. blade 


7 
aiuu 





end cable for 1% to 2 in. lines and 
a 4 in. by 100-ft cable with three 
U-shaped interchangeable cutters 
and grab hook for 2 to 4-in. lines. 
Manufacturer: O’Brien Mfg. Co., 
5662 N. Northwest Hwy., Chicago. 


Packaged Steam Boiler 

A new packaged steam boiler for 
limited installation spaces has been 
announced by United States Ra- 
diator. The 50-hp fire tube unit 
can be installed in a 20 sq ft area 
and is 4 ft 8% in. high. The boiler 
can be operated without a concrete 
foundation and requires only a sim- 
ple flue vent. The boiler is adapt- 
able to multiple unit installations 

Manufacturer: Cyclotherm Div., 
United States Radiator Corp., 157 
E. First, Oswego, N. Y. 





V-Belt Water System Developed by Woodmanse 


A new belted water system intro- 
duced by Woodmanse has been 
developed for either shallow or 
deep wells. The unit derives its 
pumping power from a_ V-belt 
driven by electric motors of from 
4 to 1 hp. The pump also can be 
operated by a tractor or gasoline 
engine. A 20-gal. tank is included 
in the packaged unit. The package 
contains pump, motor bracket, 
pressure switch, gage, an air vol- 
ume control and a foot valve for 
the well. 
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Manufacturer: Woodmanse Mfg. 
Co., 210 E. Main St., Freeport, Ill. 








Questions and Answers 
(Continued from page 44) 


white plumbing fixtures. Such 
staining does not necessarily imply 
appreciably decreased life of the 
pipe since the concentration re- 
quired for its production corre- 
sponds to very low rates of corro- 
sion of copper. 

The reaction of soap with a trace 
of copper in the water plays an im- 
portant role in the staining of 
plumbing fixtures as such copper 
soaps are colored and relatively 
insoluble. 

The maintenance of valve seats 
and washers in a good state of re- 
pair so that drippage is eliminated 
is often a simple means for the al- 
leviation of a considerable portion 
of the trouble with copper staining. 

When the use of rust inhibitor 
treatment or the elimination of 
drippage does not give the results 
desired, elevation of the pH of the 
water to 7 or above is often a satis- 
factory means for reducing green 
staining. 

This can be conveniently accom- 
plished in domestic installations by 
putting the water through an acid 


neutralizing filter containing so- 
called “marble chips” or equiva- 
lent material. Properly designed 
neutralizing filters are available 
from a number of zeolite water 
softener manufacturers. 

It should be stressed that the 
above discussion is concerned pri- 
marily with the light general type 
of attack upon copper which pro- 
duces green staining and under 
more severe conditions green wa- 
ter. It is not applicable to the 
highly localized pitting and perfor- 
ation type of attack which is en- 
countered in isolated cases. 

The problem of rusty hot water 
resulting from corrosion of the 
domestic hot water storage tank 
can almost always be easily cor- 
rected by installing a feeder on the 
inlet line to the heater with an ini- 
tial charge of 1 or 2 lbs, of vitreous 
phosphate to provide a protective 
phosphate film on the inside of the 
tank. In most cases this treatment 
will provide protection to galvan- 
ized hot water storage tanks, how- 
ever, if the water is quite acid, say 
it has a pH value below 5.5, it would 
be desirable to install a neutral- 
izing filter to raise the pH to 6.5-7.5. 





Air Conditioning Study 


(Continued from page 146) 


Trend Home design specifies a 
well-ventilated attic and a low 
pitched roof surfaced with heat 
reflecting marble chips. 

Without sacrificing light and 
visibility, windows are placed so 
that they are not exposed to the 
summer afternoon sun. 

Special attention was paid to 
wall and ceiling insulation and 
to the vapor seal beneath the 
floating slab floor and around the 
perimeter of the house. 

Two small exhaust fans _ lo- 
cated in the kitchen dispel heat 
from cooking and food storage 
appliances, 

“Careful consideration of heat 
and moisture producing sources 
have resulted in a house which 
can be effectively cooled with a 
relatively small unit. This means 
lower first cost and a significant 
saving in operating expense for 


year-round air conditioning,” Mr. 
Coleman said. 

The Fort Worth Trend Home 
is owned by Mr. and Mrs. Des- 
mond A. Barry. END 


C.S.A. Convention 


(Continued from page 144) 


moderator. In the session on 
merchandising, price-cutting 
versus good merchandising was 
discussed at some length. It was 
pointed out that outbidding a 
competitor does not necessarily 
mean underbidding. It can be 
done by selling up to quality 
products and doing a real selling 
job on the services offered. 

At the closing session, Senator 
Alexander Wiley of Wisconsin, 
chairman of the Senate Foreign 
Relations Committee, spoke on 
the subject “What Is Our For- 
eign Policy?” The Senator stated 
that if the foreign policy of the 
United States is successful in 
preventing an atomic tragedy, it 
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will be cheap, no matter what the 
cost. He declared that sound for- 
eign policy must be based on col- 
lective security, which is the 
course that has been adopted by 
the government. END 


New Heating Ideas 
(Continued from page 141) 
South Belmar, N. J. 

Berube traveled 100 miles a 
day to attend sessions held in 
Newark, N. J., about 50 miles 
from the contractor’s home. But 
Berube says, “I feel the informa- 
tion I obtained from the I-B-R 
School of Modern Heating more 
than repaid me for the time and 
distance I travelled to attend the 
school. 

“IT had been using the five 
I-B-R_ installation guides for 
some time and was familiar with 
them before attending the school. 
Yet, at the school I picked up ad- 
ditional knowledge about the de- 
sign and installation of hot water 
and steam heating systems which 
will make the guides more valu- 
able to me in my work.” 

Anthony Algeri, of Waltham, 
Mass, is another contractor-stu- 
dent who commends the institute 
on its teaching. 

“In 1951 I employed two men,” 
Algeri said. “During this time I 
lost a number of jobs because I 
used a method of figuring that 
was inferior to what I later 
learned at I-B-R school. 

“In 1952 I attended my first 
I-B-R school of heating. 

“I now employ seven men and 
sincerely attribute a great deal of 
my success to the I-B-R school.” 

The heating contractor who 
would like to attend school ses- 
sions can get further information 
by writing the Institute of Boiler 
and Radiator Manufacturers, 60 
East 42nd St., New York 17. Tui- 
tion for the 3-day course is $23. 

(The day-by-day experiences 
of a typical heating contractor at 
the School of Modern Heating 
will be described in a forthcom- 
ing article in Domestic ENGI- 
NEERING). END 
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WORLD'S SMALLEST 


Perfect For 
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APARTMENTS 
OFFICES FACTORIES 
INSTITUTIONS 
SMALL KITCHENS 
TRAILERS 
PATIOS 














General Chef complete kitchen units 
fit in 5.4 square feet. 

The ideal solution wherever 

space and dollars are important. 


SINK One-piece porcelain top of heavy 
gauge steel. Faucets and all hardware 
triple-chrome plated. Units also available 
without sink. 


BURNERS Units come with 3 gas burners 
(easily adjusted for bottled, natural or 
manufactured [L.P.] gas), or 3 electric 
burners (220 V.) or 2 (110 V.). 


REFRIGERATOR Four cubic feet of space. 
Electric (sealed, self-oiling Tecumseh unit). 
Owens-Corning Fiberglas insulation. Con- 
venient bottle shelf in door. 


FREEZER Holds 9 ice cube trays, or 12 
standard frozen food packages. 











5 YEAR GUARANTEE 
Every General Chef Unit is guaranteed in writing 


STORAGE DRAWER Am ple storage “4 Tis, to give trouble-free service for 5 years! 
space for pots and pans. E Li 


5 
Les Taast 


WRITE for complete information 


and specifications if you are building, 
remodeling, designing — you will be interested 
in the space and money you can save with 
General Chef units. Several models are avail- 
able. Fully guaranteed. WRITE TODAY for 


rT 
NATIONWIDE SALES AND SERVICE ee we an cee sete 
CHICAGO: Dept. M, Room 1108, Merchandise Mart we cise ete aod P 
NEW YORK: Dept. M, Suite 762, 11 W. 42nd St.; LOS ANGELES: Dept. M. 4536 E. Dunham St. O'S COOTESS OF Cisiribulo = 


GENERAL CHEF, Dept. M, 4536 E. Dunham Street, Los Angeles 23, Calif. 


Please send me complete information and specifications on General Chef units, and name of nearest distributor. 


NAME err Nes ee AS Sn tar Mn Eee STREET & NUMBER iaaeaettisiteieuttnteiplcanias 





CITY. ZONE STATE 
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* EAST SIDE, WEST SIDE, all around the town... 91% of the 

buildings that make up the fabulous New York skyline are 

p-k equipped. This preference for p4c heat exchange equipment — 
including instantaneous hot water heaters, storage water heaters, 
pre-heaters, condensate coolers, converters, freon coolers — is 
understandable because pc fully guarantees its equipment, 

backs it with 73 years of heat exchange experience. 


Contact p-k when your plans get under way. 





the Patterson-Kelley Co., inc. 
616 Burson Street, East Stroudsburg, Penn. @ v0 


10) Park Avenue, New York 17 * Railway Exchange Building, Chicago 4 * 1700 Walnut Street, Philadelphia 3 * 96-A Huntington Avenue, Boston 16 © and other principal cities. 
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American Institute Convention ,] | 
(Continued from page 132) ing Contractors Nation- at 5 This ? | 
al Assn. Mr. Lawinger criticized the whole- 


salers and manufacturers who short-cut regular 
contractor outlets. Lawinger said that despite 
more than 600 million dollars worth of business 
placed by contractors with wholesalers, “some 
jobbers are now selling materials direct to con- 
sumers at prices sometimes lower than those 
which the contractor must pay.” 

Lawinger stated that in his opinion, such a 
policy is a short sighted one, since it cripples the 
contractor who is not a “one shot” buyer like the 
consumer. Lawinger emphasized that contractors 

are the wholesalers’ best salesmen—and can reach 
y a far greater number of consumers than the job- 
UH), ber himself can. 
7 ; Competing with the contractor, Lawinger said, 
will lead the jobber only to chaos in his own busi- 
ness and eventually strangle off his most profitable 





outlet for material. The answer to the situation, 


Lawinger indicated, is to give the contractor “It pumps water out of 


“price differentials” on material. He said: 

“Back up the contractor with prices that will Mommy's washing machine ? oi 
put him in the competitive picture. Back him up 
so that the owners of new installations will see 
it is more advantageous to have the contractor 
responsible for the material he installs. He, in 
fact, is a manufacturer—he fabricates and as- 
sembles piping systems. He is entitled to the 
control of deliveries and the jurisdictional assign- 
ment of their component parts.” 

Problems in the industry’s distribution channels 
were also discussed by Joseph C. Pettigrew, presi- 
dent of the National Assn. of Plumbing Contrac- 














MODEL B 
for LAUNDRY TRAYS 
& WASHING MACHINES 











(Please turn to top of page 243) 


ft used to make me sad to watch Mommy 
empty the washing machine, bucket by 
bucket (how cross she’d get!). Daddy used to say 
it couldn’t be helped because the machine was 
below the sewer line. But, now, thanks to 
Neptune, Mommy takes it easy and I’m simply 
amazed at how the Neptune Laundry Tray 
Pump eliminates waste water automatically. 
Mommy's smiling now!” This rugged pump is 
attaining new sales records in rural areas 
everywhere. Sells on sight. Write for literature. l 


LAUNDRY TRAY 


PUMP 





Manufactured by 


HOW THE GUIDED SALESMANSHIP program will work NEPTUNE PUMP MANUFACTURING (0. 


in actual practice is being explained here to Domestic En- 4912 N. SIXTH ST. °« PHRLADELPIOA 20, PA. 
gineering’s editorial director, C. L. Staples (left) by Joe 

Pitts, chairman of the American Institute’s Sales Training 
@ and Educational Committee. A forthcoming issue of Do- 
e mestic Engineering will illustrate the application of this 
cipal cities Program by a typical wholesaler member of the Institute. 
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TOILET SEATS 


Perfect Key to 
Modernization; ge 
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A SEAT FOR EVERY 
REMODELING JOB! 


In bathroom remodeling, a SIL- 


KAUF Pearl Covered Toilet Seat | Molded Black Hard Rubber for all 
: {Ese types of industrial and commercial 
lends just that finishing touch iasecilations. 


iol ‘ A e be- No. 5 Regular Bowl. 
which makes the difference ) Mase bet. 
tween a passable job and one 


with appealing beauty and color! 


For here in SILKAUF Toilet 
Seats you can offer your cus- 
tomers the widest selection of 
color and styling . . . finishes in 
non-cracking, unbreakable plas- 


tic and Mother-of-Pearl. No. 55S White—Sheet Covered. 


No. 55 White—Enameled. 
Yes, SILKAUF Pearl is the jewel 


that will capture your customer’s 
fancy for remodeling that all im- 
portant room in the home . 
the bathroom. 


No. 97E White—Elongated. 
No. 95E Pearl—Sheet Covered— 


Elongated. 
Above: SILKAUF Seat Display Rack. Exceptionally 
serviceable . . . light, sturdy, portable. Permits thor- 
ough inspection of seats. 


Right: No. 30-GEM, molded of SILKON!TE—consist- 
ing of cured fibres and synthetic resins put under tons 
of pressure and heat. Seat has no glued joints. . . 
no splitting or warping. 


No. 30-Gem Competitive White No. 90 Mother-of-Pearl — Sheet 
Baked Enamel—Seamless Seat. Covered. Hardwood Doweled. 


PRODUCTS of CALIFORNIA 


P.0O.BOX 4737 LOS ANGELES !, CALIFORNIA 
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(Continued from bottom of page 241) 


tors. Pettigrew told the Institute that manufac- 
turers are sometimes forced to by-pass wholesale 
and retail distribution centers because such chan- 
nels in some areas fail to promote their products 
aggressively enough. The speaker said, however, 
that moves are underway within the industry to 
improve merchandising practices. 

Pettigrew also listed for Institute members his 
creed of “faith and belief in our industry.” His 
points were: 

1. I have abiding faith in our industry. 

2. I have faith in the character of the men who 
make up the industry. 

3. I believe in business ethics, i.e., treat the 
other fellow as you would have him treat you. 

4. I believe our business standards should con- 
tain a note of sympathy and understanding for 
humanity. 

5. I believe our industry, above all others, is 
charged with the vital responsibility of protecting 
the health and comfort of the public. 

6. I believe, therefore, that the first concern of 
every member of the industry should be the wel- 
fare of the consumer. 

7. I believe that each branch of our industry 
has an equal share in this responsibility. 


8. I believe that the industry should exert 


_every effort to produce, to distribute and to sell, 


install, service and guarantee the very best in 
plumbing and heating equipment to meet this re- 


‘ sponsibility. 


9. I believe the American method of distribu- 
tion from manufacturer to wholesaler to contrac- 
tor, is just as logical today, and just as necessary 
under the principles of economics, as it was yes- 
terday. 

10. I believe each branch of the industry— 


(Please turn to top of page 247) 
































“Yes, I’m quite sure it can handle your wife's biscuits!” 
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Now you can satisfy the needs of all water heater 
prospects, regardless of the fuel they use. The outstand- 
ing line of Sands water heaters now includes electric 
as well as gas-fired models. The same proven depend- 
ability — from installation to daily service makes your 
selling and installing job easier — increases your profit! 


Sands automatic gas storage FA, 
water heaters are made in 20, 30, | 
40, and 50 gallon capacities with ae 


3, 5, and 10 year guarantees. They 
have all the fine construction fea- 
tures that assure high recovery 
and operating efficiency. 





The new Sands electric storage 
water heaters have the highly effi- t 
cient HEAT BELT clamp-on type | 
heating elements, mica insulated \| 

in aluminized steel casing for high 
corrosion resistance and heat con- 





[ 
| 
ductivity. Available in standard | 
models in sizes from 30 to 80 gal- | 
lons, 20 and 30 gallon table top 
styles with 5 or 10 year guarantee. 
Also bantam models from 3 to 20 
gallons. 

















The Sands Manufacturing Co., 
makers of quality water heaters 
\ for over 40 years, sell only through 
} recognized wholesalers or distribu- 
j tors. Representatives are located 
} 


in principal cities. 
iS Y the 
tant as 
Ode t time 











Write for descriptive 
literature and prices. 
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“A HARD-WORKING SALESMAN 
The Modernization Sales Kit 





Yes, here’s a salesman that works for you 24 hours a 
day. He'll get into more of your prospects’ homes 
than the rest of your sales force combined. His name 


is Modernization Sales Kit. : 


He Sells the Idea 


And he’s not just selling merchandise—he’s selling the 
basic idea which will make people want to buy your 
products, your service, your ability. He will help you 
win the battle of ideas in your local market, to give 
you the jump on competition. 


Actually, he’s an advertising-sales promotion manager 
as well as a salesman. He’s a constant and fertile source 
of sound, sparkling ideas which build a reputation for 
you in your community as a good man to do business 
with, a modern merchandiser, a civic leader. If you had 
to pay someone else to create this material it would 
cost you more thousands of dollars than you’d care to 
think about. 

He can do all these things because he knows the facts 
—the facts uncovered in Domestic Engineering’s Bay 
City Story, the greatest survey ever made in this indus- 
try. He uses these facts to move merchandise, to stim- 
ulate the consumer’s desire, to make him want to buy 





chandising. He provides books on selling procedure 
planning remodeling, finance plans, where to get sale 
aids, showroom planning, home efficiency and othe 
subjects. In one large volume he describes 2,001 ide 
which have helped other contractor-dealers promo 
sales. 





N:ovemb 








He Believes in Fair Prices 


Not only does he want you to make a reasonable pre 
but he explains to your customer why this is best 
everyone in the long run. He lets the shoppers in ye 
area know that it is they, in the final analysis, who 
regret it the most if they pay too much atte-ition 
the price-cutter’s sales pitch. He points ov! che adv: 
tages of doing business with a contracte .-dealer who 
profit margin is adequate enough to give compl 
customer satisfaction after the sale is made. 


How He Operates 


How does he do all this—this tremendous merchandi 
ing and public relations job? First of all, he has 
up a Modernization Timetable, listing what should 
done every week to best sell specific seasonal remodé 
ing equipment. He has 250 pieces of material ready 
use which cover all phases of a year’s merchandisi 
program. This includes: Newspaper ads, sales lett 


jumbo post cards—all of which are complete with cop 


and art work. He has sales-compelling posters to giv 
impact at your showroom. He has weekly, personali 
radio commercials—and press releases to give you an 
your firm local publicity. 


He Trains Employes, Too 


Not only does Modernization Sales Kit take care ¢ 
your day-by-day, week-by-week sales activities, but | 
also has educational material to help you and your e 
ployes learn more about the broad phases of 


Your Best Investment 


With competition as keen as it is, with the remodelint 
market as vast as it is, you just can’t afford not to P 
this super-salesman on your payroll. Other contract 
tell us he’s the best worker they have. One actual 
attributed $60,000 plus-business to him. With the lit 

he draws in salary he'll earn his keep on the first § 

he_makes. 


him D Wa ’ t oslo ! 
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You'll find no 


'S DIFFERENT! newspaper ads in this material. 


e with copy and art work, all of them are modern, compelling, and 
You'll soon gain the reputation of the clev- 


trite nor hackneyed 





Com- 


rry terrific sales impact. 
t advertiser in town when you run these ads. 
andise are covered, as well as service and fair prices. Some of them are 


All types of mer- 


rsonalized to include your picture and all can be used to your needs. 


You'll never be able to get anywhere 
else posters which add the sales smash 
Colorfully and impressively designed, 


‘S FORCEFUL! 


your showroom that these do. 


are created to tie in with special seasonal promotions you can carry 
in by yourself, or in conjunction with manufacturers or wholesalers. 
iress up your showroom with these posters and increase your sales at 
You'll find it pays off! 


he same time. 


Too 


e care ¢ 
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» get 8 
and othe 
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MANUFACTURERS, WHOLESALERS 
EED THIS MATERIAL T00 


hy organization interested in increasing sales among 
entractor-dealers will find the Modernization Sales Kit 
great value. Quantity discounts are available. Order 
bw for your key dealers. Plan now to distribute kits 
‘Christmas presents—and add to your own volume. 


modeling 
10t to f 
mntracté 
> actual 
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A YEAR?” 
Puts Him on Your Payroll! 


ENGINEERING 


bo 
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sn 


IT’S BASIC! 


Books you receive with your current issue of the Modernization Sales 


Kit give you a complete basic course in the finer points of making more 
remodeling sales. They cover subjects like: financing plans, sales pro- 
cedures, planning remodeling, where to get selling helps, home efficiency, 
ete. One volume, lavishly illustrated, describes 2,001 merchandising ideas 


Original price: $5.00. 


which have brought profits to other contractors. 
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PENETRATING! Direct mail in. the form of 


illustrated sales letters and jum- 


IT’S 
bo posteards will reach your prospects wherever they are. Both humor- 
ous and serious in treatment, the cards and the letters carry tremendous 


sales wallops and will impress many prospects into inquiry and sale. 


Easy and cheap to reproduce and distribute, this material will get you 


started on a profit-making direct mail campaign. 





don’t use radio 


IT's COMPREH ENSIVE! A pelircwenlinsed 


These 
and sparkling, 


you read these spot commercials, created to sell just for you. 


are not the typical “canned” commercials, but are alive 


and will establish you as an advertiser who can capture attention. The 


weekly news stories will get you and your firm free publicity in your 





local newspaper and enhance your reputation in the community. 


Return Coupon Joday 


ee ee a ee ee 








| pomesTic ENGINEERING | 
| 1801 PRAIRIE AVE., CHICAGO 16, ILL. | 
| ATTENTION : MODERNIZATION EDITOR | 
I Please send me...... sees eee eenee Modernization Sales Kits for which | 
|r enclose $B... 66sec cece n eee eereee I understand that, if I pay the full price | 


current installment immediately and 
automatically. 


jof $15.00 per kit I will receive the 


that the next three quarterly installments will be sent to me 


I also understand that, if I order the complete kit (cash with order) I| 
y wit receive a copy of the $5.00 Idea Book free of extra charge. | 
SS SOAR OTC CR AE REE TPE AOL REE = An 
TOE Ee Pe a eee a 
NS 00 eh, 25 ey Sas dol dela ke «lee Saacinwae ee | 
tery EE et ee ee BORE Rois ee ee ange Dae 


(1) Wholesaler CJ 


| 0 Contractor-Dealer Manufacturer | 
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DRILL PIPE-SIZE Holes Faster, Cleaner 


sw TRI-SPEED RIGHT ANGLE p DRILL 
and SELFEED BITS 


Drills big holes with amazing speed and accuracy . . . cuts 
clear ic razor clean . . . no splintering, no jagged edges 


November, 












No pressure pecgund en a drilling — the Center Pilot-screw 


is SELF-FE GRABB NG OR BINDING. — 
SELFEED Bits have 14” shanks with three milled 
which not only assure a secure grip of shank within c’ “4 
™ but also eliminate bit s slippage and damage to shanks. To- 
| gether, the famous MIL KEE S-412 3-speed Right Angle 
rill and a SELFEED Bit make swift, easy work of BIG- 
HOLE drilling in close quarters. 


3 Electric Drills in ONE 


Fa 


(1) For Straight drilling, 550 RPM 
(2) For Right-angle SMALL hole drilling, 825 RPM 
(3) For Right-angle BIG hole drilling, 360 RPM 


Complete 412K Plumber's Kit $88 75 


in Steel Carrying Case... .. 
© S-412 1/2” 3-speed RIGHT-ANGLE drill 
© Hevi-duty geared-type Key Chuck 
© 2-9/16” SELFEED Bit and 1-1/8” Auger Bit 
©@ Chuck Remover Bar and Utility Wrench 


MILWAUKEE ELECTRIC TOOL CORPORATION 
5358 WEST STATE STREET © MILWAUKEE 8, WISCONSIN a. “ 
Canadian Distributor: MATTHEW MOODY & SONS CO., 740 Inspector Street, Montreal Ca ~ 





See your wholesaler or write us for com- 
plete information on SELFEED BITS and 
the 412K PLUMBER'S KIT. 





NO OTHER 


COMMERCIAL OR RESIDENTIAL 1100 | 


BASEBOARD 
APPROACHES IT 2:9 | Ba 






PER. LINEAL ‘7. 











Protection where it counts! 


Pipe nipples need protec- 
cn . or P PP P 






Ne; 


Reg. U.S. Pat. Of, 


BROWN 
BAYCE-HEET 


SELLS FOR LESS 


Costs Less to Install e Saves Fuel e Better Looking 
No Measuring Necessary 
* Write for our 1.B.R. Catalog Ratings 
in Bulletin 400-ID 


tion, too — particularly the 
carefully machined threads 
that can rust in stock. 
That’s why each quality 
Challenge Steel Nipple 
from 1%" x 2” is dipped in a tough protec- 
tive coating prior to shipment. 
Quality-protected Challenge Steel Nipples 
sell faster, create more satisfied customers 
and repeat business. Write today for the 
CHALLENGE NIPPLE DIVISION 


complete details. 
Frith e Lintkeay Co. 


117 Sandusky St. * Pittsburgh 12, Pa. * FA. 1-5700 


SSS \N 





BROWN PRODUCTS COMPANY 


FOREST HILLS, NEW YORK 
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(Continued from center of page 243) 
manufacturer, wholesaler, contractor—is neces- 
sary, and each can handle its part of the job if 
each of the other branches handles its jobs effi- 
ciently but that it is a violation of moral principle, 
and often a violation of law as well, to misrepre- 
sent one’s function and secretly carry on dual 
functions; and that the laws of the land, prohibit- 
ing unfair methods of competition, unfair or de- 
ceptive acts or practices and price discriminations, 
should be observed at all times. 


11. I believe every effort should be made to 
understand the problems of labor and manage- 
ment, and work out these problems to the mutual 
benefit of the industry and the public. 


12. I believe it is quite possible for our in- 
dustry, as a whole, to rightfully and legally estab- 
lish a general overall policy looking toward the 
City of Progress under the banner of better pub- 
lic service—through better busines management, 
better selling and better public relations. 

An information program designed to make 
better salesmen of industry members was dis- 
cussed by Stephen E. Kindelan, Jr., president of 
the Plumbing and Heating Wholesalers of New 
England. Kindelan, who is also president of 
Providence Plumbing Supply Co. (Providence, 
R. I.), noted the “disgraceful situation” existing 
in Boston, Chicago, Philadelphia, and other major 
American cities where there are more TV sets 
than bathtubs. 

He suggested that the correction of this situa- 
tion lies in stronger promotional activities by the 
plumbing and heating trade. He describes one of 
the purposes of the AI as achieving improved 


SECRETARY of the 
American Institute of 
Wholesale Plumbing and 
Heating Supply Assns. is 
George Underwood of 
Washington, D.C., shown 
here as he appeared at 
the recent convention in 
New York City. 


management efficiency in cooperation with con- 
tractors. He said the Institute will also search 
for methods to make the public more conscious of 
the need for modern bathrooms, kitchens and 
heating facilities. 

Kindelan called for support of the Institute’s 
program to meet three of the industry’s most 
pressing needs—an improved inventory control 
method, more aggressive promotion of industry 
products and improved public relations. 

Among other speakers at the convention were 
Claude W. Owen, American Institute president, 
who introduced chief executives of two dozen 

(Please turn to top of page 248) 
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Exclusive features 


of Vent-Rite No. 10 automatic air vent 


for hot water systems 


mean outstanding performance 


M:tering Serow gives quick and easy 
way of testing to determine why 
radiator isn’t heating properly wit! 


out draining radiator or removing vent 


Straight Line Vent Passage. Take out 
the metering screw and you have a 
clear passage through the valve You 
can actually SEE through the straight 
line vent passage, and easily clean it 


if necessary 


Vent Tube speeds venting action. As 
sures better heat. Trapped water left 
in radiator tapping, as water level 
goes down must ordinarily be eva~o 
rated by the fiber discs before 
will start venting. Vent tube elir 


thes 


ates this need so venting starts quick 


For more profitable venting in- 
stallations and more satisfied 
customers, always use Ven‘- 
Rite No. 10 Venting Valves 
simple ani trouble-free, posi- 
tive automatic operction, no 
critical adjustments, more eren 
heating. See your» wholesaler 
or send today for catalog in- 
formation. 


eeeteeeee 


Vent-Rite No. 10 
Actual Size 


VENT-RITE 


_ VENTING VALVES | 


Best because scientifically designed 
_ by the pioneers in vent control. . 
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Men who have 
tried them all say: 





KOLLMANN K-100 


Handles up to 200’ of fully 
enclosed 15’ cable sections. Fin- 
ger tip starting, stopping, rever- 
sing for maximum safety and 
efficiency. Requires only 3 sq. ft. 
floor area. 


KOLLMANN K-300 


The perfect cleaning supple- 
ment to basic equipment. Does a 
man size job on sinks, bathroom 
drains, industrial supply lines. 
Safely drives up to 100’ of 712’ 
sectional cable at 600 RPM. Has 
same KOLLMANN operator 
safety features as Model K-100. 


ALL KOLLMANN equipment is designed to lower labor costs... 
reduce maintenance expense. For additional information ...see your 


jobber or write us direct. 


KOLLMAN 


re ee P EN 





and do better 
work easier 
with 


Adaptable to 4 cable sizes ... all 
pipe sizes 1%'’ to 12’’. Clears any 
obstruction at 700 RPM under instant 
control . . . through all traps and 
bends. Fully portable .. . easily 


handled by one operator. 





MANUFACTURING 
COMPANY 


mo, tL NMAN IA 


(Continued from bottom of page 247) 
manufacturing firms, and Edward F. Howrey, 
chairman of the Federal Trade Commission; Dr. 
Kenneth McFarland, educational consultant of 
General Motors; Fred Smith, vice president of 
Gruen Watch Co.; David S. Austin, executive vice 
president of U. S. Steel, and Senator Joseph Mc- 
Carthy, Wisconsin. 

Meetings of four regional or state wholesaler 
groups were held in conjunction with the meeting. 

The Southern Wholesalers Assn., heard its 
president, J. H. Martin, (Horne-Wilson, Inc., 
Charlotte, N. C.) discuss possible methods of 
solving the problem of decreasing profit margins 
while volume remains at near record levels. 

The Middle Atlantic Wholesaler Assn., elected 
new officers, headed by Graham A. Barker, Bel- 
field Supply Corp., (Philadelphia) as president. 
John A. McCann, Seashore Supply Co., (Atlantic 
City) was elected first vice president and John T. 
Roberts, Jr., J. T. Roberts & Bros., Inc., (Balti- 
more) second vice president. The new treasurer 
is W. Harold Mitchell, C. L. Weber & Co., Inc., 
(Philadelphia) . 

The New York State Plumbing and Heating 
Wholesalers, Inc., re-elected Raymond H. Dell- 
wardt, Graf & Dellwardt, Inc., (Buffalo) as presi- 
dent. John D. Miller, W. G. Shafer Co., (Syra- 
cuse) was elected first vice president, and A. J. 
Robinson, Robinson Supply Co., (Glens Falls) 
second vice president. The new secretary is John 
T. Roberts, Utica Plumbing Supply Corp, (Utica) 
and the treasurer is William Fladd, Fladd-Luig 
Co., (Rochester). 

The Plumbing and Heating Wholesalers of New 
England, Inc., heard reports on the business re- 
sponsibilities of wholesalers in the industry, and 
a discussion on an association sponsored program 
for training contractor salesmen. 

Officers of the American Institute who led AI 
sessions were Claude W. Owen, president; Joe W. 
Pitts, vice president; E. L. Pugh, treasurer, and 
George T. Underwod, executive secretary. END 


J.F. Donnelly Elected Director of A.G.A. 


JAMES F. DONNELLY, vice-president in charge 
of sales for Servel, Inc., Evansville, Ind., was 
elected a director of the American Gas Assn. at 
the 35th annual convention of the association in 
St. Louis, Oct. 26-28. Nearly 5,000 delegates, rep- 
resenting gas utility and pipeline companies and 
gas appliance manufacturers from all parts of the 
United States and Canada, attended the three-day 
convention. 

Mr. Donnelly joined Servel in 1952, after hav- 
ing served for eight years in top executive posi- 
tions with the Heating and Water Heater Divisions 
of the A. O. Smith Corp. of Kankakee, III. END 
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Money Maker 


LATEST DESIGN IN “T”-TYPE SINK FRAMES 
ASSURES EASY, WATERTIGHT 
UNDERLOCKED INSTALLATIONS! 


KINTRIM 


Easily 
Under-Locks 
Watertight! 


PATENT NO. 
2502553 





The KINTRIM sink frame is a money-maker 
for wholesalers. Now, dealers can guarantee in- 
stallations that are watertight and gleaming 
bright. The KINTRIM frame is a heavyweight 
stainless steel! Flat %4” face overlaps and seals 
to bowl and covering. Anchors underneath— 
supports bow! solidly! Never “rubs off” smudgy. 
Dealers: Order from 
> your wholesaler or 
\ write us today. Distri- 
) butor inquiries invited. 

j 


a 


\. ROG US PAT OFF / 


| 
KINKEAD INDUSTRIES 


INCORPORATED 


HOME OFFICES: 
5860 N. PULASKI RD., CHICAGO 30, ILL. 


FACTORIES: CHICAGO AND LOS ANGELES 
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( 


@ Aline of fine Quality sinks reasonably 
priced... 


ad 


A line of sinks that appeals to dis- 
criminating housewives... 


A line that has gracefulness plus 
utility ... 


A line that’s styled ahead for lasting 
good-looks . 


A line that will give you satisfied 
customers .. 


A line manufactured the MODERN 


way... 


A line that’s considered the fastest 
growing line in the industry today... 


A line that protects its dealers .. . 


A line that commands respect. . . 


A line that’s well accepted through- 
out the land... 


THEN WRITE TODAY for details on how 
YOU can become an ACTIVATED dealer 
of ACTIVE QUALITY WARE. 


Y@an: TOOL & MFG. CO. 


888 CLAIRPOINTE AVE. 
DETROIT 14, MICH. 
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Home Builders Today 


are ; 


Conscious 


Convenience, comfort, beauty—but above 
all durability — are what modern home 
builders seek. They know it’s poor economy 
to build cheaply, or install plumbing fix- 
tures that will not stand up under many 
years of use. That’s why they prefer time- 
tested— 


Enameled CAST IRON 


Plumbing Fixtures 


Enameled Cast Iron bathtubs, sinks and 
lavatories are made to last the lifetime of 
a home. They have built-in resistance to 
wear and abrasion . . . better protection 
against chipping, since Cast Iron provides 
a bear-grip hold for the thick enamel coat- 
ing. And they give far superior resistance 
to household acids. 


* * * * * 


Our Company does not make any kind 
of plumbing fixtures. But it numbers among 
its customers many of the Nation’s largest 
manufacturers of plumbing ware—who rec- 
ommend it unreservedly for superior serv- 
ice under all conditions. 


WOODWARD IRON CO. 


WOODWARD, ALABAMA 
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DO YOU KNOW... 


, How much “water flow” is necessary for most 
efficient grinder operation? 


A. Manufacturers of garbage disposers say a mini- 
mum flow of 1% gallons of water per minute is 
required to effectively carry away food waste 
and thus prevent trouble. 


Q, How can you assure proper water flow? 


A, leading garbage disposer engineers recom- 
mend the use of a dependable Flow Switch to 
assure proper water flow through grinder just 
before starting as well as during operation. 


Q, How does a Flow Switch operate? 


A. The Flow Switch controls grinder operation by 
measuring the flow of water through the unit... 
and prevents operation of grinder motor until 
proper water flow is reached (1% gals. per min. 
or more). If water flow decreases below the 
safe minimum during operation, the Flow Switch 
stops the grinder automatically. Thus your cus- 
tomers have complete protection at all times. 


Q. Where can I get a dependable Flow Switch? 


A, The PENN Type 60 Flow Switch, the automatis 
control made exclusively for garbage disposers, 
is fast becoming the choice of installers through- 
out the country. It is compact . . . easy-to-install 
... low priced .. . and gives years of service. It 
will save you costly service call backs . . . and 
give you extra profits from each sale. Get all 
the facts today. 








CE NS 








Le 


For complete information, ask your manufacturer or wholesale 
of Food Waste Disposers or write PENN CONTROLS, INC., 
Goshen, Indiana. 


PET) [eres 


FOR HEATING, REFRIGERATION, AIR CONDITIONING 
PUMPS, AIR COMPRESSORS, ENGINES, GAS APPLIANCES 
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Perimeter Heating 


(Continued from bottom of page 136) 
are 2% by 14 in. diffusers, mounted vertical- 
ly in the toe-space under the kitchen counters. 
Ten of them are 4 by 14 in. floor diffusers, 
of which four are used to blanket the two 
entrances, one at each end of the corridor. The 
corridor itself serves as a large return air plenum. 


Return air faces above the dormitory and office | 
doors permit the air from these rooms to flow in- | 


to the corridor at the end of which a large return 


air grille admits it to a return air duct connected | 


with the downflow furnace serving this circuit. 

The system handling the heat needs of the fire 
apparatus garage is relatively simple in layout 
although sized adequately to meet the extraor- 
dinary heating demands required of it. Like an 
inverted “U”, a 10-in. perimeter duct is installed 
on three walls of the room, terminating in two 
large 6 by 24 inch low wall registers which direct 
a screen of warm air across the two large over- 
head entrance doors. Both legs of the inverted 
“U” are fed by the graduated trunk emanating 
from the furnace. A single 8-in. round feeder sup- 
plies the perimeter duct along the back wall of 
the room. In addition to the two door-blanketing 
diffusers described, seven 4 by 14 in. floor diffusers 
have been used to direct warm air upwards against 
walls and windows in the garage. A 30 by 14 in. 
return air grille returns the air to the furnace 
which handles the garage heating. 

Rectangular sub-floor trunk ducts ranging in 
size from 32 by 14 in. down to 11 by 10 in. were in- 
stalled. A concrete bed was poured for the trunk 
ducts at the proper depth below the established 
surface height of the finished slab. This bed was 
supported on a crushed rock fill topped with a suit- 
able vapor barrier. A layer of vapor proof in- 
sulation board was then laid on the bed and the 
sheet metal trunk ducts installed on this board. 
The same insulation material was applied to the 
sides and top of the duct work and concrete re- 
taining walls were poured along the insulated 
sides of the duct. Metal reinforcing rods were 
laid over the insulated tops of the trunks to give 
proper reinforcement to sections of the concrete 
slab which spanned them. 

Insulation of the trunks eliminated hot spots 
in the floor over the trunk ducts, conserving the 
heat for distribution into the 8-inch feeders and 
perimeter ducts. 

Because of an 18 to 24 in. pitch in grade between 
the main body of the building and fire apparatus 
garage and adjacent furnace room, the two down- 
flow furnaces used to heat the main building were 
mounted on bricked-up sub-plenums and the 
trunk ducts were led off the sides of these plen- 
ums, The furnace serving the garage rests on a 
conventional type sub-floor plenum. END 
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“THERE'S ONLY ONE cc 


SANITARY 
WALL 


Controls and guides, inde- 
pendently, 
each compartment and food 
waste directly to wall outlet. 
Self scouring! Free flowing! 
No back-up! No odor! It's 
the “DUO” Sanitary Wall! 


drain flow of 


The genuine “DUO” Waste, developed by M. S. Little 
engineers, has been recognized as a unique contribution 
to the design of sanitary plumbing fixtures. Ideally 
suited for use with two-compartment sink installations, 
with or without food waste disposers, the “DUO” Waste 
patented Sanitary Wall construction effectively prevents 
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designed, and 


made solely hy 7#kAGHO MFG. CO. 





waste matter of one 
compartment from 
backing up into the 
other compartment. 


Endorsed! 


The Genuine “DUO” 
principle of sanitary 
draining has the 














unqualified endorsement of health and plumbing authori- 
ties everywhere. Prominent food waste disposer manu- 
facturers also recommend the genuine “DUO” ‘Waste. 


DON’T ACCEPT SUBSTITUTES! DEMAND THE ONE 
AND ONLY GENUINE “DUO” WASTE! LOOK 
FOR THE LABEL! 
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STEP UP 


Your REPLACEMENT BUSINESS! 





WHEN YOU 
+) i | 


$ 


Master Plumbers! When you see fixtures whose 
appearance detracts . . . instead of improves... 
suggest a Sterling Faucet Product. 


You benefit in two important ways: 
1. A more satisfied customer 


2. More $$$ $$ $ in the profit column 
For complete details see your wholesaler 
—j 
STERLING FAUCET COMPANY 


Established 1907 
MORGANTOWN, WEST VIRGINIA 








| Pipe Job ... It's Big, It's Different! 


(Continued from bottom of page 66) 
make-up water entering the system is first soft- 
ened. Make-up water is injected into the circuit 
under pressure (steam injector) since it must 
buck the system’s 250 psi steam coming from the 
boiler. A back-flow vacuum-breaker prevents 
domestic water from contaminating the boiler. 

A boiler room control panel is installed with 
24-hour, continuous graphing charts, which re- 
cord both steam and high temperature hot water 
pressure and chemical make-up. Not only is 
water temperature and pressure graphed, but also 
flue gases. 

Insulated pipe runs are strung barracks to bar- 
racks suspended from pipe T uprights, which look 
a little like stubby, metal telephone poles. Each 
pole, as a rule, carries two insulated pipes, riding 
an underhung expansion, roller fixture. When 
pipes branch off from this pole-carried distribu- 
tion system to run under eaves of a barracks, they 
are supported on 12-ft centers from barracks- 
attached right-angle fixtures. Usually the piping 
rides atop these expansion fixtures. Some under- 
eave piping, however, hangs from expansion rol- 
lers. Under eaves, piping is at least 7-ft from 
ground level. 

Just as the high temperature piping is exposed 
exteriorly, interior barracks bathroom piping is 














| installed, exposed, on the walls. Hot water lines 


are wool-felt insulated. Each barrack has 8 water 
closets, 14 lavatories, 8 showers, 2 urinals, 2 serv- 


| ice sinks, drinking fountains and a 7-man “scrub 


| deck”. Scrub decks are for laundry purposes and 


| include 7 sets of hot-cold water faucets. All piping 


| to these units is wall hung. 


Interestingly, too, the camp’s non-potable water 


| (processed water from the sewage system) will 


be pumped back to the various buildings for water 
closet flushing. This is unique, and Marine officials 
estimate that re-use will save 25 percent of the 
originally contemplated water demand. 

All under-slab sewer piping is extra heavy cast 
iron which extends out 5-ft from the slab (as do 
all utilities) where it joins the main sewer system. 

Working conditions were tough—with tempera- 
tures reaching 118-120 F. “You’d burn your hands 
if you touched a pipe without gloves,” says Jim 
Brock, project manager. 

The various mess-hall boiler rooms are also 
installed with an LPG-fired 50 h.p. steam gen- 
erator (100 psi) supplying steam for various 
kitchen equipment. The kitchen’s domestic hot 
water comes from a 42 by 84 in., 500-gallon hot 
water generator tank, capacity 500 gph reheat at 
100 F. 

It is very possible that the Marine Artillery 
Training Center project is the largest high-temper- 
ature hot water system currently underway. END 
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AUTOMATIC 
ELECTRIC 
STORAGE 

WATER HEATER 


EASY 70 SELL 





FOR THESE 10 REASONS ! 


@ In style and size—in safety, economy and 
efficiency—in dependability, durability and 
extraordinarily high quality— Rex Auto- 
matic Electric Water Heaters meet every 
water heating need. 

In the Rex Round line there are four mod- 
els, in a range of eight sizes, from 10 to 120 
gallons in capacity. They’re easy to sell— 
for ten good reasons: 





1. SAFETY RELIEF VALVE: Correctly located 
“Patrol” Temperature and Pressure Relief 
Valve as standard equipment. 

2. ELNO ANODIC ROD: Magic anti-rust rod 
checks tank corrosion and lengthens tank 
life. Standard on Rex Heaters. 


3. AUTOMATIC THERMOSTATS: Rugged snap 
action type provides sensitive automatic 
water temperature control. 


4. HEATING ELEMENTS: Quick acting, low 


wattage, immersion type. transmitting heat 
directly to the water. 


5. INSULATION: 3 to 4 inch thickness of 
Fiberglas surrounds tank. 

6. STORAGE TANK: Extra heavy copper- 
bearing steel galvanized inside and out. 

7. HEATER DRUM: Made of heavy sheet metal, 
finished in gleaming, easy-to-clean baked 
white enamel. 

8. COLD WATER BAFFLE: Minimizes the 
mixing of incoming cold water with heated 
water already in the tank. 


9. HEAT TRAP: Built-in trap prevents re- 
circulation in hot water line. 


10. Made to NEMA standards and approv- 


ed by Underwriters’ Laboratories. 











Send For Your Complete Catalog Today! 


THE CLEVELAND HEATER CO. 


ELECTRIC DIVISION 
2310 Superior Ave. + Cleveland 14, Ohio 








| 
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Do You OF MANSFIELD‘S 
Know the ACCEPTANCE 


Mansfield’s Free-standing 
at Secret an Simplex Combinations 


They're as NEW as they come... and 
have MORE most-wanted selling features 


EXTRA WIDE WATERWAYS... the 5” trapway of the Simplex is the 
widest trapway on the market — gives faster and more thorough flushing 
and cleansing action. 

PATENTED 3-POINT HITCH . . . This exclusive Mansfield feature makes it 
possible to level tank front to back and side to side. Guaranteed not to 
leak and to save installation time. Past performance guarantees fewer 
returns with Mansfield. 


LIBERAL SAVING OF WATER. . . guaranteed to flush faster with less 
water. 

MORE MASSIVE IN APPEARANCE .. . attractive in design. 

CLEANER BOWL .. . due fo interior design and increased water area. 
LEAK-PROOF SOIL PIPE CONNECTION .. . extended horn provides easy 
and secure soil pipe connection. 

SECURE FLOOR MOUNTING .. . by use of four bolts in base-to-floor 
mounting. 


COVERS WON'T SLIP OR ROCK... each tank has its own cover — made, 
fired and shipped together as one unit. 

FREE-STANDING . . . close-coupled unit, available in 10, 12, and 14-inch 
roughing-in. Wall hung type also available. 

ACID AND STAIN-PROOF . . . with extro glaze for extra luster. 
QUALITY RED BRASS TRIM . . . with lifetime Nylon Seats. Made better 
by Mansfield’s own Brass Division. Rugged Heavy-Duty 03 Balicock 
standard equipment, 05B Quiet Approved Non-Syphon Adjustable, or 
0-11 “Silent” adjustable Balleocks available at slight extra charge. 


MANSFIELD SANITARY POTTERY, INC. 
121 FIRST ST. @ PERRYSVILLE, OHIO 
Write for this FREE BOOKLET TODAY! 7 


Mansfield Sanitary Pottery, Inc. 

121 First St., Perrysville, Ohio 

Gentlemen: Without obligation please send me a copy of 
your new booklet THE MANSFIELD STORY 


Name .. 
Address City & State 





Name and address of your distributor 
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WALKER 


Makes a 


Complete 
Range 
of Sizes 
of 
DRAFT REGULATORS 


From Models for 
Trailers to Models for 
the Fairlington Project 


— 





WALKER 


*- 
AUTOMATIC DRAFT 
REGULATOR 


@ Fairlington Project at 
Washington, D. C., the na- 
tion’s largest housing project, 
saves fuel with Walker Ball 
Bearing Type Industrial Draft 
Regulators. This widely her- 
alded application is only one 
of thousands throughout the 
range of heating applications. 
Twelve Million sales speak for 
themselves... and give proof 
of Walker design, craftsman- 
ship, and engineering. You can 
be sure that there is a Walker 
Fuel-Saver for your application 
...and that it will provide 
fool-proof and long-lived “‘per- 
formance as perfect as pos- 


sible.” 
—_—_ SEND FOR CATALOG 


Twenty pages show 
all types, sizes in full 
line. Applications and 
installations de- 
scribed. A valuable 
handbook FREE, if 
you write... 


WALKER MFG. & SALES CORP. 
1780 PENN ST. 
ST. JOSEPH, MO. 
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Check These 
9 POINTS 


EASE OF ADJUSTMENT with 
exclusive patented pointer 
and calibrated dial. 


BOX TYPE HINGES with 
sealed protection against 
corrosion, dirt and dust. 


BALANCE PLATE—scientif- 
BS icaiy igned to intai 
proper balance. 
SPECIFIC PIPE SIZES — in- 
sure correct capacity for 
every type of installation. 


ALUMINUM FRAME—rigid, 
long lasting. 
EASE OF INSTALLATION— 
collar and stub for quick 
attachment. 


ARMCO ALUMINIZED 
STEEL—for heat and corro- 
sion resistance. 


FACTORY SET —for ‘'per- 
formance as perfect as pos- , 
sible." 





FREE FLOW of air in unre- 
stricted inside area. 





EXCLUSIVE! PATENTED! 








Pointer and Calibrated Dial 
assures quick and easy adjust- 
ment of premium quality 
Walker Fuel-Saver Automatic 
Draft Controls. 








NEW WALKER 











ANCHORS 


Standard machine screws 
start and turn easily 
in precision threads, 


Special composition lead 
sleeve expands fast in 
masonry — cuts down 
“cold flowing”. 


Entirely rust- 
proof — won't 
deteriorate in 


damp locations. 
Correct taper on 


threaded steel 
. = . insert creates 
Size and directional 


arrow on every anchor. Fast, sure action 


Kk every time, 


12 sizes — for holes 5/\4” 
to 13%,” in diameter — hold 
from 50 up to 10,000 Ibs. 


Setting tool, in 
every box of 50. 


EASY TO USE 
DO THE JOB RIGHT 


SAVE TIME AND LABOR 


a | Send for Catalog of 
i Paine's Complete Line 
ES MALT SS 


THE BEST CRAFTSMEN ALWAYS TAKE 


Theres a complete line of PAINE product 
... made right te da the job right 

















Perforated Pipe and “Spring-Wing” 
Hanger Iron Conduit Clamps Toggle Bolts 
Pipe and Hanger Rings “Snugfit"’ 

Romex Straps and Bolts Pipe Hooks 





THE PAINE COMPANY 
9 Westgate Road, Addison, Illinois 





the best craftsmen always take p 
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“900” LEAD 


EXPANSION SCREW 
























maximum expansion, 





Send for Catalog of Paine’s Complete Line : 
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The High Cost of NOT Advertising! 


(Continued from bottom of page 26) 


Here’s another case history unearthed in the 
same study, in which 50 years of leadership were 
lost. 

“During this company’s heyday, they became 
too busy—had all the business they could handle 
and cut their advertising appropriation to one- 
third of its former size,” the report reads. “Where 
they were formerly leaders, they were not among 
the first five or six when this study was made.” It 
was not inability to produce, but loss of reputation 
and recognition which had forced them down, 
concluded the report. Today, competitors who 
once couldn’t come close to this ex-leader throw 
charitable crumbs of excess business its way when 
they can’t for the moment handle all they have! 

Older people today have to rack their memories 
hard to recall the name of Pear’s Soap. Young 
and middle-aged men and women have never 
heard of it. Yet, in its day, Pear’s was as big— 
proportionally to the market—as the soap-making 
giants, Lever Brothers, Proctor and Gamble, and 
Colgate-Palmolive Peet Company are today. What 
happened? Pear’s soap sales executives decided to 
coast a bit on the national acceptance their ad- 
vertising had gained. The downward trend never 
stopped. 

Another lack of success story unearthed by the 
researchers who set out to discover what happens 
to businesses that become too’ big to need adver- 
tising concerned an outfit that had 90 percent of 
the market firmly within its grasp. “With a good 
backlog of orders, this company decided to stop 
advertising,” they reported. 

“At a time, a competitor had only a small part 
of the business, but wanted more and went after 
it with aggressive, continuous advertising. The 
first company’s business dropped (from a high of 
90 percent) until it was only 10 percent of the 
total. The management decided to regain its 
former position through a short-term advertising 
program, but found they could not rebuild over- 
night a position they had lost during the years of 
the seller’s market. Their attempt to hold even the 
slim share of the business remaining was without 
success, and eventually they closed their books 
and were taken over by another firm.” 

Often really successful advertisers—like dealer 
Joe Jones—either lose their faith in the potent 
weapon which carved out a share of success in the 
past, or else grow over-confident. That’s what hap- 
pened to one who had used selling copy to great 
advantage, then abandoned the clicking policy of 
mass-selling. The report states: 

“From simply keeping its name before the 
public, this firm turned to selling copy, case his- 
tories of successful installations, and jumped its 

(Please turn to top of page 256) 
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BRASS BUS BARS — Assures positive, safe 
ignition. No springs or wires. 


TRANSFORMERS — More turns of wire 
and more coil laminations give a longer 
life even under low voltage conditions. 
Aluminum foil shield eliminates radio 
and television static. 


carbon deposits which reduce efficiency 
as much as 20% in one season! 
COMPLETE LINE —Nu-Way builds a 


complete line of oil burners for domestic, 
commercial installations. 


EXCEEDS UNDERWRITERS’ REQUIREMENTS 


32 YEARS EXCLUSIVE MANUFACTURE 


es) PATENTED NOZZLE SHIELD — Eliminates 










THERE’S A PROFITABLE DIFFERENCE 
in Nu-Way! Write today for full 
details on the Nu-Way line. 


THE NU-WAY CORPORATION 


Dept. DE 
ROCK ISLAND, ILLINOIS 
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your CAPITOL KITCHEN AQaAz 
only sz%eewith the Sink 





é 
One good turn deserves another”. Bear that in mind 
next time you install a new Capitol sink and you'll 
find both you and your customer will profit. 

Here’s How — No new sink ever really finished a 
kitchen. It’s just the beginning. Build your sale by 
adding base and wall cabinets from the complete 
Capitol Kitchens line and you'll have a happier cus- 
tomer and increase your profit many times over. No 
matter what the size or shape of the kitchen, there are 
Capitol cabinets to fit the need (more than 40 dif- 
ferent types and sizes). 


Look at these SELL features: 
3. Easy to install 
bonderized steel 4, Standardized 
2. Quality built 5. Flexible 
6. Competitively Priced 


1, Heavy gauge 


What's more, profit-plus sales are made easier through 
a national advertising campaign that’s winning the 
confidence and acceptance of more than 71 million 
homemakers from coast-to-coast. 


Trade Requests for Catalogs Invited. 
HU-102 


CAPITOL KITCHENS 
Roselle, N. J. 








Some territories open 


‘ write today for full details. 
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(Continued from bottom of page 255) 
advertising appropriation 20 fold per year—and 


profited handsomely. They increased their share 
of the available business in the industry, reducing 
competitors’ shares. In a short time, others fol- 
lowed their lead. 

“Six years later, however, due to a considerable 
reduction in advertising and to neglecting cus- 
tomers’ desires, they began to slip. The company 
went through several management changes and 
finally sold out—for one-sixth of the amount it 
carried as liquid bank balance alone in its hey- 
day.” 

The author of an article that appeared recently 
in the authoritative advertising publication, 
Printers’ INK, noted that some businessmen 
find it easier to say, “Cancel our advertising,” 
than to say, “Cancel all these thousands of month- 
ly contacts we have been making—We don’t need 
them any more.” Yet both pronouncements mean 
the same thing, the magazine concluded. 

The same expert went on to say that “you can 
appraise the cost of your advertising, Mister Busi- 
nessman, but you can only guess what it costs 
when you say, ‘No advertising.’ Furthermore, 
while you’re saving this cost, aren’t you actually 
helping pay the cost of your competitor’s adver- 
tising when you surrender the right of way to him 
and for him?” END 








. when you want parts 
and equipment painted or 
touched up in a matter of seconds! 
No mixing, no cleanup. Just 
shake hand-size aerosol can and 
release fingertip spray valve... 
guaranteed non-clogging. 


COLORS: Chrome Aluminum ¢ 
Gloss White e Gloss Black 
e Meadow Green e Bright Red ¢ 
Medium Gray e Royal Blue 
e Ivory e Bright Gold e Copper- 
plate e Yellow e Clear Plastic 
e Black, White and Aluminum 


Lacquer (water and oil proof). 


See Your Jobber Today! 


CHAMPION BRONZE POWDER 


& PAINT CO., Inc. 
02526 W.VanBuren Chicago 12 Hl. 
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ever buy || } 


Probably not. But actually, the weight of valves is one 
good way to judge their quality—because quality valves 
have to be generously moulded with plenty of the 
right kind of metal for thick, strong walls, firm seats 

and durable stems. 


That's why PRIER valves are heavier than competitive 





ducts of the same capacity. And oe : ; Giddeabh 
LIFET/ ate seit eo : 
ww vi ME ] that’s one more reason why PRIER ~ i PRIER ryyreen 
s io valves, when you install them, , 
A B. are there for keeps. / 
$ €n | 
3 re 
= = 


PRIER BRASS Manufacturing Company 


7801 Truman Road, Kansas City, Missouri 






LUE PLASTEX saves time 
and money on any cold water 
piping job. 

@ PLASTEX is positively identified 
and Measure Marked plainly, ac- 
curately, permanently every 10 ft. 


@ PLASTEX is guaranteed against ’ l, DOUBLE ROLLAWAY 
rust, rot or corrosion and has a TUB ENCLOSURES 





longer life than ordinary pipe. | 

9 — Install without drilling @ Stock sizes fit any tub 
either tub rim or walls regardless of wall-to-wall 

@ It will pay you to investigate ie alumi: pine 

PLASTEX. Write for Brochure G- 200. for all recessed, open-end, @ Install in less than an hour 
and neo-angle tubs. by one unskilled man. 


PIPE & EXTRUSION CO. OF AMERICA 


403 Mt. Vernon Ave. + Columbus 3, Ohio | Minas . Ge 
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a 


THE ENCIRCLED "*D”’ on 
VALVES OR FITTINGS IS 
YOUR ASSURANCE THAT 
THEY ARE THE FINEST 
OBTAINABLE —ANYWHERE 


Manufacturers of Malleable Fittings * Cast Iron Fittings * 

Drainage Fittings * Brass Service Cocks * Air Cocks * Stop 

and Waste « 100- and 125-pound Gate Valves * 100-, 125- 
and 150-pound Globe Valves 


DISTRIBUTED THROUGH WHOLESALERS 


» 


DETROIT BRASS & 
MALLEABLE Co. 


100 South Campbell Avenue 


General Offices Detroit 9, Michigan 
Plant Detroit, Michigan and Wyandotte, Michigan 


ork, Chicago, Los Angeles 
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\FY YOUR 
INVENTORY 


do the job 










GiMPL 





not two or three 


Here it is . . . the one and only pump control that 
combines all normal differential and range require- 
ments in one unit. The Penn Series 154 pump pres- 
sure control eliminates the need for two or more 
models . . . it simplifies your stocking problems .. . 
it adds to your profits . . . it helps your pump de- 
liver the most water per dollar of electricity. 

Compact and simple, the Series 154 features sturdy 
2-pole contacts . . . greater contact pressure . . . posi- 
tive direct action, no pivots or knife edges to wear 
and bind .. . ease of installation and wiring . .. water- 
shed cover ... and streamlined design requiring small 
mounting space. Get the full story. Ask your man- 
ufacturer, wholesaler or write Penn Controls, Inc., 
Goshen, Indiana. Export Division: 13 E. 40th Street, 
New York 16, N. Y., U.S.A. In Canada: Penn Con- 
trols Limited, Toronto 13, Ontario. 


WHEN You NEED AIR VOLUME 


CONTROLS ASK FOR. 


PENN’S AUTOMATIC 
AIR VOLUME CONTROL 
for deep well water systems 










(available with or 
without built-in gauge) 


PENN’S AUTOMATIC 
AIR VOLUME CONTROL 


for shallow well water systems 


(available with or 
without buiit-in gauge) 


PEM Ml corrects 


FOR HEATING, REFRIGERATION, AIR CONDITIONING 
PUMPS, AIR COMPRESSORS, ENGINES, GAS APPLIANCES 


_ 





November, 
Excise 


reporter 
reasons ' 
1. Exc 
criminat 
of busin 
other co 
same bu 
segment 
great di 
2. The 
are inva 
es: Exci: 
but go o 
excise t 
never b 
War br 
were in 
Washin; 
sidered 
corpora 
become 
3. Th 
tial in tl 
clothes 
ucts ar 
They c 
morale 
ies, and 
be pen 
4. Th 
actual 
taxes il 
consurr 
self—al 
origina 
ten cel 
price r 
to the | 
5. Ti 
cost to 
It infle 
if cons 
ing po 
inflatio 
curb i 
direct 


impose 
a selec 
by the 
the to’ 
and e 
fourth 
collect 





r, 1953 F November, 1953 DOMESTIC ENGINEERING 259 








Excise Taxes 

(Continued from bottom of page 137) 
reporter at the conference, the GAMA cited these 
reasons why excise taxes should be repealed: 

1. Excise taxes on appliances are unfair and dis- 
criminatory: Excise taxes are levied on a segment 
of business at rates which are injurious, while 
other comparable industries which cater to the 
same buyers are tax free. This burdens the taxed 
segment of industry unfairly and places it at a 
great disadvantage in competitive markets. 

2. They are imposed as emergency measures but 
are invariably retained after the emergency pass- 
es: Excise taxes are identified as emergency taxes, 
but go on after the emergency passes. Emergency 
excise taxes imposed during World War II have 
pe ' never been repealed. In fact, when the Korean 
War broke out, the World War II excise taxes 
were increased. And there are indications now in 
that Washington that further increases are being con- 
_— sidered to compensate in part for the reduction in 
oe corporate and personal income taxes which will 
aap become effective Jan. 1, 1954. 
de- 3. They are imposed on items which are essen- 
tial in the American home: Ranges, water heaters, 





4 clothes dryers, refrigerators and other taxed prod- 
ear ucts are necessities in American homes today. 
ter- They contribute tremendously to the health and 
all morale of the entire country. They are not luxur- 
an- ies, and purchasers of such necessities should not 
0 be penalized by unfair taxation. 

ia, 4. They cost the consumer far more than the 


actual tax received by the government: Excise 
taxes imposed on manufacturers cost the ultimate 
consumer nearly twice the amount of the tax it- 
self—although the government receives only the 
original amount. For example, an excise tax of 
ten cents on each dollar of the manufacturer’s 
price results in an increase of 18 cents in the price 
to the ultimate consumer. 

5. They have inflationary effects: The added 
cost to the consumer is of no benefit to anyone. 
It inflates the price, necessitates larger incomes 
if consumers are to have the necessary purchas- 
ing power, and therefore gives strong impetus to 


curb inflation, The exeise tax accomplishes the Watch for BIG NEWS 


direct opposite. It promotes inflation. : 
coming soon from 









6. They provide very little help in balancing the 
federal budget: Excise taxes are a heavy burden 
to the unfortunate industries on which they are 
imposed, but because they are levied against only 
a selected segment of industry, the revenue gained 
by the government is unimportant in relation to 


the total budget. In 1952 excise taxes on gas, oil PIPE TOOLS > POWER PIPE MACHINES > POWER DRIVE 
and electric appliances produced less than one oe ves cue wale ei 
fourth of one percent of the total federal revenue Toledo, Obie x 


collection. The appliance manufacturers paid 
(Please turn to top of page 261) 
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Bova 
MODERNIZ 





LARM 
install VENTA Signal 


Here's the way to pase for 
modern, automatic oil delivery. 


-spill fills 
antees accurate, no-spii Tl 
nated night, whether customer 's 


at home or away. 
“Just Fill While the Whistle Blows” 
A variety of 


models for 
new and old tanks. 











install 
SCULLY ° GAUGE 


Underwriters’ Approved 
A modern convenience in every way. 
Big figures readable at first glance. 
Face adjustable to any angie. Built 
for accurate, service-free operation. 
Specify tank depth when ordering. 


“BUTTON-LIFT” 
INSTALLATION 

Lifting the button indi- 

cator draws cork arm up 

| close to main shaft for 


easy installation even in wf 4] Dra 
partly filled tanks. 





or install this combination... 


VENTALARM *GAUGE 


Underwriters’ Approved 


The famous whistling fill signal and 

easy reading gauge in one mod- 

ern unit. Goes on tank as integral 

part of vent pipe. 

Specify tank depth and opening 
when ordering. 






One item to install instead of 
three . . . with button-lift con- 
venience described above. 











Szully Products are manufactured under U.S. 
and foreign patents or patents pending. 


See your regular Supply House. 


SCULLY SIGNAL COMPANY 
First Street, Cambridge 41, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 
©1953 Scully Signal Co. 
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sell more -- fatter -- with 


Kadtant- 


Radeon? OIL BURNER FOR RESIDENTIAL, 





COMMERCIAL, INDUSTRIAL USE 





















A Complete Line . . . %-30 
gals. Shell Head Models 
%-10 gals. Unsurpassed 
burner performance .. . 
competitively priced . . . 
factory guarantee... easy 
installation . . . minimum 
servicing . . . low upkeep 
. . . nationally distributed 

. « protected territories. 


aie 


Superior in design . . 
Economical in price — in- 
stallation — operation. 
Available in four models: 
Low Boy, Suspended Unit, 
Hi Boy, Counterflow. Fac- 
tory assembled and 
shipped complete. 


Kadean?” ynury ane 


Discharges waste water from 
laundry tubs, washing machines 
and other fixtures or appliances 
located below sewer outlets. For 
draining water tanks and swim- 
ming pools, circulating water in 
cooling systems, agitating and 
pumping water in displays, and in photographic labora- 
tories, etc. All bronze construction, dynamically balanced 
impeller, rotary type seal. 





Con See eS 
Kadeant™ AUTOMATIC ELECTRIC SUMP PUMP 


For all Drainage Problems—boiler, 
elevator and grease pits, cellar and 
basement sumps, water transfer for 
irrigation. Permanent, silent, trouble 
free operation. All bronze construc- 
tion . . . dynamically balanced 
impeller . . . perfect alignment for 
minimum parts wear . . ..3200 gals. 


wz per hour. 


Write for complete literature on all Radiant Products 


OW BURNER | 





RADIANT UTILITIES CORP. 
8809 18th Avenue, Brooklyn 14, N.Y. 
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(Continued from bottom of page 259) 
$147,514,186, which was .23 percent of the total 
collection of more than $65 billion. In 1953 they 
paid $200,814,000, or .29 percent of the total of 
$69,686,535,000. This means a heavy burden on 
the manufacturers and users of appliances but 
produces little revenue for the government. 

7. They hurt the manufacturer, distributor, 
dealer and consumer: Excise taxes obviously hurt 
the purchaser of appliances who pays not only the 
amount of the tax, but also the increased costs 
involved. He cannot even deduct the amount when 
he computes his own personal income tax return. 
The dealer suffers a loss of sales, has to fight 
doubly hard against sales resistance because of 
tax-inflated prices. The distributor suffers, too. 
His volume drops and his overhead rises as a re- 
sult of the necessary price boost. The manufac- 
turer produces less because of reduced sales vol- 
ume. As production goes down, costs rise and em- 
ployment drops. Everyone connected with the in- 
dustry suffers in some measure. 

8. They affect the livelihood of thousands of 
workers engaged in the production, distribution 
and sale of taxed merchandise: Factory workers, 
office workers, salesmen and a host of service em- 
ployes feel the effects of the excise tax as a result 
of the sales drop and decrease in production. 

9. They create a form of rationing by pocket- 
book: Excise taxes were intended—during periods 
of material shortages—to help conserve critical 
materials by making products using such mate- 
rials more expensive. Unfortunately, whether ma- 
terials are plentiful or in short supply, the effect 
of the excise tax is to limit purchases of needed 
appliances to those in the better economic circum- 
stances. In other words, the effect is to put the 
price beyond the buying range of the people who 
are most likely to need the taxed products. 

10. They are concealed taxes—hidden from the 
consumers who actually pay the taxes and from 
those who are priced out of the market by the 
increased cost: Most consumers never know the 
amount of the tax and related costs they pay on 
appliances. Some government officials subscribe 
to the idea that concealment of the tax makes the 
payment easier. Since the excise tax is an emer- 
gency measure intended to benefit the nation and 
all its people, it would seem to be a more honest 
policy to let the tax-paying citizen know how 
much tax he is paying .. . and for what. 

Included in the list of those being encouraged 
to take action with their congressmen are plumb- 
ing, heating and appliance dealers. 

Repeal of these taxes, Mills said, will mean (1) 
greater production; (2) lower cost to the con- 
sumer; (3) higher employment; (4) higher living 
Standards; (5) a more equitable tax structure, 
and (6) a sounder national economy. END 
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i Use quickdraft 





Patent 
Pending 












































THE DRAFT CREATOR 


that makes all chimneys friendly 


ON MODERNIZATION AND 
NEW CONSTRUCTION 


bigger profits... 
warmer friends 


Now you can assure your customers against 
trouble with condensation on gas-fired heating 
plants—puffing, sooting and pulsating on 
oil burning equipment—smoking, puffing and 
clogging on coal furnaces—common diffi- 
culties caused by faulty or inadequate draft. 


Short chimneys used in today’s one-story and 
basementless homes do not provide sufficient 
draft to support full combustion and carry 
off all troublesome combustion products. 
Popular outside chimneys require longer to 
heat up and establish necessary draft. Long 
runs and els in smoke pipes and angles in 
chimneys cut down draft. 


quickdraft overcomes these faults immediately 
and effectively. It creates full draft when 
firing begins and drives combustion products 
up the chimney. It operates through the 
firing period but does not “build up” excessive 
draft. quickdraft places no obstructions 

in the smoke pipe. 


Simple, fool-proof, built for long service, 
quickdraft is reasonably priced . . . consumes 
no more current than a lamp bulb... and 
quickdraft is as easy to install as a length 
of smoke pipe which it replaces. 


To make bigger profits and warmer friends, 
use quickdraft to prevent draft trouble on 
new construction, and 
to correct draft 
trouble on moderniza- 
tion work. 





’ Write or 
wire for 
Installation 
Manual 
and details. 













quickdraft 
COMPANY 


DIVISION OF THE HALL’S SAFE COMPANY, INC 






EVELAND AVE. N. W. CANTON 3, OHIO 
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GUARANTEED: So sure are we of th 


superior job well done by our WILSHIRE specialist; 
that WILSHIRE heaters are backed by 1, 5, and 10 year 


(prorated) factory guarantees . . . the most generoy 
in the country. 


eaters are the Choice of Those 


|) ee who INVESTIGATE! 





| . 71 ISCRIMINATE buyers of any product invariably look & 
he : D into the pros and cons of the item they wish to buy. - a 
: This is so true in water heaters, And for the dealer [| 
who wishes to cover the water front on all questions F 
governing the efficiency, longevity and operation of a | . 
















heater, he will make no mistake in specifying the ? 
WILSHIRE with models in 20, 30, 40, 50, 55, 55HR, 
T5HT, 75, 75HR, 100 and 100HR gal. capacities. 
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| ealor 
@ 4 | haga CORPORATION 
f Tele as ‘ 
_@ 7 133 E. PALMER AVE. COMPTON, CALIF. 
Model AG 


FOR STRONGER JOINTS | WHAT MAKES A SUMP PUMP FAIL? 


DIRT?—LACK OF LUBRICATION?—RUST? 


Specify the pump that is built to survive these hazards 
DRESSER —The Marine Products Fully Automatic Electric 


COMPRESSION FITTINGS p 
U MB 


ELIMINATE 
PIPE THREADING | 

@ COMPLETELY SELF-CLEANING 

@ COMPLETELY SELF-LUBRICATING 
@ ALL RUST-PROOF 


MARINE PRODUCTS PUMPS ARE 
“Built for the Sea” 


= ~ 
The Marine Products Sump Pump is designed and produced to high 
and exacting Marine standards. It is built the only way a SUMP PUMP 
should be built—to provide the best possibl itary protection at the 
least cost and inconvenience. 
It guarantees conti ly dependable sanitation service and at the 
same time completely eliminates the need for periodic cleaning and 


See your local supply store tvisheation 
SOLD THROUGH JOBBERS ONLY © WRITE FOR FREE LITERATURE 








Model 
FH 

































































for a COMPLETE LINE of couplings, ells, tees, adapters, etc. 


DETROIT 14, MICHIGAN 


qe nD) ea Psi) gry | MARINE PRODUCTS CO. 
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Trade Practice Rules 

(Continued from page 56) 
dividual association. If they wish to participate, 
they are certainly welcome to do so. 
Q. Now, a few general questions about the rules 
themselves—for example, why are they split into two 
parts, Group I and Group II? 


A. Let’s take Group I (see p. 265) first. In gen- 
eral these rules will help the industry (1) main- 
tain free and fair competition and (2), eliminate 
and prevent unfair methods or practices. As 
mentioned previously, they advise, inform and 


interpret existing laws in easy-to-understand lan- | 


guage. Actually, they go further than that by 
showing the application of the laws to this par- 
ticular industry and its particular practices. 


Q. What about group II rules? 


A. These rules (see p. 282) approve or disapprove 
of certain practices which are not necessarily 
covered by existing laws. In other words, they 
go beyond the scope usually covered by trade 
practice rules. Their specific purpose is to raise 
the standards of business conduct to even higher 
levels than would ordinarily be required or ex- 
pected. Incidentally, the FTC looks with favor 
on this portion of our program. 


Q. Can you give us an example of methods or prac- 
tices which would be in violation of the rules? 


A. Note 2 under Rule 11 (see p. 273) gives a 
number of specific examp'es. One case would be 
where an industry member allows a customer to 
take a cash discount considerably beyond the 
stated and agreed cash discount period, while 
other customers are required to abide by the 
terms of sale with respect to the cash discount. 
Another example might be the case of a member 
who, as a means of favoring some purchasers 
price-wise over others, sells Grade A., or first 
class merchandise, under the guise of lower- 
priced Grade B merchandise. 


Q. If a wholesaler, through error, found himself over- 
stocked on staple merchandise which would not, in 
any way, be considered seasonal, would he be in 
violation of the rules by reducing the price of such 
overstocked merchandise to his customers? 


A. He would be in violation of the rules if the 
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grip 
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Electrically heat treated handle for 


maximum tensile strength. 





















effect of his action would result in injuring, sup- 
pressing or stifling competition. This is covered 
in some detail under Rule 15, Selling Below Cost 
(see p. 282). 


Q. One last question—what has been the reaction 









h WV 









of the Federal Trade Commission to the Trade Prac- 
tice Rules program so far? 


A. Commissioner Albert Carretta answered that 

question in his talk at the C.S.A. meeting when 

he indicated that the commission had been favor- 

ably impressed with the industry’s approach to 

the problem and the proposed rules themselves. 
(Please turn to top of page 265) 
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Exceeds all government 
specifications. Uncondi- 
tionally guaranteed. 









THE CAPEWELL MANUFACTURING COMPANY 
; oS : 
a}, ete 
it 


78 Governor Street Hartford 2, Conn. 









Yes, send me your new wrench bulletin. 
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For full profit 


} \\ in your future valve business, 
\ a" stock the full pattern Tanner lin® 
) Precision made and triple tested, Tanner valves 


are full flow, full pattern, and priced 


to sell, Write for new catalog. 


"She Seat of the Elite - in Values” 
ANNER VALVES 


TANNER MFG. COMPANY ERIE, PA., u.s.a. 


Assure Year ‘Round Outside Water with 


Boiler [ube Cleaners ff] wooprorp FREEZELESS 
Wire Heater Brushes} | WALL HYDRANTS 


STYLE 12 FEATURES 
eS 1. Easy to install through 1” 


hole without taking apart. 


; S aaee - 2. Quick opening and closing 
can i valve. 
ith d hen : 
Seer anaes ase teen 3. Convenient Lever Handle— 
changeabte. Easy to operate or attach 


hose without hurting hand. 


e Outside handle oper- 
ates valve inside build- Cha 
ing. STYLE 7 
e Wall pipe drains out 


after each closing so 
it cannot freeze. 





e Can be used in freez- 
ing temperature with- 


out going into base- 
ment to shut off and RE 

° ° STYLE © 
drain outside water 


WORCESTER BRUSH4»0 SCRAPER CO. outlets. 


i pe iad Contact your wholesaler or write . . . 


WOODFORD HYDRANT CO. 














MASON-WORCESTER CO. 


D MOINES 17, | A 
WORCESTER, MASS. ES S 17, 1OW 


Manufacturers of the lowa Freereless Ground Hydront 
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(Continued from page 263) 
As a matter of fact, he expressed the hope that 
when the rules are finally promulgated they will 
serve as a model for Trade Practice Rules for 
other industries. 


The Proposed Rules 


The unfair trade practices embraced in the 
Group I rules are considered to be unfair methods 
of competition, unfair or deceptive acts or prac- 
tices, or other illegal practices, prohibited under 
laws administered by the Federal Trade Commis- 
sion, and appropriate proceedings in the public 
interest will be taken by the Commission to pre- 
vent the use, by any person, partnership, corpora- 
tion, or other organization subject to its jurisdic- 
tion, of such unlawful practices in commerce. (As 
here used, the word “commerce” means “trade or 
commerce among the several States and with 
foreign nations or between the District of Colum- 
bia or any territory of the United States and any 
State, Territory, or foreign nation, or between any 
insular possessions or other places under the juris- 

diction of the United States, or between any such 

possession or place and any State or Territory of 

the United States or the District of Columbia or 

any foreign nation, or within the District of Col- 

umbia or any Territory or any insular possession 

or other place under the jurisdiction of the United 

States.’’) 


Rule 1—Misrepresentation and Deception in 
General 

It is an unfair trade practice, in connection with 
the distribution, sale, or offering for sale of in- 
dustry products, to use, or cause or promote the 
use of, any trade promotional literature, adver- 
tising matter, guarantee, warranty, mark, brand, 
label, trade name, picture, design or device, desig- 
nation, or other type of oral or written represen- 
tation, however disseminated or published, which 
has the capacity and tendency or effect of mislead- 
ing or deceiving purchasers or prospective pur- 
chasers with respect to the type, quality, grade, 
substance, size, weight, capacity, quantity, manu- 
facture, or distribution of any product of the in- 
dustry, or in any other material respect relating 
to its market disposition. 

Note: Misrepresentation and deception of the 
type inhibited by this section may be illustrated 
by the assumed case of an industry member who 
distributes at wholesale a low quality line of brass 
fittings but who attempts to deceive purchasers 
into believing that he is distributing the high 
quality line manufactured by the X Company. He 
may do this, say, by placing the prefix “X” before 
each product number of the low quality line in his 
catalog and price lists. Because of the lower prices 
which thus can be quoted on the supposedly high 
quality line, business is unfairly secured at the 


(Please turn to top of page 267) 
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...Whether it’s mushing 

















































5S. Sherman for all other jobs 


On many excavating jobs the use of big 
equipment is costly and time-consum- 
ing. The Sherman Power Digger is 
designed so that you get all the advan- 
tages of power digging on these jobs. 
Thousands of users have proved that 
the Sherman Power Digger reduces 
costs. Write 
literature V48. 


today for descriptive 












Designed, Engineered and Manufactured Jointly by 
SHERMAN PRODUCTS, Inc. 
Royal Oak, Michigan 


WAIN-ROY CORPORATION 
Hubbardston, Mass. 


Patent No. 2,505,825 
Other patents pending 


4 


PRODUCTS, INC. 
ROYAL OAK, MICHIGAN 


BoP Hex 
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AND CHECK OFF 
THESE ADVANTAGES 


[| quick PRoFir 


Generals are easy fo sell because customers 
need GF’s positive filtering protection. 


|] EASY SERVICE 


Single-bolt assembly means instant, sure 
servicing —no time lost through troublesome 
“call-backs.”’ 


[| REPEAT SALES 


Seasonal cartridge changes aid in finding new 
filter prospects, assure lucrative, dependable 
earnings. 





for average needs 


November, 1953 


‘G, D,’ 


FUEL OIL FILTERS 


) 







1A-25 
for small stoves, 
heaters, etc. 


2A-700 








[| SUPER-FILTRATION 


Finest all-wool cartridge and GF’s unique filter 
design mean the safest filtering known! 





in asians te a | 


Veteran fuel oil service men enthusiastically agree that GENERAL FUEL 
OIL FILTERS are the finest all-wool-cartridge filter money can buy! Easily 
replaceable felt cartridges not only reduce maintenance to a few simple 


steps but assure positive filtering which puts an end to unprofitable service 


ANOTHER MONEY-MAKER! — ,<cltbe 
CLEAN RIGHT Soot Remover works safely, 
gently, quickly cleans any heating plant. 
Made for General Filters, Inc. 





GENERAL FILTERS 
aise) ie) 28848) 


cks.”” 
season. In addition, GF’s quick, out-in-the-open installations 
save you time and money on every job. 


GENERAL ‘<i 


One cartridge change covers the entire 










43800 Grand River Ave. 
Novi, Mich. 





CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 








Radiator 
Traps 
Built to 
Last 


The above picture shows Chief Engineer William Hillner 
of Northern Hotel, Billings, Mont., pointing to one of 1281 
Sarco type H Radiator Traps which have been in successful 
service in the hotel for 10 years. 


“We have replaced not more than a half dozen elements” 
says Mr. Hillner, “‘That’s why we again ordered Sarco 
heating specialties for our 1951 addition of sixty-three 


rooms.”’ 
“‘We won’t accept substitutes.” 


Yes, you can buy Sarco with confidence. Each trap, before 


shipment, is carefully tested under actual working conditions. 


Sarco Heating Specialties include also radiator valves, air 
eliminators, boiler return traps, temperature regulators and 
strainers. Write for Catalog 150-7 to Sareo Company, 
Ime. Empire State Bldg., New York 1, N. Y. No obligation 
of course. Advt. 609 
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THERM-O-TRON 


FOR THAWING frozen pipes in homes, factories 
INDISPENSABLE end on the farm . . . THERM-O-TRON seves time 
EQUIPMENT FOR . . . labor . . . money. It is the dependable eco- 
nomical safe method of meeting winter emergencies 
PLUMBERS eliminating property damage. 
STEAM-FITTERS 


* FOR COMMERCIAL installations in plants requir- 
FARMERS ing a steedy free flow of liquids THERM-O-TRON 
STOCK RAISERS will thermostatically control the temperature of pipe 
° lines carrying such fluids, thereby releasing the con- 
HOTELS gealed area. 
HOSPITALS 
FACTORIES 


INDUSTRIAL PLANTS where brazing end solder- 

ing applications are a major requirement in me‘n- 

. tenance, THERM-O-TRON once again effects 
INSTITUTIONS countless savings, proving itself invaluable for di- 


WONG tlasea) = versified repair jobs. 


PLUMBERS report bigger profits due to faster hen 
dling of emergency freeze up calls. FARMERS seve 


valuable time and expense handling emergencies of 


Works on IRON 
COPPER and LEAD 


PIPES the farm. 

e SUPER INDUSTRIAL ARC WELDERS a 
Trindl m-nufactures a ctric are welding equip. 
ment “& WELDER FOR "EVERY REQUIREMENT” rangin 


Trindl Welders, We! aing 


sizes from 75 AMPS to 400 AMPS Cap 
You Time ind 


Supplies and Accessories are dependable. 
Money! 


WRITE US TODAY—JOBBER & DISTRIBUTOR INQUIRIES INVITED! 


TRINDL PRODUCTS Ltd. (nest'3 735°) 


CHICAGO 16, tk. 


They Save 
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(Continued from page 265) 
expense of competitors distributing the true X 
line. 
Rule 2—Misrepresentation As To Character of 
Business 

It is an unfair trade practice for any member of 
the industry, in the course of or in connection with 
the distribution or sale of industry products, by 
means of advertising, letterheads, telephone list- 
ings, oral statements, or otherwise, to misrepre- 
sent the character, extent or type of his business. 

Note: An example of misrepresentation falling 
within the inhibition of this section is that of a 
wholesaler who publicizes or otherwise claims 
that sales are made by him at wholesale only, 
when in fact sales are also regularly made by him 
at retail. 


Rule 3—Misrepresenting Products as Conform- 
ing to Standard 

In connection with the sale or offering for sale 
of industry products, it is an unfair trade practice 
to represent, through advertising or otherwise, 
that such products conform to any standards rec- 
ognized in or applicable to the industry when such 
is not the fact. 

Note: Illustrative of the type of misrepresenta- 
tion inhibited by this section is the practice of an 
industry member of advertising or asserting that 
a product has been approved by a governmental 
authority or other agency such as the Under- 
writers Laboratories or the American Gas As- 
sociation (AGA) with respect to meeting certain 
specifications or standards when in fact the prod- 
uct has not been so approved. 


Ruel 4—Misrepresentation of the Term “Free 
Delivery” 

Use of the term “free delivery” in connection 
with a normal or regular delivery of industry 
products to purchasers by a member of the in- 
dustry, when in fact it is not free in the sense that 
it is not included in cost and hence in price, is a 
deceptive representation and is therefore an un- 
fair trade practice. 


Rule 5—Differentiating Between Wholesale and 
Retail Transactions 

Where products of the industry are sold at 
wholesale and at retail in the same establishment, 
the failure on the part of such industry member 
correctly to differentiate between or identify the 
two types of transactions, where the result may 
be to create confusion and deception as to the 
character of the transactions in the minds of pur- 
chasers or prospective purchasers, or the consum- 
ing public, is an unfair trade practice. 

Note: An example of an act inhibited by this 
section is a claim by an industry member, by ad- 
vertising or otherwise, that he sells to ultimate 


(Please turn to top of page 269) 
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RSAL 
SINK 
BASKET 


ll it down. 
OPPER—Re- 
. ase, 
Gives a 
seal. 


cline of SINK STRAINERS 


Here is as fine a line of 
Sink Strainers as you'll 
find anywhere. Every con- 
ceivable type and style, 
size and material for con- 
sumer needs. Priced right 
to attract sales. Priced 
right to make you profit. 


a 
a 
= 
a 
—— 
a 
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1100G—MBC 3 
inch grid strainer. 
All exposed parts 
stainless steel. 


ayer 
838—MBC 11, inch 
stainless steel grid 
sink strainer. 


Universal Sink Baskets packed 6 per display box, 5 
boxes per shipping cartons (96 baskets s w 31 be 












THE 7/&4or¢ GAS INCINERATOR 


has been proved ‘“TOPS’’ in the field 


e Easily Cleaned 
e Completely Automatic 


e Capacity: 2.5 bushels 
e Pilot Input: 1,000 B.T.U. 
e Main Burner: 10,000 B.1.U. e Colors: Grey, Green, or White. 
e Weight: 160 Ibs. e A.G.A. approved all gases. 


This 7-STAR Program Will Help You Sell! 


% Rapid deliveries % Displays % Mailing and Handout Literature % Mat Service 
%& Co-op Consumer Program % Catalog Aids x National Advertising Program 
Supports All Distributors and Dealers. 








115 E. Carson St., Pittsburgh 19, Pa. 











We'll Top the Score 
in 54 


THERE CAN BE NO QUESTION IN ' 
YOUR MIND WHEN YOU 
SPECIFY THE “INDEX LINE" 


IT DENOTES THE BEST IN 
QUALITY AND FINISH. 


LET YOUR CUSTOMER COMPARE 
AND YOU WILL AGREE IT IS 
THE LINE OF DISTINCTION. 


Specialists in Custom Die 
Castings and Finishing. 


e 
MIDDLEVILLE ENGINEERING 


AND 


MANUFACTURING COMPANY 
MIDDLEVILLE, MICHIGAN 
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Here's one that will fit 


your remodeling program 


like a 


HANDY 


IN EASE 
OF USE 


IN ALL WAYS 
USEFULNESS 


just $13 75° 


including blade assortment 


at your jobber 


* FOB Hayward, Calif. 


A rugged, all-purpose saw built 
to your job specifications and at 
a price that defies comparison! / 
Cuts all materials—wood, sheet 

metal, even pipe. Tops ‘em all! 














glove’ 


J.D.R- 


ANGLE SAW 


~ 


Just 7" long, weighs only 1 Ib. 62 oz. Special hand- 
shaped body with right angle motor mounting for tight 
spots. Blades are reversible for right and lefthanders. 
Use on 4" drills or flexible shafts, at any speed 1800 
to 3500 R.P.M. Contour-cutting “bayonet” blades or 
rigid “taper” type—choice of 10,14 or 18 teeth per inch. 


TROUBLE-FREE GEARLESS MECHANISM 
FULLY GUARANTEED 


PRICE & RUTZEBECK 


POST OFFICE BOX 30 
HAYWARD, CALIFORNIA 
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ARE NOW 100% TESTED UNDER 
WATER AT 80 POUNDS AIR PRES- 
SURE TO ASSURE YOU A QUALITY 
PRODUCT 


Buy the bedt..... 


ASK 


Peerless 


DWi1K-ON 
SUPPLIES 


Peerless 


INDUSTRIES. EN 





and VALVES 
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(Continued from page 267) 
f consumers (retail) at wholesale prices, when in 
fact he sells at lower prices to contractors and 


gthers who buy the products at wholesale. 
$ 


Rule 6-—Substitution of Products 
' The practice of shipping or delivering products 
which do not conform to samples submitted, to 


+ ‘ 


iso upon which the sale is consum- 









ted, or to representations made prior to secur- 
ing the order, without advising the purchasers as 
to such substitutions and obtaining consent there- 
to at or before the time of shipment or delivery, or 
falsely representing the reason for making a sub- 
stitution, with the capacity and tendency or effect 
f of misleading or deceiving the purchasing or con- 
suming public, is an unfair trade practice. 







“» 








cial hond- 1B Rule 7—False Invoicing 
g for tight . . . . dite ; 
Mhanden (a) Withholding from or inserting in invoices or 
eed 1800 |p Sales slips any statements or information by rea- 
blades or |B son of which omission or insertion a false record 
h per inch. |f is made, wholly or in part, of the transactions 
represented on the face of such invoices or sales 
slips, with the effect of thereby misleading or de- 
ceiving purchasers, prospective purchasers, com- 
BECK petitors, or the consuming public, is an unfair 
n trade practice. 
(b) Falsifying, removing, or failing to furnish, 
ew . . . . 
“ | any invoice, sales slip or other record, with the 





effect of thereby deceiving purchasers, prospective 
q| purchasers, competitors, or the consuming public, 
is an unfair trade practice. 

(c) The practice of delivering products in a 
number less or more than called for on the deliv- 
ery record or invoice, with the capacity and tend- 
ency or effect of thereby misleading or deceiving 
purchasers, prospective purchasers, or the con- 
suming public, is an unfair trade practice. 

Note: Illustrative of the type of inhibition in- 
tended by this section is the deliberate failure to 
disclose on an invoice or billing the correct quan- 
tity delivered or that the products of the industry 
covered thereby are seconds, defective, or other 
“§ than first-quality merchandise, when such is the 
fact. 





Rule 8—Inducing Breach of Contract 

(a) Knowingly inducing or attempting to in- 
duce the breach of existing lawful contracts be- 
tween competitors and their customers or their 
suppliers, or interfering with or obstructing the 
Performance of any such contractual duties or 
services, under any circumstances having the 
Capacity and tendency or effect of substantially in- 
- juring or lessening present or potential competi- 
tion, is an unfair trade practice. 

(b) Nothing in this section is intended to imply 
that it is improper for any industry member to 
Solicit the business of a customer of a competing 

(Please turn to top of page 271) 
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if it’s 
METALBESTOS 


the job 
is right! 






















METALBESTOS— 
the insulated vent 


assures permanently safe and 
efficient venting because it is 
designed solely for use with gas 
appliances, The latest and most 
comprehensive venting research 
yet undertaken proves conclu- 
sively that only a properly de- 
signed vent pipe will safely and 
completely remove all the prod- 
ucts of combustion. It demon- 
strates the importance of such 
factors as heat loss through the 
vent, the location and size of 
vents and the material from 
which they are made. 













‘ 


METALBESTOS IS DESIGNED SPECIFICALLY 
FOR VENTING GAS APPLIANCES 


insulated, double-wall construction 

inner hot stack carries off vent gases without 
condensation 

cooler outer pipe protects adjacent walls 

made of corrosion resistant aluminum, won't 
break or crack, lasts the lifetime of the house. 


METALBESTOS INSTALLS EASILY AND SECURELY 


* pipe sections automatically aligned by special 
couplers 

* joints tightly sealed, won't pull apart 

* adjustable fittings for fast, exact installation 















“; ma 


Write for free VENT INSTALLATION HANDBOOK 


Contains complete, up-to- 
date information on gas ap- 
pliance venting and many 
helpful installation tips. 
Based on latest authorita- « 
tive venting research. 
For your copy write to + 
Dept. C 


ig, METALBESTOS on 


LIAM WALLACE COMPANY BELMONT CA 


venous 








Prospects and buyers respond quickly to the many 
advantages of this modern automatic factory-assembled 
hot water home heating unit. They really “go” for 
its space-saving, money-saving, labor-saving features. 


Packet Points that stimulate 
buying enthusiasm 


COMPACT AND SMALL—the model “K”’ Packet is 36 inches— 
counter high, 30 inches wide and 26 inches long—adapted for easy 
installation in kitchen, basement or utility room alongside automatic 
washers, dryers, or tables. 


PLEASING APPEARANCE Attractively designed like a home 
appliance, its gleaming white enameled enclosing cabinet is easy 
to clean. f 


SUPPLIES BOTH AMPLE HEAT AND ADEQUATE DOMESTIC 
HOT WATER—Simplified hot water heating for all home needs. 


EXCLUSIVE NATIONAL RAYTROL CONTROL SYSTEM—Just 


set it and forget it. 


NOISELESS GAS OR OJL-BURNER—assures economical, efh- 


cient, steady operation. 


EQUALLY EFFECTIVE—with all forms of heat distribution 
National Art Baseboard, Art or Aero Convectors, Art Radiators 
or radiant panels. 


ASME constructed—S. 8.1. rated 


Tue Nationa Raoiator ComPANy, JOHNSTOWN, PA. 


Write for full information on The National Packet— 
ask for Bulletin 595-11 DE. 


—°\ far heal Heating Lomfart 
) fo NATIONAL 
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Here are two typical examples of the 
outstanding design, sound engineering 
and rugged construction that are built into 
every Fairbanks Valve. Years of experience 


Pic UAT line eM IRIE 


in meeting all kinds of valve requirements for | 
industry, have given Fairbanks Engineers a | 
storehouse of knowledge in controlling the | 
flow of water, steam, gas, oil, chemicals, etc. i 
Consult them without obligation. 


eM SAbAAs th anes ct 








Fig. 0236 
UNION BONNET 
— Renewable 
Nickel Alloy Seat 
Gate Valve — 
200 Ib. $.W.P. 
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Fig. U-01 
Renewable Composition Dise 
Globe Valve — 150 Ib. $.W.P. 
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(Continued from page 269) 

industry member; nor is this section to be con- 
strued as in anywise authorizing any agreement, 
understanding, or planned common course of 
action by two or more industry members, not to 
solicit business from the customers of either of 
them, or from customers of any other industry 
member. 

Note: An example of the type of unfair trade 
practice referred to in this section is furnished by 
the following set of circumstances: A plumbing 
and heating wholesaler quotes a firm price on a 
quantity of items to a plumbing contractor who 
has a contract covering a job. The contractor ac- 
cepts the wholesaler’s quotation and places an 
order with the wholesaler. Thereupon, a compet- 
ing wholesaler offers the plumbing contractor a 
lower price in an attempt knowingly to induce the 
contractor to break his contract with the first 
wholesaler. On the assumption that this attempt 
to induce breach of contract has the capacity or 
tendency substantially to injure or lessen com- 
petition between the two wholesalers, an unfair 
trade practice has been engaged in by the second 
wholesaler. 


Rule 9—Commercial Bribery 

It is an unfair trade practice for a member of 
the industry, directly or indirectly, to give, or 
offer to give, or to permit or cause to be given, 
money or anything of value, to agents, employees, 
or representatives of customers or prospective 
customers, or to agents, employees, or representa- 
tives of competitors or competitors’ customers or 
prospective customers, as an inducement to in- 
fluence their employers or principals to purchase 
or contract to purchase products sold by such in- 
dustry member, or to influence such employers or 
principals to refrain from dealing in the products 
of competitors or from dealing or contracting to 
deal with competitors. 

Note: Illustrative of practices inhibited by this 
section is the giving of a thing of value, such as a 
major appliance or a suit of clothes, by an industry 
member to the purchasing agent of an industrial 
account in order to obtain in advance a schedule 
of the account’s monthly requirements in the 
products of the industry member. 


Rule 10—Push Money 

It is an unfair trade practice for any industry 
member to pay or contract to pay anything of 
value to a sales person employed by a customer of 
the industry member, as compensation for, or as 
in inducement to obtain, special or greater effort 
or service on the part of the sales person in pro- 
moting the resale of products supplied by the in- 
dustry member to the customer— 

(1) When the agreement or understanding 
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under which the payment or payments are made 
or are to be made is without the knowledge and 
consent of the sales person’s employer; or 

(2) When the terms and conditions of the 
agreement or understanding are such that any 
benefit to the sales person or customer is depend- 
ent on lottery or chance; or 

(3) When any provision of the agreement or 
understanding requires or contemplates practices 
or a course of conduct unduly and intentionally 
hampering sales of products of competitors of an 
industry member; or 

(4) When, because of the terms and conditions 
of the understanding or agreement, including its 
duration, or the attendant circumstances, the ef- 
fect may be to substantially lessen competition or 
tend to create a monopoly; or 

(5) When similar payments are not accorded to 
sales persons of competing customers on propor- 
tionally equal terms in compliance with Sec. 2(d) 
and (e) of the Clayton Act. 

Note: Payments made by an industry member 
to a sales person of a customer under any agree- 
ment or understanding that all or any part of such 
payments is to be transferred by the sales person 
to the customer, or is to result in a corresponding 
decrease in the sales person’s salary, are not to be 
considered within the purview of this Rule 10, but 


Members of the Committee 

Members of the Trade Practice Committee who 
were not shown in the photo on page 53 are: 
C. G. Kretschmer, president, Kretschmer-Tred- 
way Company, Dubuque, Ia.; J. H. Ewald, presi- 
dent, James E. Degan Company, Detroit, Mich.; 
R. W. Lang, vice president in charge of branches, 
American-Standard, Pittsburgh; C. J. Haugum, 
supply sales manager, Grinnell Company, Inc., 
Providence, R. I.; Wm. H. Bowe, Jr., president, 
Herrick Company, South Boston, Mass. and Lee 
J. Haines, president, E. E. Souther Iron-Company, 
St. Louis. 


are to be considered as subject to the require- 
ments and provisions of Sec. 2(a) of the Clayton 
Act. 


Rule 11—Prohibited Discrimination 
(a) Prohibited discriminatory prices, or rebates, 
refunds, discounts, credits, etc., which effect un- 
lawful price discrimination. It is an unfair trade 
practice for any member of the industry engaged 
in commerce, in the course of such commerce, to 
grant or allow, secretly or openely, directly or in- 
directly, any rebate, refund, discount, credit, or 

(Please turn to top of page 273) 
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YOUR 


future reputation to 
LAWLER CONTROLS! 


... the best insurance YOUR REPUTATION can have! 
Finished in polished chrome where exposed, the model BC 
Concealed Thermostatic Shower Mixing Valve has all sliding 
parts of stainless steel for corrosion proof operation. 
Actual tests show that the model BC gives highest degree 
of control...BE SURE... WITH “BC.” 


LAWLER ‘‘BC’’ SHOWER MIXING VALVE 





~ integral Shut Off. 


List the facts 
Check them off... 
Lawler comes out 
first every time! 
YOUR REPUTATION 
is protected! 


Stainless Steel in All Sliding Parts. 


» Non-ferrous Hydraulically Formed 
Bellows Type Thermostat. 





Positive Hot Non-scald Shut Off. 









TEMPERING 
Valves 





STEAM TEMPERATURE REGULATORS SHOWER MIXING VALVES WaTER CONTROLLERS 
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The Root-Proof Fibre Pipe for Outdoor, 
Underground Non-Pressure Use That’s— 


Lighter! Bermico weighs far less than other 
types of pipe. So light you can easily lift and 
carry several 8-foot lengths at one time. 


Tighter! Bermico has strong, tapered sleeve 
joints that are root-proof, water-tight, will not 
pull apart or get out of alignment. A few ham- 
mer taps seal joints permanently. No joining 
compound is needed. 


Stronger! Bermico is sufficiently flexible so 
it will not shatter from traffic shock nor rupture 
as a result of uneven settlement of the subbase. 
Absorbs jars and jolts without chipping or 
splitting. 


A complete new line of Bermico Fit- 
tings—Tees, Wyes, Bends—is now 
available for use with Bermico Sewer 
Pipe. 


Write Dept. BA-11 at our Boston office 
for samples and information. 


BROWN 


COMPANY, Berlin, New Hampshire 





CORPORATION, La Tuque, Quebec 


General Sales Offices: 
150 Causeway Street, Boston 14, Mass. 
Dominion Square Building, Montreal, Quebec 
+ SOLKA-FLOC + NIBROC PAPERS «+ NIBROC 


NIBROC TOILET TISSUE + BERMICO 
ONCO INSOLES CHEMICALS 


SOLKA & CELLATE PULPS 
TOWELS + NIBROC KOWTOWLS + 
SEWER PIPE, CONDUIT & CORES 
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| 
other form of price differential, effects a discrimi- | 
nation in price between purchasers of goods of 
like grade and quality, where either on any of the 
purchases involved therein are in commerce, and 9 


where the effect thereof may be substantially to 
lessen competition or tend to create a monopoly in 

any line of commerce, or to injure, destroy, or pre- N OW { N U S r bd 
vent competition with any person who either e 
grants or knowingly receives the benefit of such 
discrimination, or with customers of either of 
them. Provided, however: 

(1) That the goods involved in any such trans- 
action are sold for use, consumption, or resa'e 
within any place under the jurisdiction of the 
ts United States; 

(2) That nothing contained in this paragraph 
shall prevent differentials which made only due 
allowance for differences in the cost of manufac- 
ture, sale, or delivery resulting from the differing 
methods or quantities in which such commodities 
are to such purchasers sold or delivered; 

Note 1: This proviso shall not be construed as 
permitting an industry member to allow a price 
differential to a customer, whether in the form of 
a quantity price discount, rebate, or other form, 
through billing as a single order an aggregate of 
the amount of two or more orders of such cus- 
tomer on which the industry member makes 
separate deliveries, when the price differential 








Ta 


\ 


0F, 
is ; allowed is not based on a net savings in cost of 
ie manufacture, warehousing, sale, and delivery of | 
ail the products to said customer resulting from the on 

different method and/or quantity in which the | tp et a 
eve products are sold and delivered to said customer, y aN™ ~~ 7 a, thon ony 
ae or is more than due allowance for such net sav- ~~ other tool - 
am- ings; nor is this proviso to be construed as permit- in your kitl 
ing ting an industry member to allow a price differ- hee 

ential to a customer, whether in the form of a 
so quantity price discount, rebate, or other form, 
ure when pursuant to agreement or understanding by 
se. the industry member and the customer, delivery | 
i of the products purchased is to be delayed or made _ | 

in installments so as to involve storage cost to the | 
‘it. industry member, and when as a result of such 
i. cost or otherwise, the price differential allowed is 


not based on a net savings in cost of manufacture, 
om warehousing, sale, and delivery of the products to 
said customer resulting from the different method r PE Os : oO taee 
and quantity in which the products are sold and | = ; 
ry) delivered to said customer, or is more than due 
allowance for such net savings. | RCS TOOL SALES CORPORATION 
Note 2: Certain examples of prohibited dis- | aceite 





re crimination are offered herewith for the ae i  Sibies vale us BulletinC-1l and the name of the nearest Super-Saw a 
— of clarifying the meaning and intent of this sec- B distributor. { 
ec tion. First example: A wholesale distributor cor- : sae i 
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UNSEEN 
SERVANT 
that’s 
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In modernizing—or in building anew, in- 
stall APCO Cast Iron Soil Pipe. Through- 
out your lifetime or in generations to 
come, you’ll never have to replace it! 

No one can see this servant of sanitation, 
but you'll know it’s there because you 
could have endless trouble WITHOUT it! 


APCO 


CAST IRON SOIL PIPE 


For a quality plumbing job, make it CAST 
IRON and you’re sure of PERMANENCE. 
This durable, flexible, economical pipe for 
house drains and sewers—for vertical or 
horizontal position—will withstand strain 
and corrosion and last for centuries! 
It will pay you to invest in PERMANENT 
Sanitation and Satisfaction. Specify APCO 
once—for all time! There’s a fitting for every 
code—every problem—every job! 

SEND FOR LATEST CATALOG! 
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the distributor grants or allows the customer cash, 
credit, or other valuable consideration for an 
amount representing an extra discount on the 
total value of the purchases made during the 
month. This discount is secret as far as competing 
customers are concerned. Second example: As a 
means of favoring some purchasers pricewise over 
others, a wholesaler sells Grade A (or first-class) 
pottery under the guise of lower-priced Grade B 
pottery. Third example: Terms of 2/10th prox. 
are offered by a wholesaler to a certain class of 
customers. A particular customer in that class is, 
nevertheless, allowed to take a 5 percent instead 
of a 2 percent cash discount when making pay- 
ment to the wholesaler. (This example, as well as 
the following, are purposely included to emphasize 
the fact that unlawful discrimination arises from 
adjustments of cash discounts as well as quantity 
discounts). Fourth example: An industry mem- 
ber allows a customer to take a cash discount con- 
siderably beyond the stated and agreed cash dis- 
count period, while other customers are required 
to abide by the terms of sale with respect to the 
cash discount. Fifth example: An industry mem- 
ber makes sales in one territory at prices lower 
than those he charges on similar transactions 
within another territory, with the intent or effect 
to injure a competitor. Sixth example: An indus- 
try member gives a customer a thing of value such 
as an outboard motor or television set with the 
intent of securing or retaining his business. 


(3) That nothing contained in this paragraph 
shall prevent persons engaged in selling goods, 
wares, or merchandise in commerce from selecting 
their own customers in bona fide transactions and 
not in restraint of trade; 

(4) That nothing contained in this paragraph 
shall prevent price changes from time to time 
where made in response to changing conditions 
affecting the market for or the marketability of 
the goods concerned, such as but not limited to 
obsolescence of seasonal goods, distress sales 
under court process, or sales in good faith in dis- 
continuance of business in the goods concerned. 

(5) That nothing herein contained shall prevent 
the meeting in good faith of an equally low price 
of a competitor. 


Note: Subsection (5) above, is to be under- 
stood as permitting an industry member to meet, 
but not charge less than, the price at which goods 
of like grade and quality are actually being sold 
by a competitor, though such price be lower than 
the industry member’s price to competing buyers 
and though the discrimination is not justified by 
subsections (1), (2), (3), or (4), above, only when 
the industry member is free of knowledge of any 
fact which indicates that the competitor’s price 


(Please turn to top of page 277) 
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cena Motors Engineering : 
Delco Production Skill y 4 
...Your keys to Sales Success 
: a lee 0 ‘ , 
— 4 
gees” 





Take a shortcut to extra profits with a 


DELCO Water System franchise 


Built to sell and to stay sold! 


Self-selling extra features and national advertising 
make your job easy when you carry the Delco 
Water System line. General Motors engineered 
and Delco built, these pumps deliver peak per- 
formance year after year to assure customer sat- 
isfaction and eliminate costly service calls. This 
tank-mounted convertible jet is available with a 
lg or % hp Delco Appliance Motor and delivers 
490 to 990 gallons per hour at 20 Ibs. pressure 
from depths of 5 to 20 feet. Pump has only one 
moving part. Compact for easy installation. 

















Select new franchises available now 


A complete line for every need. Low, low prices are hard to 
underbid. For the most valuable franchise in the industry write 
Delco Appliance Division, General Motors Corp., Dept. DEW, 


Rochester 1, N. Y. 
For a good deal 


DEAL WITH DELCO 


Manufacturers of famous Delco-Heat oil- and gas-fired 
burners, Conditionairs and boilers. 
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OIL Since 18)/ 


NO. 275 
LOW-PRESSURE 


PLUMBER'S 


FIRE POT 





Complete with Turner's exclusive ‘‘Carburetor Control’ for 


more perfect combustion; positive flame control for exact 
heat desired 


accessibility and cleaning. Burner coil is extra-heavy seamless 


Construction assembly permits quick, easy 
steel tubing; pump is heavy blow-proof brass. Pot will melt 
20 pounds of lead in 3 minutes. Fuel capacity — 9 pints 
burns for 9 hours on one filling. Also get details on the Turner 
Tinner’s Fire Pot; Turner's complete line of Blow Torches; the 


new Turner line of LP Fire Pots and Torches. See your jobber 


THE TURNER BRASS WORKS 


SYCAMORE PLEIiQn Gets 
SINCE 1871 





i) 
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CAMPBELL DRAFT CONTROLS f 
Any Size or Shape to Fit Your Specifications @ 


IN AUTOMATIC SEQUENCE, MODULATING OR BAROMETRIC MODELS 
Industrial « Commercial 


and Residential 
FUEL SAVINGS UP TO 30% ARE COMMON! 






COMMERCIAL 
(Motorized) 





INDUSTRIAL 
MODULATOR (Motorized) 


Stop Heat Loss and Smoke 
with the CAMPBELL FAMILY of Draft Controls 


Why be content with only part of the 
savings possible through efficient draft 
regulation. Time tested, patent protected 
Campbell Electric Draft Controls give your 
customer a b'g extra margin of fuel econ- 
omy and give you a big extra margin of 
profit over conventional equipment. IN- 
QUIRIES FROM JOBBERS AND SALES 
REPRESENTATIVES ARE WELCOME. 


| FUEL REDUCTION CORP. 
7] 





COMMERCIAL 
(Motorized) 


220 NORTH ADA STREET CHICAGO 7, ILLINOIS 


MITEE 


PRONOUNCED "MIGHTY" 



























The COMPLETE Line - - - 


@ 3 Series — 43 Sizes — Standard and 
Deluxe models. ; 
ae @ Ideal for ALL steam or hot water 
ee £3 installations—radiators, convectors, 
- baseboard or panel heating. 
@ Patented fin type heating surface 


—imparts staggered, swirling, spiral 
motion to heat—heat travel is more 


than doubled for maximum fuel 


WANNA LO NOAAS 


BOILER LIQUID 
OT. CAN 75c¢ 







economy. em — 
os ° weed as Association ap- BO! L ER Ss EA § ER MITEE 
—" 1 LB. CAN $1.00 BOILER 


) SEALER 
Write us TODAY = 


LAPORTE e INDIANA 
Manufacturers of High Quality Gas 
Appliances for Nearly Half a Century 


ee Ne ae 


1¥2 LB. CAN 90c 














WATER HEATERS 


Ome sahil 


43 Sizes 


oH SUNSHINE CHEMICAL CO,, 


| 
| 
| 
| 
BOILER CLEANER MITEE 
600-602-604 W. LAKE ST., CHICAGO 6, ILL 


' : 
For Steam or Hot Water » 6 Models — 20 to 100 gallon sizes 
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: (Continued from page 274) 
which he is meeting is discriminatory and unlaw- M Castemers 
ful. In complaint proceedings, meeting in good | 


faith the lower price of a competitor is an affirma- | and 


tive defense to be established by the person or 
concern charged with price discrimination. 
(b) Prohibited brokerage and commissions. It | 


is an unfair trade practice for any member of the | 


industry engaged in commerce, in the course of | 
such commerce, to pay or grant, or to receive or 

x a | ae 
accept, anything of value as acommission, broker- | 


age, or other compensation, or any allowance or guaranteed controls and valves 
discount in lieu thereof, except for service ren- 
dered in connection with the sale or purchase of They have no competition 


goods, wares, or merchandise, either to the other 
party to such transaction or to an agent, repre- 
sentative, or other intermediary therein where 
such intermediary is acting in fact for or in be- 
half, or is subject to the direct or indirect control 
of any party to such transaction other than the 
person by whom such compensation is so granted 
or paid. 

(c) Prohibited advertising or promotional al- 
lowances, etc. It is an unfair trade practice for 
a member of the industry engaged in commerce 


The Heat-Timer Control 
takes the guesswork out 
of heating installations 








to pay or contract for the payment of advertising HEAT-TIMER CONTROL 
or promotional allowances or any other thing of imi eaibans Naan mes - 
automatically times heat supply to weather, make 
value to = for the benefit of a customer of such possible up to 40% fuel savings; has other important 
member in the course of such commerce as com- efficiency and economy features. No other control 
pensation or in consideration for any services or at any price offers equal benefits. Installations sell 
facilities furnished by or through such customer for you. Owners recommend Heat-Timers; managing 
in connection with the processing, handling, sale agents install them in all their buildings. You ‘build 
: 4 oa for customer satisfaction and increased profits ‘with 

ny prod ommoditie ; : 

or offering for sale of any products or c ndities every Heat-Timer Control that's sold, 


manufactured, warehoused, sold, or offered for 
sale by such member, unless such payment or 
consideration is available on proportionally equal 
terms to all other customers competing in the dis- 
tribution of such products or commodities. 

(a) Prohibited discriminatory services or facili- 
ties. It is an unfair trade practice for any member 
of the industry engaged in commerce to discrimi- 
nate in favor of one purchaser against another 
purchaser or purchasers of a commodity bought 
for resale, with or without processing, by contract- 
ing to furnish or furnishing, or by contributing to ae temperatures, room by room. 
the furnishing of, any services or facilities, includ- Cae oe i. i mn 
in ; ; ' chromeplated. interfere with existing controls, Angle 

g storage, connected with the processing, handl or siete “dhnek List $3.95 
ing, sale, or offering for sale of such commodity so 
purchased upon terms not accorded to all compet- 
ing purchasers on proportionally equal terms. 

(e) Inducing or receiving an illegal diserimina- 
tion in price, It is an unfair trade practice for any 
member of the industry engaged in commerce, 
in the course of such commerce, knowingly to 
induce or receive a discrimination in price which AH Pa A T-T } M E R Cc oO ia Pp 9 N 


| is prohibited by the foregoing provisions of this RiP Winadeai, Wier Yor 4%, MA: 4-0900 


section. 
ING, Note: An example of the type of inhibition of Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, 
Varivalves, Motorized Valves; Smoke-Eye Smoke Alarm; 


ILL. (Please turn to top of page 278) Fire-Chief Fire Alarm and other outstanding products. 





Heat-Timer Valves 


take the ‘“‘bugs’’ out 
of hard-to-balance 


l-pipe steam systems 


Heat-rimeR THERMOVALVE 


automatically maintains accurate 





Heat-Timer VARIVALVE 

gets heat fast to those hard-to- 
heat rooms, mains and risers. 
Venting orifice, variable 0” to 5/16”. 


Angle or straight shank, List $3.45 
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c » 
Balanced Pressure of 








Effects Raster Action 


That Nicholson radiator traps cut heat-up time and fuel 
costs is repeatedly demonstrated by institutional installa- 
Nicholson traps feature: (1) Balanced vapor-pressure 
principle; provides maximum valve opening with lowest 
temperature difference between steam and condensate. 


tions. 


(2) Larger valve or- 
ifice. Size, 12" and 
34"; vapor and vacu- 
um; press. to 25 Ibs. 










BULLETIN 452 
190 Oregon St., Wilkes-Barre, Pa. 


UPXNICHOLSON Ty 


TRAPS - VALVES - FLOATS 
























Designers and 
manufacturers of 


a complete line of 


l 


cooling, heating, 


ventilating and 





Central 
Station Air 3 : 
Conditioners refrigerated air 
LL conditioning equip- 
a. 
Unit Air ment for jobs you 
can be proud of 





Write Dept. DE 113 





usAll ‘ce 


NDIT CORPORATION 
MINNE 
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| this section is the inducement or receipt of ful! 


freight allowance from a supplier on small ship- 
ments, when it is known that such supplier makes 
such allowance only on carload and/or truckload 
shipments. 

(f{) Exemptions. The inhibitions of this section 


| shall not apply to purchases of their supplies for 














their own use by schools, colleges, universities, 
public libraries, churches, hospitals, and charitable 
institutions not operated for profit. 


Rule 12—Prohibited Forms of Trade Restraints 
(Unlawful Price Fixing, Etc.) 


It is an unfair trade practice for any member 
of the industry, either directly or indirectly, to 
engage in any planned common course of action, 
or to enter into or take part in any understanding, 
agreement, combination, or conspiracy, with one 
or more members of the industry, or with any 
other person or persons, to fix or maintain the 
price of any goods or otherwise unlawfully to 
restrain trade; or to use any form of threat, in- 
timidation, or coercion to induce any member of 
the industry or other person or persons to engage 
in any such planned common course of action, or 
to become a party to any such understanding, 
agreement, combination, or conspiracy. 

The inhibitions of this rule are subject to Public 
Law 542, approved July 14, 1952—66 Stat. 632 
(the McGuire Act” which provides that with re- 
spect to a commodity which bears, or the label or 
container of which bears, the trademark, brand, or 
name of the producer or distributor of such com- 
modity and which is in free and open competition 
with commodities of the same general class pro- 
duced or distributed by others, a seller of such a 
commodity may enter into a contract or agree- 
ment with a buyer thereof which establishes a 
minimum or stipulated price at which such com- 
modity may be resold by such buyer when such 
contract or agreement is lawful as applied to in- 
trastate transaction under the laws of the State, 
Territory, or territorial jurisdiction in which the 
resale is to be made or to which the commodity is 


| to be transported for such resale, and when such 


contract or agreement is not between manufac- 
turers, or between wholesalers, or between brok- 
ers, or between factors, or between retailers, or 


| between persons, firms, or corporations in compe- 


tition with each other. 


Rule 13—Unlawful Use of Drop-Shipment or 
Direct-Factory Shipment Prices 
It is an unfair trade practice for any member 
of the industry to sell or offer for sale industry 
products at the prices of drop shipments or direct- 
factory shipments when in fact the particular 
transaction is or is intended to be an “out-of-stock” 
(Please turn to top of page 281) 
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full Clas FIRED | TESTING KIT 
. | 
shi £ | 
a marve EQUIPMENT | QPECIALLY Fi77ee 
akes 
7 THE COMPLETE LINE FOR ALLGas 
load es | SF —___ FOR GAS BURNER SERVICE 
GAS 
| PRESSURE 
tion | GAUGE 
; for 
ties, x“ ! 
able 
ints 51 Stylew Qualitywise and Pricewise 
The PEERLESS Line Is Best for Every | 
Heating Requirement —For Small | a 
Homes, Apartments, Housing Projects | - 
ber Defense Housing, Churches, Schools | INDICATOR 
' to or Courts, Stores, Offices, Shops | 
e Tie Le 
Stabs STACK 
ing, THERMOMETER —_— STACK NEUTRAL PRESSURE 
DRAFT GAUGE POINT INDICATOR 
one For service work these instruments sales tool in canvassing for pros- 
any are real time and money savers. pects and closing sales. The instru- 
y | Their use reduces installation time, ments are fool-proof and easy to use 
the | enables men with limited experience in making a heating survey which 
| to do a good job and safeguards gives indisputable evidence of need 
> to | against costly callbacks. Everything for a new furnace or modernization 
is included for testing and adjusting of the existing plant. The test results 
ow any make and type of gas burner in also provide convincing proof of the 
in | 
| accordance with AGA Standards advantages of new equipment in 
7 of and Municipal Ordinances. terms of lower fuel bills and better 
For salesmen the kit is a valuable heating performance. 
age In addition to the basic che mrad testing instruments (CO? Indicator and 
Stack Thermometer) the kit contains Gas Pressure Gauge, Stack Draft Gauge, 
or } Neutral Pressure Point Indicator and Oxygen Indicator. The Oxygen Indicator 
’ | is needed on installations which must meet municipal code requirements specify- 
. | ing a flue gas test for Oxygen as well as for CO2. The Neutral Pressure Point 
ing, | Indicator is needed to adjust the draft head on gas conversion burners; this adjust- 
er | ment is specified in the AGA Installations Standards. 
: | ASK YOUR JOBBER OR WRITE FOR LEAFLET 826. 
te 7 
blic i | i BACHARACH INDUSTRIAL INSTRUMENT COMPANY 
Since 1909 Makers of Testing Instruments and Other Precision Devices 
PEERLESS MANUFACTURING CORP., —— ISVILLE 10, KENT \ aoe 
632 : daca eai0F =| 7301 PENN AVE.. PITTSBURGH 8, PA, © TELEPHONE MONTROSE 1-0702 
re- = rae Ps 
l or 
|, or ’ 
\ 
ms \ 
om watch for our 1954 | 
tion | 
sro- | model | 
ha | ; 
"ee- | announcements p 
sa | 
»m- 
uch 
in- 
ate, 
the 
. | 
ach 
( 
‘ac- v4: Vs Cf 
ok- 
or 6“ * 
Hasten with ‘ KEY-TITE, knave, 
pe- ee ” 
the rain is almost on us. 
The perfect WATERPROOF 
sealer for pipe joints 
or cor in water, gas and @ World's most widely 
rying , gas, used Barometric Draft Controls 
low-pressure steam. @ The controls preferred by manufac- 
9er turers, jobbers and dealers. 
Write for free sample today! @ Publishers of the first draft contro! guide for in- 
SEALS TIGHT a 
ct- a FIELD CONTROL DIVISION 
lar BREA KS RIGHT! of H. D, CONKEY & COMPANY © Mendota, Illinois 
1” AFFILIATES 
CONCO BUILDING PRODUCTS, INC. © Brick, Tile, Stone 
CONCO MATERIALS HANDLING DIVISION + Cranes, Hoists 
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FIND OUT 
WHAT 
THESE 5 
REASONS 






DESIGNED 
RIGHT MURCO 
GREASE 


TRAPS 





PRICED RIGHT 


CERTIFIED 
MADE DELIVERED. }—/( IN 
\ 7 / RIGHTS ON PERFORMANCE 
eT a “en 


These S reasons account for the wide acceptance of MURCO Grease Traps 
by plumbers everywhere. In addition to them, MURCO Grease Traps are 
rated by Independent Laboratories NOT our factory tests. No MURCO 
Grease Trap has ever been returned because of operational failure, and 
we've been making grease traps for over 20 years. 

Write today for the complete story or see DOMESTIC ENGINEERING 
CATALOG DIRECTORY, page E-39. 

MURCO Grease Traps are solid only through piumb- 
ing wholesalers . . . order from your plumbing 
wholesaler. 


D. J. MURRAY MANUFACTURING CO. 





MANUFACTURERS SINCE 1883 


WISCONSIN 


November, 1953 


Onin you WANT...in 
MODERN 


Automatic Electric 
WATER HEATERS 


MOST COMPLETE LINE—TOP QUALITY 
—TOP PERFORMANCE—PROFITS! 


4 You name it—MODERN’s got 
it—everything you want in 
automatic electric water heat- 
ers. Most complete line—finest 

uality—top performance. Style 
that attracts—features that sell. 
And every unit ‘ewes for profit. 
} See for yourself. 


© 5%, 12, 20, 30, 40, 50, 66 and 
82-gallon sizes. 

@ Standard, Deluxe and Table Top 
models 
© “Electro-Band” black heat surface 

; elements won't lime up 

@ Adjustable surface type snap action 
thermostats 

© Built-in heat trap to prevent back 
circulation on hot water line 

@ Extra heavy blanket type insulation 

@ Listed by Underwriters’ Lab., Inc. 

@ Magnesium anode and 10-year tank 
warranty at slight extra cost 

© Sparkling white Dulux enamel finish 
—baked on for long life 








WRITE FOR DETAILS AND PRICES 





tic and commercial water softeners and filters. 


MODERN WATER EQUIPMENT COMPANY 
Dept. DE, West Chicago, Illinois 


Also a complete line of di 





WATER SOFTENERS ¢ FILTERS + ELECTRIC WATER HEATERS 








e IN ESTIMATING 
e IN BUYING f 
« IN SELLING Re 
e IN BILLING . 
e IN CHECKING ets 
INVOICES : 





Lot Bradfo 
be your Gude! 


In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. 


a e WRITE FOR COMPLETE INFORMATION TODAY 


BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 
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PEERLESS POTTERY INC. 


EVANSVILLE, INDIANA 
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sale, even though the quantity involved is large | 
enough to be deliverable on a direct basis, and 
where such practice effects a price discrimination 
n contrary to the provisions of paragraph (a) of 


(Continued from page 278) | 
| 
| 


Section 11, and/or a sale below cost contrary to 
the provisions of paragraph (d) of Section 15. 











R s As used in this section, the term “drop-shipment” 
nine or “direct-factory shipment” means a sale for | 
ROFITS! which the industry member does not warehouse or | 
ae get physically handle the particular goods but ar- | 
cheat. ranges for the manufacturer or other supplier to | 
me deliver the goods directly to the industry mem- 
nat sell. ber’s customer, whether to the latter’s business 
t profit. ; ' , . 

establishment or to a specified job location. As 
66 and also used in this section, the term “out-of-stock” 
ble Top sale means a sale for which the industry member 
ites actually warehouses or physically handles the par- 
icibint ticular goods involved, i.e., receives them into in- 
+o ventory and subsequently fills his customers’ or- 
ae ders from such inventory stocks. | 
Ine. Note: Typically, drop shipments or direct- 
peas factory shipments are made in larger quantities 
cau’ than out-of-stock sales and entail lower costs be- 

cause of the avoidance or minimization of the cost \ 
— items connected with the performance of the ware- | 
itars. housing and related functions and hence are made | P 
1Y at lower prices than out-of-stock sales. "As far as I’m concerned, ~ ~ 


carers | Rule 14—Price Discrimination by Making | Chicago Faucets are the best item I carry. 
Small Deliveries at Prices Applicable They mean bu si ness fo me ” 








nig Only to Large Quantities 
It is an unfair trade practice for any industry | That’s what a lot of plumbers say about Chicago 
member to discriminate in price by making small | Faucets. Why? For one reason, because they build 


deliveries to some purchasers at prices justified good will. Your customers want the best, and with 
Chicago Faucets, that’s what they get — leak-free, 


only by purchases and deliveries - larger aT | easy-operating faucets that stay that way with just 
tities where such practice effects a discrimination | occasional re-washering. If ever necessary, the 
contrary to the provisions of paragraph (a) of entire operating unit, or any part of it, can be 
Section 11, and/or a sale below cost contrary to replaced as easily as a light bulb. That means 
the provisions of paragraph (d) of Section 15. | long economical service. 

Note: The inhibition of this section shall extend | And that means satisfied, steady customers for you. 
and apply to those circumstances wherein only a 
portion of the original quantity by a customer <7 
from an industry ieuabine is ns ‘lies by the THE CHICAGO FAUCET COMPANY a 
customer. For example, a contractor customer Pe a 
places a quantity order with a wholesaler at a 
price which constitutes a discount from the regu- 
lar price of the item when delivered out of ware- 
house stock. The contractor then proceeds to draw 
amounts of the item as needed on what is termed 
a “hold order” or “blanket order” arrangement. 
Despite this, the contractor still claims and is 
granted the large quantity price. 


Rule 15—Selling Below Cost 
(a) The practice of selling industry products 
at a price less than the cost thereof to the seller, 
with the purpose or intent, and where the effect 
may be, to injure, suppress, or stifle competition 
(Please turn to top of page 282) 








Chicago Faucet Products ore distributed 
through the plumbing trade exclusively. 
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NEW .. Powered reel rotates 
cable eliminating chucks, 
thumbscrews and _ electric 
drills. 


NEW .. Ventilated construc- 
tion avoids rusting of cable 
in reel. 


NEW . . Single 
eliminates kinkage in reel. 


NEW . . Safety 
foot switch. 


__CAY 


NOW AVAILABLE, CAYO, JR., 
ELECTRIC WASTE LINE CLEANER 


layer cable 





controlled 


Uses 1%” to 2” cable with various heads easily inter- 
changeable on job. 

Price $129.50 with 1%” or 5/16” cable 50’ in 
length. With 3%” cable 10.60 additional. 
With 42” cable 16.40 additional. 

Send for Catalog. 


CAYO...THE LEADING 
ELECTRIC SEWER MACHINE 








WRITE 
FOR 
CATALOG 








17 years practical experience 
in back of each CAYO Precision Built Sewer Machine. 
Cleans thru 90° bends and running traps. One minute 
assembly and breakdown. 


Rigid Steel Construction. 


SAFETY FEATURES... Tapered drum prevents cable be- 
ing forced out of drum when under extreme torque! .. 
The motor under extreme labor, compresses safety sup- 
port springs, allowing slippage of v-belt!..Safety foot 
switch enables operator to work with both hands on cable 
at all times. . 


Price per unit complete $343.20 F.O.B. 


ELECTRIC SEWER MACHINE 
BENTON HARBOR, MICH, 





| 





(Continued from page 281) 

or tend to create a monopoly in the production, 
distribution, or sale of such products, is an unfair 
trade practice. As used in this section, the term 
“cost” means the total cost to the seller, including 
the costs of acquisition, processing, preparation 
for marketing, warehousing, sale, delivery, and 
overhead charges. Furthermore, the term “seller” 
means a specific wholesale establishment as de- 
fined by the Census of Wholesale Trade instead 
of a company, firm, or business enterprise, which 
may consist of two or more establishments. 

(b) This section is not to be construed as pro- 
hibiting all sales below cost, but only such selling 
below the seller’s cost as is resorted to and pur- 
sued with the wrongful intent or purpose referred 
to and where the effect may be to injure, destroy, 
or prevent competition, or tend to create a 
monopoly. 

(c) All elements recognized by good accounting 
practice as proper elements of such cost (includ- 
ing properly allocated advertising, sales, or other 
marketing costs of district, regional, and/or head- 
quarters organizations) shall be included in deter- 
mining cost under this section. The costs referred 
to in this section are actual costs of the respective 
seller and not some other figure or average costs 
in the industry determined by an industry cost 
survey or otherwise. 

(d) Within the meaning and intent of this sec- 
tion, the use or attempted use of the lower total 
cost of drop shipments or direct-factory shipments 
in justification of the selling price or prices for a 
particular transaction, when in fact the trans- 
action is an out-of-stock sale, and even though the 
quantity involved is large enough to be deliver- 
able on a direct-factory shipment basis, is an un- 
fair trade practice. 

Compliance with trade practice provisions em- 
braced in Group II rules is considered to be con- 
ducive to sound business methods and is to be en- 
couraged and promoted individually or through 
voluntary cooperation exercised in accordance 
with existing law. Non-observance of such rules 
does not per se constitute violation of law. Where, 
however, the practice of not complying with any 
Group II rules is followed in such manner as to 
result in unfair methods of competition or unfair 
or deceptive acts or practices in commerce, cor- 
rective proceedings in respect thereto may be in- 
stituted by the Commission as in the case of vio- 
lation of Group I rules. 


Rule A—Maintenance of Accurate Records 
It is the judgment of the industry that each 
member should independently keep proper and 
accurate records for determining his cost, based on 
sound cost accounting methods. 
(Please turn to top of page 285) 
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TANK OR LAVATORY SUPPLIES 


SAVE TIME + SAVE FITTINGS 


Qyian SWeat—On Saves SWeat—On 


LAVATORY & TANK leuble SUPPLIES 


ARBEST FLEXIBLE SUPPLIES ARE DESIGNED TO SLIP OVER AND SWEAT 
DIRECTLY ON TO 36” OR 42” COPPER TUBE ROUGH, ELIMINATING 
THE NEED FOR ADAPTOR FITTINGS. 


SUPPLIES PLATED WITH LUSTROUS CHROME ON NICKEL BASE GUAR- 
ANTEED NOT TO CRACK OR PEEL. 


BOTH TYPES PACKAGED COMPLETE WITH DEEP FLANGES TO COVER 
SWEAT-ON JOINT. wz 

























Test Disc fur- 
nished for water 
pressure test, 
Cu rer | of com- 

ession nut 
shows disc insert 
ed for test. 






Measurements for lavatory sup- 
plies are 5%” x 11”. Tank sup- 
plies are 54” x 8”. Riser tubes 
on both these units are 12” 
0. D. flexible chrome copper 
tubing. 
















ALSO AVAILABLE AS ELBOW SWEAT-IN packed 
complete with deep a 3%” or ¥2” O. D. riser 
tubes available lengths 6” to 36”. 






Write for details or order 
ARBEST Line from your jobber 


G & H MANUFACTURING CO. 
3047 AMBER ST., PHILADELPHIA 34,PA. 











| Just what’s wanted 
in home incinerators! 







“Plumbing in an 
El of a Shape?” 


Got yourself in an ‘el of a shape . . . 





consuming time and money using old 
fashioned “el” fittings to turn corners? 
Then try a Handy. Your Handy Ben- 
der bends as you go, right on the job | 

.. makes smooth, even bends in any pipe or tub- | 
ing from 34” to 14%” O. D., with a twist of the 






COLE HOT BLAST 
HOME INCINERATOR 


meets homeowners’ every de- 
mand for top value and per- 
formance. Here are just a few 
of the Cole features: 


® Economical gas operation 
with exclusive, patented, air- 
jet combustion. Genuine re- 
fractory tile lining . . . rust- 
proof, clog-proof, permanent. 


wrist. Your savings on your next job will pay 


for your Handy Bender. Get one tomorrow. 








® Smokeless and odorless. 


@ Dependabledisposalof every 


Ask your supply house, or 
scrap of food, however wet. 











write today fo 


OLSCLAW 


Write today for complete specifications 
of both Deluxe and Standard Models. 


COLE HOT BLAST MFG. CO. 


: i | 
ender 3817 S. RACINE AVE. CHICAGO 9, ILLINOIS 








ROS., INC. 
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EFFICIENT STEAM HEATING SYSTEMS 
and HOT WATER PIPES... 


all lead to MARSH VALVES 


For your conveni- 
ence, MARSH of 
Dunkirk has Union 
Elbows available 
for use with both 
types of connections 












Nationally Renowned 
for Their Thorough 
Dependability! 


mentioned herewith. 


S ONE might say that all roads lead to 
Rome, so too, all steam and hot water 
systems would do well to lead to 
MARSH VALVES. For through MARSH of Dun- 
_— kirk you will find the best of valves . . . long-last- 
wii] ; ing, leak-proof and trouble-free. Used in hotels, 
1b lie ae 5 office buildings, retail stores, apartment houses, 
residences, churches, theaters, clubs, government 
buildings and veteran’s hospitals, MARSH 
VALVES serve completely the outposts of every 
heating system on which they operate! 


ad 


MANUFACTURED BY 


COPPER TUBING 


Connection available 
in Angle No. 2137, 
and Globe No. 2237. 








rue FOUR TOP POINTS POARPMr 
4 
OF SUPERIORITY 1 tHe (Leak Q 
. a S Cleaning Machi 
(QGP O | Tis exgrmatis 


@ ECONOMICAL and 
@ RELIABLE 































MADE BETTER. 


. . . for Clean-Rite is the HEAVY DUTY 
efficient, profit making CONSTRUCTION. 
sewer cleaner essential to COLLAPSIBLE. 


your service department. 
It was developed through 
many years in the sewer 
cleaning business. Does a 
more thorough job at far 
less cost. Approved and 


All sizes for 1 and 
2 part porcelain or 


STURDY cement trays. 


MOBILE 


warranted by all profes- 
PORTABLE sional sewer cleaning op- 


russe GROVE MACHINE WORKS 


EAM EULER ES DEPT. D, P.0.B0X136 BOWLING GREEN, OHIO 








EASYTOSETUP. ‘4, 


85th St. & Tinicum Ave dalitete ti ola) 
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IRON PIPE CONNECTION 
Available in Angle No. 
1187. Globe No. 1237 
for hot water heat. 








BETTER BUILT 
LAUNDRY 
TRAY STANDS 


MFRS. OF 


Send for complete catalog & price sheet LAUNDRY TRAY 


STANDS AND 


TINICUM METAL COMPANY, INC; HANGER 


42 P STRAPPING 









onsen ge 


* DOUBLE JACKETED FOR 
FULL-LIFE SERVICE 








* INDIVIDUALLY BOXED 


RADIATION, COM- 


* MERCHANDISER DEALS 
WRITE FOR INFORMATION 


FOR RESIDENTIAL, 
COMMERCIAL, IN- 


ATLAS ASBESTOS COMPANY *",""'" imepuyranentmmm “INCSTON 


LATIONS 





PACT CONVECTORS ‘ 
a Nl a l ( 





‘Some? | MODERNIZE with STEDCO 





FOR 


HIGH CAPACITY BEAUTY AND EFFICIENCY 


~\ 
) \f- wo.luces 


PENNA 


WILKES BARRE PENNA 
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(Continued from page 282) 

Rule B—Repudiation of Contracts 
Lawful contracts, either written or oral, are 
business obligations which should be performed in 
letter and in spirit. The repudiation of contracts 
by sellers on a rising market or by buyers on a 
declining market is condemned by the industry. 


Rule C—Coercion in Sales 

The use of buying power to force uneconomic 
or unjust terms of sale upon sellers, and the use 
of selling power to force uneconomic or unjust 
terms of sale upon buyers, are condemned by the 
industry. While the uneconomic phases are most 
directly prohibited by certain Group I rules, the 
other aspects covered by this section are also con- 
demned by the industry. 


Rule D—Statistical Information 

The members of the industry believe that the 
collection and publication in the widest possible 
manner of statistics respecting market and cost 
information on the operations of the industry as 
a whole or for major segments thereof will prove 
helpful to all interested parties. Such statistics 
shall not be compiled, disseminated, or used in any 
manner which has the effect of revealing the 
identity of an industry member, information pe- 
culiar to the operations and costs of an industry 
member, or transactions engaged in by an industry 
member or buyer of industry products; nor shall 
any person be compelled to furnish any data con- 
templated by this rule. The compilation, dissemi- 
nation, or use of any statistical information shall 
not provide for nor result in any action violative 
of law or in conflict with the provisions of any 
order issued by the Federal Trade Commission 
with respect to the members of this industry. It is 
further understood that no action shall be taken 
under this rule which would tend to effectuate 
the collective, collusive, or cooperative fixing or 
maintenance of prices, or other restraints of trade 
prohibited by the provisions of Group I rules 
herein set forth. 


Stoker Mfrs. Assn. Holds Meeting 


Tue ANNUAL MEETING of the Stoker Manufac- 
turers Assn., national trade organization whose 
members make and distribute mechanical under- 
feed coal stokers, was held in Cleveland, Oct. 1. 
Management, sales and engineering executives 
representing stoker manufacturing firms, sup- 
pliers and allied industry organizations attended 
the one-day meeting. 

All officers were reelected for the ensuing year, 
as follows: president, L. C. Dubs, Canton, Ohio, 
(president of Canton Stoker Corp.); vice-presi- 
dent, B. O. Fink, Auburn, Ind., (president of 


(Please turn to top of page 286) 
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THE MOST COMPLETE LINE 
OF HOME CONDITIONING 


EQUIPMENT IN THE 
INDUSTRY 





21 FURNACES...83 SIZES 






























nue SOON TSE Se Ree ee 
6 UNIT AND SPACE HEATERS...25 SIZES 
ee “oe RT: 4 Teg gy ¥ a 3 es ; ‘ 








AIR CONDITIONING 


WATER HEATING 


Bryant Heater Division, Affiliated Gas Equipment, Inc. 
17825 St. Clair Avenue, Cleveland 10, Ohio 
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New G-E Panel assures 
dependable control on 
submersible-pump-mofors 


Designed to control submersible-pump-motors in water- 
system and other similar applications, this new G-E 
panel installs easily, operates dependably. ' 

Its components are designed to match the specific 
motor being controlled, assuring you top performance 
from your submersible-pump-motor installation. Many’ 
improved features give this G-E contro) panel long 
service life. Those shown above are: 


A—Voltage-type relay with large silver contacts. 
B—High-quality capacitors for reliable operation. 
C—Manval or automatic reset overload protection. 
D—Sturdy NEMA Type | steel case protects components. 


For full information on G-E submersible-pump-con- 
trol panels and other G-E water-system controls (sump 
pump and pressure switches for a wide variety of 
applications), see your nearby G-E Apparatus Sales 
Office, or write Section 740-11, General Electric Com- 
pany, Schenectady 5, N. Y. 


THE APPLIANCE CONTROL DEPARTMENT 
of General Electric is devoted exclusively 
to developing and producing a complete line of 
controls for appliance manufacturers 


GENERAL (6) ELECTRIC 








(Continued from page 285) 
Auburn Foundry); and secretary-treasurer, H. B. 
Scoville, (asst. manager of Cotta Transmission 
Co., Rockford, Ill.). All incumbent directors were 
also reelected for another term. 


Business sessions at the Hotel Cleveland, start- 
ing with a breakfast meeting, featured open- 
forum discussions on several phases of the indus- 
try’s operations and problems, mainly sales and 
merchandising programs which will produce a 
greater volume of stoker business in the face of 
the stiffest competition in history. While it was 
generally agreed that the present situation pre- 
sents a serious challenge to the industry a signifi- 
cant trend was disclosed in the statement of 
numerous sales executives of member companies 
that better selling methods, improved equipment 
and service, and a more complete line of auxiliary 
boiler room equipment for commercial and indus- 
trial applications, are producing more satisfactory 
results in sales volume for numerous members of 
the association. 

The stoker people heard about the current 
plans and developments in the Bituminous coal 
industry on the promotion of coal sales when R. L. 
Ireland, Jr. (Cleveland), chairman of the Execu- 
tive Committee of Pittsburgh-Consolidated Coal 
Co., and chairman of the Products Promotion 
Committee of the National Coal Assn., spoke at 
the luncheon meeting and described these ac- 
tivities in considerable detail. Also during the 
morning business session the members heard 


complete details about one phase of the NCA’s 


| program when Marc G. Bluth, former SMA exe- 


cutive secretary, and now special field representa- 
tive of the National Coal Assn. described the 
program known as the NCA/ARCA Sales Engi- 
neering Council, in which concentration of effort 
on commercial and small industrial steam plant 
business is under way in co-operation with retail 
coal merchants in a territory adjacent to Chicago 
in the three states of Illinois, Indiana and Mich- 
igan. The stoker organization pledged full sup- 
port to this program. 


Directors Endorse Program 


Other business transacted during the busy 
day consisted of annual reports of the officers 
and committee chairmen. The Board of Directors 
met in a brief session and unanimously voted to 
continue the association’s operations and func- 
tions on an active basis. 

In the afternoon the annual SMA golf tourna- 
ment was held on the fairways of the Westwood 
Country Club followed by the annual dinner. 

The following members were in charge of ar- 
rangements for the meeting: Leslie M. Friday, 
chairman, Cleveland; C, T. Burg, Cleveland, and 


E. G. Baer, Orrville, Ohio. 
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a» | It’s Like Money in the Bank ‘ 


cam TO DISPLAY TETE HOT WATER 
aa. HEATERS! 

































start- You Should Know ss 
rs} Ls the Maater to 
en- guy! oremost in _ “ es m Q then 
P —— True! It’s a “sure-pop” way of selling the maxi- 
ndus- mum of water heaters to display TETER Hot 
s and Water Heaters! They not only invite inspection r~ ) 
ice a Gauke Dow. (with good looking lines), but they pass inspec- 
f Protection "against tion when the facts are given. TETER Heaters & 
corrosion iona . . . 
ice 0 : ss cover all customer requirements in size, capa- 
t was iia dedibien anaes city, design, efficiency, life-lasting expectancy and 9 
| pre- meesy Sareee Tenens dependability. Sizes range from 3 to 83 gal.... 
onifi Bg ncaa types ranging from standard upright tanks to table 
gnin- top dimensions, all specially fitting to utility lay- Above: TETER BAN- 
nt of LIFE BELT: Efficient, outs and convenience. secatt 'hasene amie 
‘ icy an oa ity xonenn from 3 
(lo p= t . 
anes hae Heating Ele- WRITE FOR FULL DETAILS TODAY ss pe 
ment 
tary memescsoons or 
ndus- mates oe Left: Illustrates the in- 
between size of TETER 
ctory INLET DIFFUSER and aoe eeeee pc a 
ppt tagn pts meets certain specific 
srs of water tate ovsors household needs 
drop in water temp 4 
Bottom drain conven 
fently located, 
Right: The popular TETER § 
rrent Table Top Type ranges ] 
from 20 to 30 gallon 
coal capacity. 
R. L. 13901 
" SOUTH 
cecu INDIANA 
Coal AVENUE 
otion CHICAGO 27 
arcuate ILLINOIS 
> ac- 
- the ALSO A COMPLETE LINE OF 
| MALLEABLE AND STEEL PIPE HANGERS , 
eard for ALL sizes 
CA’s and ALL makes 
= Slim tube - Tube - Wall- 
ag Column Radiation. Style 
snta- — for Tube and Wall 
th Radiators—Style ‘R”, 
e 14” from wall without 
; RADIATOR baseboard adjustment— 
ungi- HANGERS Style “H’’ as shown, 
24%.” from wall with 
ffort baseboard adjustment. 
lant Write for Widely used by Heat- 
etail P ing Contractors for 
details. over 25 years. 
cago 
a EALY-RUFF 
sup- . Company ‘se. ¢ 
770 Hampden Ave. St. Paul 4, Minn, 


























| [ve morex!? 
“ed CALL BACKS |NO TROUBLE 
cers | [ON NEW HEAT-| FOR ME-I USE 


eR | KEK - IN 
4 to ING SYSTEMS EVERY JOB 


HOT 
WATER 






















4 SYSTEMS 
rna- = 
200 A.S.M.E. 
~~ bos it’s 
Yr. 
“¥ A dependable filler and relief valve adel 
for controlling pressures in hot water 


Ja Even new steam or hot water systems need 
ys Cleaning. Use KEK to remove foreign matter (oil, 


il - , 
Compound, etc.) and save call back expense. heating systems. All bronze con BROTHERS CO 


struction. Factory settings 12 Ibs. 2322 KISHWAUKEE 
ROCKFORD 


MADISON delivery and 30 Ibs. relief. 
ITE LAB. si 
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Save time with a 


WARNOCK 


STRAP WRENCH 










avoid scratching 
polished pipe 


Flexible woven strap 
provides soft contact but 
strong grip... curved nose 
prevents denting... handle 
unbreakable. 


There are two models in 
many sizes. See these time 
and money savers at your 
wholesalers today. 


ee 


LOWELL WRENCH CO. 


WORCESTER 8, MASS. 





avoid grief! 
handle polished 
nine with a 


November, | 953 





STRAP WRENCH 


No man should handle 
chrome, brass or nickel- 
plated pipe without a strap 
wrench. The Warnock 
Simplex is the simplest of 
strap wrenches, Its flexible 
woven strap provides soft 
contact but strong grip... 
scientifically curved nose 
prevents denting. 

Equip your men with 
Warnock Simplexwrenches 

.»see them do more work 
and waste less material. 
Order from your wholesaler today! 


w-3 


LOWELL WRENCH CoO. 


WORCESTER 8, MASS 
















Makes Any Fire Fire Door 


A "SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 
Used by Thousands of Utility Companies 
and Contractors for Years 


Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve” on the job. Gentle spring 
tension allows door to swing open on slow 
or Wouen'b ee of burner and then close. 

olds door open when necessary. It's 
easy to install with the NEW SPRING 
HOLDER. 

MADE IN 3/16”—1/4”"—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.10—$1.15—$1.20—$1.25 

See your jobber er write us. Pat. #2,605,097 


INLAND MFG. CO. i120 w. cicero, CHICAGO 51, ILLINOIS 


O EFFICIENCY! 


BARBER 
‘\slotted-cap” JET 


Barber Burners equipped with 
the famous Barber “slotted-cap” 
jets are available in round, ob- 
long,and square shapes with 
inputs of 7000 to 198000 B.T.U. 


WRITE FOR CATALOG NO. 110 


the (Sather (jas (Satue co. 


3694 Superior Ave., Cleveland 14, Okie 






























Heaters and Softeners. 





Proved Superiority & Dependability 
AT LOWER COST... 


By Millions of Hours of Dependable Service | . 


SPEED-€)-MATIC 


AUTOMATIC ELECTRIC 

WATER HEATERS : 
Specially designed for any location where space- | = 
saving is essential. Undersink installation . . .€ 
just plug in . . . 1000 watt, 110 volt. 

cosTs LESS TO OPERATE 

Exclusive SPEED-O-MATIC design reduces op- 
erating and maintenance costs. 
Write today for full details and literature of 
complete line of SPEED-O-MATIC Water 








6 gal. model $34.00 
10 gal. model $46.00 
12 gal. model $54.00 
GENERAL MFG. and DISTRIBUTING CO. 
ey, Michigan 














HORIZONTAL 
FORCED WARM AIR 


Waterbury * FURNACE 





This factory assembled 
“package” unit was spe- 
cially designed to con- 
serve valuable floor space 
in commercial and indus- 
trial buildings. It is an 
oil-fired Waterbury unit, 
witii all parts accessible 
from the front for easy 
inspection, cleaning and 
servicing. 


oven a6 veans fe Waterman. Waterbury Co. 


OF WARM AIR 


HEATING 1141 Jackson St. N. E. ¢ Minneapolis 13, Minnesota 





Just one typical unit from the complete Waterbury line 
of furnaces, air conditioners, and conversion burners. 


10 Year Guarantee 
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STATEMENT OF OWNERSHIP you CAN 
indies Made’ fer Cer | 
| MAKE MORE MONEY — 


The following is a statement of the ownership, manag t 


ip, 3 ement, 
circulation, required by the Act of Congress of A t 24, 1912, 
SE eee ee SPEED HEATING INSTALLATIONS — 
ING e, published monthly at Chicago, Illinois, for October | 


1, 1953. % 
1. The nam d addresses of th blisher, editor, managi 

vjstbe names and addresses of the publisher, editor, manacing | MEAD ete tA A. 
Publisher, O. T. Carson, Chicago, Ill. 


~ 
Editor, C. L. Staples, Chicago, Il. ~ e 
Managing Editor, J E. Purnell, Chicago, Ill. B pee 
Business Manager, Jay A. Foxworthy, Chicago, III. @ 
2. That the owner is: ( wned on, its name and - 

-_ 





| 


If o by a compors 
address must be stated and also immediately thereunder the BRAND = 


4 — and a of ee ‘er or “ed 1 per ZA 
cent or more o amount of stock. not ow: a cor- 

= ration, the names and address of the individual owners must BASEBORRS NENTISE 

X given. If owned by a partnership, or other uhincorporated 


firm, its name and address, as well as that of eath individual 
member, must be given.) ; ee oe CART aN 
Domestic Enginee: Co- 1801 Prairie Ave., Chicago, Ill.; O. T. 


Carson, Chicago, Il . or Olive M. Hutchison, icago, Ill.; 

































Fergus McKeever, New York, N. Y.; R. Herlov, Chicago, I11.; Check and compare these advantages... 
ICH Josephine L. and R. V. Sawhill, New York, N. Y.; A. T. Papineau. ga ee es " 

N .,Mass.; E. P. Campbell, Des Plaines, Iil.; J. A. Fox- | % Low cost “wet heat” radiation which makes satisfied 
andile worthy, Chicago, Ill.; Wm. M. Carson, Chicago, Ill.;*G. R. Borne- t f 
a eh ey ne 
trap $ Ghe known boendhelders, prarmnct nang and other security % Easy to install units. Minimum of cutting and fitting. 
oat bonds. mortgages, Or other steuritien are: (if there are nos, 2 * = any floor plan. Can be painted to match any 
: lone. z i ttern. 
— 4. P hs 2 and 3 include, in cases where ne stockholder | ecorating pattern , 

er a rs upon oks 0: 4 i i i 

=. Fe eet ee Bo Rage inibey Tg x gre | * High BTU output reduces material requirements. Saves 
nose or corporation for whom such trustee is acting; also the state- you money. 

ments in the two paragraphs show the affiant’s full knowledge | 

ith and potet as * the ae oan a ge gaye — = 

wit stockholders and secu olders who do not appear upon the 

books of the com as trusteees, hold stock securities i “ 
on capacity other than that of a bona fied owner. | a FREE OFFER sew, covses “tase EST. 
as O. i wor \ MATOR.” Complete calculation data sheets take the 
‘ ont . = to and subscribed before me this 18th day of September, \' ts) mystery out of estimating and installing. WRITE NOW! 

- uy ommissi ires October 4, 1956] ‘Notary Public = 
yc on expires r 4, ry c 
(Seal RADIANT*eRAY RADIATION,INC. 
900 W. MAIN STREET NEW BRITAIN, CONN. 
Biggest Philadelphia Air Cheaper in price — but not in quality... 


—— | ‘Conditioning System Is Completed HANDY corre TUBE STRAPS ‘ie 
REINFORCING 


Wate 3500 empLoyEes worked without inter- LOOK FOR <i ; 
ruption, and an estimated 16,000 callérs passed THE RIB 
through the building daily, installation of the REINFORCING | HANDY solid copper tube straps 
biggest air conditioning system in Philadelphia coeainan peeeeebine ti 
has been completed in the Public Ledger Build- Riicedeed ith ton teat sidine 
ing at historic Independence Square. solid copper tube straps are 

After a year of construction, the coniplete sys- gene pti ay naga 
tem went into operation in the 26 years old build- your letterhead for complies and 
ing Sept. 18 for the first time. ' prices. Please state quantities. 

The building, a prominent insurante center, 
ranks with Chicago’s Standard Oil Building and 
New York’s 80 Maiden Lane skyscraper as one 
of the nation’s largest existing structures ever to 
be completely air conditioned as an overall project 
after construction. ‘ 

A genuine year ’round system, the ‘air condi- 
tioning permits complete control of temperatures 
and humidity in both summer and winter plus Reversible Rachet 
draftless air circulation and ventilation with elec- STOCKS and 




























ostatically cleaned outside alr peor Adjustable DIES 
Some 234,000 cubic feet of air are distributed FS or Oe 
through the building every minute by. six large is limited, this stock simplifies pipe 
air conditioning units. ‘These units supply the | rng cove wo wal in cme a whe 
4 system serving the perimeter of the building able dies (cut exact, over or under size pt bt line 
i ine : e iw 
pon the interior system, the first floor systern, and the + ent i cee ae or Reiegre circ ond of the, "Better Pipe 
Downtown Club, a well known luncheon club. 
Ho a ARMSTRONG BROS. TOOL CO. 
| Co. (Please turn to top of page 5223 W. ARMSTRONG AVENUE ° CHICAGO 30, ILLINOIS 


inesota 











write ee Ms EO 
your NEW BEAVER 
“QUICK ACTION” CATALOG 


If you use pipe threading or cutting equipment 
this new catalog can help you! 


Nothing “fancy” . just plain facts, clear pictures and prices 
of the well-known Beaver Pipe Tools presented in concise, well- 
organized pages, covering more than 100 different uses. Items 
are found quickly . . . described completely. Ordering informa. 
tion is clear and to-the-point. This new Beaver “quick action” 
catalog is a must for your files. Don't wait! Write for your 
copy now from BEAVER PIPE TOOLS, INC., 270-300 DANA 
AVENUE, WARREN, OHIO, U.S.A. 


For Better Pipe Tools . 


BEAVER 














THE FAMOUS 


her poppet 


Ask for Bulletin No. 702. 


STRATAFLO PRODUCTS, INC. | 


FORT WAYNE 1, INDIANA 





4” x 5” 


Precision molded of poly- 
styrene... rigidly inspect- 
ed and guaranteed for 
one year. 


KEYSTONE 
PLASTIC FLOAT BALLS 


give long and satisfactory 


standard 
closet tank float. 


service under all operating 
conditions ...equal in every re- 


spect to the best copper floats. 


6 ASK YOUR SUPPLIER OR WRITE FOR CIRCULAR 
KEYSTONE BRASS WORKS - ERIE 
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(Continued from page 289) 

The system is similar to that used in the United 
Nations Secretariat in New York, Gateway Cen- 
ter buildings in Pittsburgh and Philadelphia’s 
Central Penn Bank Building. Almost three and 
a half miles of conduit duct distribute high veloc- 
ity air to 1364 units conditioning the exterior 
offices. Although it is a central station system, it 
gives the occupants “dial” control over their own 
weather. 

The companion system serving the interior 
offices supplies cool clean air through 600 ceiling 
diffusers. Because of special high velocity design, 
horizontal distribution ducts are only six in. in 
depth, and finger ducts to each diffuser are only 
three in. in depth. 

The building is cooled by three big centrifugal 
machines with a total refrigeration capacity equal 
to the melting of 3,000,000 pounds of ice a day. 

The machines supply chilled water for the cen- 
tral air conditioning apparatus and for the indi- 
vidual units as well. Some 270,000 gals. of water 
each hour is recirculated between the refrigera- 
tion machine condensers and a cooling tower on 
the roof. 


Equipment Takes Minimum Space 

Despite the size of the installation, only 629 out 
of 400,000 sq. ft. of rentable office area are re- 
quired for air conditioning equipment. 

Location of the central air conditioning units 
outside the rentable space, compact design, and 
efficient distribution methods make this great sav- 
ing of office space possible 

Careful planning in design and installation also 
made it possible to install the air conditioning 
with a minimum of disturbance to the tenants of 
the building which remained fully occupied dur- 
ing the entire project. 

In contrast to the sweltering summer heat out- 
side, Public Ledger Building occupants can now 
enjoy indoor temperatures of 76 to 78 F, with a 
relative humidity of less than 50 percent. 


Hotpoint Adds Dishwasher Sales Aids 


To OBTAIN FOR ITS RETAILERS extra sales of auto- 
matic electric dishwashers on a sustaining basis 
for 1953 and 1954, Hotpoint Co. is presenting its 
retailers throughout the United States with addi- 
tional merchandising tools. The newest merchan- 
dising tool is a campaign called “Collect-a-Cup,” 
which combines a free give-away merchandiser 
plus in-store displays which graphically tell the 
dishwasher story to the prospect. 

The merchandiser is called “Nest-a-Cups 
Made from styrene plastic in four colors, these 
small cups fit into each other and take about 50 


” 


(Please turn to top of page 293) 
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MASTERFLAME | 


PACKAGED OIL-FIRED UNIT | 
Just What Your Customers Need! | 


Have YOU Got It? | 


The homebuilder’s demand to- | 
day is for compactness, ef- | 
ficiency and economy in every | 
Hot Water or Steam Installa- | 
tion. The Masterflame Pack- | 
aged Unit comes fully wired | 
and furnished with | 









“ee 


Tankless Heater 
Protecto-Relay 


Thermostat 
e@ Limit Control 
Operating Control 


Circulator 


Expansion Tank 
Angle Flow Valve 


® 

e 

e Flow Regulator Valve 

® 

6 

@ Hot Water Dual Control Unit 


WRITE WINSTON FOR 
FULL DETAILS TODAY! 


WINSTON CO. INC. 


165 Nye Avenue 
Newark 8, N.J. 





33 Bradston Street 
Boston 18, Mass. 
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Ly 


ve my customers 
the BEST/ 


SAL The Instant- Glo 


/ * CUSTOM-BUILT INSULATING BRICK 












COMBUSTION 
CHAMBER 


STANDARD ROUND TYPE 
for Boilers 
and Cast Iron Furnaces 
Sizes up to 2.0 GPH 


< 





“NARROWBOY” 
for Narrow Boilers 
and Furnaces 
Sizes up to 5.0 GPH 





ROUND “A” TYPE 
Specially Designed for 
Steel Furnaces 
(Can be used on any job where 
round r is desirable.) 


c chambe 
Sizes up to 1.75 GPH 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 


Write for new complete 
specification sheet 




















PLUMBERS’ 
SPECIALTIES 


—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to use 
in emergencies—prerequisite in fin- 
ishing many a plumbing job. 


53 John St., Valley Falls, R. |. 


























“BEEKMAN” ie 6 to 10 
SMOKE ee Stories High 
OR 4to6 . and 
PEPPERMINT Stories High Municipal 


TEST MACHINE 


Available in 3 Sizes Applications 


MUTUAL MANUFACTURING CO. 23:15 62nd Street 


FLUSHING 58, N. Y. 


INDLEY'S | 











THE Standard of QUALITY 
for Over 30 Years! 


There's always less selling 
effort needed when you sell 
KAINER—the name that, for 
over 30 years, has signified the 
best in heating specialties. New 
Folder on Governors sent upon 
request. 


Ask Your Jobber About 
The KAINER LINE! 


761 LEXINGTON STREET 
KAINER & CO. CHEEC AGO 7, VERS 














DO YOU KNOW 


enough about 


PLASTIC PIPE 


WRITE FOR FREE LITERATURE 


Mi if act 
ILid rinvtit 


ELMER E. MILLS CORPORATION 


2930 N. Ashland Ave. + Chicago I3 
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Twenty years is a long time... 


DOMESTIC ENGINEERING 


in a flushing system! 


Monel parts show no signs of corrosion or 
pitting after long, rugged duty with unusu- 


ally corrosive water 


Yes... twenty years is more than 
a lifetime ... for valve parts in 
corrosive water! 
» But that’s the true-life story of 
a Speakman “Si-Flo” Flush Valve 
with Back Siphon Preventor. 

This silent flow valve with 
Monel® seats and parts was one of 
the first installed in the Memorial 
Library Building, University of 
Delaware, in 1931. In 1951 it 
was removed for examination, 
although still giving satisfactory 
service. 

Upon inspection, it was discov- 


ered that there were no signs of 
corrosion or pitting despite its 
long service in the acid and ag- 
gressively soft water of that 
section. 

This is a typical example of 
how efficient design, coupled with 
tough, corrosion-resisting Monel, 
work together for long-life, 
trouble-free service. 

For latest information about 
“Si-Flo” Flush Valves, write to 
Speakman Company, Wilming- 
ton 99, Delaware. 


The International Nickel Company, Inc. 
or 67 Wall Street, New York 5, N. Y. 
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Controlling stop mounting of “Si-Flo” Valve re- 
moved for inspection after 20 years service. 
The Monel gauze silencer screen, (A) like other 
Monel parts in these valves — pressed-in seats, 
trip valve spring, and by-pass valve — is good 
for further service. 





Again Available Wesco 
Solid Copper Tube Straps 


Made of solid ¢ ¢ with 
Tit in sizes %4” ”, ALL 
a sizes available without 
Lo 


CUT LABOR 


fr next inst. 


P. O. BOX 175 






WESCO (Tit) ess a SAVE TIME; 


“SNAP-ON”’ ian Shaan hands free to 
line-up and ——" ad eee Hangers on 


Hoe your INCREASED EFFICIENCY. 
yy Your Jobber for Wesco Hangers 
& Straps for Copper Tubing. 


WESCO MANUFACTURING CO. 


WELLSVILLE, OHIO 






f 


TIT 





e@ quick, easy 


ou'll be amazed 


Entire pumping 
unit submerged 
in the well. Water & 
cooled and water lubricated. § 
Get the facts about Deming [ 
Submersible Pumps and E 
Water Systems. Write for F 
BuLLetiIN No. 6700. : 


Ss a RSIBLE 


\) PUMPS AND 
we WATER SYSTEMS 


Easy to sell! 

Easy to install ! 

Requires no pump house. 

Made of corrosion- 
resistant materials. 


THE DEMING COMPANY 


513 Broadway « Salem, Ohio 






























PURIFIER 


Removes 


The Diamond Filter and Purifier ac- 
tually removes objectionable substances 
and provides clear, sparkling, palatable 
fresh water. 

WRITE FOR CATALOC 


“— 


Suspended sane 
Discoloration 


OSHKOSH FILTER & SOFTENER CO., Oshkosh, Wis. 








pages. 
of jewelry, “aes which 


Co., Inc., exclusive 
New er City and in 150-mile 
radius Connecticut and N 


York State. 
Patent No, 2,132,983 NNO 


C. & H. PLUMBING SPECIALTIES 
3148 Bruckner Bld. 





WIN GOODWILL WITH PROFIT 


G. M. CALL 
INTERCEPTORS 


END WASTE STOPPAGES 


You gd Lg ll thank you! You'll end their 


most 
annoying stoppage problem permanently. Pre- 


6 before segs drain. Prevent loss 
can retrieved by side 


install G.M. CALL INTERCEPT’ 


service. calls, alterations, «, naw po a you ‘ul 
win customers and extra bus’ 


Used lead’ Hotels and “Insitutions, G.M. CALL 
ed Ons ax hey bear the eal 


2 are 
a Approval of the Board of ‘Standaras and Appeals 


Piatea Polished Brass, 


Polished 


Orn 
+ 
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aprroven 6* \ 
BOARD OF STANDAROS ) 


ane ere 4) 





New York Piu ong A _Speciaitics 





New York 61, 4, J, 
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(Continued from page 290) 
percent less space than crdinary cups. Uses for 
the “Nest-a-Cups” are almost unlimited. 

“Dealers will be able to contact their prospects 
in two ways through the use of these free cups,” 
Clifford C. Gramer, Hotpoint merchandising man- 
ager said. “The dealer salesman can call on the 
prospect, present her with a cup to start her col- 
lection. To obtain the remaining cups she must 
come to the store and see the Hotpoint automatic 
electric dishwasher in action,” he said. 

The second method is to mail a cup with a letter 
to the prospect, inviting her to start a collection of 
“Nest-a-Cups” and add to her collection by com- 
ing into the dealer’s store. 

The method is excepticnally flexible in that the 
dealer can handle the presentation of the first 
cup any way he sees fit. He can also give his sales 
talk concerning the dishwasher when he wants to. 

To help the retailer along as well as help him 
“sell” the prospect after she comes into his store 
for these free cups, the Hotpoint campaign offers 
dealers an identification banner, which tells about 
the special introductory offer. 


Display Features Lights, Color 

A display that is used for a dishwasher selling 
center is also offered dealers, This display through 
the use of lights, tells the story of the difference 
between the women who do dishes by hand and 
the women who do dishes using a dishwasher. 
Produced in color, this display fits onto the back 
of the dishwasher for customer viewing. 

Another demonstrator that will also help to sell 
the prospect is the plastic door kit, which is a 
transparent demonstration door showing her how 
the dishwasher actually operates. It also helps to 
demonstrate the washing action of the dishwasher, 
which is an important fact in getting dishes hy- 
gienically clean. 


AGA Reports Peak Activities 


NATURAL GAS INDUSTRY growth has encouraged 
peak activities of gas appliance production, ap- 
pliance testing and test laboratories expansion, it 
was reported last month by the American Gas 
Assn. 

All-time record sales of gas appliances are ex- 
pected next year in response to high rates of 
production. 

Indicative of such increasing operations, a 
greater number of gas appliance manufacturers 
is doing business with the A.G.A. Laboratories in 
Cleveland and Los Angeles—national “proving 
grounds” for the gas appliance industry. During 
the first half of 1953, Laboratories appliance test- 
ing operations were at a level 100 percent ahead 
of last year. 
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HOTTER WATER — CLEANER WATER — 
ECONOMY — LONG LIFE... PURE COPPER TANKS 


Outstanding Selling Features of 


> ALLCRAFT 


@- Automatic 
7 — @ GAS WATER HEATERS with 


SOLID "TIME TESTED 
PURE COPPER TANKS 






In gas water heaters the tank makes the 
difference, and the Alicraft tank, because 
it is pure copper, makes a tremendous dif- 
ference. Allcraft tanks withstand tremen 
dous heat, they cannot rust or deteriorate 
— always give clean, crystal clear hot, hot 
water. In addition, every desirable feature 
known in the manufacture of gas water 
heaters is embodied in each Allcraft unit 
plus exclusive Allcraft engineering 
developments 

The biq difference in water heaters is 
Allcraft — the brand you can sell with posi 
tive assurance that there is none better at 
any price — remember the tank makes 
the difference 


ALLCRAFT MANUFACTURING COMPANY INC. 
27 HAYWARD ST., CAMBRIDGE, MASS. 




















THE BIG NAME 


In Tubular & Cast Brass, Nipple, Fitting, Specialty 


PLUMBING PRODUCTS 





Learn why it always pays to specify JAMECO 
Write For It Today! 
Brass Mfg. Co 
Fitting Mfg. Co. 
Nipple Mfg. Co 
Specialty Mfg. Co 


1209-1223 DeKalb Avenue, Brooklyn 21, N. Y. 
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SITUATIONS OPEN 
PUMP MAN WANTED 


Salesman to sell domestic water systems 
to distributors. Do field work with deal- 
ers for leading full line pump manufac- 
turer. Twenty-five to thirty-five years 
of age. Available to travel Middle At- 
lantic States. Knowledge of pump busi- 
ness helpful but not required. Good 
salary—expenses paid. Incentive bonus 
on sales. Our personnel know of this ad. 
Address Key 129-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


RESIDENTIAL COOLING SALES 
ENGINEER 


Prominent manufacturer of warm-air heating 
equipment needs experienced man to sell newly 
added line of air diti s. Must 
have good background in air conditioning sales 
and engineering. An excellent opportunity for 
the right man. Send details of education, ex- 
perience. Include oto. Address Key 149-E, 
“DOMESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


SITUATIONS WANTED 


ADVERTISING MANAGER 
; AVAILABLE 


Young, energetic executive seeks broad- 
er opportunity than present position 
affords. Has broad experience with 3 
large, national advertisers. Creative, 
can originate own promotions. Per- 
sonable, works well with top manage- 
ment and agencies. Writes “Shirtsleeve 
English” bulletins to the trade. Ex- 
perienced speaker at dealer meetings. 
Knows heating equipment, air condi- 
tioning merchandising, both warm air 
and wet heat. Knows media, copy, pro- 
duction. Age 32, family. Business Ad- 
ministration graduate. Complete re- 
sume available. Write W. JOHNSON, 
2124 South Westnedge, Kalamazoo, 
Michigan. 


REPRESENTATIVES WANTED 


MANUFACTURERS’ REPRESENTA- 

tives desired by established chemical 
manufacturer for territories in East, 
South and Midwest. Full protection 
guaranteed plus every possible co-oper- 
ation. Address Key 142-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chie ago 16, Illinois. 


M ANU FAC TURER’S REP RESENT re 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri- 
tories open. Write full details in con- 
fidence. Box DE 1034, 221 West 41st 
Street, New York City. 




















SALES REPRES SENT ATIVES WANTED 

by manufacturer of quality line of 
cast iron screwed pipe fittings, to cover 
western Pennsylvania, Ohio, Indiana 
and other midwestern areas. State ter- 
ritory covered and present lines car- 
ried. Address Key 882-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 
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heading and address. 


RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 
For keyed address count seven words. 
Minimum advertisement, $3.00 per insertion. Rates for bold 
face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGI- 
NEERING, 1801 Prairie Ave., Chicago 16, Illinois. AJ] Classi- 
fied Advertisements are payable in advance! 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
plumbers’ special packing to agents 
calling on plumbing supply houses. 
Unique demonstration sells 8 out of 10 
on first call. Excellent for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


Manufacturer of plumbers cast brass 
goods and heating specialties for oil 
burners desires representatives in fol- 
lowing states: 

Pennsylvania & Southern New Jersey 

Maryland 

Virginia 

West Virginia 

Ohio 

Illinois 
Address Key 117-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


MANUFACTURERS’ REPRESENTA- 
tive with established clientele is 
seeking steel pipe line and soil pipe and 
fitting line, traveling Illinois (except 
Chicago), Missouri, Kansas, Iowa and 
Nebraska, calling on wholesale plumb- 
ing and heating jobbers and wholesale 
hardware jobbers. Address Key 140-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., eee. 16, Illinois. 


SALES TERRITORIES OPEN 


Fast growing Midwestern pump manufacturer 
has openings for qualified sales representatives 
calling on hardware jobbers, plumbing supply 
wholesalers, industrial distributors and OEM 
pump users. Desirable that representative have 
background of pump experience. Write territory 
covered, lines handled, pump experience, etc. 
Address Key 143-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., oe 16, Illinois. 








MANUFACTURER OF CAST BRASS 
and tubular products desires distri- 
bution through wholesale jobbers of 
plumbing, heating and mill supplies, 
through established manufacturers’ 
representatives. Line consists of con- 
cealed and exposed bath and kitchen 
faucets, valve bodies and showers; also, 
tubular brass traps, strainers, shower 
bars, etc., and a line of gate, globe, and 
stop and waste valves. Territories open 
for men living in areas of Boston, Mil- 
waukee, Philadelphia, Pittsburgh, Buf- 
falo, St. Louis, Dallas, Detroit. State 
actual territory covered with all de- 
tailed information. Address Key 135-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 











REPRESENTATIVES WANTED: MAN- 

ufacturer of plumbing and heating 
sheet metal specialties seeks represen- 
tatives calling on wholesale plumbing 
and heating supply jobbers. Openings 
available in many territories. Address 
oe 125-E, “DOMESTIC ENGINEER- 
1801 Prairie Ave., Chicago lé6, 
Illinois. 


LONG ESTABLISHED MANUFACTUR- 
er of complete lines of plumbing 
brass goods, cast and tubular, in com- 
petitive field, desires established manu- 
facturers’ representatives to call on 
wholesale plumbing and heating supply 
jobbers. Territories New England, up- 
state New York, Pennsylvania, Texas, 
Oklahoma, Kansas, Iowa, Florida. State 
experience, lines handled and aetual 
territory covered. Address Key 1: y 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


WELL-KNOWN PLUMBING SPECIAL- 

ty house, selling to jobbers, desires 
representative for Florida and adjoin- 
ing territory. Address Key 126-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


NATIONALLY KNOWN 
baseboard, fin-tube, radiation and air 


conditioning equipment manufacturer 
seeks representatives calling on whole- 
sale jobbers. Must be qualified in resi- 
dential and industrial heating. State 
lines now carried. All correspondence! 
held in strict confidence. Areas open in 
Kentucky, Tennessee, Georgia, Ala- 
bama, Louisiana, Mississippi, Arkansas, 
northern Texas and Oklahoma, Ne- 
braska, Iowa, Wisconsin and West 
Coast. Address Key 134-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRESENTA: 

tive with established clientele and 
two nationally known lines is seeking 
a salesman calling on wholesale piumb- 
ing and heating jobbers and wholesale 
hardware jobbers for the state of Ark- 
ansas and southern Missouri. Commis- 
sion basis. In reply state age, how long 
you have been calling on jobbers an¢ 
what lines you now carry, so lines will 
not conflict. Address Key 141-E, “D0O- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 

















FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 296 AND 298 
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AUTO-LIGN 


TOOL CASE AND COMPLETE SET 


It's the Bibb and Valve Seat 
Dresser for YOU! 


AUTO-LIGN automatically aligns worn 
and corroded bibb and valve seats. Fits 
all types of faucets and valves, old and 
new. Standard equipment patented 
“AUTO-LIGN” locking device (positive 
control) feed screw 914”, four tempered 
steel cutters combination male & female 
cone... 59”, 11/16”, 34”, & 27/32”. 
(16 other spec. sizes available) 


WRITE FOR FULL DATA TODAY 


THE BAJ TOOL CO. 


CLEVELAND 19, OHIO 








“A HARD-WORKING SALESMAN 
FOR $15 A YEAR?” 


The Modernization Sales Kit 
Puts Him on Your Payroll! 


SEE PAGES 244-245 
OF THIS ISSUE 
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EASY ANGLE CONNECTORS 


for Radiant Panel Board 


SIMPLE e INEXPENSIVE 
TIME AND LABOR SAVING 


C-B’s are the easy method of connect- 
ing corners of cast iron radiant panel 
baseboard. Fittings are % male pipe 
thread x % O. D. compression sleeve bronze unions with % 
O. D. type K copper tubing 90° bend. To install make % 
M.P.T. end of unions into radiant panels, next place tubing 
bend with nuts and sleeves in place and then tighten nuts 
to make joint. No sweating required. This type of fitting 
allows for correction of misalignment in installation. For 
use on American, Burnham, Crane, Utica and Weil-McLain 
Radiant Panels. 


BERNSTROM INC. 


PROVIDENCE 9, R. I. 


C+ 






C. R. 
183 HARTFORD AVE. 


“X” BOILER LIQUID 


Since 1916 the Industry’s out- 
standing product for repairing 
leaks in high and low pressure 
steam boilers and hot water 
heating systems. “X” is a col- 
loid, contains no harmful sol- 
ids. Its repair is lasting and 
certain because it is made from 
the outside in, through the 
metal line of the boiler and will 
not break down due to expan- 
sion or contraction. 















X”" LABORATORIES, INC., 25 WEST 451mm ST., NEW YORK 19,N. Y. 











ANSWERS YOUR 

e Heating 

e Plumbing 

e Air Conditioning 
PROBLEMS QUICKLY, 
EASILY 


. « + That’s right! Whatever 
problems arise in connection 
with the design, installation 
and servicing of your plumb- 
ing, heating and air condition- 
ing jobs, ‘‘The Answer 
Book,’? newly revised, will 
prove of great assistance to 
you. 


256 pages .. 





Answers Your Questions on 
Plumbing « Heating and 
Air Conditioning 


T’S BIG... 98 pages of reference tables and rules... 
f conditioning and psychrometric charts... 

tables ... table of heating costs. Complete new 27 page data 
section on Baseboard Heating. 
specific problems. Handy alphabetized index table. 
. durable cloth bound cover opens flat for easy read- 
ing. Heavy, letter size paper takes daily thumbing, handling. 
Yes, once you see it... 
Answer Book” within reach to answer hundreds of practical every 
day problems. Don’t be without it... 
Price postpaid $3.50 (please send cash with order). 


Send your orders to Book Department 


DOMESTIC ENGINEERING PUBLICATIONS 


1801 PRAIRIE AVE. 


air 
relative humidity 


256 blueprint charts answer 


once you use it... you'll keep “The 


order your copy today! 


CHICAGO 16, ILL. 
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REPRESENTATIVES WANTED 


LINES WANTED 





LINES WANTED 








WANTED MANUFACTURERS’ 
AGENT 


Require representation in Detroit, At- 
lanta, Minneapolis and New Orleans for 
distribution of nationally known self- 
drilling exp type hor for con- 
crete, brick and stone. Must now be 
selling m construction and maintenance 
fields and able to carry a minimum in- 
ventory. Write J. M. Warnimont, PHIL- 
LIPS DRILL COMPANY, Michigan 
City, Indiana. 








SALES REPRESENTATIVE WANTED 
by manufacturer of high grade line 
of tubular brass goods to cover New 
England States, Carolinas and Virginia, 
Middle Western, Southern and South- 
eastern States. State territory covered 
and present lines carrie Address Key 
138-E, “DOMESTIC ENGINE ERING, 
1801 Prairie Ave., Chicago 16, Illinots. 


MANUFACTURERS’ REPRESENTA- 

tive with established clientele and 
two nationally known lines is seeking 
a salesman calling on wholesale plumb- 
ing and heating jobbers and wholesale 
hardware jobbers for the state of Colo- 
rado and western Kansas. Commission 
basis. In reply state age, how long you 
have been calling on jobbers and what 
lines you now carry so lines wil) not 
conflict. Address Key 139 FE, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Tllinois. 








REPRESENTATIVES WANTED 


We are a substantial and long estab- 
lished organization with representatives 
throughout the United States covering 
the plumbing jobbers and wholesalers. 
We seek a working agreement for dis- 
tribution of additional items not con- 
flicting with our own tubular brass line, 
which we have manufactured for many 
years. Only direct manufacturers need 
apply. Address Key 147-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





SALESMAN CALLING ON PLUMBING, 

heating and oil burner dealers, to use 
as sideline, for wholesale electrical dis- 
tributor. Complete lines of various 
merchandise. Commission and expense. 
If you feel that you are the man we 
seek, write a short but complete re- 
133-E. “DOMESTIC 
"1801 Prafrie Ave. 


sume. Address Key 
ENGINEERING,” 
Chicago 16, Tilinois. 


ACTIVE SALES REPRESENTATION 
reauired in the following territories: 
Alabama, Mississippi, Georgia, Rocky 
Mountain States, Iowa, Kansas, Ne- 
braska and Pacific Coast—on a ceom- 
plete nationally advertised line of do- 
mestic water systems and circulating 
pumps for the air conditioning and re- 
frigeration field, Address Kev 132-E, 
“DOMESTIC ENGINEERING.” 1801 
Prairie Ave., Chicago 16, Tllinois. 











Western Pennsylvania & West Virginia 
D. S. SCHWARTZEL 
254 N. 16th Ave., 
New Brighton, Pa. 
Representing the Manufacturers 
Plumbing, Heating & Supplies 





PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5, 
California 
Lines for A ge hardware and industrial 
jobbers, Perfect coverage in California 

and Arizona for past twenty years. 





MANUFACTURERS’ REPRESENTA- 

tive established in the state of 
Florida, calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote. Located at St. Peters- 
burg, Florida. Address Key 94 2-D, “DO 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





MARKETING 
MANUFACTURING 
If you have products, designs, ideas 
that will fit into the plumbing, heating, 
hardware and mill supply field, we have 


an expert marketing organization regu- 
larly calling on over 3,000 jobbers in 
U. S. and Canada and foreign countries 
and now selling well over half of these 
—we are also in position and have our 
own facilities to manufacture many 
items. Address Key 999-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





ADDITIONAL LINES WANTED BY 

established manufacturer's represent- 
ative, covering eastern New York State 
and western Massachusetts to plumbing 
supply, industrial] supply, original] 
equipment manufacturers and farm sup- 
ply —-* Entonsive coverage. Ad- 
dress MESTIC ENGI- 
SPRING,” 1801 Prairie Ave., Chicago 
16, Tllinois. 





BE PREPARED... 
to get needed volume from fertile New 


York, New Jersey and Connecticut de- 
spite effects hs At tapering boom. 
t . . . 

to engage us as your representatives! 
Our 30 years of know-how will guide 
you to greater volume than you ever 
dreamed possible. Our Plumbing Sales 
Division especially seeks cast brass, 
sweat, drainage, or malleable fittings. 
Our Heating Division can successfully 
promote anything from a thermostat 
to a furnace. Warehouse facilities avail- 
able. Address Key 101-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

tives, established over twenty years, 
selling the New England wholesaler. 
Well financed, with office and Boston 
warehouse with rail siding, seeking one 





additional line. Address Key 144-5, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
ATTENTION: 
SALES MANAGER 
If ... your sales representation in New 


England and upstate New York has 
quality and depth . . . read no further. 
However ... if you want an organiza- 
tion covering the wholesale plumbing 
and heating trade with minute thoro- 
ness—by 5 full time top flight salesmen 
—operating from 2 strategically located 
sales offices—backed up by 2 ware- 
houses . . . write us. 

Our sales story will ring the bell, Ask 
for details. Address Key 136-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





CALs REPRESENTATIVES WITH | 


successful , 


ears of experience and 
results selling to the plumbing and 
heating wholesalers and jobbers in Now 
Jersey, eastern Pennsylvania and sout 
to Washington seeking additional line 
for all or part of territory. Address Key 
981-D. “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





R. P. WILEY 
616 West 26th 
Kansas City 8, Mo. 
Selling jobbers throughout Iowa, Ne- 
braska, Kansas, 
Mi i. Wareh 


Oklahoma, western 
service available. 








M. L. QUEEN 
410 N. Poplar Street 
Dexter, Missouri 
Eechiched with plumbing jobbers in the states 


a on giving prompt coverage ry Re 
turers represen’ 








Northern California 


OLIPHANT COMMERCIAL 
CORPORATION 
Plumbing-Heating-Ventilating 


610 Oak Street 
Oakland 7, California 


Warehousing Nationally Known Lines 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 294 AND 298 
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DO MORE WORK. 
with LESS SEARCH 
use THON’S 


TWO FACED TOTERS 






N-40 


Doesn't it hurt to see $2.50 per hour 
journeymen searching for the proper fit- 
ting; going back to the truck, or back to 
the shop for a 15c item? Thon’s Two 
Faced Toters provide the finest method of 
storing, transporting and handling nipples. 
They pay for themselves in a hurry! 


MODEL FOR ust 
N-20 A" $14. 50 
N-30 

N-40 RI" 11:30 
N-50 Wa" & 2" 13.50 





FOR FITTINGS 


To demonstrate capacity the toter at right 

wn containing the following 4” sweat 
fittings: 12 tees, 30 elbows, 1 solder, 6 drop 
ear elbows, 6 female adaptors, 9 male adapt- 
ors, 6 street elbows, 6 couplings, 25 pipe 
straps. On the other side there is the same 
} oa 





FOR List 

140 Yau 11.00 

6.70 wu yd 
TRADE DISCOUNT 50% 


F.0.B. OWATONNA 


AVAILABLE AT YOUR JOBBER F-60- 


THON’S TWO FACED TOTERS 


OWATONNA, MINNESOTA 


4 E. Broadway e 











DRAINS 


F-176 
Lt. Wt. 


Caulk or Screw Outlet. Sizes 2” to 8”. 
F-175 hvy. type - F-176 It. or std. wt. 
Write for Complete Catalog 


Ne WILMINGTON CASTING Co. 


WILMINGTON, OHIO 









IMPERIAL 
BY SPARTAN 


“Pit for a King”... although you 
could pay more, you couldn’t get a 
better or more beautiful shower 
stall. Spartan full length, deep- 
groove, slip-on construction for 
extra rigidity, easier assembly and 
prolonged life. Choice of 4 smart 
Spartan receptors. The shower 


that leaves nothing to be desired. 


All Spartan Showers Made 
Galvanized. Bonderized St steel 


Literature on Request 
G) SPARTAN 
SHOWER STALL €0., INC. 

‘ 814 Meeker Ave. Brooklyn 22, N.Y. 
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LINES WANTED 





LINES WANTED 


FOR SALE 








BOSTON 


Manufacturers’ representatives with 
long experience selling to New England 
plumbing and heating supply jobbers, 
can give personal, aggressive repre- 
sentation to one more major non-con- 
flicting line. Address Key 127-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 
1836 Euclid Ave., 
Cleveland 15, Ohio 
Serving the plumbing jobber 





EXPERIENCED REPRESENTATIVE 

for plumbing and heating calling on 
wholesale jobbers in Iowa and Ne- 
braska desires one or two quality lines. 
LOU TRISLER COMPANY, 2324 S. W. 
12th Street, Des Moines 15, Iowa. 


LINES WANTED 


Steel tubs wanted to sell wholesalers— 
will warehouse—central southern Illi- 
nois, Missouri, eastern Kansas. Address 
Key 130-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


MANUFACTURERS’ REP- 
resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 810-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


CAPABLE 


TOPS IN REPRESENTATION COVER- 

ing wholesalers Maryland, District of 
Columbia, Virginia remind top manu- 
facturers now that 1954 is approaching 
to consider US if contemplating a 
change. Address Key 146-E, ‘“DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





TOP YOUR VOLUME 

by engaging our A-1 established and 
go-getting sales agency covering IlIli- 
nois, Indiana and Wisconsin. Repre- 
sentation as you like it. Address Key 


988-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
LINES WANTED 
Territory central southern Illinois, Mis- 
souri, eastern Kansas. Well financed 
and established. Sell wholesalers only. 
Want steel pipe, fittings, plastic drain 
pipe. Address Key 131-E, “DOMESTIC 


ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 








| 
} 
| 
| 
| 








DEL L. RAMEY & ASSOCIATES 
Manufacturer’s Representatives 
4005 Wrightwood Road 
Austin, Texas 


Covering the Southwest 


California—Arizona—Nevada 
SAM HEXTER & ASSOCIATES 
9254 West Third St. 

Beverly Hills, Calif. 


Warehousing Nationally Known Lines 





THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 8, Minn. 
Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 


LEADING FLORJDA MANUFACTUR- 

ers’ representative sales organiza- 
tion, now covering Florida only, desires 
few more lines. Years of experience 
plus leadership in sales records, plus 
reputation and results! Address Key 
919-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


FRANK MORRIS & CO. 
424 S. Cheyenne St. 
Tulsa, Oklahoma 
Selling jobbers throughout lowa, Ne- 
braska, Kansas, Oklahoma, Missouri, 
Arkansas, Colorado. 





FOR SALE 





BUSINESS FOR SALE: ESTABLISHED 
wholesale plumbing and heating sup- 
ply company with beautiful modern 
showroom located on busy highway in 
New Jersey. Selling due to illness. For 
further information Address Key 952-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





WELL ESTABLISHED PLUMBING 

and heating service business in Pasa- 
dena, California. Complete shop includ- 
ing sheet meta] equipment. Building 
50x65 with nice showroom; also fenced 
lot in rear. Low rent. Near center of 
large populated area. Five panel trucks 
and 1 pickup in fine condition. Owner 
wishes to retire. Address Key 
“DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois. 


COMPLETE SET AGA CERTIFIED 

gas conversion burner patterns, dies, 
list of customers in 8 states. Been on 
market since 1947, considered one of 
the best. $1,250.00 cash. Address Key 
148-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


a ee 








PLUMBING AND HEATING 
BUSINESS 


Long established in southern Kentucky 
town of 7,000, serving county of 22,000 
population. In same town 35 years. In 
present location 18 years. Price $13,- 
500. Address Key 150-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





BOOKS 





“LABOR AND MATERIAL.”  ESTI- 

mates for plumbing and heating 
Adaptable for making estimates for any 
type of residence or multiple-story 
building. Stop losing jobs and money 
because of bids that are either too high 
or too low. This book gives you all the 
facts you need to make the right bid 
Helps you avoid the pitfalls of hidden 
labor and material costs that frequent- 
ly mean the difference between profit and 
loss. Diagramatic drawings clarify the 
installations discussed. Charts show la- 
bor, time and materials required. Use 
it to determine overall costs and to 
verify detailed estimates. 125 pagey 
size 54” x 84”. Price postpaid $2.50. 
Book Department, DOMESTIC ENGI 
NEERING, 1801 Prairie Avenue, Chi- 
cago 16, Illinois. 





“PRACTICAL PLUMBING” GIVES YOU 

the short cuts to all of your plumbing 
installations. Makes your job easier. 
Helps you do a better job in less time. 
Many drawings, illustrations, charts, 
graphs simplify the use of this book, 
66 tables have pipe sizes and weights, 
tank capacities, etc. All material pre 
sented in an easy-to-understand man- 
ner. 6 big sections and 27 chapters 
cover every phase of plumbing, includ- 
ing the drainage system, hot and cold 
water supply, miscellaneous services, 
special installations, electricity in 
plumbing work, and plumbing fixtures 
and materials. 409 pages, size 54” x 
84”. Beautifully bound. Price post- 
paid $3.50. Book Department, DOMES- 
TIC ENGINEERING, 1801 Prairie Ave- 
nue, Chicago 16, Illinois. 





GET YOUR COPY OF BOOKLET EN- 

titled “Books That Spell Profits For 
You” describing books on __ various 
plumbing, heating and air conditioning 
subjects. Included are books on est 
mating, convector rating, oil burners, 
duct design, radiation, ventilating, boil- 
er ratings, hot water heating, merchant- 


dising, business management, etc., et¢ 
Booklet is available to you free of 
charge. Address your request to Book 
Department, DOMESTIC ENGINEER- 


ING, 1801 Prairie Avenue, Chicago 16 
Illinois. 
FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 294 AND 296 
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WATER MIXING VALVES 







The Standard of Excellence 
for SHOWER MIXING VALVES 












For accurate control of show- 
ers, sitz baths, X-ray sinks, 
arm and leg baths, in fact 
wherever water temperature 
is to be controlled, there is a 
LEONARD VALVE “Designed 
for the Installation.” 


Write for Catalog K 
Representatives in Principal Cities 





LEONARD VALVE COMPANY 


1360 Elmwood Avenue, Cranston7, R. I. 













The patented, 
stronger seam and 
spud construction means 
longer, guaranteed 

leak-proof service. That’s why 
they're so widely used. 
Write today 

for free folder on 


complete line. 
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in your HOT WATER GENERATOR 


TANKS 
SMOKESTACKS 
PIPING 

WATER HEATERS 
BREECHING 
PLATE WORK 
BOILERS 


Call, wire or write today for fur- 
ther information . . . there is no 
obligation. 


41 E. 42nd St. 
New York 17, N.Y. 


4108 C. St. 
Little Rock, Ark. 






and Ro 


Here is a Hot Water Generator that will give you 
the maximum in efficiency! More hot water at less 
Operating cost. Quality of constructions is your 
assurance of the maximum operating efficiency 
from your FINNIGAN equipment. Adaptable to 
any type operation built to your specification in 
capacities from 66 to 5,000 gallons, FINNIGAN 
Hot Water Generators are made from the finest 
material and contain copper removable-coil heat- 
ing element. They are equipped with large size tap- 
pings which can be bushed to fit any job. 


P.O. Box 2527 
Jacksonville 4, Fla 








ROME PLATED HEXAGON BRASS 
LAVATORY LEGS AND TOWEL BARS 


®@ Eliminate time-wasting ‘‘call- 
biicks”’ by installing Reed-Cromex 
Legs and Bars — finest money 
can buy. Exclusive *LOK-FLANGE 
Take-up Escutcheon provides solid, 
permanent lock between leg and 
lavatory — without use of tools. 


Precision engineering, combined 
with contemporary styling and 
superbly triple-plated chromium 
finish assures a life-time of satis- 
factory service for your customers. 


Available For All Makes of V.C., I.E., & 
Steel Lavatories in Two-Step, Straight Hex 


wnd Fluted Designs. 


With all their exclusive features plus UNCON- 


RC-25 9 DITIONAL GUARANTEE, Reed - Cromex Legs 








and Bars cost no more than ordinary types ! 





*Pat. Pend. | Ask Your Wholesaler For Literature and Prices NOW! 


REED-CROMEX CORPORATION 


CLEVELAND 21, OHIO 
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DIVIDIENDS...in human lives 


BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 








If you can answer “yes” to most of them, 


you- 


and your company—are doing a needed 


job for the National Blood Program. 


2 OOO00000 


HAVE YOU GIVEN YOUR EMPLOYEES TIME 
OFF TO MAKE BLOOD DONATIONS? 


HAS YOUR COMPANY GIVEN ANY RECOG- 
NITION TO DONORS? 


DO YOU HAVE A BLOOD DONOR HONOR 
ROLL IN YOUR COMPANY? 


HAVE YOU ARRANGED TO HAVE A BLOOD- 
MOBILE MAKE REGULAR VISITS? 


HAS YOUR MANAGEMENT ENDORSED THE 
LOCAL BLOOD DONOR PROGRAM? 


HAVE YOU INFORMED EMPLOYEES OF YOUR 
COMPANY'S PLAN OF CO-OPERATION? 


WAS THIS INFORMATION GIVEN THROUGH 
PLAN BULLETIN OR HOUSE MAGAZINE? 


HAVE YOU CONDUCTED A DONOR PLEDGE 
CAMPAIGN IN YOUR COMPANY? 


HAVE YOU SET UP A LIST OF VOLUNTEERS 
SO THAT EFFICIENT PLANS CAN BE MADE 
FOR SCHEDULING DONORS? 


Remember, as long as a single pint of blood 
may mean the difference between life and 


death 


for any American . . . the need for 


blood is urgent! 


NATIONAL BLOOD PROGRAM 
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America’s blood bank needs more blood, now. Be a regular depositor and know 
that your dividend is saving a life of some American—somewhere. 


It may be a soldier shot down in battle, suffering from shock. Or someone 
here at home, sick and in dire need of new blood to restore life. A mother in 
childbirth, or a child in an accident. 


America rhust give. America is you. Won’t you call your Red Cross, Armed 
Forces or Community Blood Donor Center right now, for an appointment? 
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Observations 


SIGHTING INTO THE FUTURE 


sends us on with RENEWED 
._ VIGOR... RESOLVED TO 
UPHOLD THE BEST OF 
AMERICAN MANUFAC.- 
TURING TRADITIONS... 








... confidence in our market, the 





nation we serve... producing the 
best possthle products with the 
best avatlable materials at 


prices advantageous to all! 

















SHERWOOD BRASS WORKS 


6331 E. JEFFERSON DETROIT 7, MICHIGAN 


It takes good quality merchandise to build up 
"964 lasting prestige. On this you can depend. The 
. .250 SHERWOOD No, 86-A Anti-Syphon Ball Cock 
(shown above) is quiet, non-syphoning and a 
water saver. It is efficient, long-lasting and 
. 295 dependable. And it operates on any city water 


935 pressure . .. a mighty good item to carry. 
..178 
lee 
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...will specify... 
Cadwell No. 25 


SELF-CLOSING TEMPERATURE 
AND PRESSURE RELIEF VALVE 





Thermostatic Element always out of water ex- 
cept when discharging. Easily taken apart for 
inspection and easily cleaned without disturbing 
temperature or er relief. Available in Male 
Y” 344 and 1”. Female diam. 12” in all cases. 


Colecll Safety Kelief Lickeb : vee 
T= WHEN THE BUYERE 


sion. A. G 


“DEMANDS QUALITYE 


Has maximum hour- 
ly input of ... 


850,000 
B. T. U. 


Listed A. C. A. 


Cadwell Cadwell 
Perfection FLOOR & CEILING PLATES No. 75 No. 105 


; Poppet Type Pres- fa Y 
Lend neat appearance to all piping jobs. No. 10 ae ig sure Relief Valve. clei 
Sheet Steel. Sizes 4” to 6”. Copper Tube Sizes wed a ar “4 Bae” .P.S. Listed No. 35 
V4” to 3”. Write for complete plate bulletin. lief Valve. Y2 . 


Pressure Relief 
Types No. 75, 105 and 35 can be furnished with Valve. rors & 
fusible plug for temperature relief. (Not self- operated 4” 
closing on temperature relief.) 1.P.S. Listed A G.A. 


CADWELL IS A NAME SYNONY- 
MOUS WITH FINE QUALITY IN- 
STRUMENTS FOR SAFETY RELIEF. 





The ESTABLISHED 1894 
BEATON & CADWELL MFG. CO. Jha Aritain. Conn. 





Relief 
aphragm 
” or 4 ” 


SYNONY- 


/ 


Ont. 





